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RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 

 

 

  E-mail: http:wendy@restaurant.org.za 

powered by  unsubscribe forward update profile

This mailing system may only be used for sending permission based email.

If you did not give permission to receive emails from this sender, please notify us.

This email was sent to webpro@webpro.co.za by wendy@restaurant.org.za| Print / PDF version | Read our Privacy Policy.

Restaurant Association of South Africa - 20 BC Penguin Drive, Norscot Manor, Douglasdale, 2165, South Africa

http://www.restaurant.org.za/mytable.asp
http://www.mytable.co.za/
http://www.restaurant.org.za/pdf/meal_for_2.pdf


  

 

 

 

 

 

Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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Kind Regards

Ntando Dube 

Tel: 011 705 2054/ 2251

Cell: 073 425 2360 

Training Development Manager 

training@restaurant.org.za

 

 

 

RESTAURANT ASSOCIATION OF SA 

NEWSLETTER 

JULY 2010

Dear RASA Members

The Restaurant Association of South Africa would like to thank all Members for the tremendous support that you 
provided during the World Cup.

The warm and wonderful service that you provided to our visitors went a long way to show the world that South 
African Hospitality is a force not to be ignored on the world map.

A special thank you to your wonderful staff for their dedication towards making this event a truly unique African 
experience, also thanking them for the extended hours that they contributed towards the business.

Please visit our customer care sms line 34056 on the website which records all the spectular experience patrons 
encountered at your establishments.

Furthermore we would like to take this opportunity to extend our most sincere appreciation for all the support that 
you give the association and for the renewal of all your memberships  

We trust that the remaining half of 2010 will result in even greater success developments and investments for the 
industry as a whole. 

It must be noted that we would welcome any restaurant request for assistance and support that you may be require 
and remember we are alaways avalible to assit you in any regard pertaining your buisiness.

We would ask that your input be forthcoming on any issues that may require your time and attention as this 
assists in the sustainability and further success of the Restaurant Indusrty, it also guides us on where the industry 
needs focus. 

 

Your continued support and promotion of our organisation is highly valued and any contribution we can make to the 
success of your restaurant will be met with a willing and positive response.

 

We ensure you that our close association will endure well into the future.

 

 

We would like to inform you of our current projects we are working on and a number of other legislative matters that 
need to be brought to your attention

 

Thank you again for great food warm smiles big hearts and beautiful business 

 

All in all we as a team managed to exceed all expections, and hope we will continue to mobilse and engage 
ourselves as one team with “One Goal “. 

 
We would like to extend our thanks to you for all your support!

We are always a phone call away!

 
Happy Eating Always!

 

The RASA team

 

DID YOU KNOW … you can use the HOT or NOT 34056 logo on your menu’s 

 

RASA COMMUNICATION

 

Please tell us what is the best method to communicate with you … 
sms, email, phone, Skype or face book.

RASA TIPS FOR $

DID YOU KNOW …IF YOU Snd us a request A RASA representative will come visit your restaurant 

PROJECTS ON THE GO

 

l Adopt a Tavern 

l 5 year Plan with DEAT 

·         The nutrition content on menus (Healthy Dining) 

·         Development of training acadamys 

·         Mystery diner reports 

·         RASA LOGO ON ALL MENUS  

·         RASA hot or not line 34056 on all menus (free to members) 

·         RASA BENCHMARKING 

·         RASA JUST RESTAURANTS our very own mag to the public  

DO YOU NEED RASA TO HELP YOU WITH :(As you know that 
RASA is only a phone call away ,we can assist you with any 
aspect of your Restaurant)

LANDLORDS RENT REDUCTIONS

SUPPLIERS

STAFF RECRUITMENT / TRAINING

OPERATIONAL ASSISTANCE 

MYSTERY SHOPPING 

RESTAURANT AUDIT

SELLING YOUR RESTAURANT 

WE CAN HELP SMS your name telephone number and request to 34056 and we will contact you.

RASA SURVEY

Please kindly participate 

Best Operating Practice Survey 

RASA INITIATIVES

DID YOU KNOW …CUSTOMER CARE LINE 34056 is FREE to RASA 

members 

MY TABLE

 

My Table is South Africa's first and only leading restaurant discounted loyalty card which is site-endorsed and in 
partnership with the Restaurant Association of South Africa (RASA). With over 1400 restaurants to choose from 
and regular updated instant discount offers, My Table is your ultimate gourmet guide to restaurants and fast food 
outlets, with instant discounts and "buy one, get one free" offerings.

My Table does not limit you to one choice of restaurant; now you can enjoy instant discount offerings at a variety of 
restaurants, allowing you to frequent your favourite restaurants more often!

You can now find all your favourite restaurant's instant discount offerings on-line (once you have registered). Eat and 
drink at participating restaurants and enjoy instant discounts of up to 10% to complimentary coffees, wines, 
starters, desserts and so much more on presentation of your My Table card.

 

The My Table card costs R99-00 annually and may be used an unlimited number of times until the card expires. 

For more info log into http://www.mytable.co.za/

 

MEAL FOR 2

RESTAURANTS PARTICIPATING 

And Lots more 

Visit http://www.mytable.co.za/ to see participating restaurants 

JUST RESTAURANTS 

 

  

For booking  forms kindly log into 

http://www.restaurant.org.za/pdf/just_restaurants_newsletter.pdf or sms your name to 34056.

