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Every vendor’s dream is to work a popular event as the “exclusive” hot dog, kettle 

corn, BBQ or whatever your specialty maybe, vendor. Then the nerves set in. How 

much inventory to purchase, how many people will eat my food and are the entry 

fees and rules reasonable? That’s where this spreadsheet comes in. Use this sheet 

to analyze events and play “what if” with attendance and costs. The information 

and research help ease your mind to where all you have to do is serve people 

great food and count money at the end of the event. The sheet also will expose 

low profit venues that you need to avoid.  

 

We will use this recent event as an example to demonstrate the sheet’s 

capabilities. The Boggy Bayou Mullet Festival (BBFM) is a 40 plus year event held 

in Niceville, FL every October. The event is well attended with enough food, 

crafts, games and entertainment for the whole family. The festival has become a 

must attend event for locals and past music entertainment has included A-list 

performers. BBMF has a decent advertising budget utilizing billboards, TV, radio 

and print. Starting Friday and ending with an alcohol-free Sunday family day, the 

attendance is strong each day only with some slight changes to demographics. On 

the next pages are the vendor related information from the event.  
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Some of the more important things noted on the information: 

1. It is not uncommon for an event to have a sponsor related restriction on 

what drinks or even foods you may serve. Lemonade vendors may or may 

not be able to vend in a drink restricted event. This is something to figure 

out before wasting time on further research.  

2. $477 is the only amount BBMF charges for rent, and they include 

electricity!  

3. Even with free electricity many vendors will understate their required 

watts/amps resulting in a constant battle with tripping breakers. 

Generators are life and sales savers. 

4. Many, many cash only vendors attempt to cheat the system and not pay 

sales taxes they have collected. In fact, one “guru” recommends cheating 

the state out of taxes. DO NOT DO THIS. You guilty of a crime and when 

caught will face jail, fines and embarrassment.  

 

 

Fill out the basic event information first. Save the spreadsheet for future 

reference and to compare with other events. There is also a gray scale portrait 

printable sheet if hard copies are your preferred file system.  

 

Estimated Attendance: The BBMF has 

a strong track record of attendance. 

Places to find attendance or to get a 

feel for attendance would be 

newspaper articles, social media 

posts, and hashtag research. Look for 

pictures of crowds and even selfies with the crowd in the background. Some 

vendor groups on Facebook and Reddit may discuss event attendance or crowd 

size. In our example, the 40,000 is a fair number and has been consistent (barring 

rain) for several years.  



 

 

AMAZING EVENT? 

© MooreBetterPerformance.weebly.comcom – 2017|P a g e  | 8 

 

 

  

Some events 

charge 

nonrefundable 

application 

fees. 

Fee for the 

space at the 

event. 

Some events 

charge extra 

to provide 

tables, electric 

or even water. 

You could be 

charged a 

damage/clean

up deposit. 

You may need 

a local vending 

permit. Events 

may provide 

officials to sell 

permits and 

provide 

inspections 

Some events 

may require 

more liability 

insurance than 

you normally 

carry.  

Some events charge some type of commission on all 

food sales. These types of events usually use some 

type of token/ticket system in lieu of cash. At some 

designated time after the event has closed you meet 

the event officials and exchange the token/tickets for 

cash. Any lost or uncashed token/tickets are forfeit.  
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List the total number food 

competitors. Next list the total 

hours you will be open for food 

service. Some events you can 

make good money selling to staff 

and non-food vendors before the 

public even gets in. A food event is an event where only food trucks, trailers and 

vendors are present. There are no other types of entertainment for attendees. 

These events require lower attendance per vendor to be profitable as everyone 

there is planning on eating. Events that are single day, few hour events require a 

huge number of attendees per food vendor as most will not eat at the event. 

Those folks will eat off site.  

 

Enter your local sales tax as a 

percent. The number of guests 

per hour is your speed of service 

(SOS). This is an important 

number to know. Vendors love 

long lines and think it is an 

indicator of a successful event. 

Long lines actually are an encouragement for the promoters to increase the 

number of food vendors next year. Remember every single person in line is not 

spending money anywhere. Think about it from the promoter’s point of view. 

