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Dairy
40 lb. blocks $1.6400 $1.8950  ($0.255)

After a high couple of  months the CME cheese 
markets are drifting lower due to large stocks and 
lower exports.  Additional cheese price declines likely.  

Beef

Beef  production is up significantly over last year 
keeping prices relatively good for consumers and 
should continue for the next few months.  

Price        LstMonth                     Diff

Ground Beef $1.538 $1.570  $1.425
Price        LstMonth                      PY

Poultry
Whole Wing $1.849 $1.538 $1.495

Chicken flock inventory is down significantly over the 
past couple of  years, and chicken breast markets are 
pricing at some of  thier most expensive levels in 10 
years.  Chicken wings are at record highs. 

Price        LstMonth                      PY
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Although you might not personally spend your days 
scrolling through Facebook posts, mining Tumblr threads, 
or glaring at pictures on Instagram, those that do will see an 
iconic food that is constantly weaving its way through the 
medium.  Pizza is still one of  the trendiest foods in today’s 
culture.  Not only do we see pictures of  the pizza consum-
ers are about to devour, but its pizza everything; pizza 
bathing suits, blow up pizza slice pool rafts and pizza 
memes... pizza is cool and it’s literally everywhere.  So how 
can you translate that love for pizza into more customers 
eating it at your restaurant?  

Knowing that pizza is cool is only the first step in capturing 
additional sales from its trendiness, and a lot of  what it 
comes down to isn’t the actual pizza, but how your 
restaurant/pizzeria is viewed.  Of  course good pizza is a 
pivotal factor, but it’s the bolt-on extra’s that can really get 

In 2016 the “experts” couldn’t accurately estimate how people were going to vote, so 
it shouldn’t surprise us that there are “experts” forecasting robust restaurant sales 
while others expect a recession. Rarely has our pizza industry seen such uncertainty in 
demand.  Here we explore what we think is most likely, as well as our expectations for 
ingredient costs and inflation. Fortunately, we believe we’re in for some pleasant 
surprises in supply and costs.

“It’s the Economy, Stupid!” the phrase first coined by Bill Clinton in 1992 is appli-
cable today. The economy is a major determinant of  demand for dining out including 
pizza.  We used to believe that the pizza industry was insulated from economic woes 
due to its attractive value proposition. The 2009 recession and loss of  many good 
paying jobs demonstrated that no industry is immune. The potential for demand side 
stimulation in the form of  infrastructure projects and construction jobs in the new 
administration could be a real stimulant for our industry if  the projects are initiated 
quickly in areas where jobs are needed. Job losses in the energy industry, for example, 
could be reduced and replaced boosting disposable personal income to workers in the 
age groups most likely to increase pizza consumption. Wage growth also is increasing 
which will further stimulate demand.

Independents can compete: Demand is also determined by macro industry trends 
as well as local issues.  At a macro level, trends seem to favor the heavily advertised 
and promoted pizza chain brands which have invested in consumer-friendly ordering 
and delivery options. Recently though, there have been indications that local indepen-
dents can effectively compete if  they participate and promote themselves through 
Yelp and Facebook where customers can rave about better food quality and service 
usually offered by independents. 

The supply and cost picture also has many facets.  On the one hand, the rise in the 
value of  the US dollar compared to European and Asian currencies will help keep 
costs down for imported ingredients and energy. The cost of  many domestically 
produced ingredients are also expected to decline at least partly due to reduced export 
opportunities facing US producers, again due to the higher value of  the US dollar 
which makes them less competitive on international markets. 

Cheese and key meat products are compelling examples:  The block cheese 
market increased by more than 35 cents per pound in less than 8 weeks from October 
through the end of  November, despite ample stocks of  cheese and forecasts of  stable 
pricing. Experts now suggest that prices have peaked, and once Christmas orders are 
filled that prices will decline back to summertime levels. Cheese inventories are 7% 
higher than year ago, and exports are 30% below the peak in 2014. International 
demand is expected to decrease slightly in the next year due to a strong US dollar, low 
oil prices, a Russian trade embargo and limited Chinese growth.

