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THE INDUSTRY GUIDE 
TO RESTRUCTURING
FOR RESTAURANTS
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INTRODUCTION

Initially, I was asked to write an introduction for this 
“reopening” guide. It’s not. 

For many of us, our businesses never closed. We 
adjusted, adapted, innovated, and carried on because 
that’s what our industry does. For some, there was a 
short pause in service to collect our thoughts and 
assess our options. 

This isn’t about reopening—this is a full reset. The change I’m 
speaking of is being driven by the marketplace, not the operators. It's 
the opposite of a revolution. It's a complete disruption. I’m grateful 
and excited to be here in solidarity with you in support of our industry 
as we seek the answers needed to thrive post pandemic.

When there’s a problem, entrepreneurs have the resolve and 
ingenuity to fix it. But it’s not enough to just solve today’s problems 
anymore. We have a massive opportunity to thrive after this pandemic, 
but it’ll only happen if we spend today solving tomorrow’s problems. 
We need to look to the future and create solutions that will resonate in 
the months and years to come.

In an effort to provide you with the necessary framework, we turned to 
our community for answers. In the pages that follow, you will receive 
guidance, best practices, tools, and resources from some of the 
brightest minds in our industry. This guide is a collaborative effort 
from Full Comp, Yelp, Cornell University, Oyster Sunday, and, of course, 
my Resetting America initiative. 

We have to operate, communicate, and motivate differently than ever 
before. Let's ignite this together.

By JON TAFFER
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UNDERSTANDING
THE IMPACT

11M
employed by 
independent 
restaurants nationwide 

PEOPLE

5M
employed in the food 
supply and delivery chain 
who depend on restaurants

PEOPLE

This accounts for 4% GDP of the United States. 

Independent restaurants contribute significantly to the $760 billion 

in annual sales in the restaurant economy.
Source | Independent Restaurant Coalition | 

https://www.saverestaurants.com/mission

https://www.saverestaurants.com/mission/
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THE 
CONTRIBUTORS
A special thanks to the teams and companies 
that made this guide possible. 

The information provided herein is for educational and informational purposes only. It is not intended to be a 
substitute for professional advice and may not be suitable for your circumstances.
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TABLE OF 
CONTENTS

001
Finance & Accounting

Financial viability is crucial, and 
understanding your cash on 
hand should help inform initial 
reopening decisions.

002

003

The sections within this guide are based on Oyster Sunday’s  
Reopening Critical Path.  We have added further insights using Yelp 
data, key takeaways from industry experts via Full Comp, and 
revisited the basics with input from Cornell University. 

You can read this guide cover-to-cover or jump straight to the 
sections you find topical at the moment.  

Marketing & Communication

Clear, consistent 
communication has never been 
more critical. 

Operations & Facilities

When it comes to operations, 
quickly establish clear 
COVID-19-specific standard 
operating procedures (SOPs) to 
ensure your team and your 
guests are safe.

https://www.oystersunday.com/resources/criticalpath
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004

005 DINER SAFETY

Safety and cleanliness are front 
and center. Understanding 
what your guests are looking for 
will help you focus your efforts. 

Takeout & Delivery

What may have been an 
afterthought in the past has 
quickly become a main source 
of revenue for many restaurants. 
Make sure your to-go business is 
set up for success. 

006Tools & Resources

We’ve added some additional 
resources and links to 
organizations from throughout 
the hospitality community.  

END
GUIDE
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SETTING 
THE STAGE
In the midst of so much ongoing uncertainty, 
one thing we do know is that daily restaurant 
operations cannot and will not go back to a 
pre-COVID-19 ‘normal.’

As an industry built on bringing people together around a table, we 
are being forced to reimagine what it means to provide hospitality to 
our guests moving forward. We have had to pivot from a service 
industry to a product industry overnight. As restaurants were forced to 
shut down to dine-in guests, we had to reimagine what it meant to 
serve our guests and communities outside of our brick and mortars.
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To make sense of the impact of this change, here 
are observations we are seeing around the 
country.

