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Dairy
40 lb. blocks  $1.710 $1.710 No Change

March 31st cheese stocks were 5.2% greater than the
previous year and a record for the date. However, the 
cheese inventory build from January through March 
was the second smallest since 2012.

Beef

Beef  prices have begun to seasonally rise as retailers
aggressively feature beef, especially grinds. 

Price      Last Month                     Diff

50% Trimming  $0.959  $0.953 $0.006
 Price                     Last Month                    Diff

Poultry
Wing (Jumbo) $1.395 $1.462 ($0.067)

The six-week total of  chicken production was up 1% 
from 2017. Chicken producer spot margins last week 
were the worst for the week in four years due in part to
rising corn and soybean meal prices. 

Price       Last Month                    Diff

The main article in this month’s newsletter 
describes the benefits of  partnering with a 
distributor that will do more than save you 
money – they will be your strategic partner.  
While providing insight into your local market 
and giving product knowledge your distributor 
should be providing you new item/purchase 
opportunities that fit your needs.  When those 
new items/opportunities arise, it is best to know 
how to evaluate them properly.  Therefore, we 
present our short guide on how to conduct an 
effective sampling.

  
When preparing for a 
competitive cutting, 
make sure your DSR 
gives you plenty of  
notice and you have 

the proper amount of  time to evaluate the prod-
uct.  It is also prudent to make sure you have 

Conduct an Effective
Product Cutting

By Daniel Thor, Director of Marketing

Purchasing Decisions & Distributor Partners
By Peter Thor, President, Bellissimo Foods

Marketupdate

Like many activities, purchasing decisions can be made well or poorly. The quality of  
purchasing decisions are a function of  how much time is spent to reach those 
decisions and what you base your decisions on. Unfortunately, time pressures are 
getting worse. People are so busy now that we usually repeat how we do things, and 
seldom stop to think about whether we are doing the right things to deliver the best 
long-term results. A wise trainer once described it as getting lost in “the urgent” and 
not spending enough time on “the important”. 

For a pizzeria operator, choosing menu items and ingredients are two of  the most 
critical behind the scenes decisions.  The same can be said for the choice of  the 
distributor. The relationship between the distributor and the restaurateur is far more 
important than the current week’s food cost. Your distributor should be a strategic 
partner assisting with menu and food quality choices, as well as introducing new items 
and labor-saving options.  Labor/benefits are a large and growing expense and must 
be considered when offered labor saving ingredient alternatives. Food safety and 
hygiene are also important and will become more so in future. It is unfortunate to see, 
for example, how many operators will spend valuable time buying ingredients at 
Restaurant Depot or Wal-Mart to save a few cents here and there, without consider-
ing quality or counting the opportunity cost of  not spending that time creating 
revenue through marketing, tweaking the menu, adding new items, training, or other 
revenue enhancing ideas.  This does not suggest food costs are not important, but it 
is just one component of  running a successful restaurant. 

Many pizzeria owners think that the best way to buy their ingredients is to shop every 
item from multiple distributors every week. Unfortunately, that system doesn’t work 
today like it might have 10 years ago. The weekly bid practice may give a false sense 
of  assurance to buyers who think their distributor will raise prices unjustifiably. What 
many do not realize is that an “on/off ” customer is not as valuable to a distributor 

and therefore will not get the best pricing or attention when it comes to presenting 
new items which will be shopped to competitors.  

What is of  real value to the pizzeria operator in addition to price are less measurable 
things like… 
• flexible delivery times 
• product knowledge 
• breadth of  products in the pizza segment (= more choices) 
• new item offerings to help best fit your individual needs and increase selling 
revenue 
• availability after hours when you have a problem  

Which customers are valued most by distributors?
• Consistent, loyal accounts they can plan for
• Growing accounts with reasonable order volumes
• Accounts that pay within agreed terms
• Customers who work with distributor to grow business together

The savvy purchaser today understands that most of  the distributor’s costs are 
involved in the fuel and the labor to make the delivery, so dividing your sales between 
multiple distributors may not get you better pricing, and in fact may net you higher 
prices because your business will be less profitable to both. The low price/cost road 
is well traveled.  Mimicking the chains, doing what they do, and buying and offering 
the same fare will inevitably be a losing proposition.  Buying authentic, quality ingredi-
ents and specialty items from knowledgeable Bellissimo distributors will enable a 
unique offering which will draw customers for repeat business.  Contributing to your 
success through differentiation is both our interest and our business.  
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everything you need readily available before they arrive.  If  you are cutting 
cheese, make sure you have dough prepared; for meatballs – the oven needs to be 
on and ready, and of  course have ready the current item that you are cutting 
against.  It is also our suggestion that you have your DSR there for the cutting.  
They can provide additional benefits of  the product that might not be readily 
available.
  
