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Partnership and Hosting 

We are the premier 
provider of Business 
Advisory Services to 

the small business 
community.

Our mission is to 
create economic 
opportunity by 
empowering 

entrepreneurs



Free & Low cost
Seminars

Our Services

Free One-on-One 
Consulting



Seminar Examples
Access to Capital Successful Business Plans

Starting a Business Meet the Lenders

Social Media Government Contracts

Marketing Law for Entrepreneurs

Worker Owned Businesses Buying a Business

Starting a Restaurant Crowdfunding and Alternatives

Starting a Food Business How to Pitch Your Company

Finding Your Core Customer eMarketing

Website Development Home Based Businesses



ACSBDC Consultants

Ron Barrett
Loan Specialist

David Bokash
Web Technology

FJ Cava
Generalist

Deb Doyle
Branding

Ed Duarte
Construction

David Gray
Food & Restaurants

Lee Lambert
Director

Tara Lynn Gray
Crowdfunding

Deagon Williams
Food & Restaurants



ACSBDC Consultants

Mari Lovalvo
Human Resources

David Mitroff
Social Media

Dorian Webb
Operations

Paula 
Mattisonsierrra

Retail

Thelma Tajirian
Generalist

Tom Yeh
Strategy

Bob Komoto
Export/Import

Maria Mejia
Finance

Tom Camerato
Financial Modeling

Mary Passarella
Accounting



How to register for services

www.acsbdc.org



Are we effective?

• SBDCs are required to track and 
measure results

o New Business Starts
o Jobs Created
o Jobs Retained
o Increases in Sales
o New Loans Secured
o New Equity Capital Secured



ACSBDC 2012 – 2014  Economic Impact  

1,490
Companies 
Counseled

5,118
Seminar 
Attendees

95 Business 
Starts

502       
Jobs 

$20.1 MM 
Revenue 
Generated

$27.6 MM 
Loans 
Secured

$39.4 MM 
Equity 
Invested



Profit and Loss Statement

Developing a Business Plan 
for Your Specialty 

Food Business



Speaker Background

Deagon B Williams
 Owner of Culinary Business Strategy-

– consulting for food companies
 French-trained chef
 Spent over 25 years in the kitchen
 Earned an MBA degree
 Specializes in start-ups
 SBDC counselor 



Profit and Loss

 What is it?
 Who is it related to?
 How is it related?
 What purpose does it serve?
 Who cares?
 What does it really mean and matter?



Let’s take a look….



A closer look…



COGS formula

Beginning Inventory $15,000

Plus Purchases $4,000

Less Ending Inventory ($14,000)

Costs of Goods Sold (COGS) $5,000

F&B Revenues $19,000

COGS percentage
(COGS/Revenues)

26.30%



Prime Cost

Sales

F & B COGS $50,000 100%

Payroll: $15,000 30%

-Salaried $4,000 8%

-Hourly $9,000 18%

-Payroll Taxes $2,000 4%

Benefits $500 1%

Total Labor: $15,500 31%

PRIME COSTS $30,500 61%



And another one….



Product COGS
Ingredient Product 

Cost
Size Units Item Size Item 

Cost
Hot Dog $10.00 4 # 5 per # 1 .50

Roll $11.50 case 72 1 .16

Plate $15.20 case 520 1 .03

Napkin .04

Condiments .05

Total .78

Waste 5% .04

Cost .82

COGS 30%

Price $2.73

Selling Price $2.89

COGS 28.3%



Now let’s go back again….



Questions and Comments…..

 Thank you for your time.
 Good luck.
 Keep in touch.


