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Hours of operation. 
● Pizza/salad service: 11am3am daily. 
● Beer/wine service: 11ammidnight daily. 

 
Average number of patrons expected on a daily basis. 

● Monday. 
○ Food: 200. 
○ Food and alcohol: 20. 

● Tuesday. 
○ Food: 225. 
○ Food and alcohol: 20. 

● Wednesday. 
○ Food: 250. 
○ Food and alcohol: 30. 

● Thursday.  
○ Food: 400. 
○ Food and alcohol: 40. 

● Friday. 
○ Food: 575. 
○ Food and alcohol: 60. 

● Saturday 
○ Food: 600. 
○ Food and alcohol: 75. 

● Sunday. 
○ Food: 350. 
○ Food and alcohol: 40. 

 
Occupancy. 

● Current occupancy: 49. 
● After expansion: 75 (estimated). 

 
Off street parking availability. 

● No current off street parking available. 
● Parking meters run along North Ave and Prospect Ave. 

 
Litter and noise plan. 

● Waste containers. 
○ Two trash and two recycling containers in customer areas. 

■ One of each located by both exits. 
○ Trash in both bathrooms. 
○ One external trash and recycling container when outdoor seating is set up. 

● Cleanliness. 
○ Staff cleans premises before, during and after shifts. 
○ Pressure washing of external areas monthly or as needed. 

● Noise and loitering. 
○ ‘No Loitering’ signage posted. 
○ Extra staff during peak times to monitor customer areas. 

 
Licenses and permits. 

● Food Dealer. 



● Sidewalk  
● Extended Hours. 
● Pandora for Business Music License. 

 
Other business on premises. 

● In the same building. 
○ Burger King. 

● On the same side of the street on our block. 
○ Hooligan’s Super Bar. 

● Directly behind our building. 
○ Educator’s Credit Union. 

● Across the street on the same block. 
○ Whole Foods. 
○ Hotel Foster. 
○ BBC. 

● Schools, hospitals and churches. 
○ 1500 feet from Columbia St Mary’s. 
○ 1000 feet from Maryland Montessori School. 

 
Age distinctions. 

● Our business is open to customers of all ages during all hours of operation. 
● Only customers 21 years of age or older will be served beer/wine. 

○ All customers who order beer/wine will be carded upon sale.. 
 
Off street parking security. 

● Not applicable. 
 
Security. 

● Normal lunch and dinner business. 
○ General staff is responsible for customer management. 
○ Supervisors and management are responsible for dealing with any problem customers or issues 

during these times. 
● Normal late night hours. 

○ Currently, at least two additional staff members are scheduled to monitor customer areas and help 
where necessary. 

■ General staff rotate positions throughout their shifts. 
○ As we will not be serving beer/wine after midnight we do not foresee a need to increase security 

outside of what is currently working.  
● Peak days and special events. 

○ In addition to extra staff monitoring customer areas we occasionally schedule a Door Person for 
days when we are forecasting our highest volume business. 

■ Summer Solstice Block Party. 
■ Summerfest weekends. 
■ St Patricks Day and surrounding weekends. 
■ Halloween weekend. 
■ Local bar crawls. 

● Door Person position expectations. 
○ Overall 

■ Main purpose of a Door Person is to maintain a steady line flow, regulate the maximum 
occupancy set forth by local fire codes, provide guests with a warm Ian’s Pizza welcome 



upon entry, and prevent customer problems before they happen. 
○ Qualifications 

■ Must have the ability to maintain a positive attitude when dealing with unruly customers. 
■ Must be able to defuse all altercations that do arise in a nonviolent manner. 
■ Must exercise initiative, good judgment, decisionmaking, and problemsolving skills. 
■ Must be able to handle stressful situations that require quick action. 
■ Maintain and practice all of the standards and values set by Ian’s Pizza entity. 
■ Must work within the “big 6” areas of Ian’s Pizza performance expectations. 

○ Operational Expectations. 
■ Regulate the line during peak times of operations. 

● Make sure the store stays under capacity. 
● Keep the line organized both inside and outside of the store. 

■ Treat all customers equally, fairly and with the utmost respect. 
● Avoid allowing people to cut the line. 

■ Maintain a prestigious appearance of the front of store. 
● Cleaning sidewalks, store walls, windows, and any other outside area affected by 

patrons.   
■ Manage all emergency situations and contact emergency services when necessary. 

● Ask for assistance if you are in a situation you are not comfortable with. 
■ Assist with problem customers so the FOH staff can focus on serving and keeping the line 

moving. 
■ Assist with End of Night cleanup and End of Shift checklists. 

○ Additional Expectations. 
■ Must have the general knowledge of how the front of house and Ian’s Pizza operates. 
■ Must complete the dispatch training. 
■ Must complete customer service class.  

 
Waste and recycling. 

● Current waste contractor. 
○ Advanced Disposal. 

● Receptacles. 
○ Two trash coral areas are shared with Burger King. 
○ Back coral pick up schedule. 

■ Waste. 
● MonSat. 
● Max amount of pick ups available. 

■ Recycling. 
● MonFri. 
● Max amount of pick ups available. 

○ Front coral pick up schedule. 
■ Waste. 

● Mon. 
● This is for weekend overflow, but can be increased, if necessary. 

■ Recycling. 
● Mond. 
● This is for weekend overflow, but can be increased, if necessary. 

 
Operational procedures and floor plan detail. 

● Service counter. 
○ Pizza and salad will be prominently displayed on a service counter that runs across the middle of 



the entire restaurant separating the customer area from the back of house (kitchen, prep and 
storage areas). 

○ The customer line will start at the salad station, then pass the pizza display and will finish with the 
register and serving areas. 

○ The beer and wine serving area will be separated from the food serving area to allow us to shut 
down that portion of operations at midnight. 

■ Customers who purchase beer and/or wine will be ID’d and pay for those items at the 
register then move down to the beer/wine serving area to be served separately from other 
customers. 

■ All customers looking to purchase beer and/or wine will be carded, regardless of 
appearance in age. 

● Equipment and storage. 
○ 12 Tap system located on the walk in cooler wall. This will keep taps out of customer reach.  

■ 12 taps for soda. 
■ 24 taps for ciders. 
■ 26 taps for wines. 
■ 48 taps for beer. 

○ Kegs will be stored on a specific rack in the walk in cooler separate from other storage. 
■ Additional alcoholic beverage storage will be on wire racks above the kegs. 

○ Other items in this walk in cooler. 
■ Nonalcoholic beverages stored on separate racks. 
■ Unopened boxed food items requiring cold storage. 
■ Dough on mobile carts. 

○ An additional separate walk in cooler will be used for all prepped food items and a majority of 
unprepped food items. 

○ A specific undercounter beverage cooler will be used for all ready to serve, nonkegged cold 
alcoholic beverage storage and will be located under the tap system. 