We’re hitting the second wave of 
the COVID Economy––it’s going 
to be long, slow, and painful. Our 
world is changing rapidly, and 
the hospitality industry has been 
forced to reexamine every facet 
of daily operations. We are 
seeing mergers and acquisitions 
(M+A) accelerate, and anticipate 
that close to three years of M+A 
will be consolidated into mere 
months.

COVID ECONOMY

We need to think about how to 
rewire the entire hospitality 
industry and how to move 
forward in a way that creates 
equitable opportunities for 
employment through 
compensation and benefits. As 
we continue to hear over and 
over, the current model needs 
to be reimagined in order to 
make this a sustainable and 
economically feasible career 
path. We believe that now is the 
time to seriously consider 
alternatives, including gratuity 
free and employee profit 
sharing models, cooperatives 
(co-ops), and employee stock 
ownership plans (ESOPs). 

COMPENSATION & BENEFITS

COVID-19 has created 
disruptions in the supply chain, 
and suddenly suppliers––who 
for decades supplied 
restaurants––were forced to 
rethink their business models, 
many turning to 
direct-to-consumer distribution. 
Suddenly consumers have more 
transparency into the supply 
chain, and how a global crisis 
such as the one we’re in can 
affect the local, regional, 
national, and global supply 
chain. 

SUPPLY DISRUPTION

We understand that consumers 
will dictate what the future looks 
like by how and where they 
choose to spend their money. 
This underlines the importance 
of the need for clear, consistent 
communication with your 
guests. Setting the table and 
expectations for what they can 
expect in a post-COVID-19 dining 
experience––and your 
commitment to keeping them 
safe and healthy––is crucial. 

TRANSPARENCY
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Because of the current 
economic crisis, food insecurity 
is increasing drastically. It is 
becoming even more critical to 
consider how we feed our 
hyper-local communities and 
the role that restaurants can play 
in providing access to food for 
underserved communities. Can 
restaurants participate in state 
or federal feeding programs? 
Can this be a lifeline for 
operators to have consistency in 
service and labor? We believe it 
can and we, as an industry, 
should consider how we feed 
one another going forward. 

FOOD INSECURITY

Technology-driven operations 
and data-led decision-making 
are both necessary. Creating a 
digital presence is more 
important than ever, both from a 
communications perspective as 
well as an opportunity to 
diversify revenue streams––be 
that delivery, e-commerce, or 
beyond. This will enable you to 
control your sales and customer 
data, which is an organic lifeline 
for your business and will help 
you make decisions in real time 
about how to best meet your 
guests where they are. 

TECHNOLOGY

As we attempt to gauge the impact of COVID-19, we are in a pressure 
cooker, accelerating change at an unrivaled rate. In the same breath, we 
believe—at the root of every restaurant—there are foundational tasks 
that operators can set up to manage the inevitable curve balls as they 
come. Below is a collection of resources we have built, and others we 
have published in collaboration with industry colleagues, to arm 
operators with tools to allow them to make informed decisions as the 
ground below our feet continues to shift.

Now that we have set the stage and understand where we are and 
where we need to go, let’s explore the fundamentals needed to move 
forward.
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FINANCE & 
ACCOUNTING
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THE
BASICS 
Make sure your house is in order. 

It is important to note that during the COVID-19 crisis, there are many 
additional elements that smart operators need to pay attention to. The 
immediate impact on a food and beverage operation will be realized 
in several ways: 
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DECREASED 
SALES VOLUME

THE DATA ACCORDING TO

According to the recent Yelp Diner Survey, 
45.4% of respondents indicate their 
household income has decreased 
somewhat (27.6%) or significantly (17.8%).

