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MAS Communication
By Howard Riell

Foodservice consultants who specialize in 

management advisory services (MAS) may well 

be less equipment-focused than their colleagues. 

But they still – and increasingly – rely on cutting 

edge technologies to make their and their 

clients’ jobs easier.

W
hat’s working well for them? And what else 

would they like to see manufacturers pro-

vide in the months and years to come? 

While the manifestations are many, the 

bottom line answer seems to be technologies that 

maximize communication and convenience. 

Here’s a sampler:

Data Collection 
Karen Malody, FCSI, principal of Culinary Options in 

Seattle, WA, points to advanced POS software that al-

lows valuable data, with regard to sales mix, to be 

collected on an on-going basis, “and can provide the 

costing function and even automatic inventory replen-

ishment to aid in par level and ordering control.” 

The approach takes a lot of the guess work out of 

how much to order “and yet not under-order, based 

on sales volume,” she adds. “It also eliminates having 

to purchase separate costing systems, saving the own-

ers money in the long run.”

This ability, says Malody, also helps make owners 

more diligent about entering costs, “They are notori-

ously delinquent in this.” The programs have a large 

database and conversion functions within them, mak-

ing ultimate cost computations much easier for the 

owner. 

“It is my hope that some of these companies have 

now also added the feature of connecting recipe for-

matting to the costing function,” she says. “This would 

mean that if a recipe was entered within a certain 

template, that data would automatically ripple through 

the system, allowing the recipe to be properly costed 

on the spot. Wow! As prices change, just that one line 

would need to be changed. Once entered, all costs are 

automatically updated – from inventory straight 

through to the recipes.”

Centralized Communication 
William Bender, FCSI, of W.H. Bender & Associates in 

Santa Clara, CA, says he and his colleagues came across 
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a technology last year that helps with projects manage-

ment by centralizing communications. It’s a web site 

called www.Basecamp.com. 

As the site itself makes clear, it is a “unique project 

collaboration tool. Projects don’t fail from a lack of charts, 

graphs, or reports, they fail from a lack of communication 

and collaboration. Basecamp makes it simple to commu-

nicate and collaborate on projects. You don’t need to down-

load, install, or configure anything (no IT department re-

quired!). All you need is a web browser and an internet 

connection. And don’t worry, your data is safe with us.”

Bender’s working relationships with Bill Main, 

FCSI, and others in different parts of the country 

means working across time zones. “Then you have 

the voice mail and emails and phone calls.” Central-

izing the flow of information has improved overall 

communication.

“We just cranked up another project in the last 

couple of months and we’re going to be fully utilizing 

(the site),” says Bender. His clients, he notes, also like 

it, since it allows them to be involved and up to date. 

“They can see what the current status of the project 

is. It really improves communications and overall 

‘connectedness.’ I think it’s a neat breakthrough.”

The site allows users to assign to-dos and other tasks, 

post messages and gather feedback, provide scheduling 

and permissions, share files internally or with clients, 

and track people’s time. “Instead of having to do an 

individual email to everybody – which we all get con-

gested with – this is a project-specific web page you 

can go to,” says Bender. “You click on that once a day, 

or whenever you want, and when something is new 

you can have a notification sent to you.” 

Using the site also prevents problems related to 

software that cannot communicate with each other, 

he adds. Of the $50 to $100 monthly cost he says, “I 

consider it nothing. For what you gain on time and 

communication, I think it’s tremendous. It’s so afford-

able that I don’t see how you can’t do it on a project 

where you have multiple parties involved.”

Recording Thoughts
“Oh, man,” says Rudy Miick, FCSI, President of Miick 

& Associates/The Durga Institute in Boulder, CO, “iP-

ods are magical both for the consultant and the op-

erator in terms of recording thoughts and being able 

to transcribe right back. They’ve taken the place of 

three or four pieces of technology.”

Combining an iPod with transcription software like 

iSpeak in this manner a “real powerful” tool for “con-

sultants who think verbally,” says Miick. “It will actu-

ally transcribe the digitalized notes into a word docu-

ment, which is pretty cool. If I’m an independent 

operator, a chain operator or a busy manager, instead 

of taking the time to transcribe in traditional ways, 

with a secretary, I can now record it and download the 

thing right onto a computer. Then I can send it di-

rectly to my team, either to a training department or 

my managers.

A side benefit, he adds, is that by using this system, 

“I’m looked at as being on the edge of technology as 

opposed to an old guy who’s out of touch, if I’m wor-

ried about that.”

Mounted Screens 
Another thing that Malody sees as “critical to the 

future of kitchens” is the use of mounted recipe 

screens so that hard copies, “which are cumbersome 

and get dirty, are no longer needed. Not only does it 

eliminate the need for hard copies, which are tedious 

and difficult to keep current, but the recipes can be 

updated at a single source, guaranteeing that what-

ever recipe is pulled up by the cooks at any given time 
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is the most current version –be-

cause it is the only version. Hard 

copies tend to not get replaced 

properly, if at all.”