● Beer and wine menu. 
○ Alcohol sales are projected at 23% of our total sales. 
○ Beer and cider selection will feature local and craft brews at price points between $4 and $8 per 

pint glass. Selection will rotate depending on vendor availability and pricing. 
○ Wine selection will feature 24 red and 24 white wines between $4 and $6 a glass. Selection will 

rotate depending on vendor availability and pricing. 
○ Majority of beer, cider and wine will be available on tap, but occasional bottle/can options may also 

be available. These options will be available for in store consumption only as we will not have 
inventory to sell by the case. 

■ Recorking options would be available upon request before 9pm. 
● Service. 

○ All beer, cider and wine will be poured into specific pint glasses to help differentiate from 
nonalcoholic beverages. 

○ We will put a two alcoholic beverage maximum for each customer. 
■ When available, bottles of wine will be limited to a maximum of one per table. 

● Signage. 
○ To keep the emphasis of our business on Pizza and Salad we will limit the amount of alcohol 

signage to 25% or less of our overall signage. 
○ The only external signage for alcohol promotion will be done via our sidewalk chalkboard. All other 

alcohol signage will be displayed internally. 
■ This will be done to avoid people coming in strictly for alcoholic beverages. 
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Business Plan Overview. 
 
Purpose. 

● The purpose of this business plan is to detail the plans for expansion of the Ian’s Pizza Milwaukee location 
and the reasons why our leaders have decided to move forward. 

 
Goal. 

● The goal of writing this business plan is to gain support from our internal and external partners, lenders, the 
City of Milwaukee and the community for the expansion of our restaurant.  

● We hope to be as transparent as possible throughout this process.. 
 
Specific Document explanation. 

● This business plan will be broken into three sections. 
○ Ian’s Pizza Company Overview. 

■ This section will include information and background on the Ian’s United Franchise history 
and performance as well as a glimpse to where we are heading. 

○ Ian’s Pizza Milwaukee Cluster Overview. 



■ This section will include performance history and information on the first Ian’s Pizza 
location in Milwaukee as well as the plan for the overall future all affiliated entities in 
Milwaukee fueled by the people in our family and community. 

○ Ian’s Pizza Milwaukee Expansion. 
■ This section will include performance history and general background information 

regarding the 2035 E. North Avenue location. 
■ This section will detail financials, construction and plans for operation for the expansion. 

● The information in this document is confidential in nature and it is requested that you ask permission before 
sharing with necessary parties. 

○ In most cases requests should be granted. 
● This business plan will attempt to account for any and all available information that should be considered. 

○ Read through this document thoroughly and make a list of comments, questions and/or concerns 
as they come up.  

○ Please understand that as we continue to develop and execute this plan, unforeseen factors may 
change the situation and force us to reconsider/alter our plan. 

● Contact lexy@ianspizza.com and ryan@ianspizza.com with further inquiries. 
 
Strategic plan. 

● Research and develop construction plan for expansion. 
○ Budget expenses. 

● Finalize business plan and share with the following for feedback and approval. 
○ Ian’s Pizza Milwaukee owners. 
○ Ian’s Pizza Company key players. 
○ Neighborhood associations. 

● Apply for a Business Loan for construction from BMO Harris Bank. 
○ Banker: Roxanne Brazeau. 

● Finalize construction timeline and apply for construction permits. 
○ Determine best dates to be closed. 

● Apply for required State and City licenses/permits. 
○ Food Premise Extension. 
○ Class B Fermented Beverage License and Class C Wine License. 

● Complete preclose construction. 
○ Estimated 2 weeks. 

● Complete construction requiring store closing. 
○ Estimated 2 weeks. 

● Grand Re-Opening! 
 
 
Ian’s Pizza Company Overview. 
 
Website; http://ianspizza.com 

● Check it out for more general information on our company. 
 
Terminology. 

● Ian's United. 
○ The collection of Ian's pizza business: stores and auxiliary entities. 

● Store. 
○ Any Ian's Pizza by the Slice business entity. 

● Auxiliary entities. 
○ Any Ian's Pizza United business that is not an Ian's Pizza by the Slice entity, but owned by partners 

or employees. 
● Ian's Franchising Inc. 



○ Owned by the founders, Ian’s Franchise Inc holds the branding rights (name/trademark) of Ian's 
Pizza and exclusively collects branding fees from all Ian's Pizza United Companies. 

■ A portion of the collected Franchise fees are use for services. 
● Founders. 

○ Individuals who created the original Ian’s Pizza concept and opened the first location at 319 N. 
Frances Street in Madison WI. 

● Managing Partners (MP). 
○ An individual and owner (managing share) that is the ultimate executive power of their cluster. 

■ They have the executive power to make any decisions with respect to their store/cluster, 
but ultimately their actions/behaviors are held responsible to the board. 

● Cluster. 
○ Collection of one or more stores under a Managing Partner in their territory or territories. 

● Territory. 
○ Is an area that one Managing Partner has existing stores and can expand within. 

■ No other Managing Partner can exist or do business within another MP's territory without 
prior expressed written consent. 

○ Territories are currently defined by a 5 mile radius and/or city limits. 
● Executive Board. 

○ Collective voting group of Founders and Managing Partners who make decisions and drive the 
direction of the company under the guidelines of a legally binding Operating Agreement. 

○ The main purpose of The Executive Board is to provide direction for the organization, maintain a 
decentralization of power by engaging in collective decision-making, and preserve the common 
vision of our organization; all while adhering to the values and business philosophies of the 
organization. 

● MP Board. 
○ Non-voting group of General Managers, Store representatives and Trial Run Managing Partners 

who assist the Executive Board with deliberation and decision-making.. 
○ Due to the growing number of stores/clusters/Managing Partners it is important to have ideas, 

initiatives, and other topics that will require Executive Board meeting decisions to be thoroughly 
discussed and deliberated on by the MP Board before it goes for final approval. 

● Ian’s Soul Central (ISC). 
○ Service-providing entity that works for the stores on behalf of the Executive Board and Ian’s 

Franchise Inc. 
○ ISC assists with the regulation and enforcement of all Board decisions. 
○ ISC assists with driving the growth of the company and executing the 2020 vision. 

 
Company Mission Statement. 

● We aim to be a company of entrepreneurs who operates profitable cult classic gourmet pizza concepts that 
integrate naturally into destination communities throughout the US. 

 
Ian’s Pizza United Values. 

● LInk to the detailed company values; http://ianspizza.com/ians-values/ 
○ We champion entrepreneurship and innovation. 
○ We measure success by our collective and individual achievements. 
○ We are self-aware, transparent, accountable and act with integrity. 
○ We are a force of good in our community. 
○ We strive to write a great final chapter. 

● Values Statement. 
○ We believe that one of the best ways to spread large and lasting change to the business 

environment is by setting the bar high for how businesses should run. To that end, our goal at Ian’s 
Pizza is to provide the best service and the highest quality products to our customers with more 
class and style than our competitors while creating great jobs and opportunities for our employees. 
We surround ourselves with energetic people eager to learn, hustle, and grow in a challenging and 
exciting environment. Our concept depends on people working hard together and pushing one 



another, and our businesses, to get better and better. We believe that the people working at each 
location define the culture of the location and this means we are looking for people with big 
personalities who are able to bring new things that fit within the culture that we’ve fostered over the 
years. 