You will likely experience lower sales volumes (there are some notable 
exceptions for pizza places, quick service, and other concepts that 
regularly rely on carryout/curbside pickup and delivery for a 
substantial portion of their business). Be sure to connect with your 
guests and let them know you are open and at what capacity. This will 
require that you update your webpages and any social media sites to 
reflect your current operating status. Under normal circumstances, it 
is bad business to have any public-facing materials that are out of 
date or inaccurate. As we work through the COVID-19 crisis, it is even 
more important to communicate accurately and consistently with 
your guests. 
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PRODUCT 
MIX
Your sales mix is likely going to change. As guests order online, 
traditional add-on sales like appetizers, desserts, and beverages will 
be lower. You can market these services to your guests, but 
regardless, the sales will be lower. Additionally, if your dining rooms 
can only operate at limited capacity (25%, 50%, 75%), this will also 
affect what you can sell and what your daily sales will look like. It is 
recommended to create a separate line item on your income 
statement for carryout/curbside pickup and delivery so you can track 
and manage that piece of your business separately (you should do 
that anyway).
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HANDLING
YOUR
CASH

Cash transactions may now 
complicate your business, and 
your guests and staff may 
prefer contactless payment.  
As with all technological 
innovations and credit card 
agreements/arrangements, 
there is a cost involved. Be 
sure to manage payment 
processes safely and efficiently 
to meet your needs and your 
guests’ needs.
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VARIABLE & FIXED 
EXPENSES
Your variable expenses will likely 
change as you shift your model 
to more carryout/curbside 
pickup and delivery. There will 
likely be per-order fees for 
contracted web orders and/or 
delivery; your packaging costs 
will likely increase as you shift to 
mostly carryout/curbside pickup 
and delivery; and you will need 
to spend more money on 
cleaning/maintenance/health/
safety supplies and services.  

Your fixed expenses may 
become a larger percentage of 
your revenue now. As much as 
possible, communicate with 
your creditors, suppliers, and 
landlords to let them know of 
any challenges you are facing.  
Everyone is in a new and 
challenging situation; be 
understanding of others and 
hope they will do the same for 
you.
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WHAT THE 
EXPERTS ARE SAYING

“It was really about mentorship to be 
honest with you. I tapped into people I 
knew, studied their brands, read 
business books, and worked hard. I 
knew that one person can’t be 
everywhere at once, but as a brand, 
you can be.”

1. Diversification equals 
financial security. You need 
multiple revenue streams 
within the hospitality 
sector to ensure stability.

2. In establishing your brand, 
the goal is to structure 
deals that are lucrative to 
varying degrees, 
understanding the priority 
is brand recognition, not 
quick cash.

3. Mentorship is the key to 
success. Surround yourself 
with people you want to 
emulate, and ask questions.

KEY TAKEAWAYS

JET TILA
CELEBRITY CHEF 

Listen to Jet Tila’s episode on the 
Full Comp podcast here.

https://anchor.fm/fullcomp/episodes/Becoming-a-Brand-Celebrity-Chef-Jet-Tila-ei5bke
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ADDITIONAL
TOOLS & RESOURCES
OPERATION & FACILITIES

OYSTER SUNDAY ACCOUNTING TOOL

Oyster Sunday outlines everything from the 
importance of reviewing sales data, to tracking 
accounts payable and receivable, to tracking COGS, 
to setting up inventory systems.

OYSTER SUNDAY FINANCE TOOL

Oyster Sunday has outlined the key considerations 
you should make as you reopen — everything from 
forecasting operational costs, resetting operating 
profit expectations, rebuilding your labor model 
and schedule, considering alternative revenue 
streams, and beyond. 

YELP ECONOMIC AVERAGE

The Yelp Economic Average (YEA) is a benchmark 
of local economic activity in the U.S. The quarterly 
report helps policymakers and the general public 
understand how local economies are faring across 
America. 

https://docs.google.com/spreadsheets/d/1K_1UTzvi46DbRvfN_Qxp1uDPM8-dMeBDyy_cME4QVfg/edit#gid=1028653141
https://docs.google.com/spreadsheets/d/1K_1UTzvi46DbRvfN_Qxp1uDPM8-dMeBDyy_cME4QVfg/edit
https://www.yelpeconomicaverage.com/index.html
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OPERATIONS & 
FACILITIES
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THE NEED
FOR REALISM
It is very important that you fully understand what you can and 
cannot do. Every decision you make has a cost associated with it. Go in 
with your eyes wide open and set realistic expectations for you and 
your constituents.  Another thing to consider: social impact. It has 
never been more important to be a sound and reliable social citizen in 
your community.  People always look to restaurants for comfort and 
sustenance. Now is the time to do what you can for others, while you 
can.  Your guests and staff will remember the things you did during 
this difficult for years to come, so make the most of it and focus clearly 
on the long game (without losing focus on the here and now). 
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EXECUTING THE 
NEW VISION

