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The tough get going! As the song says, well times are
tough and every indication is that they are going to get
tougher, so what are you going to do? Are you going to
fight and come through it stronger than ever or just
wait and watch your business slip away?

The plain truth is that most of us in this industry have
survived and prospered despite ourselves, we haven't
really had to look at our business as a business
person in another industry might.

We know that as long as there is cash in the till at the
end of the week and we have paid for all our stock
that we have made a profit and as long as the profits
were enough to live on and put a bit by we were doing
OK.

But that was in the days of lower VAT, cheap food and
when the customers weren't too bothered about the
prices, but times have changed.

So do you really understand your business? Just what
would happen if you put up your prices? Would you
really lose all your customers?

What does that bacon sandwich really cost you? How
much profit does that cup of coffee really make?

As a business person - which any caterer should be
first and foremost - we should know the answers to all
these questions, and a whole lot more.
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As | said previously most of us have survived and prospered
on gut instinct and experience, but to survive in these times it
takes a whole lot more.

In tough times we need to know our business inside out,
because unless we are very fortunate we are going to feel the
effects of the economic downturn that is sweeping the world.

Do you realise....

Just an extra 5p profit made on a cup of tea or coffee based
on selling 50 cups a day would pay for a really nice holiday
abroad for 2 people or decent one for a family of four.

10p on a sandwich based on selling 50 a day would give you a
month or two’s mortgage payments on a nice house in
suburbia.

Sounds interesting doesn't it? But how do we achieve this?
The most obvious way is to buy better, but buying better isn't
going to be very achievable when food prices are increasing at
a higher rate than inflation. The reality is that our buying power
is likely to be getting smaller rather than greater.

Is buying cheaper really going to help?

For example, what happens if you change from a well known
brand of coffee or tea to a cash and carry own brand, or
change from the market leader brown sauce to a cheaper
alternative? What would that do to your sales? Would they go
up or down? Would you lose customers? Would they even
notice?

That's the question to ask yourself, can you tell the difference
between HP and own brand brown sauce on your bacon butty?
Can you tell the difference between a top brand instant coffee
and an own brand?




Would it change where you go for your breakfast?

The reality is, if there is another trader close by it
may just be the catalyst to give the other guy a try
and you may a lose a customer forever.

And that is the last thing you want.

The fact is that you don't know and you haven't got
the tools to find out.

What if you just put your prices up? ‘Cant do that’ |
hear you say ‘l will lose all my customers’, but will

you?

So what if you do loose a few customers, if you can
increase your profit with less work and stress that
should be a good thing.

Driving up your sales

There are methods that can be applied to any
business that can help drive up sales.

Here are just a few

1) Get more customers

2) Sell more to the customers you already have
3) Stop losing customers that you already have

Looking at those in turn:

Famous Quotes:
The winners in life
think constantly in
terms of | can, |
wil, and | am.
Losers, on the
hand,

their

other
concentrate
waking thoughts on
what they should
have or would have
done, or what they
can't do.

Dennis Waitley:

1) ‘There just aren't anymore
customers | can sell to’, the answer to
that is nonsense! there are always more
customers, you either haven't found
them yet or you haven't got a product
that they want to buy. While we’re are
here lets just dispel the biggest myth of
all time 'word of mouth is the best form
of advertising’, there are many, many
better ways of advertising a food
business than word of mouth, if you rely
on word of mouth you will be bust within
three months.

2) You can always sell more to
your existing customers, even in
times when peoples overall spend is
going down. There are many ways of
doing it, and whether you realise it or
not, its being done to you every time you
go into a shop to buy something. The
big retailers are masters of what is
known as up-selling, top to bottom
selling and cross selling.

When you realise what is happening you

will ask yourself why you haven't done it before, its
easy and most importantly, it works.

3) There are many reasons why you might
loose a customer in a catering business:
a) Competition
b) Menu fatigue
c¢) Poor quality food

d) Poor service
e) Customer perception of the business /
operator

All of the above can be overcome and more than
that can actually be turned around to your advantage
and a reason for them to stay, and others to come to
you, rather than leave you.