 
 
Ian’s United 2020 Vision. 

● Link to the written version of the document on our website; http://ianspizza.com/a-2020-vision/ 
● Links to youtube video versions of our 2020 vision. 

○ Part one; https://www.youtube.com/watch?v=n94GxnLnF9c 
○ Part two; https://www.youtube.com/watch?v=L_chcf9oWs8 

 
The Product. 

● Ian’s Pizza serves an eclectic variety of progressive pizzas which are now hallmarks of the Ian’s brand.  
Varieties include Mac n’ Cheese, a selection of homemade pesto options, Smoked meats and veggies as 
well as several Grilled, Buffalo and/or BBQ Chicken options. Ian’s Pizza also features traditional options 
made with local and in house prepared meats. 

● In recent years Ian’s Pizza has gained a reputation among Vegetarian, Vegan and Gluten Free communities 
as a great place to accommodate those with dietary restrictions. 

● Ian’s is most well known for serving pizza by the slice, but all also offers 12”, 16” and 20” pizzas made to 
order. Most locations offer in store, carryout and delivery options. 

● Ian’s also features an attended salad bar incorporating local and seasonal produce prepared fresh daily in 
house. 

 
Marketing. 

● Target market. 
○ The company’s original primary target market was college students and young adults. 

■ According to the National Restaurant Association young people between 18-24 consume 
more fast food than any other demographic group. 

■ The late night crowd and ‘after bar’ scene is a big part of our sales. 
○ As the menu and business model have evolved Ian’s has broadened it’s target market to young 

professionals and families as well. 
● The company’s goal is to become an “institution” in the communities they are located in achieved by the 

following:  
○ Defying the stereotype associated with most pizza parlors (i.e., dark, dirty, cheap, etc.) and creating 

a unique dining experience that keeps customers coming back. 
○ Continuing to build a values driven company focused on employee satisfaction and quality service. 
○ Tailoring marketing campaigns to specifically address the needs of our target markets. 

● Partnerships with college clubs and fraternities: Develop promotional partnerships with 
college clubs and fraternities with the goal of becoming the pizza of choice for events and 
parties. Special catering services will also be offered to leverage those relationships. 

● Promotions geared towards entering freshmen: Target incoming freshmen to ensure a 
growing base of loyal clients. Working with the universities student orientation event staff 
to distribute cups, t-shirts, and free pizza that will help spread Ian’s name among this 
group of new prospective consumers. 

● Promotions with University departments: offer special deals to university’s social 
departments and housing to encourage their business with Ian’s when promoting school 
events. Seek to develop a close relationship with these departments. 

● Sponsorship of charity events: Sponsor charities/event with free products by promoting 
them in Ian’s locations and with cash contributions when appropriate. 

 
 
 



The Story. 
● Although our claim to fame started with Mac N’ Cheese pizza, today it is our business image, culture and 

dining experience that sets us apart from our competitors. 
● While pursuing a degree in Economics and Philosophy from UMass, Ian worked for a family owned pizzeria 

called Antonio’s. After graduation Ian constructed a business plan based on his experience there, but with a 
whole new twist that hoped to change the pizza landscape in America. He traveled the country for months 
looking for the perfect spot to open a late night pizza by the slice restaurant and Madison WI was perfect. A 
hard working and hard partying college scene full of kids who stay up late and ate out late year round was a 
perfect recipe for success. 

● Ian partnered up with an El Salvadorian couple and together they combined the east coast style pizza with 
Latino inspired recipes that gave Ian’s Pizza that unique flavor and opened Ian’s Pizza by the Slice in 
Madison WI. This original location, started as a dinner and late night in store pizza by the slice restaurant 
only. After a successful couple of years of foot traffic driven sales Ian and his developing management team 
decided to open for lunch as well as offering delivery.  

● In 2005 with the addition of delivery service, business became too big for one location and a second location 
was opened on State Street. This location quickly developed its own personality and catered more towards 
families and business crowds that were more prevalent on the capitol square. For the first two years, this 
store was run by the management team who originally developed at the first location and they purchased it 
from the Founders 2007 with Lexy Frautschy in the first MP role. At the time of purchase with growing sales 
and an increased demand for seating the store was expanded to twice it’s size and started offering beer and 
wine. The store continued to grow exponentially over the next couple of years and in 2010 it moved across 
the street to double in size again. 

● At this time in 2010, Lexy Frautschy handed over the MP role in Madison to Nick Martin (part of the original 
management team) and he opened the second employee owned store in Milwaukee WI near UWM with 
business partner Ryan Donovan and other employee owners. This location blended the original business 
model with the new model developed at State Street. This allowed the Milwaukee store to capture the 
campus and bar scene foot traffic as well as delivery and the salad sales from the start. 

● In 2012 as the Milwaukee management team grew and developed new leaders, a second employee owned 
Milwaukee location was opened downtown to capture the Marquette, MSOE and MATC campuses and work 
in tandem with the original location as a cluster similar to the Madison model. In 2014 with the Milwaukee 
management team continuing to grow and develop, the fourth employee owned location opened in Denver 
CO by some of the senior leaders allowing newer leaders in Milwaukee to step up. 

● As Ian’s Pizza continues to grow we want to ensure that each location has its own identity, which is defined 
by the people working at the store as well as the communities they are a part of.  We think there are already 
too many cookie cutter businesses in this world and we want to do better. Ian’s Pizza is currently redefining 
how a Franchise can operate focusing on controlled internal growth with a centralized support system we 
have dubbed ‘Ian’s Soul Central’. We will continue to pursue our vision for 2020. 

● It should be noted that we have also created opportunities outside of the Ian’s Pizza world and have had 
different employees create other businesses including a commissary kitchen (The Lab), graphic design 
company (With Gusto), a bakery (Batch Bakehouse), ice cream producer (Calliope), as well as other pizza 
by the slice concepts (Dimo’s, Big G’s, Slyce and Boss Lady). 

 
 
Ian’s Pizza Milwaukee Cluster Overview. 
 
Ian’s Pizza Milwaukee Cluster Mission Statement. 

● Ian’s Pizza Milwaukee provides a unique, high quality, and entertaining quick casual dining experience to 
our diverse customer base while creating dependable jobs and exciting, obtainable opportunities to our 
employees whom are environmentally and socially conscious individuals striving to better the communities 
we are a part of and live in. 

 
 
 



Ian’s Pizza Milwaukee 2018 Cluster Vision (Created 2015). 
● It is January 1st, 2018 and the Milwaukee Cluster is at full steam with two stores.  The original Milwaukee 

location on North Ave just finished its 8th full year of business and, along with the Juneau location, they are 
both celebrating the largest sales and profits either store has seen in a single year.  The Cluster currently 
has over 3.5 million in sales between the two stores and provides jobs to over 60 employees.  Each store 
has their own management team and employees in place, but we continue to hold true to all the values of 
Ian’s Pizza and have a tight bond between stores in the Cluster.  With the continued success of each store, 
more opportunities are opening up.  Planning has begun for a third store as well an Ian’s Food truck.  