There will likely be changes to food and beverages that are available 
from suppliers (price, quantity, quality, cost).  Be sure to closely look at 
your menu to ensure that each and every item you stock and sell 
makes sense under the new operating conditions.  

Remember that you will need to ensure that your equipment, 
facilities, and staff are all tuned up to match the new business model.  
You will have to revisit standard operating procedures to ensure you 
get the transition right.  Guests and staff will need to know that you 
are paying attention to their health and safety and that you want to 
offer them a safe food and beverage environment to work in and 
patronize.

THE DATA ACCORDING TO

According to the recent Yelp Diner Survey 
64.8% of respondents indicate that they 
felt strongly or extremely concerned about 
the safety of themselves and their loved 
ones.*

*Some regional variances exist. LA (38.9%) & NY (39.5%) are significantly 
more likely to be ‘extremely concerned’ than Chi (31.2%) or Sea (29.7%).  
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SUPPLY CHAIN
CONSIDERATIONS
What you need, what you want, and 
what you can get. 

There have been many disruptions to the supply chain that supports 
food and beverage operations. Just like for restaurant operators, 
suppliers are facing reduced sales volume. First and foremost, you 
should reach out to your suppliers to learn more about what 
challenges they are facing. You should open a dialogue to ensure that 
your suppliers can continue to meet your needs and that their 
businesses remain healthy too.

Because your suppliers service multiple operators in your market, they 
will likely have some insights about sales trends, menu innovation, and 
product innovation that can help you. Don’t be afraid to leverage their 
skills and reach.  

Lastly, now is the time to take advantage of product specials that 
meet your needs, product alternatives, low cost financing if it is 
available, and readjusting and retooling your inventory needs.   

Remember that you and suppliers are in this together.
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RENT &
ALTERNATIVE RENT 
STRUCTURES

When it comes to rent agreements, regardless of the city, both 
restaurant tenants and landlords are in a difficult financial position.

We’ve pulled together a list of tips and resources for restaurant 
tenants looking for solutions to fulfill or navigate their rent 
agreements, including suggested alternative agreement structures 
for future lease negotiations.
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PERCENTAGE OF SALES LEASE 
STRUCTURE

In a percentage of sales lease, 
there are two components: the 
tenant pays a base rent (or 
minimum rent) and a 
percentage of the monthly or 
annual gross sales. The landlord 
and tenant negotiate a 
"breakpoint," which is the level 
of sales where percentage lease 
payments kick in. Usually, a 
“natural breakpoint” is used, 
which is the amount of gross 
sales that, when multiplied by 
the applicable percentage, 
equals the amount of the 
annual fixed rent. These 
arrangements can either (1) 
include a fixed floor with a 
percentage rent on any sales 
excess over a breakpoint or (2) 
just a percentage of sales, 
without a fixed floor. [Source]

RENT 
STRUCTURES IN
LEASE AGREEMENTS
Below are some of the most common 
commercial lease structures.

MANAGEMENT AGREEMENT

Most management agreements 
include two components for 
compensation — a base fee and 
an incentive fee. The base fee is 
typically charged as a 
percentage of total revenue. 
Incentive fees, on the other 
hand, are paid to the 
management company once a 
certain profit threshold is 
reached. [Source]

FIXED PAYMENT LEASE 
STRUCTURE

In a standard lease, the tenant 
pays the landlord monthly rent 
based on the predetermined 
market value of the property, 
generally broken down by 
number of dollars per square 
foot.

https://www.hospitalitynet.org/opinion/4083721.html
https://www.hospitalitynet.org/opinion/4083721.html
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NAVIGATING 
RENT NEGOTIATIONS

Seek expert advice to help navigate lease terms, finances, and 
insurance claims, since every situation is different. It is 
important to note that state laws vary and to check your city 
and state rental laws. An attorney can help you to navigate 
these unchartered waters. 

