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HotSauce Technologies

Leading the Way in Restaurant POS

By Hope 5. Philbrick

[)4.*!-'ign|'t| in collaboration with restaurateurs, foodservice pro-
fessionals, servers, managers and cooks, HotSauce 'J'u-rhtm|u_|:[1'v.\
Restaurant M.m.tgt'nu'nl: Solutions sets the new standard for point-
of-sale (POS) systems with its [I'rml-{]uﬁl‘ling [n’t'hluﬂug_'_\ and
unprecedented service levels.

'|'m|1|I1.' HotSauce '1-:':'|1||.r:|t:-_5_:il'.\ is the ]1'Jltilllﬂ pl'm"ttlfr of POS solu
tions to restaurants, bars and nightclubs, How did a company that
launched with just one client a Japanese restaurant in Atlanta,
GA rise to the top of its industry in just four years?

“We create a platform for restaurants to run their business,”
savs Kai Hsu, Chiel Executive Ofhcer, *A POS system is i'v.l”j.'
just a glnriiu-d cash register. What makes HotSauce Technologics

Restaurant Management Solutions different is that we provide our

On the Cover: Jason Constantine, Director of Professional
Services; Wal Hsu, Chief Executive Officer; and Gary Liu, Vice
President of Sales (left to right) of HotSauce Technologies at
Atlanta's Repast restaurant.

Every HotSauce Te:hnn;_.ias' system is customized to meet a client's unigue needs.
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otSauce is the right choice for my
business needs. The product has all the

bells and whistles I need to run my

y business
at its best and, the most important thing,
exceptional customer service.

e

customers with a true management solution, a way to better manage
their business.” Hot ?'Lnlyv-ﬂ't'htu||rr_};i:'.-' L'.1[1.1hi|ilh'.li run the gamut
of POS [unctionality, from lightning-fast order entry to inventory
]I1.1Ii.1gt'lll:'lll1 credit card to payr il I'rl'm':'«.\.ill_?, basic to custom
packages to meet unique needs.

But that's not all,

“We built our name on two things: technology that truly makes
sense for our clients and outstanding service,” says Gary Lin, Viee

President of Sales,




Open architecture means that HotSauce is compatible with any hardware that runs on a Windows

platform. This allows customers to use the hardware they prefer.

A NEW STANDARD FOR SERVICE

HotSauce takes customer service to a whole new level, *We're the
i|1fh|51r_1."< first company to offer live customer support 24 hours a
day, seven days a week,” says Hsu of the Client Operations Support
Center that has been pperating for more than a year now. ~ Wit h our
clients open late, we determined that to truly service the needs of our
customers it's crucial that we're available when they need o

“IF you call at 2 a.m. which h.‘l[}'l]i‘!ll.ﬁ a lot; restaurants, bars and
||ig|11l'lu]1.!. are apen late you w ill reach a live |!I.'I"«'flli.“ says Liu,
“What we Ju'm'::lr isnota |1'1'un{i||g, not a p:!giﬁﬂ h_‘l.'.‘ill'lll..“

"We're really the first POS company to sit down and examine the
way service has been delivered within the hospitality industry,” says
Hsu. *The problem we found was that most of our competitors were
w]liug I]u'c:u;h dealers, and that after 5 or 6 o'clock these dealers
would close their ofhces and carry pagers. They'd return calls once
they determined il a situation was an emergency or not, We think
that’s ludicrous, especially since the peak hours for restaurants, bars
and nightclubs are often in the evenings. It just did not make sense to
us to try to hit our clients into ‘normal’ business hours."

By providing this level of service to resolve all hardware, software

and tra ring issues, HotSauce Technol gies demonstrates its commit-
ment to building a relationship with its customers, That relationship
is expected to endure for years, *You're buying a system that lasts,”
says Hsu. “We fecl the need to shine not just for a few weeks when
you're making a decision about which POS system to purchase, but
for years after the sale. Eit'atihg the competition when it comes to
pre sale choices is one thiug_ and we believe we do that, but where
we truly stand above the rest is in after-sale service,”

The level of commitment is clear: “In the past year we've invested

hundreds of thousands of dollars in the infrastructure for our support

centers,” savs Hsu,

There's no question that the decision to
offer 24/7 LIVE! support was the I'iglll
one: Hsua savs, “We've lound that almost 50
percent of our call volume comes in :Iuring
what is typically considered “alter hours,™
or outside the hours of 8 a.m. to 6 p.m. "It
confirms what we've .1|1.m:.'- belicved, which
is that restaurants are under-served when
thev don't have access to immediate service
at the hours when lJIt'j. need it most,”

Of course, any service is :mll'. as gmul as
the folks providing it. Beyond technology
kn:m-]u:lgu and experience, “Our um]:lr.lj-'w:i
have restaurant experience,” says Hsu., “That's
really the ‘extra’ that we look for when hll'ing
peaple.” This precedent can be traced back to
the :ml1|ur1}".\ two founders, Michael 1 a;:id
anl l;.‘l'l’:l. Liu, whose own restauram 1'1]Jrri-
enee 'llt.\|1!'|'l.'t| them to create the IL'I.'I‘!1'!rI|ngju
company to service the hr:l‘-]']il:;litlr i!i[‘ill.\i!]':\'.