So how do you win your competitors customers
without starting a price war where there are never
any winners?

Well again there are many ways some of which you
will of thought of already but there are many more
and technology has multiplied the options many fold.

At NCASS we talk to many new start ups each week
and just as many giving up the business because
they can’t make a living.

Lets get one thing clear, other than bad health or
the inability to work there is no reason why any
catering business cannot survive and prosper if
they treat it as a business and apply the rules of
business.

Most catering businesses don'’t fail because they are
a bad business, they fail because the owners are
bad at business.

This article has probably raised more questions than
answers, and there is far too much to cover in a
magazine piece, we are producing a course at the
moment which will answer all your questions and
give you the tools to make sure that you come out of
the recession a winner not a loser.

Watch this space! Continues on page 4
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If you fail to
plan, you plan to
fail.

Business Plans give you a better focus and
understanding of what makes you money and
what doesn’t! NCASS tells you how to make the
most of it.

You can’t turn on the TV or radio these days without
someone talking about the recession, bankers’
bonuses, spending cuts, job losses and home
repossessions. I’'m hardly sticking my neck out by
saying that the general mood in the country is pretty
bleak.

We also have a government who are pretty adamant
that it's small and medium enterprises who they are
hoping will drag the country out of its mire. Yet they
can’t get the banks to lend money even to
creditworthy businesses. So how do you keep your
business afloat when your customers haven’t got as
much money to spend and you can’t rely on support
from government or financial institutions.

The truth is that some good caterers will ‘go to the
wall’ during this recession because they made
decisions based on gut feelings and poor information
rather than carefully planned and analysed decisions
based on thought-out projections and hard facts.

(We will be following up this introduction to business
plans with an online business development course
designed to help you become more profitable during
these difficult times. The course will be available to
members in the next few months).

What are you hoping to achieve? How are you going
to get to that point? If you don’t have a plan, now is
the time to sit down and develop one. Only you know
where you want to take your business, but without a
clear plan of how to achieve it, how do you know how
to go about it or even measure your success?

A business plan is an opportunity for you to think
constructively about your business, what you can
achieve and how to achieve it. Looking at each part
of your business, identify what is profitable, what
isn’t, what works, what will help you achieve your
goals, or even get finance. Without a plan you are
relying on instinct, which can work to a degree, but
its high risk, and if you have no way of measuring
that success, how do you know if it was as
successful as you thought?

An example:

NCASS used to offer a ‘linked supplier’ service for
£50 and managed to sell several of these products to
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customers, however, customers were expecting
great results for their money and would phone us
regularly with requests. When we took the time to
look at each product individually, we realised that this
one was costing us both time and money while not
really achieving what the people that bought it had
wanted either. We repackaged the product offering
more services and increasing the price to £200. The
idea being that we would save money if people
stopped using the product and would make a profit if
they continued to use it.

There were several lessons we learned from this. No
product should be considered ‘gold plated’, prices
should be a fair reflection of the services offered
rather than cheap because you think that is what the
customer wants. Don’t spend time on unprofitable
practices. People will pay more for the right product.
Finally, by cutting out unprofitable work, we freed up
more time for other more rewarding work.
Remember the old adage:

"If you don't learn from your mistakes you are
doomed to repeat them."

So what does a business plan include:

An executive summary - This is an overview of the
business. It's vital. Many lenders and investors make
judgments about your business based on this section
of the plan alone.

A short description of the business - Who you are,
what you plan to sell, to whom and why they want
what you’re selling. Identifying your customer base
will help you to tailor your product to your prospective
customers’ needs and desires. By identifying the
benefits of your product and your target customers it
will make it considerably easier to plan your
marketing.