● In 2015 investors affiliated with Ian’s were able to purchase the 146 E Juneau building, which secured our 
location and brand in downtown Milwaukee.   We are now trying to make the same move at our 2035 E 
North Ave location.  By owning our buildings we can better control our rent costs and do not need to worry 
about losing a lease to any competition trying to move in. 

● All Ian’s Pizza entities share a basic overall theme, but each store has the freedom to express themselves 
within the basic structure of the Ian’s brand.  Stores are themed with the area they are in focusing around 
sports, the city, local imagery and the culture of the area.  The North Ave location was able to expand and 
offer beer as well as wine..  They no longer have employees’ old toys displayed and have transformed their 
theme with some emphasis on the Milwaukee beer scene as well as local sports teams from college to 
professional.   The Juneau Ave location does not offer alcoholic beverages, but their theme focuses on the 
Milwaukee culture, as well as local college and professional teams.  All locations are known for the excellent 
food and great customer service.  We strive to always write a great final chapter and hold our company 
standards to the highest level. 

● Employees mainly work at a specific Ian’s Pizza location, but some employees split time working in other 
stores.  This helps keep the bond between stores strong and has opened up administrative positions outside 
of always working in the store.  The POS systems are the same in all stores, so in a pinch any employee 
can cover the positions they are trained in at any Milwaukee location.  Employees continue to share in the 
successes of the business.  We continue to open up ownership for higher level employees within all existing 
stores as well as opportunities for anyone looking to get involved in future investments.  All employees have 
shared the wealth from our success with competitive wages, benefits, and profit sharing.  A position at Ian’s 
Pizza is not looked at as a dead end job, but rather an opportunity.  We offer a plethora of career 
opportunities to fit almost any skill level and qualification. 

● We are always striving to serve our customers better as well as increase business.  We are currently 
negotiating a third Ian’s Pizza location, which will help us expand our current delivery zones and improve 
service.  Our food truck will be two fold.  It will serve as a catering business for large orders that put stress 
on a store and improve service for all customers.  It will also allow us to get to different areas where people 
may want Ian’s but are not able to get it, like at events or different business parks for lunch.  With the 
addition of a third store and a food truck we will be able to grow our brand even more.  By 2020 the 
Milwaukee Ian’s Pizza cluster will be the largest grossing cluster in Ian’s United.   

 
 
Ian’s Pizza Milwaukee Expansion Details. 
 
Store Financial Performance History. 

● 2010 P&L. 
○ Annual sales: $963k. 
○ Annual profit: -8% 
○ Biggest expenses. 

■ Labor: 38% 
■ Food: 35% 

● 2011 P&L. 
○ Annual sales: $1.1 million. 
○ Annual profit: 4.5% 
○ Biggest expenses. 

■ Labor: 31% 



■ Food: 32% 
● 2012 P&L.  

○ Annual sales: $1.2 million. 
○ Annual profit: 6% 
○ Biggest expenses. 

■ Labor: 33% 
■ Food: 29% 

● 2013 P&L. 
○ Annual sales: $1.3 million. 
○ Annual profit: 5% 
○ Biggest expenses. 

■ Labor: 36% 
■ Food: 29% 

● 2014 P&L. 
○ Annual sales: $1.375 million. 
○ Annual profit: 8% 
○ Biggest expenses. 

■ Labor: 34% 
■ Food: 29% 

● 2015 Q1 P&L. 
○ Q1 sales: $362k. 

■ 25% growth from Q1 of 2014. 
○ Q1 profit: 9.5%. 

■ 900% increase from Q1 of 2014. 
○ Biggest expenses. 

■ Labor: 37%. 
● Includes 4% in perks not previously included in this number. 

■ Food: 30.5% 
● 2015 Balance Sheet. 

○ See attached. 
 
Store History and Background. 

● Before Milwaukee opened on January 1st 2010 the seven original employees had written into the store 
vision that the first year the store would surpass $900k in sales and beat original projections because of the 
hard work of the veteran employees we were bringing from the Madison locations. At the end of 2010 
Milwaukee had accomplished its sales goals and did over $960k in sales. Unfortunately, the stores fixed 
expenses such as rent, insurance and property taxes were much higher than expected and the business lost 
just over $75k that left us with a -8% profit margin for the first year. Besides the higher expenses we also 
learned that matching the wages and benefits of seven employees who came from established stores into a 
new store is not feasible, especially when raising minimal amounts of working capital beyond start up 
capital. Luckily, because of our strong cash flow we were able to make it through the first two years. 

● By the end of 2011 we showed $100k in sales growth from our first year, but more importantly improved our 
profit margins by over 10% and got into the black. Because of practicing OBF amongst management we 
were able to recognize the expense and efficiency problems throughout the course of the year and made 
constant changes in operations to increase our efficiency and help deal with the increased expenses. Over 
2012 through 2014 as our company grew we continued to make adjustments to our operations to maximize 
our efficiency and take on more sales averaging an increase of $100k annually. The start of 2015 has kept 
right on track with our growth rate of the previous years and we quickly realized that we were going to be 
reaching sales capacity for our space. Luckily, the opportunity to take over the neighboring retail space and 
double our square footage presented itself. 

● We feel that over our first five years of operation in Milwaukee’s East Side we have established strong 
relationships with fellow East Side business owners, Neighborhood Associations and Business Associations. 
We have supported numerous community events and UW Milwaukee organizations. We receive multiple 



donation/sponsorship requests daily and our increased margins have allowed us to increase our budget to 
participate in these events. 

● Over the first five years of operations Ian’s Pizza Milwaukee has also been a hotbed for internal employee 
development and growth. Not only did we build a strong staff of leaders at this location, but the management 
team for our downtown Milwaukee location and our Denver location were built entirely from our staff. We 
continue to build a stronger foundation of experienced and professional leaders who help us grow 
exponentially. The expanded leadership staff also helps us take on the challenges associated with the 
management and oversight of such large increases in growth year after year as well as more complex 
operational procedures. 

● Finally, we are proud to have successfully translated the same values, business philosophy and culture that 
exist at our original Madison locations into our Milwaukee locations. Customers and the community seem to 
relate the same way to the Milwaukee stores and staff as they do at our Madison locations and many UW 
Madison Alumni/Former Madison Residents have said so directly. Ian’s Pizza Milwaukee has added it’s own 
flavor, style, and personality to the Ian’s United family as well and hopes to continue to grow and 
opportunity. 

 
 
Store Financial Projections. (2015-2020) 

● A detailed yearly financial model for 2015 through 2019 outlines the exact timing of income and expenses 
for Ian’s Pizza Milwaukee throughout the term of the proposed loan.  

