
 



Introduction  
Through many years as a restaurant manager, I pretty much saw it all when it comes to food 
suppliers: From the revolving door of Sales Managers that can never be reached, to 
unacceptable produce quality, to deliveries that never show up on time (or correctly!). Managing 
food suppliers was by far the most challenging part of my job. It baffled me that food suppliers 
serving an industry that thrived on fresh food and good service would provide such mediocre 
service.  
 
Once in a blue moon, a responsible food supplier with quality product at a reasonable price 
came along. Needless to say, I valued this relationship deeply. This food supplier, after all, gave 
me hope with his on-time deliveries, fresh produce and straightforward policies.  
 
Since I wanted to replicate this long-lasting relationship with all my other vendors, I started 
jotting down all the characteristics that made this relationship work for both of us. I noticed that 
there are certain common denominators that make up a successful relationship with suppliers. I 
divided these into three big buckets: Things to look for before putting in the first order, what the 
day-to-day looks like, and components for lasting relationships.  
 
In this eBook, I present what I’ve gathered from years of experience sitting on both sides of the 
table – both as a restaurant manager and now as a wholesale food supplier. I will share my 
expert recommendations to find, connect and maintain sustainable relationships with food 
suppliers.  
 
In the first part, we will explore what to look for in a food supplier. Having the right balance 
between product quality and budget, providing transparency & accessibility, industry & local 
expertise and having documented procedures are all important ingredients to look for before 
placing an order.  
 
Often overlooked, asking about specific policies regarding orders, deliveries, accounting and 
returns is a crucial component for success. It's what makes your day-to-day relationship thrive 
or sink. In the second section of this eBook, we will take a closer look at what you should know 
regarding food supplier procedures and give you a few guiding questions to ask prospective 
suppliers.  
 
Lastly, I recognize that building successful partnerships is a two-way street. As a wholesale food 
supplier, I’ve been fortunate to build long-lasting partnerships with many clients. In the final 
section of this eBook, I share my recommendations for building and maintaining a lasting 
win-win relationship with food suppliers.  
 
I know how frustrating relationships with food vendors can be for those that manage commercial 
kitchens. If your experience is anything like mine, this might even be the most frustrating part of 



your job as a restaurant manager, chef, food & beverage director or in your role in charge of 
food ordering in a commercial kitchen. But it doesn’t have to be! And I hope this eBook supports 
you in establishing trusting, successful and long-standing food vendor relationships.  
 
To your success,  
 
Bill Savickas 
President & Founder 
Yankee Produce Company  
 
  



The Right Ingredients for a Winning Food Supplier 
Recipe  
 
Choosing the right wholesale food supplier can be a daunting task for even the most 
experienced Restaurant Manager or Food & Beverage Director. Why? Because the industry is 
extremely volatile.  
 
Having a trustworthy relationship with a food vendor largely depends on the relationship you 
have with your Sales Manager. Your Sales Manager can make or break your bottom line on any 
given night. It is their responsibility to guide you to the right products for your quality standards 
and budget, to make sure your deliveries are correct and on time, remedy any issues that might 
come up, and to pick up the phone when you need an emergency order.  
 
Unfortunately, Sales Manager positions have a high turnover rate, making it difficult to establish 
and maintain a good relationship with any food supplier. Good Sales Manager will get promoted 
(or stolen by the competition), leaving you to depend on a new manager that might not know 
how to move the needle within the organization to make things happen for you.  
 

 
In other cases, a supplier will approach you with an offer too good to pass up – but after a while, 
things turn sour. The relationship just isn’t working. So you look for a new supplier, and so the 
story continues in the eternal quest for a reputable supplier that won’t let you down.  
 
So, what makes a good supplier? And how can you spot one before you place the first order? 
Here are a few things to look out for in a wholesale food supplier to guide you towards a 
sustainable relationship.  

Balance between product quality and budget 
While its true that quality produce comes with a higher price tag, a responsible food supplier will 
be interested in learning about your quality standards and expectations and recommend the 
best quality product for your budget.  
 