Your marketing and sales strateqgy - why you think
people will buy what you want to sell and how you
plan to sell to them. Marketing is a critical part of any
business. Failure to do so effectively can be both
expensive and terminal to a business. It doesn’t
matter how good your food or customer service is. if
you can’t get customers through the door in the first
place. Are you trying to be all things to all people?
Has it worked for you? The most effective marketing
is targeted to a specific audience, the people you




identified earlier in your plan.

Team Skills — What are you good at? Where do
your strengths lie? By identifying the strengths and
weaknesses of yourself and your team will help you
focus on whether everyone’s strengths are being
utilized, help you to plan contingencies and any
future recruitment or training needs.

Operations — There are various factors to
consider for this.

Location: what are the strengths and weaknesses of
your location? this is particularly important for fixed
site caterers such as restaurants. What are your long
term commitments or contractual arrangements?

Production - Now you have identified what products
to sell and how best to sell them, you should now
look at how you produce the food, where you source
your materials etc. Do you buy things in ready-made
or produce it yourself, can you improve your final
product by changing your production methods, can
you increase margins by producing more efficiently
or cutting serving size?

A famous example:

Bob Crandall, former head of American Airlines,
managed to save his company $40,000 per annum
by removing 1 olive from every salad the airline
served. The theory was that a small garnish would
not be missed but could save the company money.

Management information systems — do you have
procedures in place for stock control, quality control
and management accounts? Standardised
procedures help you to manage your business
properly and help staff by setting the standards that
you expect. Better stock control helps cut down on
waste and boosts profits while quality control helps
you to establish a customer base and enables you to
promote the business with confidence.

Information Technology — what are your strengths
and weaknesses with computers? Could you use IT
better, what improvements could you make, do you
use IT effectively? Do you have the resources, skills
and know how to make the most of your equipment

and opportunities. What improvements could be
made in future.

Financial Forecasts — This is where you back up all
of your ideas from the rest of the business plan with
figures. These should run for 3-5 years into the
future, but with most detail for the next 12 months.
This will help you focus on achieving your long term
goals and give you benchmarks of achievement.
Include the assumptions behind your goals in terms
of costs and revenues. If you planned to make a
million pounds in a year but eventually made
£700,000 this may be because the cost of wages or
tax or fuel may have increased. It may be that your
sales expectations did not materialise, however, it is
only by quantifying your costs and income that you
will be able to identify where your successes and
failures occurred.

Sales Forecasts — How much money you are
expecting to make from sales.

Cashflow statements - your cash balance and
monthly cash flow patterns for at least the first 12 to
18 months. “The aim is to show that your business
will have enough working capital to survive so make
sure you have considered the key factors such as the
timing of sales and salaries.” (Business link website).

Profit and loss forecast - The expected profit your
business should make taking into account your
projected sales and the cost of providing the services
and your overheads. Be aware, new businesses
often over estimate their sales for their first year. Also
forecast profit and loss based on sales 20% below
your predicted level. Are you still making money?

Risk Analysis — what could go wrong? what will that
cost you? how will that affect the business? By
identifying the risks and planning contingencies
beforehand makes it easier to react. Businesses that
have identified the risks will be better prepared and
have a more cost-effective way of dealing with them.
This could be anything from increased competition to
acts of god (fire or flood), identifying potential future
problems and planning contingencies enables you to
react in a prompt and effective manner if things don’t
go to plan.

So what are you waiting for? If your business was
profitable before you followed a business plan, think
how well you could do with one. Rest assured your
successful competitors have one. Whether you are
looking to get more finance, get a clearer vision of
your business’ future or improve on existing
practices, a day of good old planning could save you
a fortune and get your business where you want it to
be.

"Many of life’s failures are people who did not
realize how close they were to success when
they gave up."

-Thomas Edison
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Scores on the Doors:
Your chance to shine

Scores on the Doors: Your chance to shine.

Local Authorities have been inspecting and rating
catering businesses for many years based on their
standards of hygiene; these schemes are often
called ‘scores on the doors’.