Pork and Beef: The expensive beef  and pork markets appear to be mostly behind us, 
with additional supplies on the horizon and exports trending down. Beef  production 
is up 6% this year compared to last, and expected to increase another 4–5% in 2017.  
The additional supplies have significantly reduced cattle prices.  Most cuts of  beef  and 
ground beef  prices are moving well below 2015 prices.   Hogs take less time to raise 
than beef  cows, and thus pork supply has rebounded faster. Most pork prices are 
about 10% below last year and production is expected to be 4% higher next year. A 

people to take notice.  The first step is evaluating your menu and atmosphere.  Online referrals matter.  Is your pizza picture worthy?  Is your location relaxing and fun with 
an atmosphere that evokes hanging out with friends?  What is new or different on the menu?  Do you serve craft beer?  All of  these can get your pizza noticed as a trendy 
place to eat.  
Here are a couple suggestions that might improve the trendiness of  pizza to your operation:
• Sell pizza related products for those who are completely obsessed with pizza.  Pizza shirts with your logo, pizza decorations, pizza shot glasses, pizza scissors, stickers, 
notebooks, backpacks etc., are all possible fun items to consider an add on sale.  
• Create a pizza Instagram contest. Ask customers to post pictures of  the pizza and tag your restaurant and the winner will receive an extra-large specialty pizza of  
their choice.   Not only will all their followers see the glorious pizza, but they will know where it came from.
• Create a one of  a kind specialty pizza.  Use your creative juices to come up with a pizza that is newsworthy.  A too spicy to eat pizza (you could even run a challenge 
for it).  An extravagant fare pizza with the best ingredients you can buy.  Try a steak pizza with fillet mignon, aged blue cheese, caramelized onions, or a seafood pizza with 
whole lobster tails.  It might not be practical, but its exciting.
• Change the staff  attire to be more hip.  Involve hostess, or wait staff  who have a sense for style to upgrade the standard t-shirt to something that is impressive and 
attractive.  
• Open earlier or stay open later.  Any possible hours that might increase possible hip traffic?  Stay open late for the bar crowd.    You could even close the restaurant 
and have a kiosk that sells a limited number of  pies to passersby on their way home.  
• Play trendy music, have outdoor seating, a include drink/beer club that gets your name on the wall/trophy/free shirt.    
You might be thinking to yourself  that trends aren’t good for business because they aren’t sustainable, but pizza has been popular in the US for over a century and is still going 
strong.  Domino’s pizza has done us all a slight favor in making pizza hip again, but it’s time to start recapturing the big chain customers using unique value propositions and 
independent (special) atmosphere that you can’t get in a cut and repeat chain.  Try some ideas and see what works and what doesn’t.  You never know when you might go viral.  

supply-demand imbalance created by higher red meat supplies chasing lower red meat 
demand (-6%) has the USDA forecasting that 2017 hog prices will be the lowest since 
2003.

Pepperoni pricing will probably be an exception: A supply-demand imbalance due 
to manufacturing constraints in the US has large producers scrambling to keep up with 
demand. The imbalance of  supply and demand is likely to continue through 2017, 
leaving suppliers clearly in a strong position.

Chicken: Chicken production is tracking 3% above last year and average weights have 
trended down for the first time during the summer. However, the industry is expecting 
solid year over year production gains with strong demand, particularly for wings.  
Prices for breast meat are down 6-10% from year ago, while wing prices are up about 
the same, reflecting demand. Wing prices especially will remain high during the next 
several months through winter and the football season.

The economy and strong dollar will also have a big impact on grain prices, with 
producers facing stiff  competition internationally.  We expect continued attractive cost 
basis for grains and domestic oils. 

To summarize, we believe independent pizza operators have some exciting opportuni-
ties in 2017 and beyond.  Competing in marketing as well as product and service will 
be a key to success. A favorable ingredient supply and cost basis for the foreseeable 
future, combined with sales growth will help power a successful 2017.  Bellissimo is 
dedicated to our distributors and our independent restaurateurs who depend on our 
superior quality and value. Good luck to all!

