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Student Journal:
"Let food be thy medicine and medicine be thy food" (Hippocrates)

The Food & Beverage module has really helped me into better organizing my experiences that I had within the industry as an employee or a customer.
Nowadays as a customer, depending on circumstances, we can try a wide range of places we can eat at and have totally different experiences in each establishment. Being so different from one another, each restaurant comes with its own type of service. Regardless of whether it’s table service, assisted service, self-service, single point of service or specialized service they all serve the same meaning but in very different ways. 
With so many types of services and restaurants, all employees are required to have different skills. These skills are divided into two sections, soft skills and hard skills, but are both important. Highlighting them in a CV makes a huge difference in choosing the best candidate for the job.
Soft skills are general skills earned from a young age through friendships, group activities in schools or work experiences such as team leadership, communication skills, time management and so on.
Hard skills are the skills that help you have a determined result in your work. They are earned through school or different training courses.
Reflecting on the things I have learned and mentioned, I have a better understanding of my previous experiences within Food&Beverage industry. I have worked in different types of restaurants starting from Fast Food types of Restaurants to Fine Dining Restaurants. Throughout the process of changing workplaces, I have acquired a set of skills that are both soft and hard. In low-priced fast-food places everything was about speed of serving as many customers as humanly possible added to the long hours shifts which helped me in dealing with customers, politely, while under massive pressure. It helped me to be more organized and prioritize duties while in a fast-paced environment.

Retaining all this information, I transformed them into transferable skills which I used everywhere I worked after. Stepping up to a classier Restaurant, soft skills where helpful but not enough because coming from a self-serving type of service to a specialized service I needed to be trained some Hard skills. This restaurant had items on their menu which at first glance seemed like something hard to do but after receiving proper training I started to enjoy doing them. Things like grilling steaks on volcano rocks, preparing a steak tartar or flaring crepes with Orange Liqueur (Crepes Suzette) in front of the customer by their table making sure everyone enjoys the show. Pricewise the menus of the restaurant and the fast food were really different. Having more staff and investing more money in training your staff, having better quality raw materials, better decorations in the location and offering better quality service to customers reflected the more expensive menu from the Restaurant. Despite this, daily sales amounts were similar between the two. Considering this I started dividing restaurants into two categories of my own,Quality and Quantity and this helped me to decide what types of restaurants I want to work in.
Perusing the food and beverage menus across a variety of establishments will clearly show price differentials for the same products offered; for instance, a five-star hotel bar will charge significantly more for a Jack Daniels and Coca-Cola than a public house in a small town. This difference in selling price can be attributed to the additional service elements (table service, cocktail napkin, snacks, entertainment and so on); the ambience and exclusiveness of the outlet; the higher staff-to-guest ratio and the higher operating costs in general. Current industry benchmarks for beverage cost price are around the 12–20% level for alcoholic drinks, with nonalcoholic beverages achieving usually lower cost percentages. Compared with an average 25–35% cost percentage for food and higher associated labor and energy costs to facilitate food sales, this demonstrates the profit opportunities that a vendor can achieve through beverage sales.
So regardless of the type of establishment from home-deliveries, take-aways, fast-food, brasseries, fine dining , wine bars etc., F&B Is an industry that provides millions of meals everyday in a wide variety of food service operations that has to change and evolve with people’s expectations which lately has seen an increased level of demand therefore being in continuous change employees need to be trained constantly as the industry itself is changing regularly .
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