When Not to Book an Order
Most caterers book everything that comes their way. While this is not necessarily bad, it may lead to some unfortunate situations that may cause a caterer loss of image, money and sleep. 

All caterers would be wise to develop a set of criteria for deciding when it might be better to “pass” on an event instead of booking it.

Also, a number of caterers are not withdrawing from some already booked events after certain unauthorized changes are made by the buyer or the circumstances no longer are the same as when booked.

Here are some thoughts on when a caterer should not book an event:

When you, or your company, can’t perform the event successfully.

The menu that the buyer wishes to use is too difficult for the event location i.e too many hot food items for a sit-down dinner. Consider not booking it. 

When the individual salesperson, or company, already has too many or too few, events booked for this particular day.

The day already has several huge events, or many smaller ones, or a combination of the two. Consider not booking it.

When you have no parties booked, you will often lose profit by taking an event…especially if it is a smaller one. Consider no booking it.

When you, or the company, has lost control of the client.
The event is already booked. The client calls back and requests that she be permitted to bring some of her own foods to place on the buffet. If you can’t overcome this problem, you’ve lost control. Consider withdrawing from the agreement based on a change in the agreement.

Buyer calls and instructs you to remove three of your event staff from the party because she is going to use some relatives to assit in the serving and clean-up. Consider removing your company from this agreement.

When financial obligations have not been met.

The client was supposed to pay a $1000 deposit by the 15th and has not done so. Consider withdrawing from this agreement. The client had agreed to send their final payment to you seven days in advance. If they don’t… consider withdrawing from this event.

When no significant profit, a goodwill, can be attained.

During the selling of an event, the client continues to work real hard to get the price dramatically down on a menu. For example, they wish to pay $9.00 for your $14.00 menu. If they won’t let you substitute some menu items, consider not booking this event.

Are you confused? Does it seem like these suggestions are too strong or even crazy? Well, you may be right! Remember though, you will never be able to negotiate your position until you are ready to hold your ground.

Sometimes when selling catering, the only way to hold your ground is to let the buyer realize that you are at an impasse, that you will not budge until your requests are met.

Professionals are not desperate people. They have beliefs and policies that determine their business directions. They believe in “customer service” and the axiom “the customer is always right,” but they also know that this is a real business that they are in. A business needs to be run by a professional business person. A professional can’t always say “yes” to each and every buyer!

CATERSOURCE RULE # 443 SUCCESSFUL CATERING SALES ARE A CONSTANT BATTLE BETWEEN WHAT THE CUSTOMER WANTS TO DO AND WHAT WILL REALLY WORK! 
