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Last week, we received a call from one 
of our restaurants, asking why they had 
not been paid for a particular order. 
They gave us an order number, and we 
looked it up in our system.  
 
According to our system, that order 
number was for a completely different 
restaurant. We asked the restaurant to 
fax over a copy of the order, which 
they did. 
 
The order they faxed over was NOT the 
same order as in our system. It was not 
the same restaurant or even the same 
customer. We then spent a couple of 
hours trying to find a bug in Power 
Flash that could have caused two dif-
ferent orders to have the same number. 
We couldn’t find any way that could 
have happened. 
 
We called the customer listed on the 
restaurant’s faxed order to see if they 
actually received the food. They knew 
nothing about it. 
 
Next, we printed out an order from 
Power Flash and compared it to the 
faxed restaurant copy we received. 
Looking very closely, it turned out that 
the order that had been faxed to the res-
taurant was not a Power Flash order at 
all. 
 
Someone had spent considerable time, 
probably with PhotoShop, editing an-
other Power Flash order printout.  Al-
though the faxed restaurant order 
looked real, the printout contained ele-

ments that were not aligned properly. 
The order date and the printed date did 
not match. It was a forgery. 
 
We have no idea who did this. It could 
have been an ex-driver, a customer try-
ing to get free food from the restaurant, 
or even an ex-employee (or current em-
ployee) of the restaurant. Anyone who 
had access to a copy of a Power Flash 
order could have done it. 
 
Upon further investigation, we found 
one additional forged order to the same 
restaurant. No other restaurants have 
noticed anything out of the ordinary. 
 
Right now, we don’t have any solutions 
on how to prevent this from happening 
again. Although we call and confirm 
each order, the thief obviously could 
call and impersonate us as well. We 
thought about having the restaurants 
call and confirm with us, but realized 
that it would be very hard to get the 
restaurant to do that, and would cause 
us to have a lot more work in the office 
as well. 
 
We would like to hear if anybody else 
has ever had a problem like this. No 
matter what precautions we take to pre-
vent fraud and theft, dishonest people 
are always working to find ways to 
cheat the system.  
 
By sharing our experiences, hopefully 
we can alert other services to be on the 
lookout for this type of scam, and pre-
vent them from 
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At RDS Control Systems, I want to thank everyone for making 2009 our best 
year ever. During the course of the year, we have added many new features 
to the Power Flash system, including Take Out ordering, a brand-new Web-
site Interface, enhanced Group Ordering, Heartland payment processing inte-
gration, web portal integration, restaurant Check printing abilities, and much 
more! 
 
On a company level, we have expanded our services, Ben Maxwell joined 

our staff in the spring, and has taken our technical support services to a new level. A talented 
graphic designer, Ben also has completely customized several Power Flash websites, giving 
each a unique look and feel that matches the RDS. 
 
Our RDS Forum board, open to all paid-support customers, is used to keep our users informed 
of upcoming releases, new features, bug fixes, and more. Our users can also post messages tell-
ing us of any bugs they find, requesting new features, and sharing information with other users.  
The board has several forums that are open to the general public as well. You can access the 
forums from our website, www.rdscontrol.com. 
 
2010 should be even better! We have a lot of ideas for new additions to our system that will be 
implemented over the next year. Keep reading our newsletters for more information. Speaking 
of these newsletters, we have great plans for them as well. 
 
Some of the new features to be added within the next couple of months will be easy customer-
management screens,  a unified promotion / coupon management system, more customer mar-
keting reports, and a more streamlined on-line ordering process. 
 
Restaurants will be able to log on to your website and view current orders, future orders, past 
statements, and more. They will even be able to edit their own menus.  Of course, you will have 
control over exactly what access, if any, you will allow them to have. 
 
Pharm Reps will be able to manage their own orders as well. They will be able to maintain a list 
of medical facilities that the serve, quickly schedule deliveries, and have access to usage reports 
for their own bookkeeping. 
 
The Power Flash newsletter will continue to grow over the next year. In addition to providing 
updates to our software and giving detailed explanations of a feature or two each issue, we will 
be expanding our general interest articles as well. Since the demise of Meal Delivery Digest 
over ten years ago, our industry has no trade journal. We want to make the Power Flash News-
letter into a central source of information not just for the Power Flash software, but for all mul-
tiple-restaurant delivery issues. 
 