The ratings provided by the EHO’s are then
converted into rankings which are published as
‘scores on the doors.’ This information has been
available for years to any member of the public
through the freedom of information act, however,
recent moves to standardise the way businesses
are rated by the EHO’s across the country have led
to an online national database, where any member

of the public or press just needs to type in the name

of your business to see how you rated. This could
have a huge effect on catering in the UK over the
coming years, not least because catering
businesses in England and Wales can now be
reviewed by the public or press on the scores on
the doors web site.

This was further confirmed by Lord Young’s report
on health & safety published on 15 October 2010
and includes recommendations in relation to food
safety in England.

The Welsh, Northern Ireland and Scottish
Assemblies are all either considering or have
committed to the scheme

The system’s proper name is Food Hygiene Rating
Scheme or FHRS for short was formally launched
on 30 November and is now being rolled out across
the country.

The launch on 30 November centered on an event
at Bluewater Shopping Centre organised jointly by
Dartford Borough Council and the FSA.

Bluewater is the second largest shopping centre in
the UK and many of the national food chains are
represented and are visited by consumers from far
and wide.

This emphasises extremely well why a national
scheme is the best way forward for consumers and
for businesses so the Centre provided a very apt
venue for the launch.

The Lord Young report called Common Sense
Common Safety, endorsed the introduction of the
FHRS and makes a number of recommendations
about the scheme.

The recommendations now represent Government
policy so a clear direction of travel has been set.

Why is this important to you?

Once the you become accustomed to using this




facility, checking your local favourite restaurant,
takeaway or mobile to see how they rate when

they were last inspected by their environmental
health department will become the norm.

For instance, when | was writing this article |
decided to check the takeaway where we bought
our customary sausage sandwich on a Friday
mornings. | was surprised to see that they only
achieved one star, which meant:

Compliance with hygiene - poor
Where poor means - Some major non-compliance
with statutory obligations — more effort required to

prevent fall in standards.

Structural compliance - poor

management system.

If nothing else it makes you stop and think doesn't
it?

If that was my business | would be
concerned that this information was

available to the public and how it might DID YOU
affect my customer base. KNOW?
One way of improving your scores on the

doors is to make sure that you and your You can upload
staff are all trained and that your Due your ‘Scores on
Diligence system is kept up to date. The Doors’

certificate to the
If you really want to impress the EHO when NCASS website

they assess you for your scores on the in your control
doors, do the new HACCP course, that panel?

cannot fail to impress.
Where poor means - Some major non-compliance

with statutory obligations — more effort required to If you want to check out your local food
prevent fall in standards suppliers go to www.scoresonthedoors.org.uk.
Confidence in management - some Not all authorities are on this site yet but the way

this is being driven it wont be long before they are.
Where some means - Satisfactory record of
compliance. Access to and use of technical advice
either in-house or from trade associations. May
have satisfactory documented food safety

Raitakare Ltd.

Ur coternng my

Kaitakare is an experienced company that offers an efficient and

reliable service to the mobile catering industry. HCASS
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Our services include: Strategic Partner

. Remedial work to vehicles

. Installation of equipment

. Annual Gas Safety Certification
. Equipment breakdown

GAS ™
We operate within a 30 mile radius of Stafford at a standard call-out rate safe
and will give you a fast response to your breakdown. Our gas engineers DESHELER
will also provide you with advice on preventative

maintenance and relevant health and safety legislation.

Next time you have a problem, give us a call.

01785 716532
07973 913434




The long awaited NCASS Essential First Aid course
was launched on February 1st after a lot of
negotiations and re-writing.

The first thing we have to say is this is NOT a
replacement for the statutory HSE approved
courses of which there are three variations:

First aid at work course (3 days) typically £200
Requalification (2 days)
Emergency first aid at work (1 day) typically £80

We also have to point out that this course does not
remove the obligations on an employer for first aid
training in line with the guidelines below:

Less than 5 employees - 1 appointed person
which means someone nominated to look after the
first aid box and phone emergency services in the
case of an incident.