Your Sales Manager should show an interest in saving you money and recommend new and 
existing products that will provide the quality that you need. In other instances, packaging can 
represent cost-saving but can add to your prep time or require additional storage space. A good 
Sales Manager will know their inventory and your operation well enough to identify saving 
opportunities for your business and make solid recommendations based on your preferences 
and needs.  

Transparency & Accessibility  
Are you able to speak to a Sales Manager the first time you call a new wholesale food supplier? 
Or is your phone call returned two days later? Do you feel that your Sales Manager is trying to 
push you to purchase products you don’t need or offers that don’t make good business sense 
for your operation?  
 
A reputable supplier will not be salesy or pushy. He is a partner that fulfills a need to the best of 
his ability. To fulfill that need, the supplier must know your cuisine, sales strategy, menu, cover 
count, storage capacity and preferences. If you do not have storage space for an extra 100 
pounds of tomatoes, it doesn’t matter how good of a deal he/she gives you, it’s not going to 
happen. If, on the other hand, your chef loves coming up with nightly specials using seasonal 
produce and you have the cover count to justify it, maybe those tomatoes aren’t such a bad idea 
after all.  

Industry & Local Expertise 
If your Sales Manager a foodie? Can he/she describe their inventory in detail and the 
advantages of one product over another? Does he/she know how what produce is in season 
have a solid relationship with top local farmers? Does he/she know their farming practices?  
 
The more industry and local expertise your Sales Manager has, the better he/she can serve 
you. Always look for a vendor that has sat on your side of the table and knows the area. Asking 
these questions when interviewing a new food vendor will uncover who’s in it for the money and 
who’s truly passionate about food.  

Documented procedures  
Having documented procedures means – in theory – that you should expect the same level of 
service and outcome no matter who you deal with within the company. We all know that in 
practice this can be different, but at least asking if the procedures are documented is a good 
first start.  
 
We will go more in-depth on the different procedures you should be aware of in the next section.  
 
 



Successful Vendor Relationships Start With 
Procedures  
 
To develop a mutually beneficial relationship that is sustainability for both parties, vendors and 
clients need to know and understand the procedures that govern their relationship. Here we will 
discuss a few of the most important supplier procedures everyone should know:  

Ordering & Delivery  
Having a clear understanding of the ordering and delivery procedures is crucial. Here are a few 
guiding questions to ask potential suppliers to learn more about their ordering and delivery 
procedures:  
 

● What is their ordering process? Are there additional costs for vendor rep visits?  
● Do they have minimum/maximum ordering requirement/capacity?  
● What is their delivery turnaround time? What is the delivery timeframe window (2 hours, 

4 hours, 8 hours)?  
● Are all their drivers and trucks licensed and insured?  
● What is their fill rate?  
● What is their order inspection process? Hint: You want to hear the words quality, 

quantity, and order accuracy in this answer. 
● Will they proactively review your standing order to ensure you’re getting the best deal? 

Periodically, you will want a vendor to review your standing order and suggest other 
products or cost-saving opportunities.  

Accessibility 
Accessibility is a very sensitive issue, especially with larger suppliers. The success of your 
relationship will largely depend on how effectively and efficiently you are able to communicate 
with your supplier. Here are a few key questions to consider to learn more about a supplier’s 
communication procedures:  
 

● Who is my main point of contact and how do I contact that person? How long has that 
person been in the company? If they cannot articulate a first and last name, that might 
mean that you’ll be put through a revolving door of Sales Managers.  

● What is their preferred method of communication and how does that align with yours?  
● Who is my backup contact person and are they authorized and knowledgeable to solve 

any issue I might have?  
● How can I get in touch with the supplier to solve issues outside of regular working hours? 

(It will happen, trust us) 



● How do they manage emergency orders? It happens to the best of us… someone forgot 
to put the order in. Or you just got a last-minute party reservation for 50 and they want 
the one thing on the menu you usually do not stock up on. A responsible food vendor will 
be there to help you out.  

● How do they manage special requests?  
 

