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Despite the fact that it is now summer, winter and the holiday season will soon be upon us again. In order to grow your business and capi-
talize on higher customer traffic, it isimportant to plan for growth and put in order the basic components of your organization. Call it
“spring cleaning” or simply a“tune-up:” al businesses need to be prepared to take advantage of increased sales opportunities.

Planning

One of the greatest detractors to business growth is the failure to plan adequately and not being prepared for opportunities that avail them-
selves. These missed opportunities can be mitigated by simply planning ahead, optimizing your business, and “thinking like a customer.”
Have you ever put yourself in the shoes of one of your customers? What would you be delighted to see in your place of business if you
were the customer? What would you like or disike about your organization today? What are your customer’ s expectations? After an-
swering these questions, you will be able to make modifications to your business and the improve the customer experience.

Marketing

After making these changes and improving your customer’s experience, begin advertising and promoting your business. Targeted direct
mail campaigns and other low cost marketing tactics can generate awareness of your business. Position your business as a destination
while also capturing spontaneous traffic. This can be accomplished through advertising in selective magazines, newspapers and flyers, as
well as POS and instore promotions.

The Human Factor

The ability to “right size€” your business rapidly, operate at peak efficiency, and maintain flexibility is an advantage in today’ s dynamic
business environment. Y ou do not want to hire and fire staff often, but rather you need a strong “First String” team of employees and a
solid “Bench” of personnel who can step in to assist asrequired. In addition to simply your work force, consider your entire business as a
pool of resources that needs to be optimized on aregular basis.

12 Tipsto Capture Higher Traffic Holiday Sales

Conduct a targeted marketing campaign in advance of the holiday season, such as selective print media, flyers or brochures, an in-store
event.

1. Develop new products and menus, and then advertise them through coupons, sampling or promotions.
2. Finalize any website, logo or branding changes well in advance of the holiday season.

3. Ensure you have adequate staff during peak intervals, and back-up staff available due to sickness or otherwise failure of scheduled
employees to appear at work.

4. Update your personnel files and ensure all Human Resources records are in order.
5. Maintain sufficient inventory of suppliesto allow for additional sales.

6. Increase cash on hand and other resources to purchase more supplies, pay staff, make change. Beef up cash reserves and financial
resources of the business.

7. Discuss all financial issues with your banker and accountant, perhaps securing aline of credit in the event you require extra cash
quickly.

8. Add extracleaning crew so that business always appears clean.

9. Discusswith legal counsel to ensure you have adequate liability insurance coverage in the unfortunate event someoneis injured on the
premises.

10. Consider re-arranging the furniture or adding some in order to accommodate more customers.

11. Try to make your business more inviting to customers- add music, unique smells, and candles in the evening, or provide live
entertainment.

12. Contact local and regiona clubs, churches and other businesses to attract holiday functions and parties.

It issaid that Luck occurs when Opportunity meets Preparedness. By following these simple tips and fine tuning your business, you will
begin to enjoy the “Luck” you deserve.

Source: Hospitality News June /July 2005 Issue
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Things are moving right along with the planning of the 2006 Up Show. Here is a brief update:

Theme- The theme will be Pirates/Caribbean with the tag line of “ Discover the Hidden Treasures of the Industry.” In order to increase
attendee participation on the show floor a treasure hunt will be created. Attendees will pick up amap and visit exhibitors who have cho-
sen to participate in the treasure hunt. Prizes will be given away each day and a grand prize on the last day.

Exhibitor Awards- There will be two exhibitor award categories: People’ s Choice and Best in Show. Each category will have an award
for booths that are 100 square feet and an award for booths more than 100 square feet. Criteriafor the judges will be: best use of the
theme, cleanliness, visual presentation/professionalism, positive staff and innovative use of the products in the booth display.

Exhibitor Reception — The exhibitor reception will be open to exhibitor’s current and potential clients. Attendees will receive invitations
from the exhibitors.

Creme de la Creme — Rather than basic hors d’ ouevres, top area chefs will be cooking at food stations. Participation is open to everyone
and the proceeds will be donated to the HM Education Foundation and the Toby Foundation.

The ND Hospitality is a co-sponsor of this event.
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Employers can now submit the new single-page First Report of Injury (FROI) form electronically. This easy-to-use, cus-
tomer-friendly form simplifies claim filing for injured employees, employers, and medical providers by combining five
formsinto one. FROI forms and instructions are available at www.workforcesafety.com or contacting WSI at 800-777-5033
or 701-328-3800.
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Workforce 20/20 is a program to assist North Dakota businesses and industries in retaining and upgrading worker’ s skillsto
meet demands of new technologies and work methods.

