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Founder & Managing Director

“Opening a restaurant is some serious business: it is 
a huge task to undertake, it takes dedication and 

passion so surround yourself with experts and 
people who will guide you through this journey! 

Most importantly, enjoy it!”

CHARLOTTE NADJAR, AUTHOR
Project Director
“These steps are defined in a suggested order but 
each project is unique and some people may want to 
follow the steps in a different order.”

BIANCA GOZZI, CO-AUTHOR
Assistant Project Manager

“This e-book is adapted to the Hong Kong market 
and regulations, however, it is applicable to other 

countries too.”

Introduction
After opening a number of hotels and restaurants in Hong Kong and abroad, we 
wanted to give some helpful tips to daring individuals who are looking to open 
their own restaurant.

We have tried to cover all aspects of a project opening and although the 15 
steps are highlighted here, no project is the same. We advise all entrepreneurs to 
have this list handy to guide them but more importantly to be flexible and ready 
to adapt to the demands of the industry. It is not an easy road ahead but it is a 
highly rewarding one!
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I. Concept & Feasibility



Think about the basics of your 
concept: your story, your brand, 
your food, your differentiating 
factor, your seating capacity, 
your vibe…

Look for your benchmark: 
which restaurant comes to your 
mind when you think of good 
dishes, good drinks, great 
service and a great 
atmosphere? It’s often hard to 
find one that has everything so 
take a criterion from different 
places and use those as 
benchmarks!

What is your specialty? What 
will make you stand out? What 
will bring crowds through your 
doors?

Our Tips
If there’s one thing you should always keep in the back of 
your mind from this e-book is: DON’T OPEN A RESTAURANT FOR 
YOURSELF…. You are not the ideal customer and what you 
like is not a generalization…so know who you’re targeting!

01. Who are you: The Concept
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Now that you have a concep-
tual idea of the kind of 
restaurant you want to open, 
research is key! Check out 
what’s going on in the 
market, what’s happening in 
other major cities…We don’t 
suggest you should follow 
trends but it is important to 
understand what’s going on 
in the industry to stay ahead!

Now that you understand the 
market, look at possible 
locations you’d like to settle 
in… Pick 2 to 3 neighborhoods 
and study them: customer 
base, spending habits, rent 
prices…Check out your 
competitors: your direct 
competitors (similar concept, 
close to your area) and your 
indirect competitors (same 
concept in a different area or 
different concept in the same 
area). Understand what they do 
well and where they need to 
improve…

02. Know Your Market and Your 
    Competitors

Our Tips
Depending on your concept, you’ll need a different sized 
space…think about how many seats you want to have? That 
will affect several things: rent, staffing, operating costs…
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You now know the 
approximate rent you’ll be 
paying; this will affect your 
overall ROI and your 
monthly P&L so make sure 
you run the numbers 
through different scenarios 
so that you cover all 
possibilities.

At this point, you will be 
able to decide whether 
you want to go ahead 
with your project and how 
you will finance it. Is it a 
project you want to invest 
in alone or will you need 
investors?

Next step, business plan! Prove the viability 
of your concept to potential investors and 
provide them with a clear answer to the 
question: “Why does Hong Kong need 
another restaurant?” Note: the business 
plan is also required when opening a bank 
account.

Do your 
homework!

Rent < 12% of overall sales
Staffing ≤ 30%, ideally no more than 28%
Food cost ≤ 30% of food sales
Beverage cost ≤ 20% of beverage sales

SOME NUMBERS TO K�P IN MIND

03. The Feasibility Study
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II. The Concept’s
Creation & Se�ing Up



04. Suit Up: The Legal Aspect!

05. Brand Yourself

If you believe in your 
restaurant’s success and 
have financial support, you 
also need to open your 
business “legally”. It’s quite 
simple in Hong Kong, it 
takes about a week. We 
suggest using a company to 
do so, they’ll get everything 
sorted while you 
concentrate on developing 
your concept.

Once that’s done, you’ll 
need to open a bank 
account… that’s a whole 
other ball game, so be 
prepared!