○ These models capture the inherent seasonality of the business (e.g. business is slower during 
periods when most students are not on campus) income and the necessary, but attainable expense 
benchmarks required to service the debt and amortization on the proposed loan term. 

● Using these projections, Ian’s Pizza Milwaukee clearly demonstrates the ability to cover additional 
expansion expenses (such as rent), service the loan and complete the remodel while continuing to show 
positive monthly cash flow and comparable annual profit margins to recent previous years with increased 
margins while we incur the extra costs of the project. 

○ Please note that although beer/wine is factored into our income for 2016 we are only anticipating 
those sales to account roughly 2% of our total sales. 

○ Regardless of adding beer and wine, to continue being able to service the growth we are 
anticipating we will need to increase storage room, increase kitchen space/output capacity and 
increase customer seating as well throughput with a more efficient line/counter design. 

● Highlights from the projections are below. 
○ Overview. 

■ Details the projection document considerations. 
○ ROI/NVP. 

■ Details Return On Investment and Net Present Value of the project. 
○ Loan. 

■ Details the assumed loan details for our projections. 
○ 2015 P&L. 

■ Annual sales: $1.6 Million. 
■ Annual profit: 7% 
■ Biggest expenses. 

● Labor: 36% 
● Food: 31.5% 

○ 2016 P&L. 
■ Annual sales: $2 million. 
■ Annual profit: 4.5% 
■ Biggest expenses. 

● Labor: 35% 
● Food: 31.5% 

○ 2017 P&L.  
■ Annual sales: $2.3 million. 
■ Annual profit: 12% 



■ Biggest expenses. 
● Labor: 34.5% 
● Food: 31.5% 

○ 2018 P&L. 
■ Annual sales: $2.4 million. 
■ Annual profit: 13% 
■ Biggest expenses. 

● Labor: 34% 
● Food: 31.5% 

○ 2019 P&L. 
■ Annual sales: $2.5 million. 
■ Annual profit: 13.5% 
■ Biggest expenses. 

● Labor: 34% 
● Food: 31.5% 

 
Remodel Costs. 

● Equipment: $50k. 
○ Roto-Flex, hood and installation: $35k. 

■ See attached invoice for details. 
○ Walk in, tap system and installation: $15k. 

■ See attached invoice for details. 
● Construction: $300k. 

○ See attached bid for details. 
 
Additional Anticipated Future Expenses. 

● Under counter coolers and freezers: $4k. 
● Point Of Sale system update: $5k. 
● Awning and window vinyl: $2k. 
● Exterior LED sign: $4k. 
● Furniture: $1k 

 
Competition. 

● DIrect Competitors. 
○ Existing. 

■ Qdboda, Panera Bread, Burger King, Toppers, Pizza Man and Pizza Shuttle have all been 
our direct competition over the years and have not been a concern. 

○ Past. 
■ Other popular Wisconsin-based pizza restaurants (Classic Slice and Glass Nickel) and 

national chains (Subway and Bruegger's Bagels) have attempted to open on North 
Avenue, but have closed. 

○ Incoming. 
■ Rosati’s is coming to the Eastside to take over the old Replay space. This is a sit down, 

Chicago Style chain that serves alcohol as well as pizza, which is a part of the reason we 
are pushing to offer beer and wine along with pizza. 

● Our Competitive Advantage. 
○ Ian’s Pizza Milwaukee is a proven concept that has flourished and experienced major growth over 

it’s first five years of operations while others have come and gone. 
■ 25% growth in Q1 of 2015 over 2014 shows the growth has not slowed down. 

○ Ian’s Pizza Milwaukee has established itself as an ‘institution’ on Milwaukee’s East Side and 
continues to gain new customers as our brand grows in the area. 

■ Our second location downtown has broadened our reach into the MSOE, MATC and 
Marquette campuses. 



○ Ian’s Pizza Milwaukee has a strong cash flow to help cover expense as we expand and reinvest 
into the business. 

■ We also have historical performance records to better anticipate our future growth, sales 
and expenses. 

 
Key Internal Staff. 

● Managing Partner; Ryan Donovan. 
○ In 2005 he started employment at the State Street location as part of the inaugural staff. 

■ Worked his way up through the management ranks and helped transition the store 
through it’s growth periods. 

○ In 2010 he opened the Milwaukee location as the General Manager and Owner Operator. 
○ In 2015 he started his Managing Partner trial run for the Milwaukee Cluster. 

■ He is developing a new General Manager. 
● Assistant Managers. 

○ Ryan Miller. 
■ Food Manager. 

○ Andrew Johnson. 
■ PR and Marketing Manager. 

○ Anthony Covelli. 
■ Finance and Office Manager. 

○ Dan Conn. 
■ Training Manager. 

● Supervisors. 
○ Jared Bridges. 
○ Brian Cotrill. 

 
Key External Staff. 

● ISC Chief Officer of Operations; Lexy Frautschy. 
○ In 2005 he became the first Managing Partner for Ian’s Pizza and helped create the systems and 

procedures for the Ian’s Franchise. 
■ Focused on internal development of new Managing Partners and General Managers. 

○ In 2010 he opened the Milwaukee location as the Managing Partner. 
■ Passed on the MP duties in Madison to his successor, but remained as an owner. 

○ In 2012 he opened the second Milwaukee location as the Managing Partner. 
■ Continued development of internal Milwaukee staff and drove company growth. 

○ In 2015 he transitioned out of the Managing Partner role in Milwaukee and stepped into an official 
Franchise role. 

■ He continues to work with Managing Partners and General Managers for Milwaukee, 
Madison and the newly established Denver Cluster. 

■ He continues to hold ownership in all of the Ian’s Pizza Franchise locations. 
 
 
Ownership and Agreements. 

● Current equity holders. (No changes) 
○ Lexy Frautschy. (Original MP) 

■ 52% 
○ Russ and Lu Frautschy (Investors). 

■ 18% 
○ Ryan Donovan. (Current MP) 

■ 10% 
○ Nick Martin (MAD MP). 

■ 10% 
○ Elliot Flax (DEN MP). 



■ 10% 
● Operating and Franchise Agreements. 

○ There will be no changes to the current agreements. 
○ All subsequent operating agreements will apply. 

 
 
Lease information 

● See the attached Lease 2009 for details. 
○ Term. 

■ December 31st 2009 to December 31st 2014 with a five year renewal option. 
● We exercised the renewal in 2014 so our lease ends December 31st 2019.  

○ This is another reason we are basing our decision on a five year loan. 
● See the attached 2015 Amendment for expansion details. 

○ This documents the exercised option and expansion of our retail space as well as increased rent, 
property tax and CAM liabilities. 
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Tory Kress <tory.kress@gmail.com>

Ian's Pizza License Inquiry
Lexy Frautschy <lexy@ianspizza.com> Tue, Mar 31, 2015 at 2:51 PM
To: tory.kress@gmail.com

Hi Tory.