INDUSTRY INFORMATION

Police WC experience to benefit SA in future 

Police on Thursday said they are confident their World Cup safety programme will feed into the country’s safety 

plans after the tournament. 

Apart from a few incidents it seems most tourists will be going home incident free. This is despite warnings from 

the foreign press that tourists in South Africa would not be safe.  

Last week police revealed crime figures for the first week of the World Cup were lower compared to the same period 

last year. 

It means one of the biggest ever operations undertaken by the police has paid off, and they said there are lessons 

to be learnt from how it has gone so far. 

Crime researcher Johan Berger said this “certainly shows that specialisation does work and it is necessary." 

The police’s Sally de Beer also pointed out South Africans will benefit from over R600 million worth of crime fighting 

equipment bought specifically for the World Cup. 

TOURISTS SPENDING IN SA 

Tourists have also been spending money in South Africa. It seems a lot of dollars and Euros have gone into 

restaurateurs’ pockets.  

“I think many of the restaurants that are in the tourist hubs are delighted with the performance of their turnovers. 

They have seen a significant increase - round about 30 percent to 40 percent on turnover,” said Wendy Alberts from 

the Restaurant Association of South Africa. 

But the rental car market is not doing so well according to Europcar boss Dawn Nathan-Jones: “Initial expectations 

were overly optimistic, I think we expected a gross of about 30 percent,” said Alberts. 

 LEGISLATIVE MATTERS

 EDIBLE OIL SOLUTIONS

 LIQUOR NEGOTIANS

THE CONSUMER BILL

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

LEGAL

SMOKING

–  

MIN WAGE

CONSUMER BILL regulation on the consumer protection will be published at end JULY 2010 

LIQUOR BILL

DID YOU KNOW … you can order NAME BADGES from RASA 

FORTHCOMING EVENTS

·         ROSETTA AWARDS Waiter of the year/ Barrister of the year/Cook of the year/Barman of the 

year/Restaurant of the year 25th NOVEMBER 2010

·         TRADE SHOW – SAITEX AFRICAS BIG 7 25th JULY 2010 FREE ENTRY TO RASA MEMBERS

 

·         GOLF DAY NOVEMBER 2010 

·         BREAKFAST _ 24th AUGUST 2010 SCROOGE DINER BRIGHTWATER COMMONS 8am R120/pp SMS 

your name to 34056

·         WELCOME AWARDS MAY 2011 entries open. BOOK NOW  

·         TASTE OF JOBURG 29th SEPTEMBER 2010 BRYANSTON HIGH- l ook for discounts on the 

web.www.restaurant.org.za

·         GOOD FOOD AND WINE SHOW JOBURG COCA COLA DOME 23rd SEPTEMBER 2010

 

·         NATIONAL TOURISM CAREERS EXPO 28th SEPTEMBER 2010 -  Free entry to RASA Members 
 

RASA HOSTEX – 13 th MARCH 2011 SCC 

RASA WILL BE HOSTING THE EXHIBITIONS LOUNGE TO SPOIL YOU ONCE IN AUGUST.

WE ARE LOOKING FOR GUEST SPEAKERS FOR RUNNING SUCCESSFUL RESTAURANT SEMINAR.

TELL US YOUR NEEDS BY CONTACT US ON 011 705 2054 OR EMAIL

info@restaurant.org.za

http://www.restaurant.org.za/

NRA CHICAGO - MAY 2011 

Will you be joining the RASA team ? sms your name and number 
to 34056 

 DID YOU KNOW …you can advertise in the RASA JUST RESTAURANTS MAG  

RASA BREAKFAST MEETING  - JOBURG 

DATE Tuesday 24th August  2010

 

 

 

VENUE  Scrooge Diner

 

COME CELEBRATE YOUR 2010 SUCESS

 

Shop G24, Brightwater Commons

        Republic Road, Randburg

 

http://www.scrooge.co.za/

      TIME  08h00 for 08h30 am   
     

   COST  R120 pp

RSVP (011) 705-2054/2251 

WIN A YEARS MEMBERSHIP
                                                          

     FNB | FoACC: 62187440567
    Code: 251655

                                                                                                
    RASA Management Services

For the first 17 years of my adult working life I was a restaurant manager and later owner, however a for the last 5 
years I have been an Occupational Health, Safety and Environmental Consultant. When I heard that the Department 

of Labour was starting an OHS Blitz on the Restaurant industry I felt it was my time to payback the industry that 
blessed me for all those years.Over the last couple of weeks I have visited a number of Restaurants and food Chain 

stores wanting to warn them about the coming OHS Blitz and was horrified to discover the lack of info and 
knowledge there was with regards to safety in restaurants. Most restaurateurs don’t even know what the DOL would 
be looking for, so how could they start preparing for the DOL Visit. No risk assessments were done, (as required by 

the OHS Act).