When the product arrives look at it in a pre-cooked state.  What are the differ-
ences, what are the similarities?  Does the pack size affect your operation, are 
there cost savings or portion control considerations?  If  you are cutting breaded 
chicken, break off  the breading to see how it looks underneath – make sure you 
look at multiple criteria.  If  you are eating anything edible in a thawed state – 
cheese, pepperoni, try a piece of  each uncooked.  Write down the differences.

When preparing the product try to 1) make both as close as you would to normal 
cooking conditions, and 2) make both new and current product as similar as 
possible.  If  you normally cook your pizza at 550° then make sure your oven is 
on to that temperature.  If  you normally blanch and double cook your pasta, then 
blanch and double cook these pasta’s as well.  If  you are making pizza to evaluate 
toppings use a measuring cup or scale to use the same amount of  pizza sauce & 
cheese.  If  you are cooking pasta, use the same amount of  water & salt.  Evaluate 
how each product cooks differently – does the item burn faster, burn slower, 
look lighter/darker, smell different etc.  Write down the differences.  When 
tasting the product in prepared form make sure to evaluate each sense: sight, 
smell, taste, texture.  

Once the evaluation is done make sure you give your DSR honest feedback.  If  
your feedback is positive, it’s a win for both of  you.  If  your feedback is negative, 
you can keep your current product and try a new opportunity again in the future.  
Make sure to partner with your DSR as they are the closest to the product, they 
routinely get training on new and existing products and if  you welcome new 
suggestions, will be able to provide helpful tips and opportunities along the way.  
As always good luck, and if  you need any cutting help or suggestions please 
contact your local Bellissimo Foods distributor.  

MOZZARELLA OILS TOMATOES PASTA APPETIZERS PAPER GOODS CHEESES JANITORIAL PRODUCTS

Gold Label
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Extra Virgin, Pure, Pomace – is there a difference?  If  so, which 
one should you use?   With more than 200 olive varieties grown 
around the world, there are many choices. Flavor, color, and 
consistency vary due to different olive varieties, location, and 
weather.  Most internationally traded olive oil comes from 
Europe (especially Italy and Spain) and Africa, with more recent 
offerings from South America, the USA, and even Australia.  
Pizzeria Operators generally work with one or more of  the 
following oils:

Extra Virgin Olive Oil: “Extra Virgin” means the oil was 
produced by the first pressing of  the olive fruit through the cold 
pressing process without using chemicals or heat to extract the 
oil.  ‘Extra Virgin’ is the highest quality because it is produced 
with the first press of  the fruit, has less than 1% acidity, and is 
judged to have ‘no defects’. Produced in limited quantities, Extra 
Virgin Olive Oil usually sells at a 15-30% premium to lesser 
grades depending on the country of  origin and quality.

Pure Olive Oil: Often called simply Olive Oil, Pure Olive Oil 
comes from either the second cold pressing or the chemical 
extraction of  the olive mash left over after the first pressing.  It is 
lighter in color and does not have the natural fruity flavor of  extra 
virgin olive oil.  Because the oil is neutral, it may be blended with 
Extra Virgin or Virgin Olive Oil to enhance its flavor.  Pure oil is 
excellent for general cooking, especially sautéing because the 
refining process raises the smoking point to about 438 degrees 
Fahrenheit.  Pure refers to the fact that only olive oils are mixed 
in.

Pomace Oil: Pomace is produced by a heat and chemical process 
from the pulp of  the virgin olive oil after the virgin olive oil is 
extracted.  Pomace oil does not have an olive flavor and is usually 
very pale in color..  Pomace oil is a popular selection of  olive oil 
when used for cooking or basting.  It still has the health benefits 
of  olive oil, but does not possess the flavor or color of  natural 
cold-pressed extra virgin oil.  Pomace oil has a smoke point of  
about 460 degrees Fahrenheit, higher than either Extra Virgin or 
Pure Olive oil because of  its refined nature.

Which olive oil you choose is very much based on your end use 
and whether you require the natural flavor or extra virgin.  Never-
theless, the overwhelming popularity of  fruit based olive oil over 
common vegetable oils is testament to its ancient nickname of  
‘liquid gold”. 

Olive Oil - What’s the Difference?
By Jeff McGuire, Vice President, Bellissimo Foods

Effective Product Cutting - CONT.

everything you need readily available before they arrive.  If  you are 
cutting cheese, make sure you have dough prepared; for meatballs 
– the oven needs to be on and ready, and of  course have ready the 
current item that you are cutting against.  It is also our suggestion 
that you have your DSR there for the cutting.  They can provide 
additional benefits of  the product that might not be readily 
available.
  