I am one of the owners of Ian's Pizza Milwaukee. I was given your contact information from Amanda Williams of 
Alderman Kovac's office. I believe you are the contact person for the Murray Hill Association. I am emailing you 
today in regards to our 2035 East North Avenue location. We recently signed a lease to take over the old 
Subway space next door to us in our building and will be expanding. We are looking to add kitchen space and 
seating as we are outgrowing our current space. Part of our expansion plans were to hopefully incorporate beer 
and wine sales into our restaurant. The number one request we get from customers is that they would like to 
enjoy a beer with one of our slices of pizza. The lack of beer/wine is one of the main advantages our competitors 
in the area have over us and I have heard there is another Chicago Style pizza place moving into the old Replay 
location that will be able to offer beer/wine. 

I have been trying to communicate with as many people/groups as possible before I submit my official application 
because I want to work with all of the local organizations and not surprise/upset anyone. Ian's Pizza feels we 
have a strong positive relationship with the community and do not want to damage that in any way. However, 
after attending the Library Club Tavern License meeting a couple of weeks ago and seeing the negative 
responses from many local residents about a new Tavern License it was clear this is a sensitive topic. Even 
though we are only seeking the beer/wine license and not a full Tavern license I am still reaching out to all of the 
groups recommended by Alderman Kovac to see if you would like a chance to discuss this further in person, via 
phone or email before I submit the official application. I am hoping to submit an official application by the end of 
April so let me know if you or your organization would like to set up a meeting before then.

Just so you have some idea of what we are trying to do I have attached a copy of our proposed floor plan for 
expansion. We have been discussing some options with our General Contractor and are leaning towards putting 
in a tap system that would allow us to offer around 8-12 options for beer, wine and cider. We are looking at doing 
local and craft brews and charging a higher price point. We want to keep our focus on the pizza sales and not 
necessarily be a place to go and grab a cheap beer. If we get the approval to move forward, we would look to 
serve the beer/wine/cider from open (11am) until midnight and NOT until bar close. We want to keep our focus 
on pizza sales and after midnight we do not want to have to deal with alcohol sales. (Most people have had 
enough by that point in the night anyway.) The Floor Plan shows how the 'tap' area will be separated from the 
rest of our serving area to make it easier for us to close down while keeping the pizza operations going. Check 
out the floor plan to see what I am talking about and let me know if you would like any further explanation.

Thanks in advance for your time and help.

Lexy Frautschy. Pizza by the Slice Pioneer. 
 Madison | Milwaukee | Denver
ianspizza.com | Like us on Facebook | Follow us on Twitter

Floor Plan Draft.pdf
214K 
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Tory Kress <tory.kress@gmail.com>

Ian's Pizza License Inquiry
Lexy Frautschy <lexy@ianspizza.com> Thu, Apr 9, 2015 at 4:36 PM
To: Tory Kress <tory.kress@gmail.com>
Cc: "Williams, Amanda" <Amanda.Williams@milwaukee.gov>, Nik Kovac <nkovac@milwaukee.gov>

Thank you for the response Tory.

We do plan on outlining the discussed limitations in the operations plan we will submit with the application. 
As of now we don't plan on doing any permanent outward facing alcohol signs as we do not really do 
outward facing signage in general, other than our awning. We do have a sidewalk chalkboard we use for 
different promotions and we had discussed promoting beer/wine on that from time to time, but most signage 
will be done on our in-store boards. As for the carry-out beverage containers, I was under the impression 
that would not be allowed with our license. Regardless, we are not planning on offering to-go beer/wine as 
an option. We are planning on using specifically marked pint glasses to serve beer/wine in that should make 
monitoring easier. If you are looking for other information regarding your questions, let me know and I will do 
my best to elaborate and address them in our operations plan.

Let me know if you have any other questions, concerns or suggestions.

Thanks again.

Lexy Frautschy. Pizza by the Slice Pioneer. 
 Madison | Milwaukee | Denver
ianspizza.com | Like us on Facebook | Follow us on Twitter

[Quoted text hidden]
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Tory Kress <tory.kress@gmail.com>

Ian's Pizza License Inquiry
Lexy Frautschy <lexy@ianspizza.com> Tue, May 12, 2015 at 12:29 PM
To: Tory Kress <tory.kress@gmail.com>
Cc: Ryan Donovan <ryan@ianspizza.com>

Hi Tory!

First, let me apologize for the delay on my communication. We had a few things come up that pushed back 
our timeline for construction and moving forward with our expansion. We are now looking to complete this 
project closer to July/August rather than May/June as we were originally hoping. We also wanted to wait 
until we had our full business plan more formulated before sending you the specific Alcohol Plan of 
Operations to make sure we covered as much information as possible. I realize you all were not as 
interested in seeing the full business plan and are more concerned with the specific Beer/Wine operations, 
but I have attached both documents for your review as beer/wine is only a small part of our full expansion 
plans.

We have already applied for our Premise Extension Permit and will be moving forward with the expansion 
regardless of the outcome of our beer/wine request. However, we are looking to submit our beer/wine 
application to the city by the end of the month so we would appreciate any and all feedback within the next 
week or two. If we can continue email communication that is great, but if you all would like to meet in person 
to discuss anything further Ryan and I would be happy to meet again. As we discussed previously, I would 
appreciate you forwarding this message to everyone we originally met with to review on behalf of their 
associations.

Thanks for the help.

Lexy Frautschy. Pizza by the Slice Pioneer. 
 Madison | Milwaukee | Denver
ianspizza.com | Like us on Facebook | Follow us on Twitter

2 attachments

MK1AlcoholPlanofOperations2015.pdf
82K 

MK1BusinessPlan2015.pdf
122K 

Page 1 of 1Gmail - Ian's Pizza License Inquiry

8/6/2015https://mail.google.com/mail/u/0/?ui=2&ik=77589c3474&view=pt&cat=MHNA/NATF&se...



Tory Kress <tory.kress@gmail.com>

Ian's Pizza License Inquiry
Lexy Frautschy <lexy@ianspizza.com> Mon, Jun 22, 2015 at 9:36 PM
To: Tory Kress <tory.kress@gmail.com>
Cc: Ryan Donovan <ryan@ianspizza.com>

Hi Tory.

It has been a while since we reached out, but we are finally back on track with our remodel project including 
adding beer and wine service to our repertoire. As I mentioned in a previous email our timeline got bumped 
back to the end of July/Beginning of August so this got pushed down the priority list a bit behind figuring 
some other construction issues out. We also wanted to wait until we had a chance to meet with the City 
License Specialist to confirm our answers to some of your questions below before we made the final 
changes to our Plan of Operations. We were finally able to make that meeting happen today, hence the 
email... 

I have attached the updated version of the Plan of Operations, but will list the specifics below in this email 
under your original questions (along with additional explanations not included in the Plan of Operations) so 
you don't necessarily have to go through that entire document again. We think we have addressed all of 
your concerns to hopefully gain your support. However, we do fear we are still going to have a disagreement 
on our proposed tap system and we may need to discuss this further in person, but will elaborate more 
below first. We are hoping our other compromises will help alleviate your tap system concerns.