Building and maintaining a strong relationship with your 
landlord is  essential, as ideally you will be able to come to a 
mutually beneficial agreement. Remember that finding a new 
tenant is a headache for landlords, so negotiating can benefit 
both sides.

Record all conversations in writing to ensure proper 
documentation. If new arrangements such as deferred rent 
payments were discussed and approved (ie. via email), attach 
this adjustment as an addendum to your original contract.

Below are a few key takeaways for owners 
and operators navigating rent negotiations, 
particularly during this time:

If possible, consider renegotiating your lease. Landlords are 
often willing to renegotiate with current tenants instead of 
either having property sitting unoccupied, or having to invest 
in potential buildout changes required by a new tenant.
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COMMUNICATING 
WITH YOUR LANDLORD

1
Acknowledge the 
hardship and let 
your landlord 
know what you’ve 
had to do with 
your business 
operations 
(whether you’ve 
shut down entirely 
or reduced service 
to takeout/delivery 
only) as a result of 
city or state 
requirements;

2
Acknowledge that 
this is 
unprecedented 
and that you are 
looking forward to 
working together 
to find a solution; 

3
Get some 
confirmation that 
they are willing to 
look into some 
combination of 
abatements/deferr
als/reductions and 
confirm they’ll be 
ready to document 
that in a lease 
amendment in the 
coming weeks; 
and

NYC-based restaurant attorney Jasmine Moy 
shares the following tips to help tenants 
communicate with their landlord:
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Listen to Andrew Zimmern’s 
episode on the Full Comp podcast 

here

WHAT THE 
EXPERTS ARE SAYING
ANDREW ZIMMERN
CELEBRITY CHEF,  HOST 

“This industry has taught me 
everything. I learned how to care for 
people, learned what it really means to 
have relationships, learned how to 
recover in my life and I learned what’s 
truly important. We have that magic in 
our industry.”

1. Safety x Cash x Pivots is the 
Chef’s 3 pronged strategy 
for thriving post-pandemic.

2. It is critical to evaluate 
oneself on a daily, weekly 
and monthly basis to 
ensure you’re following 
your true path.

3. The pandemic has 
provided our industry with 
an opportunity to fix 
foundational issues that 
have created unequal 
wages, a lack of diversity in 
leadership and unfair 
treatment of women and 
people of color.

KEY TAKEAWAYS

https://anchor.fm/fullcomp/episodes/Food-Fight-Series-Celebrity-Chef-Andrew-Zimmern-edsee1
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ADDITIONAL
TOOLS & RESOURCES
OPERATIONS & FACILITIES

MORE FROM JASMINE MOY

Jasmine Moy works primarily with individuals 
within the hospitality industry and represents some 
of the most accomplished chefs and restaurateurs 
in the country.

INDEPENDENT RESTAURANT COALITION

The Independent Restaurant Coalition (IRC) was 
formed to save the local restaurants and bars 
affected by COVID-19 and the subsequent 
economic fallout. IRC was founded on the simple
belief that there is power to affect legislative 
change if we unite our voice.

OYSTER SUNDAY FACILITIES TOOL

Whether your restaurant is completely closed or 
open for pickup and delivery, review your facilities 
contracts — particularly since most, if not all, of 
these services require monthly payments. 

https://www.restaurantlawyer.nyc/testimonials
https://www.saverestaurants.com/
https://www.oystersunday.com/resources/criticalpath#anchor-facilities
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MARKETING & 
COMMUNICATION
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PRODUCT 
MARKET FIT

To deal with the COVID-19 crisis and your menu, it is time to take a 
close look at what you are doing and what your guests need. As you 
learned through this course, when designing menus, you will always 
need to concurrently consider the Market, Concept, Style, Resources, 
and Business Considerations. While we hope that your menu can 
stand the test of time, we have a few suggestions for you to optimize 
your menu to navigate the COVID-19 crisis.