 

Refunds & Exchanges 
Refunds and exchanges are a common practice in the wholesale food supplier industry. It’s 
good business sense to be familiar with your suppliers’ procedures. Here are a few guiding 
questions regarding refunds and exchanges:  
 

● What is their refund policy?  
● How do they manage exchanges?  
● Do they offer a freshness guarantee? For example, my company Yankee Produce 

Company offers a freshness guarantee of up to four days after the moment you receive 
the delivery.  

● Is the driver authorized to manage exchanges, refunds, incorrect orders or items I will 
not accept? What is the procedure in these situations?  

Administrative & Accounting  
You guard your P&L with care and dedication. Imagine what having to wait 90 days for a vendor 
credit or refund for spoiled produce do to your bottom line? Not on your watch! Here are a few 
questions to learn more about a supplier’s accounting procedures:  
 

● How long do credits take to appear on my account?  
● How do I set up my account? What are the requirements to establish credit?  
● Who is my administrative/accounting contact?  
● What are the payment terms and can we negotiate them?  

 
These are just some of the questions you should have in mind when interviewing potential 
wholesale food suppliers. I invite you to do your homework here – the success of your 
relationships will greatly depend on how carefully you examine each supplier during this stage.  
 



Building Sustainable Partnerships 
If you’re reading this eBook, you probably know how inefficient it is to change vendors 
frequently. Unstable relationships with suppliers don’t only add to your workload, but negatively 
impact your bottom line in the long run. So, what are the keys to building long-lasting, 
sustainable relationships with vendors?  
 
For starters, you should look for vendors that have similar business values and objectives as 
you. As a supplier, I can tell you that one of the things I value most is when a client is seeking a 
long-term relationship that lasts years, possibly even decades. A lot of our clients from when we 
founded Yankee Produce Company back in 2001 are still with us. But this didn’t happen by 
chance.  
 
Here are a few keys to building a long-lasting relationship with your wholesale food supplier:  

Be Wary Of The One-and-Done Promotion  
That promotion might look tempting, but a reputable vendor that cares about your business and 
will save you a lot more money in the long run. Promotion-minded Sales Managers might only 
be looking to achieve their sales quota or to move product that’s been sitting for a while. Value 
accountability, accessibility and integrity just as much as you value a good deal.  

Play For Win-Win  
Let’s be frank: We’re both trying to run profitable businesses. So let’s help each other to 
succeed. I need to make a profit margin to keep servicing your needs with the quality you 
expect – both from the product perspective as from the operational perspective. If we try to cut 
each other short, I won't be able to provide adequate service. And that’s not a good deal for 
either of us.  

Talk To Me About Your Needs and Requirements  
To you, it might seem obvious that if you open for lunch, you need the order there by 8am for 
prep. But each commercial kitchen is run differently, so please be clear about your expectations 
regarding delivery, pricing and quality.  
 
At Yankee Produce Company we do our best to provide the level of product clients expect at fair 
pricing. To give you the best bang for your buck, I need to know your business. The more you 
tell me, the better I can serve you.  



Lastly, Invest In The Relationship 
We spend most of our adult life working. Isn’t it more pleasant when you surround yourself with 
people you like and respect? Take an extra moment and ask your Sales Manager how his day 
is going, offer your delivery guy a glass of water, send a thank you note when your vendor goes 
out of his way to fulfill an emergency order. I promise it won’t go unnoticed and that your 
relationship will only benefit from these small tokens of appreciation.  
 
  



ABOUT YANKEE PRODUCE COMPANY  
 
Founded in 2001, Yankee Produce has been growing consistently to serve Tampa Bay Area’s 
restaurants, hotels, and kitchens. 
 
Our core belief is that food service businesses deserve access to the highest quality products, 
and should have access to a reliable service where order arrive on time to avoid unnecessary 
storage or food waste. 
 
Our President, Bill Savickas, has had an extensive track record in supplying the freshest 
ingredients to the most demanding restaurants, hotels, grocery facilities, and kitchens in the 
USA. His career was built on the foundation of restaurant management, which has allowed him 
to understand the care and quality needed to serve customers the best products available. 
 
To learn more about Yankee Produce Company, visit our website at 
www.yankeeproducecompany.com  
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