Ryan and I have also completed the MENA Liquor License Support Application you attached on your last 
email. Please review the attached application and let me know your collective thoughts as well as if there is 
anything you would like us to expand on, change, etc as well as what you see the next steps are with that.

Lastly, we have not yet officially submitted our application to the city as we would like to hear your feedback 
and have your support before we do. I realize it may take some time for you all to review this information, but 
please keep us in the loop and let us know if you need any help communicating our message with the other 
associations. We are aiming to submit our application to the city by August 1st in time to get on the 
September Common Council meeting if possible.

Question responses.

• We didn't see anything about basic or specialized bartender training.  What is required for your 
proposed operation and what/when will your staff receive any training?

◦ Thanks for catching this. I have laid out the following training requirement points in the Plan of 
Operations.
◾ Serving License and Training.

◦
◦ Class B Managers License.

◾ At this time we will not have anyone apply for the Class B Manager's license as 
the Majority Partner and Registered Agent are both actively managing the 
business.

◾ If/When a new General Manager, and all new subsequent General Managers, 
is/are appointed they will obtain the Class B Manager’s License.

◦ Class D Bartenders License.
◾ All Shift Supervisors and Assistant Managers will be required to obtain the 

Class D Bartenders license as there is always at least one of these people 
working at all times.

• This license will be required before an employee officially becomes a 
shift supervisor.
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• Initially, all current Supervisors and Managers will be required to obtain 
their license before Ian’s starts serving beer and wine.

◾ All general staff will be encouraged to obtain the Class B Bartenders license as 
part of their Advanced New Hire training.

• Most employees should reach this benchmark around 90 days of 
employment after completing their Initial Hire Training.

◾ Anyone obtaining a beer and wine license will be directed to use the Online 
Wisconsin Responsible Beverage Server Training offered through 
www.learn2serve.com or similar pre-approved class.

◾ Only employees holding Class D Bartenders License will ID and serve beer 
and wine.

◦ Detailed Ian’s Pizza Beer and Wine Bottom Line Training (BLT).
◾ A thorough training guide detailing the internal processes and procedures for 

Ian’s Pizza Beer and Wine storage, service, products, dealing with unruly 
customers, rules and regulations will be a required part of the General Staff 
Initial Hire Training for ALL employees.

◾ As with all of our BLT Training Guides a written and performance test will 
accompany the training to ensure knowledge has been retained.

◦ Ian’s Pizza will reimburse all costs associated with obtaining Beer and Wine for 
employees after they receive their license and with submitted receipts of payment.

◾ If employees are required to take additional testing because of failed first 
attempts, only partial reimbursement may apply.

◾ If employees hold any license obtained before employment Ian’s Pizza will not 
reimburse until any required recertification is necessary.

• The alcohol projection at 2-3% of total sales seems very low.  What is this based on?  How does this 
compare to your other location(s) that serve alcohol?

◦ For 2016 we projected $48k total in alcohol sales (roughly $160 per days we are open for the 
year), which is roughly 3% of our total projected sales for that year. Because we aren't planning 
on doing advertising it is difficult to project how quickly alcohol sales will grow simply by word of 
mouth and repeat customers. We are projecting a conservative, but realistic, estimate on 
beer/wine sales so we don't over-promise and under-deliver to our investors. 

◦ When our State Street location served beer/wine (around 3 years total) the alcohol sales there 
never broke 2% of their gross sales. Our Denver location has only been open a year and has 
done less than 3% in alcohol sales and they are across from a baseball stadium that has 80 
days a year where 50,000 people are there for an event that is very associated with drinking 
beer.

◦ Our expected number of alcohol transactions per day on our Alcohol Plan of Operations is about 
40 pints per day average, but we don't expect that within the first year. As our pints per day 
average increases our other sales numbers will increase as well keeping the overall percentage 
of beer/wine sales lower. If for some reason beer/wine gets really popular and we sell twice or 
three times as many pints per day as we are projecting that would still come in at less than 10% 
of our overall sales leaving the majority of our business as food sales. Again though, we don't 
see that realistically happening so we left it at just below 3% on our P&L projections.

• Can you explain the wine bottle recorking option?  We were under the impression that no alcohol was 
allowed to leave premises for the class of liquor license you are applying for.

◦ I asked the city license department and the Class B Beer and Class C Wine licenses allow for 
Off-Premise sales before 9pm. We do not plan on offering Off-Premise sales (as written in the 
Plan of Ops) because of inventory reasons and because we know the neighborhood 
associations do not like that rule. Again, we are trying to compromise and work with you and 
hope you will keep this in mind in regards to our number of taps issue (more on that below).

◦ As for the re-corking, there is a one bottle limit on this for customers and we do feel it would be 
good to offer this option to prevent people from trying to over consume and finish a bottle before 
they leave. If you all feel strongly that we should not allow re-corking it is something we would 
consider not offering that service as a compromise, but again, think it may be counterproductive 
to cutting down on overconsumption. Either way, we do not plan on advertising this service and 
don't foresee it happening much if at all.

• Signage: Can you confirm that you will have zero alcohol advertising on your windows?  Advertising of 
alcohol on outside sandwich board is of concern to us. Despite their existence, code does not allow 
outdoor sandwich boards.  Therefore we would like your assurance that alcohol will not be advertised 
on sandwich boards. 
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◦ Although the licenses do not have any limitation requirements on signage, we are willing to put 
that self imposed restriction in our plan specifically to help address your concerns of us having 
the appearance as a restaurant and not a bar or tap room. Again, we are hoping this will help 
you feel more comfortable with our tap system proposal.

◦ I have deleted the sandwich board note as well and will not use that for beer/wine 
advertisement.

• Drink Specials: Do you intend to offer any drink specials, and if so, please explain?
◦ In general Ian's does not push coupons or discounts. We do have Free Slice Cards we use for 

promotional events, but have rarely offered pricing specials or coupons because we don't want 
to devalue our product. At this time we do not plan on offering any discounts or specials on 
drinks therefore have not included anything on the Plan of Operations.

• We have a significant level of concern over the number of taps; especially now realizing you also intend 
to have additional bottle and can service available.  We understand you have 4 taps in the Denver 
location; why are so many needed here?  We will be much more kindly inclined to your desire to serve 
alcohol if you decrease the total number of taps dispensing alcohol [in any form] to four.  Frankly, 
twelve taps [and your information does allow that all twelve could serve alcohol] says "bar" to us.  Four 
taps seem to be more in line with your projected role of alcohol in the overall business.