We welcome all contributions from our readers! If you have advice, experiences (good or bad) 
that you would like to share, please email them to me at scott@rdscontrol.com, and we will 
publish them in an upcoming issue. We will also be starting a section listing resources such as 
insurance services, driver supplies, and more. 
 
I will be out of the office from December 21st to January 3rd, but Ben will be available for sup-
port during our regular hours.  However, our offices will be closed on Christmas Eve and 
Christmas Day.  
 
We wish everyone a joyful and prosperous holiday season, and are looking forward to a great 
new year.  Merry Christmas to all! 
 
Scott McMurrain 
 
 
 
 
 
 
 



PAYING YOUR RESTAURANTS

The Power Flash system carefully 
tracks your restaurant payables. The 
system can tell you exactly when any 
order was paid to the restaurant. It will 
also ensure that every order is properly 
paid, and will further ensure that no 
order can be paid twice. 
 
Each restaurant can be setup with its 
own payment schedule, from weekly to 
bi-weekly to semi-monthly to monthly. 
The pay period ending day of the week 
can also be set individually for each 
restaurant. 
 
When you run the Pay Restaurant rou-
tine (see picture at right), the system 
will list every restaurant. Click on any 
restaurant and all un-paid orders 
through the end of the last pay period 
will be loaded.  However, by clicking 
on the “Ending Date” link, you can 
manually override the standard ending 
pay period. 
 
For example, if your pay period ends 
on Sunday, and you run the routine on 
Monday,  December 7th, you will see 
all orders through Sunday, December 
6th. Even if you wait until Friday to run 
the report, you will only see orders 
through December 6th. The Power 
Flash system will also allow you, on a 
restaurant by restaurant basis, to setup a 
payment delay. If you have a restaurant 
that you pay on a weekly basis ending 
Sunday, but you actually cut the check 
10 days later, that can be programmed 
into the system as well. 
 
The system will then show every order 
to be paid. It will even show orders that 
have not been paid in previous periods. 
You can now double-click on any order 
to toggle whether or not to pay that or-
der.  Orders listed in blue are to be 
paid; orders listed in red will not be 
paid. This will allow you to withhold 
payment on a disputed order if neces-
sary. Of course, the system will re-
member that this order has not been 
paid and will list it for payment next 
time. 
 
The system will automatically calculate 
the amount owed for each order, in-
cluding commission, sales tax, delivery 
fee and tip if you pay any of those to 

the restaurant. Delivery and Takeout 
orders are calculated separately. 
 
Any charges or credits you entered for 
the restaurant during the pay period are 
also listed. As with the orders, you can 
double-click on any individual charge/
credit to flag whether or not to pay it. 

When you are ready to pay this restau-
rant, simply click the “PAY this Res-
taurant” button.  The system will then 
generate a Restaurant Settlement State-
ment and mark each order, charge, or 
credit as paid.  (Only the ones listed in 
blue, of course!) 
 
Hint: Under Company Setup, check the 
box called “Don’t auto-print Settlement 
Statements if there is room on the 
check stub for the statement”.  If this 
box is checked, whenever you generate 

statements, the system will NOT print 
the statement if there are 36 orders or 
less on the statement, since the state-
ment can be printed on the check stub 
itself! 
 
Once an order, charge, or adjustment 
has been marked as paid, the system 
will never allow it to be paid again, 
ensuring you never accidentally pay 
for an order twice! 
 
Although you can pay each restaurant 
individually, it is not necessary to do 
so.  The system can automatically gen-
erate statements for every restaurant 
with the click of a single button. Just 
click on the button “Auto Pay  Selected 
Restaurants” and the system will auto-
matically generate statements for each 
restaurant.  Don’t worry about selecting 
a restaurant that has already been paid 
or is not yet ready to be paid. The sys-
tem will take everything into account, 
and generate statements only for those 
restaurants that are ready. If a restau-
rant has already been paid, or is not 
scheduled to be paid yet,  or has no ac-
tivity for the period, it will be skipped. 
 

Working with Statements 
 
After a statement has been generated, it 
can be viewed at any time, even years 
later. Even if you have changed any 

Instead of spending an 
hour or two each week 

paying your restaurants, 
with Power Flash, you 

can generate statements 
and print restaurant 

checks in five minutes! 



PAYING YOUR RESTAURANTS 

critical restaurant information, such as 
commission rates, older statements can 
be viewed and will show exactly what 
was paid at that time. 
 
Statements can be reprinted, checks can 
be printed, and settlement data can be 
sent to QuickBooks. 
 