5to 50 employees - 1 first aider trained in
Emergency first aid at work or First aid at work
depending on the type of injuries that may occur

More than 50 employees - 1 first aider trained in
First aid at work for every 50 employed (or part
thereof)

Our course is designed for those that feel they need
to be able to react to minor accidents that may
happen in the workplace and that have less than 5
employees, or for those that want to get all the
basics in their head before attending an HSE
approved course.

Having said that, the syllabus is identical to that of
the Emergency First Aid at work course with the a
couple of exceptions which are Defibrillation and
Resuscitation which are best carried out in a
classroom environment .

New
First Aid
course

So if you are intending to go on an HSE approved
course you will find this a very useful way of boning

up.

The course is presented in a very interesting way
with several movies, voice-overs and course notes.

The following topics are covered:

o Roles and responsibilities of the first aider

° First aid kits

° Primary survey

° Secondary survey
° Recovery position
° Choking

o Shock

o Burns

o Bleeding

o Seizures

° Heart Attacks
° Asthma

° Strains and Sprains

And what's more,
its FREE to members.
Just one of the new membership
benefits in 2011




COOL IT - WITH EBERSPACHER

A RANGE OF INSULATED CONTAINERS FOR
PROFESSIONAL APPLICATIONS

M For use in standard panel vans, no modification required.
M Available in a variety of sizes. aiiliae
Available in chill, freeze or TR
heat versions.

Powered by both 12v DC and
230v AC as standard.

Can be removed and replaced easily.
Minimal running cost.

A WORLD OF COMFORT E Eberspdacher

ww.eberspact ‘i jom — 01425 480151




That means
you, the
owner of R
the food
business,
need to do

FREE HACCP Training

One thing you can never accuse NCASS of is not
providing the tools for the job and this is the latest
launched in mid January.

Who should do the course?

It is a legal requirement for those responsible for the
development and maintenance of HACCP in a food
business to be trained in HACCP principles.

What you will learn:
This course will explain how to:

Carry out an analysis of potential

hazards in a food business to identify the

hazards and specify appropriate control

measures.

¢ Identify the Critical Control Points

(CCPs) in the business

e SetCCP’s

e Set up procedures to monitor CCPs

e Establish corrective actions to be taken when
monitoring indicates that control has been lost at
a CCP

e Establish review procedures to check that the
HACCP system is being followed and that it is
working

e Set up a record-keeping / documentation system

The Course includes:

Course Introduction

Glossary

What is Food Safety Management?

What is HACCP?

Benefits & Limitations of HACCP

Legal Requirements for HACCP

Training Requirements

What are Pre-Requisite Programmes?

How to Conduct a HACCP Study

Assemble the HACCP Team

Describe the Products of Processes

Identify the Intended End User

Construct a Process Flow Diagram

Onsite confirmation of the Process Flow

Diagram

Conduct a Hazard Analysis

° Determine the Critical Control Points (CCPs)

° Establish Critical Limits for each CCP
(Establish Monitoring Procedures

° Establish Corrective Action

° Establish Verification Procedures Establish

Documentation & Record Keeping

Everybody’s Role in HACCP

Sounds very complicated but its not, and it will really
impress your EHO when he comes to call .
It will also help towards your Scores on the Doors.

Look out for more information soon...

ROADSIDI
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EVENT CATERERS - DO YOU WANT MORE WORK?

Marketing is an essential part of any business and is

one part of your budget that should not be trimmed Lets explain that further, this is what you get as part
back in a recession. of your membership:
All the evidence suggests that cutting back on o Half a page of free text space to write about
marketing makes the business lose even more how great your business is!
money rather than saving it. o Four slots to add photos and a logo.

o The ability to manage your listing in the
In marketing terms this would be called ‘losing Industry Guide.

market share’ and it is something to be avoided.

_ _ If you don’t make the most of the resources
Rather than reducing the marketing budget, look to available to you, you are limiting your

see if you are spending your money in the right ways. opportunities for work.