Make sure your create and deliver the right 
stuff.
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CHANGING 
GUEST’S NEEDS

Hopefully your guests will still be able to patronize your business in some 
form. Make sure you reassess your guests’ needs to ensure you are 
offering the food and beverage products and services they need under 
these new circumstances.  Remember they are going to need to feel 
safe and secure when they interact with you and your team.  So, building 
strong communication and trust with your guests and staff is key.  

Another element that is likely to shift is competition. Now is the time to 
renew your understanding of what your competitors are doing and 
ensure that you are still differentiating what you do from them. Your 
guests need to be clear on the value propositions you offer and how you 
are meeting their needs under these new and ever-changing market 
conditions.

According to the recent Yelp Diner Survey 
75.9 of respondents indicated that they felt 
strongly or extremely concerned about the 
overall economy. 

THE DATA ACCORDING TO
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DINER 
BEHAVIOUR 
SHIFT

SOURCE: 2020 YELP DINER SURVEY

 Pre - COVID 19

 Post - COVID 19

0 Times 1-2 Times 3-4 Times 5-6 Times 7-9 Times 10+  Times

How often diners visited a local 
restaurant in an average week. 
Including On Site, takeout and 
delivery. 
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STREAMLINING 
SERVICE

As you face increasing regulation 
of what you can do and what 
health and safety requirements 
you are required to maintain, 
make sure you look closely at your 
operating model.  We have seen 
operators who have successfully 
reduced their operating hours to 
help concentrate business in the 
meal periods that make the most 
sense for their 
businesses/markets. 

If your service style or operational 
model is shifting (from full service 
to more carryout/curbside pickup 
and delivery for example), you 
should look closely at your menu 
and identify items that also best 
match the shift.  Some menu 
items “travel” better than others, 
some menu items have a higher 
cost structure: optimize what you 
do to ensure you offer your guests 
the right products and services to 
match your abilities and capacity. 
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Listen to David Meltzer’s episode 
on the Full Comp podcast here

WHAT THE 
EXPERTS ARE SAYING
DAVID MELTZER
ENTREPRENEUR, AUTHOR

“What happened through the 
pandemic is just a compressed 
uncertainty, accelerated change at an 
abnormal rate but there’s always a 
new normal”

1. Effective communication 
requires removing any 
distractions or interference 
that prevents us from 
connecting with our true 
purpose. 

2. To build a world class team 
you have to find people 
that align with your values 
and then give them the 
tools they need to succeed.

3. To be truly successful, focus 
on how you can be of 
service and value to others.

KEY TAKEAWAYS

https://anchor.fm/fullcomp/episodes/Set-Yourself-Up-For-Success-David-Meltzer-famed-entrepreneur--author-and-business-coach-effjib
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ADDITIONAL
TOOLS & RESOURCES
MARKETING & COMMUNICATIONS

MORE FROM JASMINE MOY

Jasmine Moy works primarily with individuals 
within the hospitality industry and represents some 
of the most accomplished chefs and restaurateurs 
in the country.

INDEPENDENT RESTAURANT COALITION

The Independent Restaurant Coalition (IRC) was 
formed to save the local restaurants and bars 
affected by COVID-19 and the subsequent 
economic fallout. IRC was founded on the simple
belief that there is power to affect legislative 
change if we unite our voice.

https://www.restaurantlawyer.nyc/testimonials
https://www.saverestaurants.com/
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TAKEOUT & 
DELIVERY
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DELIVERY 
& LOGISTICS

The ability to offer delivery since the beginning of the COVID-19 
pandemic in the U.S. has been a lifeline for restaurants. In many cases, 
it has been the only revenue source. We recognize that there are 
numerous operational, logistical, and financial decisions that an 
operator needs to make when offering delivery. From menu and 
packaging, to safety and compliance, to costing and pricing, to 
determining whether you should use legacy or white label 
applications, below we address all of the factors you should take into 
consideration.
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TAKEOUT
& DELIVERY