In South Africa3.156 million Workdays were lost in 2002 due to workplace injury or 

illness.. In South Africa 330 000 people die a year ( 2008)

The Department of Labour doesn‛t check compliance with the OHS Act… !!! Think again 10 

949 notices were served for contraventions in health and safety requirements during 

2006/7. 

l 1230 SA companies had to stop production. The insured cost to uninsured cost ratio is R1 to R53 per 

incident. (So how much profit do you need to make to absorb an uninsured incident cost of R1 million

DID YOU KNOW … 

 

RASA BREAKFAST MEETING  - CAPE TOWN 

For  more  details contact our  Offices in Cape town

Belinde Davidson

RASA - Cape Town 

Cell: 082 465 8908

email: belinde@restaurant.org.za

http://www.restaurant.org.za/pdf/the_consumer_protection_act.pdf

THE INAUGURAL SA HEALTH TOURISM CONGRESS 

http://www.sahealthtourismcongress.co.za/ 

BUILDING NEW RELATIONSHIPS: Uniting key market players from all over the world, the inaugural South African 
Health Tourism Congress offers three days of intense networking.

l Launch of the South African Health Tourism Congress Website 

l Health Tourism Congress for South Africa 

l SA Health Tourism Exhibition

l SA HEALTH TOURISM CONGRESS IN SAN FRANCISCO 

l CONGRESS SPEAKER PAPER SUBMISSION  

DID YOU KNOW … 

RASA POLICIES ACCREDICATION

 

Apply for accreditation today http://www.restaurant.org.za/

PLAY SAFE POLICY

Restaurants that offer children’s entertainment and play facilities have to ensure that the facilities and equipment 
are safe, clean, and well maintained. Access should be controlled and the child minders on duty are expected to be 
trained in child minding, basic first aid, and CPR. The necessary disclaimers should be in place and the restaurant 
is expected to publicise a customer feedback line. The RASA Play Safe policy is supported by Fleetwood 

Adventure Playgrounds and SAFIC.

DINE SAFE POLICY

Safe dining is absolutely crucial to the successful operation of any food service business. Not only is it a legal 
obligation for every restaurant to comply with statutory health and safety guidelines, it is also an ethical 
responsibility towards diners. The RASA Dine Safe policy covers aspects like food safety and hygiene practices, 
using accredited suppliers and adequate pest control. It also includes the RASA Healthy Diner Food Nutrition 
guidelines. The RASA Dine Safe policy is endorsed by JohnsonDiversey and Rentokil.

SKILLS SAFE POLICY

Diners have the right to expect good service at any restaurant. Establishments displaying the   RASA Skill Safe 
accreditation have sent their staff to the RASA Training Academy which offers training to managers, waitrons, 
barmen, baristas, cooks, and child minders. The RASA Skill Safe policy also requires that restaurants exercise 
good labour practices. Restaurants that are RASA Skill Safe accredited make use of the RASA Hot or Not 
consumer feedback SMS line on 34056.

·         Customer Care Line 34056 

·         Regulation of Restaurant Licences 

For more information on these issues please visit our website http://www.restaurant.org.za 

or call our office and we will gladly assist you. 

RASA NEW SUPPLIERS WITH FABULOUS DISCOUNTS!

Token Retail ( Promoting the Meal for 2 Project) MEAL FOR 2

 

 

 

Budget Insurance

 

E&E  Recruit Services

 

 

Just Restaurants BDP Publishing RASA’ very own mag to the public 

 

Pilot Software

 

Micros Software

micros

 

Swift Laboratories’ 

PSPC – Polystyrene Packaging  Council 

Frylow Africa – Distribution Africa 

Ice Machine Rentals

I 

Lite Optec NEW WET WIPES – A MUST SEE 

 

DID YOU KNOW … 

RASA FRANCHISOR FEEDBACK

Recession inspires interest in franchises
Franchise quickservice companies such as Five Guys, Subway and Panda Express are seeing increased sales -- 
and numbers of stores -- amid the downturn. A recession can be good for such businesses, as it tends to increase 

the applicant pool for franchisees. The Oregonian (Portland) (4/5) 

 

LOOKING FOR A FRANCHISE http://www.restaurant.org.za/ 

Join our Franchise table for  monthly  meetings 

 

 

RASA TRAINING ACADAMY 

 

RASA Skills Upliftment 

 
THETA SKILLS SECTOR PLAN

FEEDBACK ON DISNEY TRAINING

FEEDBACK ON RASA TRAINING

TRAINING DOWNLOADS

Starting Your Own Tour Operating Business

Download

Starting a Restaurant or Eating House

Download

Starting a Bed and Breakfast or Guesthouse

Download 

Our specialty is empowering your wait staff to provide the best

possible customer service,making the face of your restaurant shine. 

I'll work with your wait staff to increase check averages, tips,

profit and customer retention through an attitude of personal 

accountability.A guest's impression of your restaurant is entirely in the Hands of your wait staff.

