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MURANO’S PIZZERIA (A) 

 
Introduction 
Anita Murano leaned back in her chair on a Thursday afternoon and looked out her office window to the 
park across the street. She massaged her temples as she watched children swinging on the playground. 
She had just returned from a meeting with the investors of her restaurant, Murano’s Pizzeria. She had 
been excited before the meeting; the restaurant had had its best year in sales to date, bringing in $50,000 
more in profits than projected. The investors were equally excited at the start of the meeting, but their 
excitement quickly changed to deliberation as they began to discuss the best way to use the money 
moving forward. They needed to come up with an option for using the money that would help the 
business continue to grow. The group of ten investors and Anita met for three hours coming up with 
different ideas. By the end of the meeting, they still had not made a decision but had narrowed the 
decision down to three options. One of the options had a time constraint and therefore the decision had 
to be made quickly. It was now up to Anita not only to pick the option they would move forward with, 
but also to come up with an argument for why it was the best course of action, to convince the other 
investors before they would give the go ahead. The investors were expecting this proposal by Monday 
morning.  

 
Murano’s Pizzeria 
Murano’s Pizzeria was located in a trendy neighborhood in San Francisco. Five years ago, Anita had left 
her corporate job to follow her true passion: cooking. Her parents had emigrated from Italy to San 
Francisco, and though Anita was born in California, she had been raised on her grandmother’s 
Neapolitan cooking. From a young age, she had learned how to knead dough and make her 
grandmother’s famous marinara sauce. As an adult, she had decided to pay homage to her grandmother 
and open up a pizzeria using her grandmother’s recipes. It had been a slow start, but after five years, the 
business was doing well. Now the time had come to determine the best way to continue to grow the 
business. 
 
One of the biggest draws of the restaurant, besides the pizza, was its customer service. In opening the 
restaurant, Anita had wanted to recreate the feeling of her grandmother’s large dining room on a holiday 
evening—to create an atmosphere of familiarity, and warmth, as loved ones gathered together and 
caught up over comforting, mouth-watering food. As a result, Anita had been very particular about who 
she’d hired over the years. Her employees worked together like a family and knew the regulars’ names 
and their children’s names. She knew her customers appreciated this warm atmosphere, and it was 
important to her to maintain this.  
 
The Investment Decision 
Anita wrestled with the three options for how to further grow her business. Each option had merits, and 
she wasn’t sure where to begin. Though the investors’ primary focus was to make a profit (Exhibit 1), 
they believed Anita had the knowledge needed to make the best decision for the restaurant. The first 
option was to open up a new location of the restaurant. One of the investors was from Los Angeles and 
had suggested opening up a location on a lot in an up-and-coming neighborhood in L.A. Real estate 
costs were still low in the area, so they could purchase the lot at a reasonable price. In general, pizza 
restaurants had started to become popular in L.A., and according to the investor, there wasn’t yet a pizza 
place in this neighborhood. If Anita opened a new location, she could reach a new clientele, expand the 
restaurant’s brand, and receive greater recognition for her grandmother’s recipes. Yet for Anita, 
spreading the restaurant’s brand wasn’t as important as maintaining the strong customer service and 
friendly, intimate atmosphere of Murano’s. She knew that if she worked hard to oversee the setup of the 
new restaurant, and used the same sensibilities she used in opening up the original Murano’s, that she 
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could create a similarly communal, familial environment in the new location. Yet she worried about 
losing control over the quality of her product if her restaurant ran in a city she didn’t live in. Could she 
train and trust someone else to run the restaurant the way she did, to uphold the restaurant’s strong 
customer service component as she had? The desired location was in high demand, and they had to put a 
deposit on the property in the next week to secure it.  
 
The next option was to expand the types of food they served at the restaurant. The menu currently 
consisted solely of pizza. Anita had always been 100% focused on making her pizza the best in the area. 
However, she had recently commissioned some market research on food preferences in the area, and the 
research showed that people in the neighborhood were becoming increasingly health conscious. There 
had been a rise in salad and juice bars all throughout San Francisco. Since there wasn’t yet a place with a 
salad menu in the neighborhood, Anita thought that adding salad options to her menu would appeal to 
the health-focused clientele that currently were not frequenting her restaurant. Yet she was concerned 
that adding a salad menu might take away from the real focus of her restaurant: pizza. Additionally, 
adding a line of salads would mean adapting the layout of her kitchen, and buying new kitchen 
appliances, all before knowing if clients would come to a pizza place to eat salad. 
 
Then there was the third option. Anita was most hesitant about this final option, but it also had the 
potential to make the most money. Several restaurants in San Francisco had recently converted to 
automated service. Instead of a waiter coming to take your order, a customer would simply enter their 
request into an electronic tablet located at their table. Automation would eliminate the cost of salaries for 
employees and reduce the amount of human errors made when taking and placing orders. However, 
Anita worried that without the customer service draw of the restaurant, and the familial atmosphere that 
she had worked so hard to furnish, customers would turn away. 
 
Anita had three days to make a decision that would help her restaurant to grow, and to explain to the 
board why her option was better than the other two options. There were pros and cons to each of the 
options and she truly was not sure which one was the best.  
 
Question: Which option should Anita choose and why? 
 
Exhibit 1: Expected Profits 
 

Option Cost Expected Profits 
 

Open new location 
 

$50,000 
 

$70,000 
 

 
Add salad menu 

 

 
$50,000 

 
$60,000 

 
 

Automate service 
 

 
$50,000 

 
$90,000 

 
 