Workforce 20/20 assists North Dakota employersin training and upgrading workers' skills. This state funded cost sharing
training program was designed to fill gaps left by federally funded training programs that generally target long term-
unemployed, dislocated workers, and other disadvantaged groups. This funding assistance is available to businesses to off-
set training costs for current workers and new employees. Expanding businesses or those new to the state are eligible. Other
businesses are eligible when they are intruding new industry technologies of introducing new industry production methods.
For more information, visit http://www.jobsnd.com/employers/index.html or call Job Service North Dakota at 866-873-
6042.
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As anticipated, President Bush in mid-July signed into law the Junk Fax Prevention Act (S. 714). The new law isin re-
sponse to a federal Communications Commission proposed rule that had been set to take effect July 1 to protect consumers
and businesses from unwanted fax solicitations. The rule would have stopped legitimate communications by requiring Na-
tional Restaurant Association members, the Association and other entities to obtain written permission to send faxesto their
customers and members with whom they have an established business relationship. The new Association-supported law
would restore the “existing business relationship” exception.

Fl$-1Cc# - (

A drunk gets up from the bar and heads for the bathroom. A few minutes later, aloud, blood curdling scream is heard com-
ing from the bathroom. A few minutes after that, another loud scream reverberates through the bar. The bartender goes into
the bathroom to investigate why the drunk is screaming. “What's all the screaming about in there?’ he yells; “You're scar-
ing my customers!” “1’m just sitting here on the toilet, “ slurs the drunk, “and every time | try to flush, something comes up
and grabs me. The bartender opens the door. Looksin, and says, “You idiot! You're sitting on the mop bucket!”
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Hotel Bills Passed:

SB 2195 - Raised the per diem for state travel from $45.00 per night to $50.00 per night and the daily food al-
lowance from $20.00 per day to $25.00 per day. The first was last increased in 2001 and the second in 1995. The
bill carriers were Senators Krebsbach, Heitkamp, and Wardner. Repres. Glassheim, Dennis Johnson, and Mara-
gos

HB 1454 - Allowsloca political subdivisionsto enact a 1% tax on rental cars to customers at airports for con-
vention and visitor bureau marketing. This was the third effort to pass this bill and we finally succeeded. The bill
carrier. Representative George Keiser.

Food & Beverage Bills Passed:

HB 1383 - Allows alocal option for a2:00 AM bar closing time, if you want to make this change check with
your city council on want it takes to be able to be open. Remember this bill allows for a special permits on cer-
tain times. If you have a special occasion, such as a county fair, al city school reunions you can go to the city
council and request a special allowance. Senators Stenehjem, Hacker, Heitkamp. Representatives Berg, Boucher,
Iverson

HB 1241 - Prevents frivolous lawsuits against restaurants and food suppliers by consumers seeking obesity dam-
ages againgt them. The National Restaurant Association was very helpful in writing this bill. Representatives:
Kippelman, lIverson, Kasper, Thoreson, Senator Christmann

SB 2234 - Allows sadle of on sale liquor on Thanksgiving Day. Thisincludes all bars, hotel with buffets. This
doesn't include off sale — bottle shops they need to be closed. Senators Kringstad, Hacker. Representatives:. S.
Meyer and Weiler.

SB 2067 - Contains the provision prohibiting the power hour practice. We supported this concept as part of our
stand for responsible consumption of alcohol. Senators Heitkamp, Nething, Espegard, J. Lee Representatives
Gulleson, R Kelsch.

HB 1325 - Modified the bill to exclude sale by wineries for intrastate sales of wine and preserve our present
three tier system. Representatives Ruby, Kasper, L. Meier. Senators O’ Connell, Tollefson

HB 2179 - Modified the bill to exclude sale by wineriesfor intrastate salesto retailers.



Continued:
Hunting Bills Passed

SB 2256 - Allows nonresident water fowl hunters to hunt continuoudly in the state with no zone restrictions for 14 con-
secutive days. Fee for the first 7 daysis $85.00 and for the second 7 days $40.00 with the second fee going to the PLOTS
program. Senators Klein, Erbele, O’ Connell. Representatives DeKrey, Devlin, Weisz.

SB 2367 - Increased the time for nonresident upland game hunters to hunt from 10 to 14 days to coincide with the water-
fowl time period. Senators Krauter, Andrist, Lyson, Wardner. Representatives Gulleson, Nelson

Business Bills Passed

HB 1027 - Provides for lower premiums by positive balance employers, of which most of our members are, when the Ul
fund balance reaches its target sometime in late 2005.