Your guests expect outstanding customer service, The waiters that I train will achieve confidence, great 

opportunity to be exposed to our friends of the Association, Exposure to more advanced courses   Website 
listing 

My mission and vision is to be one team with all the staff in the 

industry as our target is to provide excellent service, honesty, 

discipline, enthusiasm  and passion for the industry We have a website Restaurant employee database and 
I encourage all my staff friends to join in 

Training programmes will also nominate the best waiters, 

as we recently celebrated the Silver Star Waitron of the year

awards on the 17th of November 2009

OUR GOALS  FOR 2010 FOR ACADEMY

Provide and improve our training facilitators 
Provide training videos for our restaurants
Provide short  skills  for  the industry ( upgraded modules) 
Expand more  the Bar Academy ,Wine academy ,Cook
(Chefs Academy),and the Waitron Academy

SOME GOOD TIPS FOR YOUR STAFF… 

One problem that many managers have is the fact that they seem to take forever to assume 

responsibility or their shifts. They may arrive on time, but they have to first enjoy a 

relaxing cup of coffee, maybe a smoke or two, and even catch up on the latest store gossip. 

Some may even wait for the previous manager to leave before accepting shift 

responsibility.

Arriving a good 15 to 30 minutes early for a shift is more important than they realize. Instead of going for that first cup of 

coffee, they should be doing an initial brief walk-through, greeting members of their team and making notes for the shift. 

Set the mood for the shift One of the most under utilized methods of setting the mood for a shift is something as simple 

as a One Minute Team Meeting. It doesn’t take but a moment to pull your staff together (either as a whole, or if a larger 

operation, by departments) and communicate your goals with a positive mental attitude. 

Great phrases include: 

“We’re going to have a good time tonight!” 

“We’re going to make our customers happy today, and here’s how… ” 

“We’re going to be out one hour after closing tonight, and here’s how we’re going to do it… ” 

Of course, you can always set other moods for your shift. 

A mood of indifference can be set by not really making an effort to communicate with your staff at all. Likewise, a mood of 

tension can be set by going all out in your efforts to let everyone know that you’re a hard-nosed jerk of a boss, and that 

you’re on the warpath. 

Part of your job is knowing how to create an atmosphere of excitement. Teams that are excited about what they are doing 

produce results. 

Get organized While doing your initial walk-through, take notes as to what your priorities will be for the shift. Check your 

product and inventory. Review your management log and communicate with the other managers. Use your operation’s 

systems, whether they be work station charts, party books, a.m./p.m. checklists, Things To Do lists or prep sheets… they 

are all vital. 

Float There is no place for an office manager in restaurant operations. Be visable by practicing Management By Walking 

Around, however, don’t get in the way of your staff (some managers confuse the two). 

Set high standards. Don’t allow mediocrity. Never walk past a mistake. Use timely feedback. Be results oriented. 

Provide Ongoing Training Too many restaurant managers feel that once an employee’s initial training is over, they’re 

trained. Operators who have this belief usually have an ulcer to go along with it. Realize that training is an ongoing process 

and is done with each and every encounter with your staff. You should be able to teach something new to each person. 

Leadership Leadership consists of many things, including everything detailed above. But it also includes encouraging 

teamwork; giving recognition and appreciation; and setting the example. Don’t be afraid to make a decision. Your 

response may not always be the proper one to make, but at least you didn’t allow the decision to be made for you through 

inaction. It is much easier to lead someone than it is to push them. 

Successful Restaurant Managers Build Positive, Excited 
Staffs  

How many of your people can you honestly say are excited about their job and their contributions? In today’s society, there 

is a prevalent attitude that restaurant work is a dry, unrewarding experience. Much of this attitude was developed over many 

years, and was fostered in the restaurant industry itself by those who relied heavily on management by intimidation… 

those who subscribed to a misguided philosophy that their people were less important than their cooking equipment. 

But times have changed, and people today have far too many choices available to them. If they find themselves in a 

negative work environment where their contributions are not appreciated, they may think nothing of moving on. 

For a while, the industry was slow to recognize this change, and even when it did, the response generally took the form of 

“You just can’t find good help these days.” Unfortunately, there are still too many operators who allow themselves to fall 

into this trap. Operators such as this will fall by the wayside in time, while stronger, leadership focused operators will 

prosper. 

One quality leaders must possess is the ability to excite and inspire their staff. The leader must totally believe in, and be 

committed to, his or her operation and the people who are vital to its success. Following are some tips that can help 

create a positive, exciting environment. 

The Leader Must be PassionateIf the leader ever hopes to develop excitement in his or her people, it is first necessary for 

the leader to be excited. One can never hope to inspire if one is not inspired. The leader must be enthusiastic, and be able 

to communicate that enthusiasm to the staff. If you can’t feel it, and express it, how can you expect the same from your 

staff? 

Convince Your Staff That Their Efforts Are ImportantThere is a great need in every person’s life, and that is the need to 

feel that their efforts make a significant contribution. Those who feel that they are not making a positive impact soon 

develop apathy. “Why should I do better?” they reason, “No one cares anyway.” It is vital that the leader show them the 

importance of their work. What mindset have you helped develop in your employees? Does one feel that she is “just a 

waitress”, or does she feel that she is a public relations expert? Instill within them an ownership mentality. 

Let Them Know You Want Them To SucceedIf you are looking for a staff that is loyal to your goals, then it is imperative 

that you are loyal to their goals. What is someone hoping to accomplish by working for you? In what ways can you help 

them reach the goals that they have set for themselves? Communicate, one on one, with your people and find out what is 

important to them and how you can help. 