By Peter Thor, President, Bellissimo Foods
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PIZZA IS COOL 
HERE IS HOW TO PROFIT FROM IT

By Daniel Thor, Bellissimo Foods

The Pizza Experts
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Select Pepperoni
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Talk to your distributor about CUSTOM BLENDING your ingredients, 
to achieve CONSISTENTLY superior, flavorful results each and every time.

1-800-ALLSPICE
www.allseasonings.com

For all your SPICE 
and INGREDIENT needs.

OUTLOOK - CONTINUED

supply-demand imbalance created by higher red meat supplies chasing 
lower red meat demand (-6%) has the USDA forecasting that 2017 hog 
prices will be the lowest since 2003.

Pepperoni pricing will probably be an exception: A supply-demand 
imbalance due to manufacturing constraints in the US has large producers 
scrambling to keep up with demand. The imbalance of  supply and 
demand is likely to continue through 2017, leaving suppliers clearly in a 
strong position.

Chicken: Chicken production is tracking 3% above last year and average 
weights have trended down for the first time during the summer. However, 
the industry is expecting solid year over year production gains with strong 
demand, particularly for wings.  Prices for breast meat are down 6-10% 
from year ago, while wing prices are up about the same, reflecting demand. 
Wing prices especially will remain high during the next several months 
through winter and the football season.

The economy and strong dollar will also have a big impact on grain prices, 
with producers facing stiff  competition internationally.  We expect contin-
ued attractive cost basis for grains and domestic oils. 

To summarize, we believe independent pizza operators have some exciting 
opportunities in 2017 and beyond.  Competing in marketing as well as 
product and service will be a key to success. A favorable ingredient supply 
and cost basis for the foreseeable future, combined with sales growth will 
help power a successful 2017.  Bellissimo is dedicated to our distributors 
and our independent restaurateurs who depend on our superior quality 
and value. Good luck to all!

 Income & sales tax payments, and while its not necessarily the 
most fun time of  the year, there are some money saving tips that might 
just come in handy.  The key to reducing your tax liability is to maximize 
your allowed deductions.  Knowing which deductions you qualify for takes 
time and patience, but we have list the most common restaurant deduc-
tions that you hopefully aren’t missing.
 The most common deduction for restaurants is the cost of  raw 
ingredients and pre-packaged foods.  You are allowed to deduct food costs 
that are incurred (not just what has been used).  Food costs are one of  
your highest expenses, but fortunately you can reduce your tax liability by 
deducting the following: Raw ingredients, pre-packaged or canned food, 
indirect food costs (frying oil, condiments), wasted food (spoiled or stale).  
 Labor costs are also deductible – provided they are reporting to 
the IRS.  Employee salary (cooks, servers, managers, bartenders), wages, 
bonuses, tips, sick leave, vacation pay, and health insurance.  If  you are 
unsure about what tips are being reported ask your payroll provider for a 
reported tips report.  
 Most marketing costs are deductible.  Did you run a marketing 
campaign to gain new customers this year?  If  you did, it is likely that some 
or all those costs are deductible.  Deductible marketing costs include direct 
advertising, online ads, brochures, billboard and sign rentals, promotional 
costs, sponsorships, and even website design, are deductible. Be careful 
because coupons and discounts are not deductible from your taxes. Also 
deductible are the costs of  hosting charitable events.
 Depreciation of  equipment is often missed.  Most new business 
equipment can be depreciated over its useful life or expensed immediately 
under the IRS code section 179.  This provision of  the law permits you to 
deduct the full cost of  capital asset in the year of  purchase up to $25,000.
 Making the most of  your deductions takes tax planning year 
around to maximize.  It’s a tough task keeping logs of  tax deductions 
during the entire year, but it really is the best, most effective way to capture 
everything that you have done during the year.  If  you haven’t been 
keeping a record of  your dealings during the year now is the time to start 
organizing for this year’s taxes, and perhaps make it your new year’s resolu-
tion to keep better records for your 2017 tax year.  

TAX TIPS FOR RESTAURANTS
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PIZZA IS COOL - CONTINUED

people to take notice.  The first step is evaluating your menu and atmosphere.  
Online referrals matter.  Is your pizza picture worthy?  Is your location relaxing 
and fun with an atmosphere that evokes hanging out with friends?  What is new 
or different on the menu?  Do you serve craft beer?  All of  these can get your 
pizza noticed as a trendy place to eat.  