Flowing cash means happy participants in the event, both food and nonfood 

vendors, as well as, attendees. You should want your speed of service to match 

the speed of guests entering the line. A line 5 deep that never breaks is far more 

profitable for your future events as you gain a reputation for quality food and 

speed of delivery. A line 20 or 30 deep shows the promoter there is room for 

more food vendors next year and hungry people at the end of that long a line will 

jump ship to a shorter line, remembering you as the “slow guy” (even if your line 

moves) for future events. They joined your line because of your advertising, price 

or food type and they will leave your line because of something you do, like being 

too slow to suit their needs. The average check goal should include your sales tax 

and represent what you expect your guests to spend per person.   
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Variable Cost is the percentage 

goal you have for all your 

expenses associated with 

producing your food and serving 

it your guests. This would include 

food, paper, propane, gasoline, 

credit card fees and anything else 

that only goes up when food is prepared. Fixed Costs are expenses that remain 

the same no matter how much food you sell or don’t sell. This would include 

commissary rent, phone bills, licenses, your usual insurance premiums and bank 

loans. Do not include the fees that are associated with just this event. Projected 

labor is the pay you plan on offering your staff for the event.  

 

My Guest % is a drop-down list of percentages 

ranging from 1% to 99%. This is the percent of 

the attendees you expect to eat your food. Talk 

to 100 vendors and each will give you a different 

percent they swear works for every event. Those 

guesses range from 2% to 50%. Or you will get 

some convoluted equation of divide the 

attendees by blah-blah, then divide that by the number of food vendors 

and then multiple that by blah-blah. Keep it simple, at then end of the 

equation you still end up with a number that is a percentage of the 

attendees. In reality a number of factors impact this estimate: 

• Uniqueness of your food within the event. (Being one of five hot dog 

vendors means you each split the hot dog connoisseur) 

• Desirability of your food aromas and signage.  

• Portability of your food within the event. Limited places to sit negatively 

impact difficult to eat foods. 

• Selling food known for being a ‘county fair’ staple like funnel cakes or 

alligator on a stick may also drive more guests your way.  
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Chose a percentage that your realistically could serve (remember your SOS) and 

that you could afford the inventory purchase. 3% to 7% works for typical 

sandwich type foods with little competition (1 or 2 others). 

Projected Food and Paper cost goal is what you expect your food cost to be at 

the conclusion of this event. Base it on your past performance. This number will 

determine your recommended inventory purchase. 

This area shows the end computations based on your input. 

 

 

 

  

Estimated 

attendance divided 

by total days at event 

Hours open divided by 

days in event  

Number of guests 

you expect based on 

the percentage your 

selected for “My 

Guest % of 

Attendees” 

dropdown. 

Estimated Attendance divided by 

number of vendors  

This is the break even point. You will have paid 

for the event, all your fixed costs and all the 

food sold to achieve this level of sales. Beyond 

this level of sales is all profit less variable cost 

percentage.     
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Average Check times all attendees divided 

evenly amongst all vendors 

 Sales Taxes due 

Gross minus Taxes 

Fees paid or due to Event 

Operational Expenses  

Projected Profit $ and % 

Hours the owner expects to work 

include prep and supply shopping 

Inventory required to cover your 

projected sales 

This area shows the same 

as above except using 

YOUR PROJECTED GUEST 

PERCENTAGES. 
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This area offers things 

to consider about the 

event based on your 

research and goals. 

Each statement is color 

coded based on risk. 

Red = bad, yellow = 

caution, green = good. 

 

This Event is not a food event & requires 400 to 500 guests per vendor 

A food event requires an estimated 200 to 300 people per vendor, while other events require 

400 to 500 or more per vendor. Length of an attendees stay impacts these estimates greatly. A 

long-time frame with loads of activities to retain attendees encourages people to eat at the 

event and continue to enjoy the activities. Paid entry with no re-entry policy also encourages 

eating as does the remoteness of the venue. This entry is a caution because the next entry is 

red. 

 

Your Fair Share of guests IS UNDER recommended average guests per vendor 

This warning is pointing out the completely equal distribution of attendees is under the 

recommended 400-500 guest count per vendor.  This gives cause for staying conservative in 

inventory purchasing. 