Involve Your People In Decision MakingSome operators dismiss their people’s suggestions or feedback. These 

operators think that they, and only they, are the ones with the answers. 

But in his book, Secrets of Effective Leadership, Fred A. Manske, Jr., writes: 

“People carry out decisions that they have participated in making much more enthusiastically than they carry out orders 

from the boss.” 

While it is not always possible, or feasible, to implement every suggestion you may receive from your people, there is 

nothing wrong in listening to their ideas and incorporating them when it makes sense to do so. Many very successful 

restaurant companies make it policy to solicit suggestions from their people. 

Hire Exciting, Energetic People Sounds simple enough, but if you’re trapped within that “can’t get good help” mindset, it’s 

very likely that you are simply adding bodies to your staff. Proper planning and interviewing skills can help avoid this. 

Many times I’ve seen managers fill their staff with bodies just because they “had to have them.” These same managers 

would often pass up an enthusiastic, bubbly personality simply because they felt they were properly staffed, but they hadn’t 

taken the time or effort to evaluate the quality of their current staff. Almost never can you afford to pass up a potential hire 

that possesses these qualities. Chances are, there is someone on your payroll that has no business being in a customer 

relations position. 

My experience has been that the quality of applicants you receive closely mirrors the quality of people you already have on 

staff. The quality of the people you have on staff definitely mirrors the quality of your hiring practices. 

Other suggestions: 

- Create positive competition, whether it be suggestive selling or efficiency contests. 

- Teach something new daily and provide new responsibilities. 

- Display a sense of humor. 

- Provide recognition. 

- Develop a “Our team is #1″ attitude and communicate it daily. 

- Be goal-line oriented and celebrate their achievements when goals are met. 

(c) Troy Brackett, RestaurantNews.com 

GOOD ATTITUDE 

The “Let’s do it and let’s do it now!” attitude is one of the key elements of success, but whether or not that attitude is a 

driving force in your restaurant is entirely up to you, as manager and leader. 

In almost every instance, an operation without a sense of urgency is under the direction of an operator who has lost the 

will to win. Perhaps a better illustration would be the old saying, “A fish rots from the head down.” 

Following are examples of how you can help create a sense of urgency and hustle in your operation. There are no secrets 

of management here, nor do you need to rush out and enroll in a night-school business course. It all comes down to a 

little common sense and simple management by example. 

Tip #1 Get out of that office!If you were looking for an office job when you took on the responsibilities of operating a 

restaurant, you were most definitely misled. If you aren’t spending 95% of your time working the floors, then you are out of 

synch with what is expected of you. And if you think you’re fooling your employees with that tired line about having too much 

paperwork to do, think again. 

Tip #2 Always, be the first one to work.It never ceases to amaze me how many operators will demand promptness from 

their crew, yet he or she will forever be late themselves. To some, it is common practice for their opening crews to be kept 

waiting on the sidewalk wondering if the boss will ever show up to unlock the doors. 

Tip #3 Make sure your employees see YOU hustling.How often do your people catch you trotting across the foyer to open 

the door for a customer? How often do they catch you rushing to take, fill, and prepare orders – especially during slow 

volume hours? When your people come to you and relay a customer complaint, do you say, “Okay, I’ll be there in a minute,” 

or do you spin around and race immediately to the customer? Hundreds of possibilities here. 

Tip #4 Make sure your employees know it (whatever “it” is) is important to you.If you have an outside road sign, is it 

important for you to keep it regularly updated? How about when the wind knocks down a few letters – is it fixed ASAP or do 

a couple of days go by? Do you make sure any broken equipment is repaired within 24 hours? How long do your dining 

room floors go without being swept or mopped? How often do you check your restrooms? If you run out of a product for 

your menu, do you simply put up an “out” sign until the next delivery, or do you make arrangements to get that product in 

now? 

(c) Troy Brackett, RestaurantNews.com 

Trainings on how to start a restaurant  downloadable on our website 

MENUE & FOOD FASHION  

Restaurant Kitchens Planning, Equipping and Cleaning Restaurant Kitchens

See More About: 

l restaurant kitchens  

l opening a restaurant  

l staffing a restaurant  

l restaurant menus 

A restaurant menu is more than just a list of food with prices. It is a reflection of your restaurant style and concept. 
A restaurant menu is not something to be hastily written up, but rather an important marketing tool that should be 
carefully considered. There are three main parts of designing a restaurant menu: Description, Layout and Pricing.  

Restaurant Menu Description A good rule of thumb when writing the descriptions of your menu items is to keep it 
short and simple. But the description should be vivid and enticing- enough to make a guest’s mouth water. Always 
explain what are the major ingredients are in a particular dish, and use ethnic names if they fit, to add a bit of 
authentic flair to the menu description.  

Restaurant Menu Design A restaurant menu design is a reflection of the restaurant itself. Restaurant menu 
layouts and colors, whether formal, casual or playful, should match your restaurant concept, location or theme. 
Your menu font and color scheme should reflect your restaurant theme. For example, if you are opening a Mexican 
themed restaurant, vibrant colors such as red, turquoise, purple and green would be good choices for a menu. 
These same colors would look out of place on the menu of a French bistro or Italian restaurant. Ditto for the font. A 
French bistro may have a classic script font or simple plain font, while a sports bar or other casual restaurant might 
have a less formal or playful font. Beware of choosing a font that is hard to read or too small.  