Create a concept brief: how 
do you visualize your 
concept, your brand? Use 
different adjectives to 
represent your concept… 
The more accurate you are, 
the easier it will be for your 
designers to build it from 
scratch!

GET EVERYTHING READY: 
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Tips from Our profe�ionals

Cherie Co
Project Manager at 

The Box PartnerShip 

<< Make sure you have a Project Manager to take care of 
the construction work and progress, the decoration, the 
furniture, light, electricity etc. for both FOH and BOH the 
Project Manager can be someone from the Interior Design 
company or a third-party consultant. They’ll make sure 
you’re on track and on time! >>

Time to make it a reality: 
meet with different 
branding agencies and 
see which one gets you 
and your concept, pick 
one and work with them 
to be able to define your 
brand and bring your 
concept to life. 

Hire an interior designer. 
Share the Design Brief & 
competitive analysis with 
them. Explain the story 
behind the concept so 
they can understand what 
you want your concept to 
aspire to.
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06. Location, Location, Location

Location is crucial to the 
restaurant’s success! You 
can always change your 
prices, your decoration, 
your menu, your concept, 
your staff, but you can’t 
change your location. So, 
choose carefully and 
wisely!

Think carefully before 
taking over a space that 
used to be a retail 
shop…you might have 
to cover a lot of initial 
costs!

Also, check out the 
accessibility and visibility 
of the shops you are 
visiting. Make sure your 
license consultant and 
designers check out the 
space to ensure that there 
are no structural or hidden 
issues…

Our Tips
Does the shop have enough power? Many shops in Hong 
Kong only have 180 watts but as a restaurant you’ll 
need a minimum of 220-250 watts, so make sure you ask 
your agent!
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08. Sign The Lease

Why would you hire another 
consultant? Hong Kong has a number 
of health and safety regulations that 
need to be respected before you 
officially open your restaurant…Don’t 
always try to understand them…let the 
consultant handle them! Trust us on 
that one, you don’t want the headache!

You found the perfect spot for your 
restaurant and agreed on the terms. 
Recommendation: get a long-term 
lease to ensure you get your money’s 
worth! Hong Kong is notorious for its 
jumping rent prices so keep that in 
mind before you agree on any T&Cs.

07. Can’t Live Without ‘Em: License
    Consultants

In Hong Kong, popularity can be cut-throat, take for 
example Kai Kai dessert that was featured on the 
Michelin Guide. Just a few months after the guide was 
published, the landlord more than doubled the rent from 
HKD 100,000 to HKD 220,000.

HONG KONG FACTS 
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III. Concept Development



09. MANAGE YOUR PROJECT

Failing to plan is planning to fail. 
If you don’t know where you are 
going, you are more likely to get 
nowhere. The Project Manager 
will guide you through every 
step during the whole process. 

Under-capitalization. Once 
you take over your shop, 
unexpected costs will pop 
up: fire system needs to be 
relocated, the door you 
originally had in mind has 
not been accepted by the 
Building Dept… don’t panic, 
there is always a solution to 
these types of obstacles.

Experience. Hospitality management principles 
are peculiar. The restaurant business is unique in 
itself. Maybe you are a successful manager, 
however you are still an inexperienced 
restaurateur, unaware of what you don’t know. 
That is why you need to rely on someone that has 
the expertise and knowledge to advise you. 

- POS

- Alarm system

- Sound system

- Credit card machines

- Booking system

- Equipment & Decoration

- Napkins, candles, plants, etc…
- Insurance

Checklist: Do you have Everything?
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10. Building a Team!

Look for personality over 
experience: teaching 
someone how to serve is 
easier than changing one’s 
attitude. The chef is key so 
choose them carefully and 
hire them early so that 
they can start working on 
recipes, looking for the 
right suppliers, etc.

Usually, 20 to 40% of your 
opening team will leave 
you before the end of the  
first month…don’t panic, it 
happens to everyone! 
That’s the name of the 
game! Make sure you hire 
a full team so that it does 
not affect the customer 
experience!