Inside Power Flash, go to Restaurants 
and choose “View Previous Settlement 
Statements”. This screen will allow you 
to view any previous statements. By 
default, it will show you statements 
generated within the past month. If you 
want to see statements for another pe-
riod, you can change the dates right 
there on the screen. 
 
You can highlight one or more state-
ments, and then work with the high-
lighted statements. 
 

Printing Checks 
 
Click on the button called “Print 
Checks” and the system will print your 
restaurant checks for you. Every check 
printed will have the restaurant state-
ment printed on the check stub, elimi-
nating the need for you to send separate 
statements.  However, if the restaurant 
has more than 36 orders on a single 
statement, a separate statement will be 
needed. 
 
The system will ask you for the starting 
check number, and will record the 
check number used for each statement. 
 

Sending Data to QuickBooks 
 
If you use QuickBooks for your data 
management, Power Flash will auto-
matically make your restaurant settle-
ment entries inside QuickBooks for 
you. Power Flash will create check en-
tries inside QuickBooks, or create Bills 
to be Paid instead. If you are creating 
check entries, Power Flash will create 
the entry with the check number used 
when your printed the checks above. If 
you send the data to QuickBooks with-
out printing the checks first, the check 
will be created as a check to be printed 
inside QuickBooks.  
 
Note that if you use Power Flash to 
print your restaurant checks, the settle-
ment statement itself can be printed in 
the restaurant check stub. If you use 
QuickBooks to print your checks, you 
will need to have Power Flash print 
separate settlement statements. 
 
Statements that have not yet been sent 
to QuickBooks are listed in red. Once 
the data has been sent, it will be blue.  
Power Flash will not allow you to send 
the data more than once, preventing 
you from accidentally paying a restau-
rant twice for the same order. 
 
If you accidentally generate a state-
ment, you can void it so long as the 
data has not yet been sent to Quick-
Books. When voiding a statement, all 
orders on that statement will no longer 
be parked as paid. 
 

WINDOWS 7 

MY TAKE 
 
By Scott McMurrain 
 
I have been testing Power Flash with 
the new Windows 7 for about a month 
now, it has worked fairly well. 
 
This is the first time that I have in-
stalled a new version of Windows as 
soon as it came out. Yes, I hated Vista 
that much! 
 
Overall, I like the new operating sys-
tem. I purchased a new computer with 
8gb of RAM, and the 64-bit version of 
Windows 7. It is very fast, and I have 
not had any compatibility problems at 
all. The dreaded User Account Control 
feature of Vista has been toned down, 
and the annoying warning pop-ups 
have been greatly reduced. 
 
One new feature that I really like al-
lows you to drag a window to the left 
or right side of your screen. When you 
do that, the window is Maximized, but 
only to one-half of the screen. If you 
are using a wide-screen monitor, you 
can now maximize TWO windows 
side-by-side. A really slick idea! 
 
I installed Power Flash using the cur-
rent Installation Version (4100). It in-
stalled without any errors.  
 
However, the first time you run the sys-
tem, you must right-click on the Power 
Flash icon, and choose “Run as Admin-
istrator.”  This will allow Power Flash 
to download and install the latest driv-
ers from RDS Control. Once these have 
been installed, Power Flash can be 
started normally thereafter. 
 
Other than having to run as administra-
tor the first time, I have experienced no 
problems with Power Flash and Win-
dows 7. We are planning a new instal-
lation package for next month that will 
install the drivers for you automati-
cally, without having to be run as ad-
ministrator. 



PRINTED MENU GUIDES 

Outside of paying your restaurants and 
drivers, menu guides are arguably the 
single largest expense you incur run-
ning your delivery service . 
 
Just how important and effective are 
menu guides?  Before the widespread 
availability of the Internet, menu 
guides were the sole method of getting 
menu information to your customers. 
Now, however, menu data can be ob-
tained on-line.  On-Line menu data not 
only is available instantly to all of your 
customers, but is far more up to date 
than what can be distributed with a 
menu guide. 
 
So are menu guides even necessary 
anymore? While most will agree that 
they are an effective marketing tool, 
even today, the issue really is are they 
effective enough to justify their great 
expense. 
 
Designing, printing, and distributing 
25,000 or 50,000 menu guides can cost 
between $8,000 and $20,000 depending 
on the size, print quality, and methods 
of distribution. To be effective, menu 
guides need to be printed at least twice 
a year at the minimum.  
 