Restaurant Menu Pricing Food cost and portion control are two ways to help price your menu correctly, so you 
make a profit but be careful not to price yourself out of the local market. Another way to ensure a profit is to create 
a balance of expensive and inexpensive items and limiting the use of market price items, which have the greatest 
fluctuation in prices.  

Specialty Restaurant Menus Certain occasions such as holidays or local festivals, is a good time to put together 
a specialty menu. Mother’s Day is prime example of when to use a specialty menu instead of or in addition to your 
regular restaurant menu. Specialty menus and prix fixe menus allow you to expand your regular dining selection 
while still maintaining control over cost and inventory.  

Writing the menu is one of the most exciting parts of opening your own restaurant. Like choosing a restaurant 
name, creating a menu is another where you can be creative and add your personal style to your business. 
However, before you sit down and begin writing out your favorite recipes, consider the following tips to help your 
restaurant menu be functional as well as fun.  

Kitchen Size and the Restaurant Menu Generally, the size of your restaurant will dictate how large your menu 
is. The bigger the kitchen, the more menu items you can offer. If you try to offer a large and complex menu out of a 
tiny commercial kitchen (which can be done, though it isn’t easy) you may run into serious problems during busy 
times. Your restaurant kitchen should be between 15-25 % of the total space in your restaurant. Any smaller and 
you run the risk of severely limiting what you can serve during a lunch or dinner rush. Any larger and you are 
wasting precious space that could be used for tables and chairs. Creating a kitchen layout with a good flow will also 
make it more efficient and easier to work in.  

Prep Time and the Restaurant Menu Cooking is only about half of what goes on in a restaurant kitchen. Prep 
time (usually just called prep) is an integral part of getting ready for breakfast, lunch or dinner in a restaurant. When 
drafting your restaurant menu, consider how much prep time is needed for each menu item. For example, roasted 
portabella mushroom Alfredo requires that the portabella mushrooms be washed, sliced and roasted much earlier in 
the day, in order to be ready for the dinner shift. Prep will also dictate the types of kitchen stations you need (see 
below).  

Kitchen Stations and the Restaurant Menu The stations in your commercial kitchen will also dictate what is on 
your regular menu. If you forgo the deep fat fryer, then French fries, onion rings and chicken fingers should not be a 
mainstay of your menu. On the other hand, if you have a mammoth 12 burner gas range, then you can offer plenty 
of sautéed dishes, like pasta primavera or seafood Alfredo. If you want salads to play a prominent role on your 
menu, be sure you have enough room for a salad station. Ditto for pizzas, grilled items and desserts. Stations are 
particularly important as a way to prevent cross-contamination between foods.  

For more on effective commercial kitchen layout, I recommend you pick up a copy of Running a Restaurant for 
Dummies by Garvey, Dinsmore and Dinsmore. It also gives a lot of advice for stocking your restaurant kitchen.  

 

Menus, prices change with the economy
When tough times hit, restaurants start by changing menus and pricing, a National Restaurant Association 
researcher says. But, he said, the approaches that eateries at the high and low ends take must be different: "The 
tactics those two operators would take to engage in this current economic environment, in many cases, can be 
dramatically opposite." WFPL-FM (Louisville, Ky.) (4/7)  

On the Menu

What changes have you made to your restaurant as a result of the economy?  

Facility alterations, such as adding a bar

Changed the menu

Lowered prices

Using less expensive ingredients 

Facility alterations / enhancents

Other

National menu standard gaining appeal
A federal law on menu labeling that would pre-empt state standards is gaining ground. Said National Restaurant 
Association's Beth Johnson: "There's significant support for getting menu labeling and nutritional information on a 
national level." The LEAN Act would allow operators to choose how to present calorie information, while still 
keeping it at point of purchase. QSRWeb.com (3/31)

 

Screens keep customers occupied, give them control
Restaurants can take special advantage of digital signage. Screens can inform customers of specials, enable them 
to place orders themselves and entertain them while they wait

 

 SOME OF RASA’s BENEFITS & DISCOUNTS 

 

l My Table Discount Loyalty Card 

l Meal for 2.by Token Retail 

l Just Restaurants Magazine – reach out a 100 000 people  

l 2.1% CREDIT CARD & 1.75%  DEBIT CARD COMMISSION RATE - NEDBANK  

l 2.25 % CREDIT CARD COMMISSION RATE - STANDARD BANK  

l 4% CREDIT CARD COMMISSION RATE – AMERICAN EXPRESS  

l REDB – Employee data verification  

l Staff Training 

l Legal Advice 

l HR Advice 

l Legislative Information 

l ANTI-CRIME campaign, together with Business Against Crime (BAC)  

l FREE RB MAGAZINE – Restaurant Voice, RASA’s official publication  

l BUSINESS INSURANCE – Preferential rates  

l TRAINING courses through RASA training academy 

l CUSTOMER CARE LINE - 34056 via SMS  

l SECURITY SOLUTIONS 

l PRODUCT information – Industry supplier lists and discounts  

l RASA lifestyle – loyalty programme  

l Industry statistics and research 

l Supplier discounts and new product launches 

l FASTNET Less 15% 

l Access to workshops & forums for the restaurant industry 

l NRA Show information and group bookings (international tours) 

l Monthly Breakfasts ;Golf Days & Family Fun Days 

l Monthly News Letter 

l Calendar of the Industry Events 

l Free trade show tickets 

l Liquor board negotiations 

l Bargaining council negotiations 

l Trend reports and violent crime in the industry 

l Restaurant Rosetta awards 

l Waiter, barman, cook, barrister – Annual awards  

l Buying and selling a restaurant (buyarestaurant.co.za) 