You will need to ensure that 
you have a functioning IT/IS 
system to account for online 
orders, or a robust phone-in 
system to collect orders. You 
will also need to ensure, based 
on existing regulations and 
capacity, that you have safe 
and efficient 
carryout/curbside pickup and 
delivery.  It may mean that you 
have to engage a third-party 
delivery company and/or a 
third-party web platform or 
application, which will add 
additional costs to your 
business.
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DELIVERY
APPS
Whether your restaurant is using legacy apps like Grubhub or 
UberEats, or working with evolving technology solutions such as 
TockToGo or BentoBox, ensure that you are using the solution that 
best suits your operation and financial considerations. 

Many tech companies have pivoted to offer pickup and delivery 
solutions on their platform. Contact your POS provider to see if they’re 
able to activate online ordering with pre-approved vendors. This allows 
you to capture sales without exchanging payment in person.
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DELIVERY
MENUS
Ensure menu offerings are up-to-date online. This can include the following 
options:

Menu Offerings

a. Offer larger catering options that can feed families over the 
course of several days.

b. Offer partially assembled packages (i.e. meal kits) with 
ingredients to cook at home. This allows your guests the 
flexibility to cook at home and gives the restaurant the ability to 
reduce labor while utilizing existing inventory.

c. Offer CSA boxes (i.e. vegetables, eggs, cheese, etc.) and pantry 
staples (i.e. flour, grains, bread, jams, etc.).
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ADDITIONAL
TOOLS & RESOURCES
TAKEOUT & DELIVERY

DELIVERY ECONOMICS CALCULATOR

This Delivery Economics Calculator from Figure 
Eight Logistics is a spreadsheet that calculates 
profit margin on menu items and delivery orders. 
Item margins are calculated by uploading food and 
paper costs, then pairing menu items with their 
respective packaging.

COVID-19 DELIVERY & LOGISTICS

The ability to offer delivery since the beginning of 
the COVID-19 pandemic in the U.S. has been a 
lifeline for restaurants. In many cases, it has been 
the only source of revenue. We recognize that there 
are numerous operational, logistical, and financial 
considerations that that an operator needs to make 
when offering delivery.

https://docs.google.com/spreadsheets/d/18TNaWwsw8-pP2XTDBb9jP1WcX7BPD6LqQYbWZyKZ0nk/edit
https://www.oystersunday.com/resources/delivery-logistics
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Listen to  Christy Vega’s episode on 
the Full Comp podcast here

WHAT THE 
EXPERTS ARE SAYING
CHRISTY VEGA
CHEF & RESTAURATEUR

“You can learn in the kitchen but if you 
don’t learn how to keep the doors open 
and the bills paid, you won’t have a 
place to work.”

1. The restaurant business is, 
most importantly, a 
business. Learning 
fundamental business 
practices has been what’s 
led to generational success 
at Casa Vega.

2. Pivoting to a successful 
takeout and delivery model 
requires infrastructure. It’s 
not just about the food, it’s 
about how that food is 
present and the condition 
the food is in when it 
reaches it’s destination. 

KEY TAKEAWAYS

https://anchor.fm/fullcomp/episodes/Keeping-it-in-the-Family-Christy-Vega-of-Casa-Vega-eifu2p
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DINER
SAFETY
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WELCOME
BACK (ALMOST)
As we prepare to reopen our bars, nothing excites us more than to 
bring our team back together -- but we must do so carefully with your 
and our guests’ safety as a top priority.

We are about to do something that has never been done before. Let’s 
pause for a moment and think about this moment: we are venturing 
into a new normal following a time of fear, confusion, and uncertainty. 
It will be emotional, not just for us, but for our guests. 

Above all else, this is an opportunity for us to prove what we all know 
— that as a team, we are capable of meeting this challenge with care, 
diligence, and the fortitude necessary to not only power through, but 
to be a vital anchor of positivity for our communities. 