When the product arrives look at it in a pre-cooked state.  What 
are the differences, what are the similarities?  Does the pack size 
affect your operation, are there cost savings or portion control 
considerations?  If  you are cutting breaded chicken, break off  the 
breading to see how it looks underneath – make sure you look at 
multiple criteria.  If  you are eating anything edible in a thawed 
state – cheese, pepperoni, try a piece of  each uncooked.  Write 
down the differences.

When preparing the product try to 1) make both as close as you 
would to normal cooking conditions, and 2) make both new and 
current product as similar as possible.  If  you normally cook your 
pizza at 550° then make sure your oven is set to that temperature.  
If  you normally blanch and double cook your pasta, then blanch 
and double cook these pasta’s as well.  If  you are making pizza to 
evaluate toppings use a measuring cup or scale to use the same 
amount of  pizza sauce & cheese.  If  you are cooking pasta, use the 
same amount of  water & salt.  Evaluate how each product cooks 
differently – does the item burn faster, burn slower, look 
lighter/darker, smell different etc.  Write down the differences.  
When tasting the product in prepared form make sure to evaluate 
each sense: sight, smell, taste, texture.  

Once the evaluation is done make sure you give your DSR honest 
feedback.  If  your feedback is positive, it’s a win for both of  you.  
If  your feedback is negative, you can keep your current product 
and try a new opportunity again in the future.  Make sure to 
partner with your DSR as they are the closest to the product, they 
routinely get training on new and existing products and if  you 
welcome new suggestions, will be able to provide helpful tips and 
opportunities along the way.  As always good luck, and if  you need 
any cutting help or suggestions please contact your local Bellis-
simo Foods distributor.  
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and therefore will not get the best pricing or attention when it 
comes to presenting new items which will be shopped to competi-
tors.  

What is of  real value to the pizzeria operator?  In addition to price, 
less measurable things to consider are:

• flexible delivery times 
• product knowledge 
• breadth of  products in the pizza segment (= more choices) 
• new item offerings to help best fit individual needs and   
  increase selling revenue 
• availability after hours when you have a problem  

Which customers are valued most by distributors?
• Consistent, loyal accounts they can plan for
• Growing accounts with reasonable order volumes
• Accounts that pay within agreed terms
• Customers who work with distributor to grow business   
   together

The savvy purchaser today understands that most of  the 
distributor’s costs are involved in the fuel and the labor to make 
the delivery, so dividing your sales between multiple distributors 
may not get you better pricing, and in fact may net you higher 
prices because your business will be less profitable to both. The 
low price/cost road is well traveled.  Mimicking the chains, doing 
what they do, and buying and offering the same fare will inevitably 
be a losing proposition.  Buying authentic, quality ingredients and 
specialty items from knowledgeable Bellissimo distributors will 
enable a unique offering which will draw customers for repeat 
business.  Contributing to your success through differentiation is 
both our interest and our business.   

Purchasing Decisions - CONT.

ITEM SPOTLIGHT

Bellissimo’s Gold Label 
High Gluten Pizza Flour is 
a clean label high quality 
enriched, unbleached, 
unbromated, malted, high 
gluten flour milled from
a selected blend of  hard 
wheat. 

With 13.6% protein, it’s 
perfect for pizza crust 
and various other 
pizzeria applications. 

Contact your local
distributor for 
availability
and pricing!

BELLISSIMO GOLD LABEL 
HIGH GLUTEN PIZZA FLOUR

ITEM #50878





Remember you can visit us online
at www.delcofoods.com,

“Like Us” on Facebook or
follow us on Instagram

Comments, Questions
& Suggestions

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.

As always, our number one goal is to keep you happy.
Our newsletter is just one way we share new information
about the products and services we offer, as well as
industry news we think may be interesting and useful.
For personal service and support, please contact your
Delco Foods Sales Representative.

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

Window Bags
 A great option for rotisserie chicken, wings, fried
   chicken and more!
 Innovative ventilation system keeps food flavorful and
   crispy – performs better than foam
 Grease resistant, high barrier paper provides stain
   protection
 Clear anti-fog windows maximize visibility and impulse
   sales
 Significantly more sustainable than rigid plastic and
   foam containers

XL Ecocraft Window To Go Bag   #1005563   250 ea

Also available in Large with a short lead time:
L Ecocraft Window To Go Bag   #1005509   250 ea
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