FoOD FOR
THOUGHT

by David Rolston
President and CEO

“What'll You Have?”

“One of business’s most enduring clichés
is the so-called “80/20 rule.” The most
common interpretation states that 80%
of your sales derive from 20% of your
customers. The implied message is that
things would be much easier, and more
profitable, if it were only possible to
identify and eliminate the 80% of

less productive customers.

Like most overused expressions, the 80/20
rule is based on an incomplete understanding
of the situation. Let's assume for a moment
(and it’s a very big assumption) that,

in general, the rule is correct. What's

not specified is whether the customers
responsible for 80% of your sales this year
are exactly the same ones responsible for
the same amount last year and whether
they will be buying as much next year.

If that’s not the case, then by abandoning
the bulk of your customer base, you are
summarily destroying your future sales.

As with so many platitudes, the 80/20 rule
sounds good but, in the long term, may

or may not be realistic.

At present, an increasing number

of manufacturers in our industry are
adopting a variant of the 80/20 rule

and applying it to products. They are
attempting to cut costs by concentrating
on their most popular lines and dropping
alternative models and options.

By eliminating products, they are
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In 1912, while he was working in Labrador,
Canada, Clarence Birdseye made a discovery
that forever changed the contents and design
of all future refrigerators. Had he
not observed the local Inuit tribes
ice fishing in -40° weather* —

and tasted their results — he might
never have invented the process

microscopic ice crystals. Those tiny crystals
in turn cause just as small a change in the
food's taste — and nutrients. According

to the United States
Food and Drug
Administration, there
is no difference

in the nutrient profile

of quick-freezing. The revolutionary of a freshly harvested
process is one which today’s frozen food and its frozen
food companies still counterpart.

use to put fresh-tasting
foods at your fingertips,
year-round.

®® The American Frozen
e Food Institute’s (AFFI)
Elise Cortina tells us,

When Birdseye “In fact, because frozen
returned home Xad fruits and vegetables are
0 1917’ he'bEgar} i Please see “The Ice-food Cometh” on page 4
experimenting with

various combinations

of ice, water, cold air, and salty brine.

The process of quick-freezing that he patented
ten years later involved first packaging fish
in cardboard cartons — the flat shape created
an increased surface area — and then freezing
those packages between twin stainless steel
belts, cooled by a calcium chloride brine.
Within a few years, he had begun using the
same method to freeze meats, vegetables,
and fruits — and an industry was born.
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What’s the Difference?

The key difference between Birdseye's
method and that of most contemporaries

was the speed of the process. If food is cooled
too slowly, the ice crystals formed between its
molecules are too large, which negatively affects
the product’s taste and texture. But in quick-
freezing, the process takes seconds and creates
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To reach Bette or to be added to

the mailing list, phone 414-615-2270

* Interestingly, -40° is the meeting point of the Fahrenheit and
or e-mail her at bleque@hatcocorp.com

Celsius scales, which makes the notation of either unnecessary.
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ALL-NEW

Serv-Rite Portabie Buffec Wart

Theonl y thing better than heating your food with Hatco equipment
is having your heat on the go!' That's why portability makes the brand
new Serv-Rite series the perfect solution for your point-of-service buffet

needs. Just “Rite” at your catered event, in your cafeteria, or as part

of any buffet line, Serv-Rite warmers are available in two distinct base
styles and with or without overhead halogen heat with sneeze guards.

The first base is a warming shelf, designed specifically for use with
12" x 20" x 2.5" (31 em x 51 em x 6 cm) hotel pans — in full-pan,
two 1/2-pan, or three 1/3-pan configurations. A Carving Station is
available as an accessory. The second base
- (of equal size) is a stylish black glass,
approved for food contact, or for use
with any decorative flat-bottomed serving
tray, from stainless steel to ceramic. Both
* bases are thermostatically controlled with

a digital display to optimize accurate holding
temperatures from 100°-200° F (38°-94° C).

mers

All models of Serv-Rite warmers are also available with the latest
in overhead heating-and-lighting technology: two 300-watt halogen
bulb heating elements that both warm and illuminate your product!
The overhead element is variably controlled by a base-mounted dimmer
switch, and includes curved glass sneeze guards. All Serv-Rite models
come with a standard removable utensil pan to simplify sanitation
and clean up.

With its modular design and base-end controls, two Serv-Rite warmers
work as well back-to-back as they do side-to-side - allowing your
customers to serve themselves with ease and convenience! With

a six-foot cord, standard 120-volt plug, and easy portability, Hatco's
all-new Serv-Rite warmers serve it right, right where you need it!

For more information, contact your Hatco representative or visit
www.hatcocorp.com today! l




