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Peter de Castro On Increasing Profitability in 
The Restaurant Business 

How did you get into this business? 
I fell in love with the restaurant business at thirteen.  To me, the energy 
of a high functioning, fast-paced restaurant felt just like the buzz of 
sports. I followed my passion through school and college until 1987, 
when I took the plunge and built my own restaurant. I’ve never looked 
back since. 

What are your biggest challenges?
Labor management is definitely an issue.  A unique feature of the 
workforce in the restaurant industry is that it serves as a stepping 
stone for people.  Students, actors, musicians will work part-time at a 

restaurant for a short while and then move on.  However, the regulatory bodies 
treat it as a career industry, increasing minimum wages and adding pressure on 
restaurants with taxation, mandatory sick days and other burdens. With rapid 
turnover employees, there is more wage pressure on restaurants.  This has a 
direct impact on profitability.  Simple can help find new savings in managing the 
front and back of the restaurant business and make a very big positive impact.  

What are your top priorities? 
Along with managing labor, a top priority is managing food prices – the challenge 
is keeping menu prices stable even when food prices fluctuate.  Most of the 
food we purchase needs to be fresh and has a short shelf life. Anything from the 
weather to sudden demand in the market such as the Chinese buying beef can 
have an impact. In instances like this, the impact on profitability is real and has to 
be absorbed into the business.  This is where Simple comes into the picture – with 
Simple, the restaurant manager can compare prices, find new vendors and select 
more profitable alternatives in real time.   

How is Simple going to make your life easier?  
Simple is the only solution that addresses the two biggest challenges we face. 
Instead of taking half a day to place orders, they can simply place orders in 
minutes. This frees up staff to focus on the customer experience rather than 
logistics.  In addition, a centralized and automated ordering system also reduces 
the chance of errors. Since the product matches the order when it arrives, there is 
no need to follow up on invoices and disputes, saving expensive accountant time.  

Simple is a great tool in so many ways.  With transparency on average prices and 
popularity of products, purveyors can be better prepared for negotiating a better 
deal. On the other hand, vendors can see volume across clients and potential 
clients – demand that they did not even know existed. Simple helps find new 
connections from both sides and delivers innovative and tangible benefits to all 
parties. 

A true journeyman, Peter de Castro served successful national chains following his time at the University of 

Kentucky, where he studied business administration and marketing. At T.G.I. Fridays he served as corporate 
trainer and later incorporated management direction for new restaurant openings. At Bennigan’s Restaurant 

Corporation, he received his first GM assignment at 25. For most of his life Peter has had a connection to 
the restaurant industry rooted in front line service delivery. He now parlays his passion and experience into 

success at Tavern at the Park. Tavern at the Park received Chicago Concierge’s Favorite Award and Trip 
Advisors Certificate of Excellence, 2016. It is rated a top 10 restaurant by Crain’s Chicago Business. 

“With a centralized 
ordering system and 
access to insights on 

purchasing, restaurant 
managers can keep 

track of costs, find 
the best options that 

meet their needs and 
manage purchasing.  

24x7.”

Peter de Castro
Owner & purveyor of 

Tavern at the Park, a high-
end, pub/restaurant in 

Chicagoserving American 

comfort food and cocktails  