In addition, the Technical Support Team behind the 24/7 LIVE!
Client Operations Support Center is required to have HotSauce
Restaurant M.mnf_{:*nu'rﬁ Solutions Certification and restaurant do
main knowledge. “When every technical emplovee starts working
for HotSauce Technologies — whether in R&D or support — he or
she has to t'rllli!!ll'[:‘ two months of ill]E}ll‘[]!l'll[dli(hl1 training, That
new employee stays at a restaurant and sees what's poing on, so later,
'n\':lll‘llli'i' h‘l[?l]‘]]'[]‘:lg restaurants or 111'.‘ii1!-_:]!i.|i; Svslems, 1|:'|1.'5|.' ItltL"'
know what a restaurant environment is really like and how HotSauce

Technologies supports it.”

Meanwhile, sales consultants “are taught that the first objective is to

1|.L'||] restauraleurs come up with the best system for the need and not just

1]
i)

try to 'sell" something

et

says Hsu, “Owr sales consultants often talk custom

ers out of purchasing leatures and add-ons that they don't need.”

A NEW STANDARD FOR TECHNOLOGY

“From the hl‘ginning, what we wanted to do with HotSauce was
build a POS system that was more user friendly than any other system
that was available at the time,” says Liu. 'I'lu.-_'. did just that.

*Ome thing we continually hear from ultimate end users — from
servers and bartenders to cooks and managers — is how intuitive and
[riendly HotSauce is,” says Hsu, "One reason we succeeded in creating
such a user lri:'m||ll.' system is that we s Inl.ll_IJIl tremendous input from

ove it. We waited a lo

ng
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‘ve had HotSauce for almost two years.

My business has increased 15 percent
in that time, and I couldn’t have done it
without the HotSauce system in place. It's
been a great help to me.

Casey Smith, President and CED, Red Neck Gourmel

entd users. That really sets us apart.”

Increased accessibility doesn’t mean decreased effectiveness,
HotSauce Technologies Restaurant Management Solutions uses
the most sophisticated technology and is designed to last for years,
Consider these three key features:

* Open Architecture means that HotSauce is compatible with any
hardware that runs on a Windows platform. The advantage is that
HotSauce can be installed into most existing hardware components
eliminating the need to purchase new equipment.

* Real Time Data Redundancy protects information with data rep-
licated every one to two seconds from the file server to a backup
server. “If the main computer ever goes down, no problem,” says
Liu, *You can pick up and run the entire system without interrup-
tion from another terminal,”

* 5QL Server Database that provides real time database changes.
This means that data entered on one terminal appears on every
terminal without hnt‘ing to restart the system, "{fh.mgi:- the price
on something, update inventory, whatever — it's up to date on all
terminals,” says Liu,

With all HotSauce Technologies products and services, the consid-
eration is always how to help clients manage operations, deliver better

service and improve the bottom line.

ACOMPETITIVE ADVANTAGE

HotSauce Technologies embraces the concept of working as a
partnership with its clients and with other providers. “The product
management side of our business frequently polls customers to keep
on top of trends and develop new specifications that address needs,”
says Hsu. As an example, "We introduced a new payroll service in
response to customer feedback, We heard it was inconvenient for
them to run two systems — one for POS and another for payroll

50 we created our own payroll service to seamlessly automate
the payroll process.” And the list of these services goes on. “The
whole idea is that we're constantly innovating and looking to pro-
vide customers with tools to run their business.

“Everything about our business is thinking from the customer
perspective and thinking of ways that we can provide better
tunction and better value,” says Hsu. Eliminating the middleman
provides such advantages,

“We're not a reseller,” says Liu. The company has no dealers.

Diespite the fact that a network of dealers rnighl hl.:lp the com-
pany grow at a more rapid rate, *We've gone against that business

model,” says Hsu, *We have only company-owned offices because
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we feel the best way to achieve the hight'sl Jevel t|ll-1]l'tl‘-' of service
and maintain the consistency of our system is to avoid working
through a third party.

The nppruach prm‘i:lf:r- a competitive price .n.(]u':mlagv.
"Elimln.‘tli.ng the middleman saves on cost, and we pass that savings
to the customer. HotSauce POS is the absolute best value dollar for
dollar that }'!:u'n.' going to find,” says Hsu, “On price plu.\ ['lU.lIil:\'

of the prmlm:t, we can beat Jll}'l:t:l[\'."

A BRIGHT FUTURE

“At the outset, our goal for the company was to become the lead-
ing prm'i:[ur af POS systems to restaurants, bars and |1igitlt'|uhﬁ' in
Atlanta,” says co-founder Liu, who helped create the product in 1998
that was taken to market in 2002, “We've accomplished that. Our next
objective is to become the worldwide leader of POS to the hospitality
industry.” Having grown from a stall of two with a single client to a
company in five offices around the world servicing thousands of the
restaurant industry’s leaders, HotSauce Technologies is on track to
succeed in doing just that. Today the company maintains its headquar
ters in Atlanta and has additional offices in Charlotte, Chicago, New
York and Taipei, Taiwan.

For more information abour HotSauce Technologies Restaurant
Wanagement Solutions, call 1-877-SHOTSAUCE (546-8728) or visit

IV, ﬁ'ﬂ']' mm‘cpn_i.mm. u

HotSauce Technologies tests all equipment through quality assurance
at least 72 hours prior to installation.
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