HONG KONG FACTS 
Hong Kong has a highly educated and skilled workforce 
therefore it is becoming more and more difficult to find 
labor for restaurants, the industry tends to have a bad 
reputation so keep that in mind when you decide to jump 
into the industry!
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Remember that competitor 
analysis you did a while 
ago? Well, go get it! What 
are your competitors offer-
ing and for how much? 
Work with your chef and 
bartender and keep your 
costs in mind!

Procedures to look at: Create a menu engineering 
document to control your costs and see what 
works and what doesn’t! You’ll see how useful it is 
once you are open! List your suppliers and what 
you buy from them as well as the delivery days. 
Prepare the inventory sheets (to fill in each end of 
the month) for stock takes.

Try the competition to 
evaluate the food & 
beverage quality and 
the value for money.

Tips

�. Show Me The Money: Menu &
   Prices

Do you know what all 
these words mean?

They help you 
understand which dishes 
or drinks are selling 
well and which ones 
aren’t!

Plowhorse
High PI %, Low GM $s

Star
High PI %, High GM $s

Dog
Low PI %, Low GM $s

Puzzle
Low PI %, High GM $s

P
op

ul
ar

it
y 

In
de

x
 %

Average Unit Gross Margin $
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If you want people to 
know about you through 
magazines, the Internet or 
social media, you will 
need to have a good 
marketing strategy and 
someone to do all the 
hard-selling and 
networking of influencers. 
Be aware of one thing: 
nothing is free!

We recommend to start 
communicating on social 
media 4 to 6 weeks before 
the opening. Your Branding 
Consultant will be in charge 
of developing your website 
and your social media 
templates, posts and 
content style. Be consistent 
on how you showcase your 
brand, you want people to 
recognize you!

12. Get Out There: Marketing & PR

Here Are The Steps For a Marketing CAMPAIGN:

- Set Objectives

- Define KPIs

- Design Tactics

- Execute Campaign

- Measure Outcomes

- Optimize Results
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IV. Launching the
Restaurant



Handover (from the 
contractor to the shop 
owner): make sure 
everything is delivered to 
you at least 1 week 
before opening.

Simulations: 1 to 4 days, 
you’ll invite friends and 
family to try the restaurant. 
Prepare feedback forms to 
give to your guests so they 
can share their experience 
and give their comments 
and suggestions. If you 
notice a pattern, then you 
might want to consider it 
and rectify or improve.

Training: should last 
around 3 to 5 days, with 
basic knowledge about the 
restaurant, service 
standards, food 
knowledge, beverage 
knowledge, role play, 
grooming standards etc… 
To be conducted the week 
before the simulations.

13.  Pre-opening: Tic-toc, Tic-toc...
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Soft-opening: The length 
of it depends on you… is 
your team ready? Giving a 
discount to paying 
customers will enable you 
to get a few more practice 
days…

TIPS
People often forego simulations because of 
the cost…but remember that if your team 
doesn’t do a few trial runs on people you 
know (your guinea pigs), they will make 
mistakes with paying customers and you 
might not recover from that!

Disco
unte

d!
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The first month is the most 
decisive one, you’ll be able to 
listen to your customers and staff, 
to adjust your offer and improve. 
However, it does not stop there, it 
never stops… always listen to 
your customers and your team. 
They are the ones who keep you 
going!

Your team is trained and has had 
a few practice days to learn how 
to serve their guests, cook the 
food and prepare drinks. The 
feedbacks you received are good. 
You are now ready to rock’n’roll!

15. Now The Hard Part: After The 
    Opening

- Tripadvisor

- Social Media

- Comment cards

- Openrice

- Google Analytics for your website

- Kols

14. It’s Show Time: Opening Day

WHAT TO K�P AN EYE ON 
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Contact us for
a fr� Audit

Unit 3, 8/F, Hua Fu Commercial Building
111 Queen’s Road West
Sheung Wan, Hong Kong

+852 2559 5500

hello@theboxpartnership.com

www.theboxpartnership.com

Get Started

http://www.theboxpartnership.com/