◦ We understand that some of you are of the opinion our proposed tap system will give Ian's too 
much of a bar feel, but this is the one request of yours we hope you will compromise with us on. 
We feel our self imposed restrictions of stopping beer/wine service at midnight, not allowing off 
premise consumption, not having any outward facing signage as well as keeping our internal 
signage to less than 25% beer/wine, and limited/no discount or alcohol promotions (more on all 
of this below) should be more than enough to prove we are doing everything we can to play ball 
with your requests within reason and not turn our restaurant into a bar or convenient store for 
alcohol sales. These other self imposed restrictions make sense to us in terms of preventing the 
issues the neighborhood associations are concerned with in granting another alcohol license in 
the area, but the physical service system we chose to use to store and dispense those 
beverages seem more like a personal opinion than anything. We have consulted other industry 
professionals (restaurant mangers/owners and vendors) who have restaurant management and 
beer/wine service experience who support our tap system over bottle/can approach as well as 
from our own internal experience.

◦ The reason we are looking to install a 12 tap system is because it is the most efficient way to 
maximize/utilize the space we have for our beer/wine service and storage. This is an 8' linear 
section of our serving counter that is roughly 55' total in length. The taps will be partially masked 
behind our soda machine and in the corner of our back of house area, after the register area, 
and away from the majority of our food and ordering display area. We want our Plan of 
Operations to allow for full use of the system for beer and wine to avoid having to ask 
permission later and avoid upsetting the neighborhood associations if it happens at some point, 
but we do not plan on starting that way. We will most likely start with 4 beers, 1 ciders, 2 wines 
and 2 sodas. Since this will be a slower starting and smaller sales part of our operations it will 
not make sense for us to fill all lines with beer and wine at first. However, over time and 
depending on the size of kegs we are able to source it is feasible for us to eventually go through 
enough product to use more lines for beer, cider and wine rather than sourcing additional 
bottles.

◦ Next, as Ryan mentioned when we all met, another big reason we want to use a tap system is to 
cut down on waste from individual cans and bottles. We already go through a lot of trash and 
recycling and reusable glasses will help cut down a tremendous amount of waste for us. We are 
also switching to a fountain soda machine for this reason, but unfortunately those cups will still 
be disposable. However, one cup refilled with soda is less waste than multiple cans being 
ordered by the same customer, and reducing the amount of separate beverage coolers will save 
us on energy use. In general these tap/fountain systems are much more in line with our 
environmental values. 

◦ While we did leave room to have additional bottles/cans in our Plan of Operations this will be 
minimal with our tap system. If we did have a smaller tap system we would stock much more 
bottles/cans. However, even with a 12 tap system, occasionally there may be a limited selection 
item only available in bottles and we don't want to limit ourselves. Also, in the event our tap 
system has a problem and does not work we would want to be able to supplement with 
bottles/cans. We also aren't positive that all wine options will work in our tap system so we don't 
want to eliminate our options for wine before we even start. We did consider saying we will offer 
no bottle/can beer options in our Plan of Operation, but again, we want to avoid having to 
reopen this debate in the future.
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◦ In regards to our Denver location, they installed a 4 tap system to try and save money on their 
initial startup costs, but their Managing Partner has told me that is one of his biggest regrets. 
After opening, they quickly realized they would be able to offer much more craft beer and cider 
options to pair with different pizza specials because of all the local breweries in the area. 
Unfortunately, now they are having to offer these as bottled options and are running out of 
storage space, not to mention have extra waste to fit into their small trash/recycling area. They 
also are offering wine by the can that is not the greatest quality, but not going through bottles 
fast enough to justify offering glasses from bottles. They are looking to increase to a larger 12+ 
tap system eventually, but that will be a large expense for a first year business to switch 
everything now and will mean the money they did spend on the 4 tap system will be a waste. 
So, they are going to deal with the 4 taps for another year or two and then pursue upgrading the 
system. We do not want to run into this problem in Milwaukee and prefer to spend a little more 
upfront and avoid added costs in the future as we learn and evolve our operations based on 
what works best.

◦ Lastly, we feel trying to define a restaurant or bar by the number of taps/offerings in general is a 
tough thing to do and not sure it is a fair thing for the neighborhood associations to be 
requesting. There are several bars in the area with very few taps, but focus on a large bottle 
selection, like Stack'd Burger bar who offers 13 taps and over 100 bottles. Some bars, like 
Rascals, are known for their alcoholic bottle services and shot deals and don't focus much on 
beer/wine at all and definitely not food at all. Other bars in the areas like Stubby's have 50+ taps 
and a similar amount of bottle options to go along with a great food menu and full alcohol 
selection. Some restaurants like Pizza Man offer 20+ bottles of wine alone along with 12 taps 
and more bottled beer options. The fact that Ian's is proposing such a smaller amount of options 
compared to many others in the area (bars and restaurants) and with the other restrictions 
outlined above, we feel we are more than differentiating Ian's Pizza from these other bar-like 
establishments and still remaining as a pizza place first.

Thanks again for mediating all of this for us Tory. We look forward to hearing back from you. Again, let us 
know if there is anything else we can do to help communicate our message.

Lexy Frautschy. Pizza by the Slice Pioneer. 
 Madison | Milwaukee | Denver
ianspizza.com | Like us on Facebook | Follow us on Twitter

[Quoted text hidden]
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Tory Kress <tory.kress@gmail.com>

Ian's Pizza License Inquiry
Lexy Frautschy <lexy@ianspizza.com> Tue, Jun 30, 2015 at 2:51 PM
To: Tory Kress <tory.kress@gmail.com>
Cc: Ryan Donovan <ryan@ianspizza.com>

Hi Tory.

Our average daily percentage of total sales breaks down to roughly 25% from open-5pm, 40% 5-10pm, and 
35% from 10pm-close. When we were determining our daily sales levels we figured that from open-5pm we 
would see minimal alcohol sales as most of our daytime crowd are people on a lunch break during 
work/school days, or coming in with their families during the weekends. We assume that most people do not 
have an alcoholic beverage during their break at work, and our other locations who have served alcohol 
confirmed this assumption (outside of special events and holidays during the week). 

We factored roughly 0-10 transactions before 5pm, with the higher numbers coming in on Sat/Sun. Our 
normal sales level from open to 5pm are around $1500 on average. So, $50 (10 transactions at $5 ave) on 
$1500 is 3% in alcohol sales from open-5pm. We are assuming a majority of our alcohol transactions will 
occur from 5-12am for people getting drinks during dinner and late night sales. We factored roughly 10-40 
transactions from 5-12am. Our average sales from 5-12 is $2500. So, $200 (40 transactions at $5 ave) on 
$2500 is closer to 8%. However, obviously from 12-cl we would be selling $0 in alcohol transactions, but 
another $2000 in food brining the daily percentage back down to closer to 4% overall on our highest 
anticipated transaction days (Thu-Sun). However, this will be well under 3% on our lower anticipated 
transaction days (Mon-Wed).

We do expect our number of transactions per day to grow over the years, but so will our food sales, keeping 
the overall percentage of alcohol the same over time. We are anticipating roughly 10% growth average over 
the next 5 years.

Let us know if there are any other questions.

Thanks.

Lexy Frautschy. Pizza by the Slice Pioneer. 
 Madison | Milwaukee | Denver
ianspizza.com | Like us on Facebook | Follow us on Twitter

[Quoted text hidden]
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