Here are a couple suggestions that might improve the trendiness of  p i z z a 
to your operation:

Sell pizza related products for those who are 
completely obsessed with pizza.  Pizza shirts with 
your logo, pizza decorations, pizza shot glasses, pizza 
scissors, stickers, notebooks, backpacks etc., are all 
possible fun items to consider an add on sale.  
Create a pizza Instagram contest. Ask customers to post 
pictures of  the pizza and tag your restaurant and the winner will receive an 
extra-large specialty pizza of  their choice.   Not only will all their followers 
see the glorious pizza, but they will know where it came from.
Create a one of  a kind specialty pizza.  Use your creative juices to come up 
with a pizza that is newsworthy.  A too spicy to eat pizza (you could even 
run a challenge for it).  An extravagant fare pizza with the best ingredients 
you can buy.  Try a steak pizza with fillet mignon, aged blue cheese, 
caramelized onions, or a seafood pizza with whole lobster tails.  It might 
not be practical, but its exciting.
Change the staff  attire to be more hip.  Involve hostess, or wait staff  who 
have a sense for style to upgrade the standard t-shirt to something that is 
impressive and attractive.  
Open earlier or stay open later.  Any possible hours that might increase 
possible hip traffic?  Stay open late for the bar crowd.    You could even 
close the restaurant and have a kiosk that sells a limited number of  pies to 
passersby on their way home.  
Play trendy music, have outdoor seating, a include drink/beer club that 

gets your name on the wall/trophy/free shirt.    

You might be thinking to yourself  that trends aren’t good 
for business because they aren’t sustainable, but pizza has 
been popular in the US for over a century and is still going 
strong.  Domino’s pizza has done us all a slight favor in 
making pizza hip again, but it’s time to start recapturing the 
big chain customers using unique value propositions and 
independent (special) atmosphere that you can’t get in a cut 
and repeat chain.  Try some ideas and see what works and 
what doesn’t.  You never know when you might go viral.  



Tuna Carpaccio Codfish Carpaccio
1004433 | 10/2.82 oz 1004432 | 10/2.82 oz

Octopus Carpaccio Swordfish
1004434 | 10/2.82 oz 1004435 | 10/2.82 oz

Now is the time to add Carpaccio to your menu.  We
offer pre-sliced and lightly smoked seafood from Fish
& Fine.  Each package is perfect to make one appetizer
plate.  This delicious fish is separated by a thin layer
of plastic to prevent tearing.  10 minute thaw time –
freezer to table in minutes!

Carpaccio



This past holiday season, Delco Foods made tribute
donations to two organizations in honor of our
customers... Back On My Feet and The Caroline Symmes
Cancer Endowment at Riley Hospital for Children.  Back
On My Feet is a nonprofit organization that promotes
self-sufficiency of homeless populations by engaging
them in running as a means to build self-confidence,
strength and self-esteem.  Their organization consists of
much more than just running: their members participate
in a comprehensive program that offers connections to
job training, employment and housing.

Caroline Symmes was three years old when she was
diagnosed with Wilms Tumor Disease.  Although this
kidney cancer has a 90% survivl rate, Caroline had a
very aggressive tumor and there was little in the way of
research for pediatric cancers.  Caroline lost her future,
not because of lack of care or resourcesm, but because
of lack of funding for pediatric cancer research.  This
foundation is the gift she leaves behind so other children
can have a bright future.

To learn more visit: www.backonmyfeet.org.
or www.carolinesymmes.org

The Spirit of Giving



Comments & Questions
Please contact us toll free at 800.536.1234, locally at
317.876.1951, or visit us online at www.delcofoods.com.
We truly value your opinion.

4850 West 78th Street . Indianapolis, IN 46268 . toll free
800.536.1234 . tel 317.876.1951 . fax 317.870.7803

Ice Melt is a must-have during harsh winter months.
Prevent areas from getting slick due to ice and snow.
Melts ice and snow even at -15 degrees F.  All that’s left
is a safe, clean surface. Keep your customers safe.

#309070       Ice Melt        1/50#

Keep Your Customers Safe