Cashless Systems 
When it comes to POS systems, says 

Sandra Matheson, FCSI, RD, FCDA, 

principal of Food Systems Consult-

ing Inc. based in Oakville, Ontario, 

Canada, operators prefer to use 

cashless systems as much as possi-

ble. “We have a number of places 

in which we’re trying the self-serve 

where we’re putting the bar code 

right on the label and so on. It goes 

with the merchandising (approach) 

because you have to have it pack-

aged in order to make some of those 

things work.”

In Canada, she relates, a great 

stride has been made with the 

launch of the Dexit system, basi-

cally a proximity reader that is be-

coming widespread at gas stations. 

Customers simply hold an encoded 

tag in front of a reader to deduct 

funds for their purchase. The simi-

larities to EZPass are many. The 

systems are designed for smaller 

transactions.

“My clients and I are looking at 

a third party provider on those 

things so that we don’t have to get 

involved in the administration,” 

says Matheson. “That was the rea-

son a lot of those types of systems 

bogged down (in the past). People 

didn’t want to get into the issues 

associated with using ID cards.” 

The system is a good fit for B&I 

applications, Matheson says, “be-

cause they often have meal vouchers and that type of 

thing. Rather than doing that, they can just add $8 or 

$10 or whatever onto an employee’s card. That way 

it’s a lot more controllable as far as who gets it.”

Handheld Arrives 
“Handheld technology for POS is finally getting a little 

more effective,” says Miick. “In the old days they were 

bigger, clunky and very fragile; if you dropped them, 

they were done. Today they are much more rugged, 
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Stero
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and much smaller.” In addition, he points out, build-

ings with a lot of steel could interfere with radio sig-

nals. “That has pretty much been dealt with. The 

signaling to a server to generate the information to the 

printer works much better.”

Beyond that, he continues, the technology has be-

come more efficient. “There is a lot more flexibility in 

some of the applications. There is even a Bluetooth 

application that is even more dynamic.” A Bluetooth 

connection is wireless and automatic and allows lap-

tops, tablets, desktops, Palms or Pocket PCs to connect 

to a local area network.

“I think we’re finally, 10 or 12 years later, at the 

place where a remote handheld system for POS actu-

ally begins to make sense,” Miick concludes. “The 

concept has always been there, but they were too 

fragile, too troublesome. I think the technology is fi-

nally beginning to catch up with the application.”

Scorecard Software 
When it comes to advances in software, Matheson says 

foodservice operators are looking for performance 

scorecards positioned in a dashboard-style reporting 

system. “Rather than having graphs and all that sort 

of thing, which we’ve had for a long time, it’s a senior 

level reporting system. You preset variances so you can 

easily spot (highlighted) areas that require immediate 

attention.”

Indeed, the number of uses to which such systems 

can be put is expanding, Matheson says. “We’re get-

ting matrixes that enable us to capture qualitative 

information like customer satisfaction, employee 

training programs, innovation learning, that kind of 

people-related stuff. We’re actually able to create these 

balanced score cards, but use dashboard-style report-

ing so it doesn’t get to be a mammoth thing. It gets 

to be a lot easier to measure and track, and make the 

whole thing a lot more manageable. That’s where a 
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lot of the QA stuff gets 

bogged down so badly. No 

one has time for it.”

A related, yet more quan-

titative use, is in measuring 

the amount of detergent 

consumption. If usage is too 

low, Matheson reasons, then 

not enough cleaning is get-

ting done. The training im-

plications are obvious.

Spreading the News 
Jay Treadwell, FCSI, recalls 

that during an open session 

at the FCSI conference held 

in Toronto in September 

2004 he made a plea to a 

panel of manufacturers to 

put out a ‘what’s new’ bul-

letin that would summarize 

what had changed from 

their standard list of prod-

ucts. “It is too hard to sift 

through many of the materi-

als to figure out what has 

changed,” he told manufac-

turers and attendees at the 

confab. “So far, not much 

progress has been made that 

I can see.” Several colleagues 

approached him to say they 

felt as he did. “Most of us in 

management don’t get in-

volved too deeply into spec-

ifying equipment,” Treadwell 

says. “From time to time, 

manufacturers don’t get that 

point. Not one of them has 

ever sent a thing that says, 

‘This is what’s new since the 

last material you were sent.’ 

I find that interesting.”

Such a communication, he explains, might high-

light breakthroughs or innovation in a particular area. 

“I would think it would be useful for them to know 

that they’re communicating with somebody who could 

at least inquire about it, or want to use it, or try to 

figure out some use for it. And I don’t get that.”

Power Soak Systems
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