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COCINA 101
Inicia Tú Propio Restaurante

Launch Your Own Restaurant



Nuestra
Asociación

Introducción1

 Latino Culinary Institute &
Association es una organización sin
fines de lucro cuya misión es
capacitar, educar y apoyar la
próxima generación de latinos que
deseen ser dueños de su propio
restaurante.
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COCINA 101
La Receta para un Exitoso Restaurante

Éxito vs. Fracaso

Nuestros Expertos

Brenda Coloma

Pete Garcia

Jorge Diez Free

JC Gonzalez 

Adrian Escobedo
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La Receta para un Exitoso Restaurante

 Plan de Negocio 1.

2. Concepto / Marca 

4. Ubicación y Clientes 

5. Costos Operativos 3. Menu 

6. Mercadotecnia 

7. $$ Capital 
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Plan de
Negocio/Receta

Por qué es importante
tener un buen plan de
negocio?

Qué es un plan de
negocio?



Qué es un concepto?

Elementos del Concepto
de Restaurante:

Concepto 
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4.  Marca1. Nombre

3.Perfil del
cliente

2. Menú 
6.  Diseño 
5.  Servicio



Full service - Mi Cocina
Casual Dining - Chipole

Tipos de
Restaurantes
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Fast Food - Pollo Regio
Catering 
Food Manufacturing 
Ghost Kitchen
Pop-up
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2 Menú

Su menú debe coincidir con
el tipo de restaurante que
usted desea lanzar.

Elementos del Menú:
1. Categoría de los alimentos 

3. Diseño

2. Precios



PRESUPUESTO
Qué es el presupuesto
destinado a un restaurante?

Por qué es esencial
conocer su presupuesto?

Con cuanto presupuesto
debe contar para los gastos
del restaurante?
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Éxito vs. Fracaso 1
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60%

80%

60% de los
restaurantes no
logra sobrevivir a su
primer año

80% de los
restaurantes cierran
a los 5 años de su
inauguración.



Falta de visión
 

Insuficiente
experiencia

en la industria
culinaria

 

Insuficiente
capital

operativo
 

Mala
Ubicación 

 

 Desconocimiento
de los números
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Por qué fracasan muchos Restaurante? 
 

  Alta rotación del
personal 

Mezclar familia y
negocios

 No seguir los parametros
de Higiene y Salubridad 



BRENDA
COLOMA

PRINCIPAL 
 ASSOCIATE BROKER 

 CERTIFIED
COMERCIAL ADVISOR
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Commercial Real Estate
Consulting &
Brokerage Services

Restaurant Tenant Representation
“Beyond Brokerage Services”
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Estudio del
Mercado
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4 Qué es el análisis de mercado
para un restaurante?

Qué debe incluir en su
análisis?

Por qué es tan importante
el análisis de mercado?
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CASE 
STUDY 
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CASE 
STUDY 
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Questions to ask my clients
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•Financials
•Cash Available
•Budget for build-out
•Big Expenses if space needs Grease Trap / Vent Hood
•Budget for Equipment and Furnishings
•Security Deposit and Advanced Rent
•Loan Down Payment (if taking a loan such as SBA)
•6-12 months Cash Reserves

If my client can’t answer these questions, my client is not
ready to start this business /look for commercial space!

 

Questions to ask my client
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•What is your restaurant concept – casual, comfort food,
delivery only, fine dining, etc?
•Target Demographics?
•What is your customer profile?  Who is your ideal customer?
•Where do they live?
•Where do they work?
•Where do they eat?
•What’s their household income?
•What are their spending habits? Breakfast, lunch, and
dinner?
If my client can’t answer these questions, a Market Analysis
must be done to make sure this restaurant ends up in the
ideal LOCATION!  We also need to research the local
competition!   

More questions to ask my client
(Beyond Brokerage Services)!
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CASE 
STUDY 
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•Client has negotiated a lease at a LOCATION where
they are guaranteed to succeed based on Market
Study that was performed that indicated ideal
customer / demographics

•Client will save money on marketing due to being at
the right LOCATION

•Client has no competition or less competition at
this LOCATION because the Market Study was also
utilized to research the local competition

•According to the US Bureau of Labor Statistics, 20%
of new businesses fail during the first 2 years of
being open. 45% during the first 5 years and 65%
during the first 10 years. 

LOCATION! LOCATION! LOCATION!
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PETE 
GARCÍA

Independent
Insurance Agent
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Business Owners Policy
               “BOP”
•Combines protection for all major
PROPERTY and GENERAL LIABILITY risks
in one insurance package

•Property- Buildings and contents. Standard
and Special

•Business Interruption Insurance

•Liability protection- Legal responsibility
resulting bodily injury 

•Not covered under BOP’s : Professional
Liability, Workers Comp, and Auto. Separate
insurance policy 
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Bodily Injury

Property Damage

Personal & Adv Injury
 

GENERAL LIABILITY  
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Workers Compensation
Insurance

Protects Employees / Business Work
Related  
•  Accidents

•  Illnesses

•  Death

•Covers medical costs and lost wages
for     workers who are injured and or
become ill on the job. 
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Business Umbrella Insurance

Extra Layer of Protection
 

 Bodily Injury
 

 Property Damage
 

 Medical Expenses
 

 Attorneys Fees
 



1

2

3

4



1

2

3

4



JORGE 
DIEZ FREE

CEO de TENSQUARE LLC
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What to Do and Don’t’ before opening a restaurant1

2

3

4

DO’S  
1. Select a great location
2. Complete a menu
3. Understand the operation flow
4. Get a list of all equipment 
5. Decide on your atmosphere/ look:
A. Industrial/ rugged
B. Homey
6.  Space of seating area, carry out area and delivery
areas
7. Review and change DRAWINGS as many times as
necessary for:
 a. the restaurant flow.
 b. location of equipment
 c. seating area
 d. POS
8. Make changes after you open
9. Keep focus on OPENING as soon as possible

DON’Ts 
1. Change equipment once it is decided.

2. Add drain lines, Electrical outlets,
heating lamps, countertops, etc., after
DRAWINGS are approved and
construction has started

3. Expect to be open in 3-months

4. Slow down Construction Phase
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Jorge Diez Free     tensquarecs@gmail.com        Cell:  214-632-1577  

mailto:tensquarecs@gmail.com


JC
GONZALEZ

VICE PRESIDENT 
SENIOR BUSINESS

BANKING RELATIONSHIP
MANAGER at 

WELLS FARGO &
COMPANY
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JC Gonzalez       JC.Gonzalez@wellsfargo.com      Cell:  469-442-0948  

mailto:JC.Gonzalez@wellsfargo.com


ADRIAN
ESCOBEDO

HEALTH INSPECTOR
SERSAVE, INSTRUCTOR

PROCTOR, TABC 
FOOD HANDLER
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Adrian Escobedo       adrian@servfsc.com      Cell:  972-214-8702  

mailto:adrian@servfsc.com
tel:+1-972-214-8702


Cocina 101
Conclusiones



TRABAJEMO
S JUNTOS
214-704-8383

info@latinoculinary.org

www.latinoculinary.org



Gracias
Por Acompañarnos
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