HB 1531 -WSl hill that directly affects members. It set the limit of the surplus the WSI fund will be allowed to accumu-
late. Theresult isthat businesses will receive a 40% discount on their premiums over the next three years as a way of
returning the overpayments to employers. Rates will continue to rise at normal levels during the discount period

so payments in year four will be what they would have been before the credits, on a $1,000 gross premium for year 1 the
discount will be $400. Y ear two the premium will raise to $1,020 and the discount will be $408. Y ear three the premium
will raise to $1,040 and the discount will be $208. Y ear four the premium will rise to 1,060 and there will not be adis-
count. Real money in everyone® pocket through the business |obby efforts. Representatives Keiser, Berg, Carlson, N.
Johnson, Wald.
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Congratulationsto the following Chefs: Applebee’ swins National Restaurant Assoc. Award
Dave Cadtillo of Castillo’s Huff Bar and Grill was Congratulations to the Apple Core’s Company. Apple-
awarded the JUdga'g‘lXiv %dC%;PeZZ_OOS Dakota Chef bee’s are a great asset to the state of North Dakota. Apple-
And bee's creates a good working environment and takes care
Gary Lundt of the Primo Restaurant (located in the of their employees, that iswhat North Dakota bu.si Nesses
International Inn -Minot) was awarded and people are all about. Caring for one another in atrag-
the Peoples Choice Award at the 2005 Dakota Chef Cooking edy situation, and making it a positive, for the people that
Contest. are affected. The North Dakota Hospitality Association
The cooking contest was held by the ND Department of applauds Applebee’ s efforts.
Agriculture.




Earlier this year, The Dave Thomas Foundation for Adoption officially launched a new signature program called Wendy's Wonderful
Kids. The program focuses exclusively on finding permanent adoptive homes for the 126,000 children waiting in foster care.

The program model is simple but effective: Wendy's restaurants raise funds for the Dave Thomas Foundation for Adoption. The Foun-
dation issues a grant to a local adoption agency that hires an adoption recruiter. The recruiter dedicates 100% of his or her workday to
placing children with loving adoptive families.

In 2004, Wendy's Wonderful Kids was piloted in seven U.S. cities, resulting in forty seven percent of the waiting children on the re-
cruiter’s caseloads being matched with families and moving toward adoption in less than twelve months.

For more information, contact Rita Sorenson at 614-764-8482 or Kari Epstein at 3152-228-6889 or

email at Kari.Epstein@Ketchum.com




NDHA Board of Directors

Nicki Weissman-Executive Director

Dustin Mitzel-President
Happy Harry's, Fargo and Grand Forks
ND

Mike Reek-Vice President
Oxbow CC, Oxbow ND

Allen Leier-Past President
Main Bar, Bismarck, ND

Tom Miller-Treasurer
Captain Jacks, Bismarck, ND

Frankie Aars
Marquis Plaza & Suites, Williston, ND

Harry Bushaw
Bun Lounge, Grand Forks, ND

Pete Haug
Bamstormer, Fargo, ND

Mke Kraft Sr.
EconoMart, Wlliston, ND

Delles Krause
Hazen Bottle Shop, Hazen, ND

Kim Levine
East 40 Chophouse & Tavem, Bismarck,
ND

Bemie Marsh
Esquire Club, Dickinson ND

Joe Poulin
Cattleman’s Club, Lisbon, ND

Jason Ramstad
Chubs, Fargo, ND

Scott Schafer
Bistros, Bismarck, ND

John Scharweber
Classic Restaurants, Bismarck, ND

John Tweten

Pally's Lounge, Grafton, ND
Susie White

Lone Steer, Steele, ND

Pete Zimmenmman
Holiday Inn, Minot, ND
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Credit Card Processing Price Changes. There are three things you can count on if you're a small business
owner: death, taxes, and credit card processing price increases. While there' s not much you can do about the
first two unwanted, but unavoidable items, there are definitely steps you can take to control the third one and
make sure it has the minimum impact on your profitability. In order to do this effectively, you need to under-
stand credit card processing costs and how cost increases relate to price increases.
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Merchant’s industry (Hotel, Retail, Restaurant, Internet etc.)
Card type (Check/Dehit Card, Business cards, Rewards, etc.)
Time between authorization and settlement

How the card information was entered (magnetic stripe or hand keyed)

As often as twice per year, traditionally April and October, the Bank Card Associations publish new Inter-
change schedules for their credit card processors. Sometimes, these changes result in higher processing costs
for certain transaction categories and lower processing costs for others. How these increases and decreases
impact you the merchant is how the credit card processors elect to pass through these changes.
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