 

Your Fair Share of guests IS UNDER your number of Guest per hour SOS Goal 

This area points out your SOS is faster than the even distribution of attendees. That means you 

should not see consistent long lines and may even have short periods of no guests. If there is a 

huge difference in what you can handle compared with what you reasonably should expect, you 

might consider using fewer employees. This will slow your SOS, but short lines of guests will not 

notice or care. 

 

Your Fair Share of guests may cause you to have SHORT OR NO LINES 

As noted above. 

 

Your SOS Goal Indicates You Will Be Able to Handle Your Fair Share of Guests 

 This indicates your SOS is fast enough to handle an evenly divided flow of attendees. 
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You SOS will handle the percentage you selected for My Guests 

This indicates your SOS is fast enough to handle your projection of attendees. 

 

Estimated Attendance is less than 10% growth 
This warning is showing the growth over last year to under a 10% increase. Events should grow 

year over year. 10% would be a massive increase and may not be realistic. If the event has 

expanded attractions and entertainment from A-listers over the pervious years, then large 

growth is possible.  

 
 
Warning: You are projecting more Guests eating with you than other Vendors. 
This warning shows you projected more than an even distribution of attendees. This is likely if 

your food and service is superior to other vendors. 

 

 

This final section has a few 

more questions to ask yourself 

about the event. These answers 

could turn poor results from 

initial research into a profitable 

event.  

 

Is this a paid admission event? Yes 
This question means the attendee have a reason to stay longer. They have paid and generally 

will attempt to do everything and see everything they can. The longer an attendee visits the 

event the more likely they are to eat on site. An event with a no re-entry policy or a very 

remote location will also encourage attendees to eat on site. 

 

Is there a guarantee minimum sales threshold? No 
Some new events will guarantee a sales minimum to encourage vendors to participate. This is 

usually something events that do charge commission offer. The minimum must absolutely 

cover all expenses and purchases made for the event. If the guarantee does not cover costs and 

the research indicates poor numbers, this would be a “no go”. 
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Is there a no competition clause? No 
Some events try to only include one vendor per food type, such as only one kettle corn or one 

hot dog vendor. Many verbally promise this and then break the promise including 2 or more 

direct competitors. You should have written recourse when this happens. At minimum 

complete refunding of fees and associated food and supplies purchases. Stick to your guns and 

get all promises in writing. 

 

Is there a supplier nearby for emergencies? Yes 
All the great planning in the world does not mean you won’t run out of something. You need to 

know where to re-supply and how long it takes for the round trip. This way you will know when 

to send someone out, so you DO NOT run out. Turning away guest because you ran out shows 

you to be an amateur and people will remember. If you can sell 100 dogs an hour and your re-

supply trip will take one hour you cannot wait till that last 100 is cooking to send someone for 

more.  

 

Is there a certain food or drink restriction? Yes 
This is when the event dictates a certain type of food or brand. Often, they also sell the brand 

onsite. This makes the playing field somewhat even as everyone has the same restriction and 

cost. Just understand this conflict with existing menu and advertising you may have.  

 

Is the set up  food court? Yes scatter? No 
 

Events will either place most of the food together like a food court in a mall, or place food 

vendors where ever they want. You could end up near dumpsters or port-a-pottys. Scatter 

system is good if you are grouped with a couple of other food vendors near a busy attraction. 

Always ask about placement, some events offer VIP placement for additional fees. 

 

Required guests to achieve break even 162 

This lets you know how many attendees need to eat your food before you achieve breakeven. 

IF you can’t draw 162 out of 40,000 perhaps food is not your calling.  
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There is a second printable section to the spreadsheet. This contains your research coped form 

the other pages and prints portrait format in gray scale. There is a blank section for any notes 

you wish to include after the event is over. Such as attendance, sales, power problems, vendor 

issues, food shortages or anything else you feel is necessary for the next year.  
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My book “Putting the Cart Before the Dog?” will give you an actionable plan for starting your 

food vending business. Check out my blog for additional insight, information and training. Give 

me a call for your free 30-minute Q&A session anything food service related. I offer several 

affordable training and support packages to help you achieve your food business goals.  

 

 

 

 

 

 

https://www.amazon.com/Mr-Bill-Moore/e/B077RMN1KG?ref_=pe_1724030_132998060
https://moorebetterperformance.weebly.com/performance-blog