The NCASS
website gets
20,000 hits per

Our business development course coming in the next month!

few months will go into detail on this and a whole lot You can’t buy that level of targeted It is visited

more to make you business more profitable whether advertising — and it’s all included in your | '€9ularly by

you are new caterer or a seasoned veteran. membership fee! event
organisers.

But there is something that you can do today, that's So if you're not using it already, get onto

going to cost you a few minutes of your time but will it, and if you feel that you can’t do it © ° o 0 0 o

definitely make a make a difference if you are looking because you just don’t do computers -

to increase your business and profitability. call the office and we will help you through it

01216032524.

You see, many of you are not making the most of
what is already available to you.

Over half of our members have not filled in their free
web page on the NCASS website.

*'(f‘j.\ ' Mobile Caterers o
e Annual gas certification s,.aEGETEeR

Equipment installation
Repairs & maintenance

We provide these services for AJC Trailers, Wilkinson Trailers & Bingham

trailers, as well as independent caterers.

We’re based centrally in the Midlands with good access countrywide to either

your base or event location.

Call today:
01858 466617 07977 576727 07966 068 634
Hynes Gas Ltd
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In times when every penny count and the recent
increase in the rate of VAT from 17.5% to 20% it is
important to understand how and where you should
be paying VAT

This is an extract from HMRC Reference: Notice
709/1 (February 2007)

Need to pay VAT ( VAT Threshold)
If your business turns over more than £70,000 (2011)
you are legally required to register for and Pay VAT

Catering

What is the ordinary meaning of catering?

Catering in its ordinary meaning includes the supply
of prepared food and drink. It is characterised by a
supply involving a significant element of service.

Obvious examples of supplies in the course of
catering include:

Supplies made in restaurants, cafes, canteens and
similar establishments (except supplies of cold take-
away food).

Third party supplies of catering for events and
functions, such as wedding receptions, parties or
conferences.

A supply of cooking and/or preparation of food
provided to a customer at the customer’s home, for
example for a dinner party.

Delivery of cooked ready-to-eat food or meals (with
or without crockery or cutlery).

Examples of supplies that are NOT in the course
of catering:

Retail supplies of cold take-away food.

Retail supplies of groceries.

Supplies of food that require significant further
preparation by the customer (see 2.2.1).

Catering contracts
Any supply of food and/or drink as part of a contract
for catering is standard-rated.

Food for customer preparation

If you supply food that your customers must prepare
themselves before it can be consumed, this is not a
supply in the course of catering. This will apply
whether the food is delivered to, or collected by, your
customers.
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VAT is a
complicated
subject for
caterers, are you
paying too much?

Packed lunches

Where you provide packed meals as an incidental to
an event or a function, such as for coach parties or
race meetings, the meals are supplied in the course
of catering and should be standard-rated.

If you run a hotel or similar establishment and you
supply bed and board (including packed meals) at an
inclusive price, you should treat the whole supply as
standard-rated. Where however, you supply a
packed meal over and above your supply of
accommodation and a separate charge is made, then
provided it is for consumption off your premises, it
can be zero-rated (apart from any items that are
always standard-rated - see Notice 701/14 Food).

Service charges

If you make a service charge, it is standard-rated.
But if the customer freely gives a tip above your total
charge, no VAT is due on the tip.

Vending machines

Vending machine supplies follow the same general
principles as food and drink supplied from catering
outlets.

Premises

Why is the concept of ‘premises’ important?

You must always charge VAT at the standard rate if
you make a supply of food and drink for consumption
on the premises on which it is supplied - see also
section 1. Also, you must charge VAT at the standard
rate if you supply hot take-away food (that is, food for
consumption away from the premises where it is
sold).

Examples of premises:

A restaurant (or similar café, canteen type business).
The whole restaurant area, plus any chairs/tables on
the pavement, concourse or similar area adjacent to
the main premises.

A retail outlet in a shopping centre. The outlet itself
and any chairs and tables in designated areas
belonging to that outlet or provided for the exclusive
use of that outlet.