- DEATH & CO
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DINER 
BEHAVIOUR SHIFT

Social distancing 
in dining area

Staff sanitizing 
high-contact 
areas at least 

hourly

An online survey was conducted with 1,907 
total participants. Survey and audience details: 

● US Yelp consumers (internally sourced) 
● Residents of key metros (NY, LA, SF, Seattle, Chicago), as 

indicated by internal data 
● 8 min online survey, without financial compensation
● Fielded May 5 - 11, 2020

51% 48.2% 47.5%

Frequent use of 
disinfectant in 

high-traffic areas

Source: Yelp Restaurants 2020 Diner Survey



45￼

43.2% 41%

Hand sanitizer for 
customers at 

entrance & tables

Servers / hosts 
wearing PPE

36.4%

33.6%

Ability to wait 
remotely

Pay by phone

29.8% 48.2%

Get in line via 
online app

Steff check guest 
temperature

35.4%

Online / single use 
menus

47.5%

Pre-order meal 
before your sit

Source: Yelp Restaurants 2020 Diner Survey

DINER 
BEHAVIOUR SHIFT
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ADDITIONAL
TOOLS & RESOURCES
GUEST & EMPLOYEE SAFETY

DEATH & CO REOPENING PLAYBOOK

Death & Co has created this in-depth reopening 
playbook which highlights best practices for staff, tips 
on dealing with customers, and how to offer top-notch 
customer service amongst new challenges. 

https://www.dropbox.com/s/ynq8ev6p1te5tzw/D%26C%20Reopening%20Playbook.pdf?dl=0ening%20Playbook.pdf
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TOOLS & 
RESOURCES
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ADDITIONAL 
TOOLS &
RESOURCES

 NO US WITHOUT YOU

No Us Without You is a 
501c3 Non-Profit Public 
Charity providing food 
security for 
undocumented Back Of 
House Staff and their 
families in the Los 
Angeles area.

SOUTHERN SMOKE

Southern Smoke is a 
nonprofit 501c3 
foundation created to 
raise funds to provide 
support and assistance 
for those in the food and 
beverage community and 
their suppliers..

YELP CONTACTLESS DINING TOOLS
Yelp has a number of free tools to help you get set up, 
including digital menus, delivery tools and a COVID 
advisory banner. 

FLO HOSPITALITY SOLUTIONS

Virtual Reservationist service providing an all in one 
communication solution, offering live phone, text 
messaging and online chat support, all for half the cost 
of an hourly employee. Click the link for a free trial.

TAFFER VIRTUAL TEACHING

How are you going to change your delivery? Your 
technical services? How are you going to get reactions 
when you have to abide by different rules? 

https://www.nouswithoutyou.la/
https://southernsmoke.org/fund/
https://biz.yelp.com/?utm_source=reopeningguide&utm_medium=Reopening_Guide&utm_campaign=ReopeningGuide2020
https://justcallflo.com/
https://taffervt.com/resetting-america/
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Understanding the 
Impact of COVID 

Through Data

A collection of 
infographics and data  
to help us understand 
the world around us as 

doors reopen.

Legislation, loans + 
grants

Information on the 
CARES Act as well as 
federal + local relief 

options for small 
businesses.

Employee Profit 
Sharing, Co-Ops + 

ESOPs

An outline of 
alternatives to 

traditional business 
models.

Pathways to Equity, 
Diversity + Inclusion: 

Hiring Resource

A resource to ensure 
teams are filled with the 

best, and most equal 
representation of talent 

possible.. 

www.oystersunday.com

https://www.oystersunday.com/resources/data
https://www.oystersunday.com/resources/data
https://www.oystersunday.com/resources/data
https://www.oystersunday.com/resources/legislation-loans-grants
https://www.oystersunday.com/resources/legislation-loans-grants
https://www.oystersunday.com/resources/compensation
https://www.oystersunday.com/resources/compensation
https://www.oystersunday.com/resources/compensation
https://www.oystersunday.com/resources/hiring
https://www.oystersunday.com/resources/hiring
https://www.oystersunday.com/resources/hiring
http://www.oystersunday.com