Contents 
 
Your menu guide should contain a list 
of all of your restaurants and delivery 
information. If you divide your deliv-
ery area into zones or other geographic 
limitations, that should be explained. 
Your fee structures should be explained 
as well.  
 
Your menu guide should also be used 
to explains any special services you 
offer, such as catering, group ordering, 
breakfast deliveries, and more. 
 
Remember, the menu guide is your pri-
mary marketing tool, and is usually the 
most important method to get custom-
ers to order from you. 
 

The Menus Themselves 
 
In the past, before the Internet, it was 
necessary to print the complete menu 

for each of your restaurants, as this 
was the only way that your customers 
would know what they could order. 
 
Nowadays, the menu guide should 
primarily be used to showcase your 
best restaurant, highlighting the menu 
items that will most likely persuade 
the customer to order from the restau-
rant. Throughout your guide, you 
should continually remind customers 
that orders can be placed on-line, and 
that full, updated menus are always 
available there. 
 
Our current menu guides do not list 
the entire menu for every restaurant. 
We simply highlight the most popular 
items from our busiest restaurants to 
give our customer a sample of what 
they can order. Every page also tells 
the customer that full menus are 
available on-line at our website. 
 

Designing and Printing 
 
There are generally three different 
methods that can be employed to print 
your menu guides. 
 
Your local quick-copy shop can print 
small quantities of guides, but they are 
expensive. They utilize digital printers 
to print using toner. This newsletter 
was printed using such a process. The 
quality is good, but much too pricey to 
be cost effective for large quantities. It 
costs us roughly $1.00 to print each of 
these newsletters. 
 
Offset presses can be utilized for larger 
quantities. An offset press uses large 
sheet-fee paper and is generally the 
highest quality of the three methods.  
The downside to an offset press is that 
it is more expensive than a web press 
for large quantities. The last time we 
printed a menu guide using an offset 
press, we spent $1,750 for 5,000 cop-
ies, or 35 cents each. 
 
A web press uses large rolls of paper 
and can print large quantities very 
quickly. Print quality can range from 
low-quality newsprint to high-quality 
magazine print, but arguably not quite 
as high as an offset press. However, its 
cost-effectiveness makes it the pre-
ferred method for printing large quanti-
ties. We recently printed another menu 
guide the same size as before. This 
time, we used a web press and paid 
$3,000 for 25,000 copies, or 12 cents 
each, about a third of the cost per piece 
of our previous guide. 
 
There are a lot of parameters that come 
into play when design how to print 
your guide. Some people prefer a di-
gest-sized guide (5.5x8.5). Some prefer 

Be sure to check for typos! 



a full-size 8.5x11 guide. Still, others 
choose non-standard sizes somewhere 
between. 
 
Paper and print quality can also greatly 
effect the price you pay. Many services 
simply utilize black and white news-
print, just like a newspaper. This 
method is the cheapest, but it shows.  
By introducing color, and higher qual-
ity paper, your guide will attract more 
attention and obtain a longer shelf life. 
 
For large print jobs, quality printers can 
be hard to find. Don’t assume that you 
must choose a printer located in your 
own city. Many RDS’s have employed 
printers as far away as Canada, and 
have gotten high-quality guides at bet-
ter prices than they could get locally. 
Be sure to add the cost of shipping the 
guides to your office if using a remote 
printer.  
 
Many times, you printer is also a mail-
ing house, and can mail your menu 
guides directly to your customers. In 
this case, it is not necessary to have all 
of the guides shipped to your office. 
Also, be aware that 30,000 menu 
guides will take up considerable space 
in your office. 
 
It is important to get quotes and decide 
on the method you are going to use to 
print your guide prior to starting the 
design process. Each method, (and to 
some extent, each printer) can have dif-
ferent requirements for your guide. 
Knowing in advance the exact require-
ments for your design can save you a 
lot of time, effort, and cost for your 
graphic design. 
 
 

Paying for your Menu Guide 
 
We have found that most services sim-
ply pay the entire cost of their menu 
guide themselves.  
 
Some services will sell the covers to 
their restaurants, and some will charge 
a small weekly marketing fee to their 
restaurants if they want to be in the 
guide. 

I believe that it is possible, with a lot of 
time and effort, to greatly eliminate the 
most, if not all, of the costs to you. 
There are services who actually make 
money each year on their guides. They 
not only charge their restaurants a mar-
keting fee, but sell general advertising 
space as well.  While it is not easy to 
sell advertising, it can be done. Re-
member, your menu guide will have a 
much longer shelf life that most publi-
cations, This will work in your favor 
when selling advertising space. 