A retail outlet in the high street. The outlet itself plus
any areas containing chairs and tables outside the
establishment provided for use of customers.

A retailer in a shopping centre with a food court. The
premises are the retail outlet, plus the chairs and



tables within the food court, if either the retailer
contributes to the upkeep, provision and cleaning of
those facilities or if those facilities are in a clearly
delineated area for the use of customers to consume
their food purchases.

A supermarket. Any seating areas within the shop,
plus any areas of chairs and tables outside the shop
for use of customers.

A stall in a sports stadium, amusement park,
exhibition, gallery or similar pay-entry venue. The
premises are the stall itself, plus any facilities
provided adjacent to the stall for the use of
customers.

A retail outlet within an office building. The premises
are the outlet, plus any area for consumption around
or next to the outlet, that is, a seating area or dining
room.

‘Premises’ will also include any areas of chairs and
tables contained in delineated areas which are not
immediately adjacent to the retailers outlet but are
still situated within the vicinity of the outlet and are
designated for the use of the retailers’ customers. It
does not include genuine areas of chairs and tables
for general communal use which are not the
responsibility of the caterer/retailer.

Evidence and apportionment

Where you make sales of cold food to be taken away
from your premises, but also have on-site facilities
where food can be consumed, you will need to
apportion your sales of cold food between those
consumed on the premises (standard-rated) and
those taken-away (zero-rated).

If you are unable to ascertain the correct liability at
the point of sale (see 5.6), you must retain
satisfactory evidence to support a fair and
reasonable apportionment. Records, and the
retention of records, are explained in VAT Notice 700
and Notice 700/21 Keeping records and accounts.

Hot take-away food and drink

What is the liability of take-away food and drink?
Hot take-away food and drink is always standard-
rated. Cold take-away food and drink is zero-rated,
provided it is not of a type that is always standard-
rated (such as crisps, sweets, beverages and bottled
water). Further information can be found in Notice
701/14 Food.

What is take-away food and drink?
Take-away food is food sold for consumption off
premises. Section 3 explains what we mean by
‘premises’.

What does ‘hot’ mean?
Hot in this context means above the surrounding air
temperature.

Examples of standard-rated sales when sold hot are:
fish and chips, chicken and chips, chips, Chinese,
Indian, Greek, Italian and any similar take-away
meals and dishes, baked potatoes with a hot or cold
filling, hot dogs and hamburgers, pies, rolls, sausage

rolls, pasties and similar items (if sold ‘freshly
cooked’), toasted sandwiches, cups of tea, coffee,
chocolate and other hot drinks, cups of soup; and
roasted chestnuts.

What about freshly cooked products?
If you sell freshly cooked products for consumption
while they are still hot they are standard-rated, 4.5.

Some of these products are, however, bought to eat
later, either cold or after re-heating. Examples
include pies, pasties, sausage rolls and similar
savoury products, cooked chickens or joints of meat,
bread products and croissants. The liability will
depend, therefore, on how you sell them.

If they are sold specifically for consumption whilst
still hot (as a result of being freshly baked, cooked or
reheated) will be standard-rated.

If they are sold warm simply because they happen to
be freshly baked and are not intended to be eaten
while hot; or cold or chilled at the time of purchase
they can be zero-rated

What do we mean by ‘specifically sold for
consumption whilst still hot’?

You sell food specifically for consumption whilst still
hot if you either:

have an established hot take-away trade and are
selling the food as a part of that trade

advertise it as either hot take-away food or in any
other way which indicates that it is meant to be eaten
while still hot or sell it accompanied by napkins,
forks, etc. to enable it to be eaten before it cools.

It does not matter where you sell the food - if it is for
consumption while still hot, it will be standard-rated.
This means that hot take-away food sold in
supermarkets, kiosks at airports or stalls at train
stations, etc, are all subject to the same rules.

What about hot and cold ingredients supplied as
a single item of food?