 

 

INTERNATIONAL  NEWS

“DEDICATE YOUR LIFE TO A CAUSE THAT INSPIRES YOU AND 
ALSO GREATLY SERVES OTHERS” 

RESTAURANTS GRADING BEGINS IN NEW YORK

NYC restaurants get ready to learn their ABC's

By KAREN MATTHEWS (AP) 

NEW YORK — New York City's 24,000 restaurants include fast food outlets selling chicken by the bucket and 
temples of haute cuisine where multi-course tasting menus can cost hundreds of dollars per person — before the 
wine.

But whether they have three stars from Michelin or three flavors of milkshake, all the restaurants soon will share 
some common ground — a letter-based A, B or C — grading system aimed at informing diners about cleanliness 
and food safety.

And it has some restaurateurs worried that restaurants that earn a B or a C will go out of business as diners flock 
to the competitor with an A in the window.

"Some will undoubtedly close if they get a B or a C," said Robert Bookman, a lawyer for the New York State 
Restaurant Association, which vehemently opposes the letter grades.

Others say they accept the new system and will strive for an A.

"It is our goal always to get an A," said David Chang, whose hotter-than-hot restaurants include Momofuku Noodle 
Bar and Momofuku Ko. "If we don't get an A, we fail."

Chang said he has sent his sous chefs to city Health Department workshops to get up to speed on the new 
system.

Health officials say they are changing the way they rate restaurants because every year 11,000 people go to 
hospitals in New York City for food-borne illness related to eating out, and that number is rising. 

The letter grade system is similar to one that has been in use in Los Angeles since 1998, and public health 
authorities there say food-borne illness has declined as a result. 

"If L.A. can to it, we can do it," said Associate Health Commissioner Elliott Marcus.

New York City already inspects restaurants and gives them violation points for infractions ranging from mice and 
cockroaches to a refrigerator that's not cold enough.

Inspection results are available on the Health Department's website — if you know where to look. 

 Club Management Association of Southern Africa Applauds Frenchman's Creek

Johannesburg, South Africa. Feb 1, - The Club Management Association of Southern Africa (CMASA) has applauded 

Frenchman's Creek in South Florida, U.S.A for its excellence as a training destination for those seeking top hospitality 

careers. 

The prestigious golf and residential community in Palm Beach Gardens, Florida known for luxurious lifestyle and 

impeccable concierge level service has welcomed a new group of South African trainees pursuing top hospitality 

careers, to its seasonal training program. 

"Many trainees have returned to South Africa from Frenchman's Creek, bringing with them a global perspective on 

international standards that can only enhance the Golf Club industry in South Africa. We totally endorse the concept of 

Frenchman's Creek training programs to such an extent that we are encouraging club managers in South Africa to 

align themselves with this valuable resource for the betterment of the industry as a whole," said CMASA General 

Manager Beryl Acres. 

"We're proud of these trainees who have been immersed in hands-on practical training in community management 

and the highest level of personal service unique to Frenchman's Creek. As South Africa continues to improve and 

expand its golf communities we're helping create an environment that promotes a rich cultural exchange between 

international trainees and their American counterparts. These graduates are well positioned to become ambassadors 

for our community and South Florida as a whole," said Frenchman's Creek Executive Director, Achal Goswami.

The program, which has evolved over the last ten years into an in-depth classroom style, includes infrastructure 

training, theoretical courses in Food & Beverage Service and Administration, Culinary and Golf Departments, 

community management, roads and infrastructure training, technologies, property management and community's self-

governance, while supplementing formal education with real-life learning encounters. 

The training program, which attracts more than a hundred students annually, has been 

praised for its international relations and diversity by Palm Beach Gardens Mayor 

Joseph R. Russo and by top international hospitality management schools and 

associations. CMASA is the representative body for sport and recreation clubs in South 

Africa and selects local students to further their career training abroad in the golf 

club management industry.

 
Taking its name from the enduring romance novel by English author Daphne du Maurier, 

Frenchman's Creek, (www.FrenchmansCreek.com), situated along Florida's east coast, is 

resplendent with two championship 18-hole golf courses, 17 Har-Tru tennis courts, a 

deepwater anchorage, delightful options for dining at four exquisite restaurants, a 

state-of-the-art club house, spa and fitness center and exceptional homes on nearly 800 

acres. It is one of the premier communities in the nation that owns its private beach club 

offering fine dining from a gourmet seafood restaurant and beach waiters.