If you also sell soft drinks, check with 
your distributor. Both Coca Cola and 
Pepsi have been known to buy adver-
tisements in menu guides.  
 
Distributing Your Menu Guide 

 
Now you have designed and printed 
your guide.  What do you do with it?  
How do you distribute it? 
 
There are several methods to distribute 
your guide, and you should utilize a 
combination of distribution channels. 
 
First, make sure that your restaurants 
will display your guide. While some 
restaurants may balk at displaying any 
material that lists other restaurants in 
them, most restaurants will see the 
value. They realize that while other res-
taurants are listed, that only means that 
their restaurant is listed in guides avail-
able at those other restaurants.   
 
It is not enough to simple place the 
guides in the restaurants and forget 
about them. You (or your driver) need 
to physically check each restaurant 
every few days to make sure that still 
have guides and that they still are on 
display. Too many times restaurants 

will put out the initial guides, but they 
will run out or simply disappear after 
only a few days. Most restaurants will 
not take the time to call you and ask 
you for more. They will simply take the 
stand down and put it away. 
 
Second, mail each of your customers a 
new menu guide. These are people who 
have ordered from you in the past,  and 
are familiar with your service. A nice 
reminder in the form of a menu guide 
will have the highest and most effective 
result with your existing customer base. 
Your own customers tend to keep your 
menu guides around longer and actu-
ally use them. 
 
Direct mailing can also be effective. 
However, direct-mail marketing can be 
expensive, so be sure to target 
neighborhoods that meet your desired 
demographic market 
 
Your menu guide is your most-
effective marketing piece, so be sure to 
use in in all of your in-person presenta-
tions as well. Physically distributing it 
throughout your business community 
can rapidly result in increased sales. 
 
The ways that you can design, finance, 
and distribute your guide are limited 
only by your imagination. I believe that 
the menu guide still remains the most 
effective marketing tool an RDS can 
employ. 
 
 

There are services 
who actually 
make money 

each year  
on their guides. 

Offering specials can increase sales! 



TIME SLOT MANAGEMENT 
Making deliveries at lunch can be a 
chaotic process! Everyone wants their 
orders at the same, time, and you have 
little room for error. Unlike evening 
orders, which start in late afternoon, 
and run throughout the night, most 
lunch orders must be delivered within a 
very short window. 
 
Some services have found it useful to 
limit the number of orders they take 
during the lunch rush. They allow a 
certain number of orders for 11:30, an-
other set of orders at 11:45, another set 
at noon, and so on. This allows them to 
properly schedule drivers and ensure 
that each order will be delivered on 
time. 
 
Power Flash allows you to setup such a 
structured delivery schedule. For every 
fifteen minute period throughout the 
day, you can set a maximum number of 
deliveries that can be scheduled.  
 
A separate delivery schedule can be 
implemented for each region that you 
deliver. A different schedule can also 
be setup for each day of the week. You 
can even setup schedules for special 
days, such as holidays or other occa-
sions. 
 
Whenever a customer wishes to place a 
delivery order, whether by calling your 
call center or ordering on-line, Power 
Flash will check to make sure that there 
is an available time-slot for that period. 
If there is not, it will let the customer 
know the first available time-slot.  

For example, if you were to set a limit 
of 10 orders for each 15 minute period, 
the 11th person who tried to place an 
order for 11:30 would be informed that 
the earliest delivery would be 11:45, 
assuming that less than 10 people have 
ordered for 11:45. If ten people have 
order for 11:45, the system would 
move to noon, and then 12:15, and so 
on. 
 
Note that you must setup at least 1 or-
der for each time slot, or else the sys-
tem will not allow any orders for that 
time slot.  
 
If you do not want to utilize this fea-
ture, just enter 999 for each slot. You 
can quickly set all values to 999 by 
clicking the “set to 999” button. Be 
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sure to check the “All Regions” or “All 
Days” boxes first to ensure that you are 
setting boxes for more than just one 
day.  
 
The Time Slot management system 
only limits orders during specific peri-
ods. It does now allow orders outside 
your regular delivery hours or outside 
the restaurants’ hours.  In other words, 
the Time Slot Management system 
works with your other Power Flash set-
tings to ensure that all orders are taken 
within proper times and with adequate 
time for delivery. 
 
You can setup the Time Slot Manage-
ment system by clicking on the Man-
agement menu and then choosing Set 
Time Slots. 