If you sell hot food with an ingredient that is cold as a
single item, the whole supply is standard-rated. This
is includes anything in a bun, bap, baguette or other
speciality bread with any hot filling such a sausage,
reheated cheese and ham, pastrami, etc. Some
examples are:

hot dogs, hamburgers, bacon sandwiches, chip
butties etc, baked potatoes with a cold filling, hot
steak sandwiches or kebabs.

What happens with hot and cold food sold at the
same time?

If you sell a mixture of standard-rated and zero-rated
items for an inclusive price for consumption off the
premises, you will have to work out the tax value of
each item in order to calculate how much VAT is due
on the standard rated item. You can do this on the
basis of cost or market values as explained in Notice
700 The VAT Guide.
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VAT and the

Caterer cont’d

Examples of mixed supplies of take-away food
include:

burger, chips and a milkshake

a cup of tea with a non-chocolate coated biscuit or

a meal consisting of hot and cold items or dishes
supplied in separate containers.

You are normally considered to be making mixed
supplies if each of the items in the inclusively priced
package can be purchased separately from your
menu. This is not the same as the single item of food
that happens to have a cold ingredient for which one
charge is made as explained in paragraph 4.7.

Condiments

Ignore any minor items for which you make no
charge such as salt, pepper, vinegar, mustard etc.
This applies whether or not the customer uses the
condiments on the food.

Accounting for VAT

Catering provided by the owner of the catering
facilities

If you run your own catering outlet you are acting as
principal. This means that you must account for VAT
on any supplies of catering or hot take-away food.
You can reclaim any VAT charged to you as input
tax, subject to the normal rules.

Catering provided by a catering contractor acting
as principal

If you are a catering contractor running catering
facilities on someone else’s premises as a principal,
you must account for VAT on:

any supplies of catering or hot take-away food. You
can reclaim any VAT charged to you under the
normal rules

sales of other standard rated items of food

your fee to the owner of the catering facility and

any subsidy you receive from the owner of the
catering facilities. This subsidy is standard-rated and
should include payments you receive to balance a
profit and loss account.

You must account for VAT on your supplies even if
the owner of the facilities makes exempt supplies
(see paragraphs 2.6 and 2.7).

Catering provided by a catering contractor acting
as agent

Although you run the canteen etc, the food and drink
is supplied by the owner of the catering facilities -
your principal. The owner must therefore account for
VAT on the supplies of catering or hot take-away
food (unless they make exempt supplies as in
paragraphs 2.6 and 2.7).
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Meals supplied free of charge

If you give your customers or friends free meals or
drinks, this is regarded as business entertainment
and you will not be entitled to deduct any input tax
incurred in the provision of the meal or on the
purchase of the drinks.

However, where you provide free sweets or drinks as
part of a meal your customer pays for, such as mints
or liqueurs with the bill, you may treat this input tax
as attributable to the taxable supply of the meal.

If you give meals or drinks in exchange for an
identifiable benefit to your business, for example to
coach drivers or to group/party organisers in return
for bringing their party to your establishment, you can
deduct any VAT incurred but you must account for
output tax on the cost to you of these supplies.

Catering for family or employees

If you are the proprietor of a restaurant, café or other
catering establishment and you supply yourself or
your family with meals, this is not regarded as
catering and you need not account for VAT on those
meals. However, you must account for tax on the full
cost to you of any standard rated items (such as ice
cream, sweets and chocolates, crisps, soft and
alcoholic drinks - see Notice 701/14 Food) that you
take out of your business stock for your own or your
families use.

If you provide catering to your employees and they
are not required to make any payment, either in cash
or by deduction from their wages, no VAT is due. The
same applies if deductions are made from gross
wages where this is provided for in a contract of
employment.

Similarly, if you install vending machines for your
employees to use free of charge and you give them
tokens to operate the machine or it is operated
without tokens or coins, no VAT is due on the
supplies from the machine. But if you give your
employees money, or they have to pay for tokens to
operate the machines, the supplies are standard
rated and you must account for VAT on