MEDIA CONTACT: 

Mark Hopkinson, NewsMark Public Relations

561-852-5767  mhopkinson@newsmarkpr.com 

RASA CRIME

Restaurant Fraud & Employees The date today is Thursday the 26th of February. 2 weeks ago I started receiving faxes 

from Nedbank for people claiming against transactions that took place at my pub & restaurant. As these faxes became 

more frequent, I investigated, only to find out that one of my waiters was cloning credit cards, (with a machine that 

apparently fits between their fingers that you can hardly see, and they swipe customer‛s cards and store information). 

The waiter was then coming back on other days, with numerous cloned cards, and swiping them under my floor limit for 

amounts of R200-00, R190-00 and figures around thereabouts. When cashed up he would obviously take my cash by 

handing in these credit card slips. Where his mistake came in, was the fact that he kept putting his waiter number on 

each transaction, which was confirmed, as these bogus transactions always took place on the day that he worked. 

He has subsequently been arrested, and I‛m awaiting the court date to do the necessaries. I 

have not confirmed all the transactions, but I‛m guessing, from what I‛ve found already, 

that he got away with over R10k.

My advice to restaurant owners is make sure you have a portable machine, and customers 

insist on doing transactions in front of them, to avoid my headache. If you want, I can give 

you updates on my case.

SECURITY SECRETS AND TIPS FOR HOTELS AND RESTAURANTS 

Guests in hotels and restaurants and tourists in general are frequently easy targets for 

criminals. Unfortunately some of the criminals are working in the industry because they 

know how easy it is to steal from guests. But sometimes the guests are the crooks. Hotel & 

Restaurant editor Andrew Moth looks at the problems and offers some useful tips.

RASA PR 

 

 

 

 

 

1. What is your rental per square meter?

 
2. How many square meters is your restaurant?

 

 
3. Who are your three major/ main suppliers?

 
a. b. c.

 
 

4. What stock item do you have difficulty in obtaining?

 
5. What is your cost price on the following:

 
Oil Milk Cheese Coffee

 
Eggs Flour Fish Products Meat Products

 

6. What are your average bank charges per month?

 

 
7. Menu listed price including VAT of the following:

 
Cappuccino Coca cola 330ml Local beer i.e 

Castle
Spirit average i.e 

J&B

 
Breakfast average Lunch average Dessert average Dinner average

 

8. Do you have uniforms and name badges, who is your supplier?

 

 
9. Do you make use of cash management company like G4S or Coin?

 

 
10. What is your GP / FOOD COST

 

 
11. Are you aware of RASA Fly the flag further initiative incorporating SA Tourism?

 

 
12.    Would you like to take out a ¼, ½, or full page in our publication THAT IS 

MARKETED TO THE PUBLIC for Just Restaurant Magazine?

 

 

 

 
           

Name Area Contact Tel Number

Kaz’s Restaurant Lonehill J D lockyear 076 506 7368

Mi Vami Fourways Sivan Moodley 011 462 4231

Mozambik Restaurant Rand Park Jenna Stewart 011 826 2600

Mozambik Restaurant Benoni Jenna Stewart 011 918 3195

Back of the Moon Gold Reef Bornwell 011 496 1423

Olive Lounge Randburg Kyle Connelly 011 704 6549

Kyalami Country Restaurant Kyalami Rick 083 788 9971

Wish Restaurant Melville Shakir 011 482 1162

Viva Espana Midrand Morris 011 805 2720

Pulcinella Rivonia
Lucas V D 
Schyff 011 803 6801

TSG Fourways Fourways Warren Bard 011 465 7270

Khoisan Pot Meyersdal Mike Bobby 011 941 3275

Burger Perfect Rand Park Ian Strumper 011 791 7774

Geet Indian Restaurant   Pretoria Gita Jivan 012 460 3199

Italian Trattoria Norwood Glynis Kitchen 011 728 5126

Cesco Restaurant Strydom Park T.B. C  
Cesco Restaurant Kelvin T.B. C  
Ciros Fourways Janeete Santos 011 658 1015

Picollinos Restaurant Douglasdale Maire O'Kelly 011 467 0618

Outer Limits Fourways Joleen 011 467 7938

Brazen Head Fourways T.B. C  
Casa Tuscana (Lesi) Pretoria A Burden 012 348 8820

Steak Masters Heidleberg Jaco 083 560 8178

Stranger & Co. Benoni Colleen Hardy 011 392 1941

Smoking Laws

TOBACCO PRODUCTS CONTROL AMENDMENT BILL

Bhisho calls for total smoking ban

Smoking law deadline looms

Workers make a fresh-air start with 2001 laws 

Row brewing between ANC and South Peninsula Municipality over smoking laws

New year ushers in end to smoking freedom

30 May 2007 - Minutes of the Tobacco Products Control A/B [B24B-2006] Department of health briefing 

   

The Minimum Wage Rate

The Minimum Wage Rate Effective 1 July 2009 to 30 June 2010

 /za_members/4838/ftp/Minimum Wage Table - 2010.pdf  
 /za_members/4838/ftp/Main Collective Agreement - 2010.pdf  

Restaurants focus on bar menus
With alcohol sales not suffering nearly as much as food sales, high-end restaurants are turning into bars 
and lounges and adding to their menus accordingly. New York's Veritas is focusing on Basque dishes at 
the bar, while Per Se has added a la carte options. The Wall Street Journal (4/3) 
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