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Prove the ticket before the lease.

Make toppings the experience.

Control heat, flow, and margin.
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START HERE

How to Use This Guide
Read the core guide first. Then use the worksheets to test the concept as a pop-up, map the customer flow,
budget the site and equipment, build an average-ticket estimate, document event or location scope, invoice
catering or pop-up work, track traffic and attach rate, and control food, heat, allergy, sanitation, occupancy,
insurance, and customer-safety risks.

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

PACKET WALL  |  Organize discovery by style or origin while keeping labels, inventory, and shelf flow easy to manage.

PIECE USE

Core guide Prove the average ticket and topping attach rate before signing a lease, then choose a location the retail
margin can support.

Operating kit Use the startup, budget, estimate, service scope, invoice, tracker, and compliance pages for each test and
location decision.
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CORE GUIDE 01

The Concept

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

A convenience-store format, not a restaurant. Customers walk a wall of instant ramen packets, pick one, cook it
themselves at a central hot water station, load it up at a toppings bar, grab a drink, and pay. The experience
functions as a hangout and study spot as much as a place to eat.

This is a retail store with a hot water station attached. That distinction drives every decision below — labor, rent,
licensing, and margin all behave like retail, not like food service.

Floor layout
Traffic must run in one loop with no backtracking: noodle wall to hot water to toppings to drinks to register. The
toppings bar sits beside the water station, not across the room — a customer carrying a full bowl of boiling soup
should not have to cross the floor.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 02

1. The Bet

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Core assumption that must be true: enough people in this market will pay $6–7 for a packet of instant ramen they
cook themselves, because they are buying the experience and the toppings, not the noodles. If customers do the
math on the packet price, the model dies.

Fastest zero-budget test: run the concept as a pop-up at a community event or rented hall. Card table, three
folding tables of packets, two commercial water urns, a topping tray, and a cash box. One Saturday tells you the
average ticket, the topping attach rate, and which of the three walls actually sells. Cost is a Saturday and
inventory that keeps if it does not sell.

Three biggest reasons it fails before a dollar is spent:

Rent eats it. This is the live problem. A retail-margin business cannot carry restaurant-district rent. The area where
the concept would perform best may also be where the rent will kill it.

The packet-price objection. A customer can make the same ramen at home. The only defense is toppings and
atmosphere, which is why the toppings bar is not a nice-to-have — it is the product.

SERVICE CONTROL  |  Inspect water, temperature, toppings, utensils, cleaning, and customer flow before opening.
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CORE GUIDE 02

1. The Bet Continued

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Seasonality against a fixed lease. A student-oriented location may be a nine-month market. Slow months have to
be survivable on a twelve-month lease.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 03

2. Who Pays

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Three distinct groups, and the wall a customer walks to tells you which one they are.

Young adults and workers living with limited kitchen access. They grew up on instant ramen and want somewhere
inexpensive to sit that is not a bar. Their words: “somewhere to hang out that doesn’t cost me fifty bucks.” Buying
decision is triggered by price and by having a place to be.

Customers seeking authentic Asian imports. They already shop specialty groceries for the real brands, not the
most familiar domestic versions. Buying decision is triggered by carrying the specific import they cannot get
elsewhere.

Teens and high schoolers. A safe, inexpensive place open on weekends can appeal to families. Their parents make
the buying decision, and the trigger is somewhere they are comfortable dropping them off.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 04

3. The Smallest Version You Can
Charge For

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

The pop-up, run three or four times before signing anything. One table per country, two urns, a topping tray, a
cooler, and a card reader. This is the version that proves the average ticket and the topping attach rate, and it
produces the numbers that make a landlord negotiate.

The second-smallest version, if the pop-up works: lease a corner inside an existing Asian market rather than a
storefront of your own. The market already has foot traffic, shelf inventory, and licensing. You bring the water
station and the toppings bar. If no market owner will rent you a corner, that answer is itself worth knowing before
you sign a lease.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 05

4. What It Actually Takes

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Check licensing, zoning, and tax rules for your own city and state before starting.

The application sorts businesses into categories. Category I covers operations that cook, cool, or reheat food
requiring time and temperature control for safety. Heating water and having customers steep a packet may or
may not land you there — that is a question for the inspector, not for guessing.

The house-made sealed drinks are the licensing risk. Making your own beverages and sealing them in cups is a
different activity from selling canned imports, and it may pull in a food processor license alongside the
establishment license, plus handwashing sink, three-compartment sink, and floor drain requirements. Those
requirements dictate which buildings you can lease, which loops straight back into the rent problem. Do not buy a
cup sealer before you have this answer in writing.

Check licensing, zoning, and tax rules for your own city and state before starting.

Equipment list. Commercial hot water dispensers or urns; bowls, lids and utensils; a refrigerated topping well; a
drinks cooler; shelving for three walls; tables and seating; POS and card reader; and a cup sealer only if the
licensing answer comes back clean. Prices are not quoted in this document because none have been sourced yet.
Costing this list against the cheapest supplier for each item is the next task.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 06

5. Pricing

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Low — $5 flat bowl, toppings extra. Highest traffic, lowest ticket, and it invites the packet-price comparison. Not
recommended.

Mid — $7 bowl including three toppings, extra toppings at $1. Recommended. It clears the packet-price objection
by bundling the thing customers value, and it makes the toppings bar the reason to come rather than an upsell.

Premium — $10–12 with fresh noodles and real chashu. This stops being the concept and becomes a ramen
restaurant, competing on a different model. Not recommended.

The bowl is not where the money is. Drinks, snacks, gimbap, and impulse buys at the register carry the margin,
and the sealed house drinks are the highest-margin item in the store. Price the bowl to fill the room and make it
back at the counter.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 07

6. First 90 Days

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Contact the appropriate food-safety regulator and get the license category and the sealed-drink answer in writing
[VERIFY].

Run the pop-up three times. Record average ticket, topping attach rate, and sales split across the three walls.

Cost the full equipment list against the cheapest supplier for each line.

Pull real commercial lease listings for the intended area, including options outside the highest-rent district, and
approach two Asian market owners about renting a corner.

Decide the location on the numbers, not the enthusiasm.

EXPERIENCE VALUE  |  Atmosphere, choice, toppings, and a safe place to gather support the price beyond the packet.
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CORE GUIDE 07

6. First 90 Days Continued

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

The one metric: average ticket per customer, not bowls sold. If the average ticket is not meaningfully above the
price of the bowl, the attach rate is broken and the store cannot pay rent no matter how busy it looks.

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE GUIDE 08

7. Honest Assessment

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

The concept is sound where the market check confirms that no nearby operator offers the same self-serve
experience. A crowded Asian food scene is not automatically direct competition when every option is sit-down or
takeout. Confirm evening and weekend demand directly.

The stronger revenue market may also be the weaker rent market. The rent gap is the whole decision.

The recommendation is to prove it at a rent you can survive, then take twelve months of receipts to a higher-cost
landlord. That reverses the order of the risk: learn the business on cheaper ground and buy expensive ground only
with proof in hand.

Three items remain unresearched and none of them should be guessed at: actual commercial rent, the license
category for the specific operation, and equipment costs from real suppliers [VERIFY].

BUSINESS LENS CONTROL

Flow Move customers from packet wall to water, toppings, drinks, and checkout without backtracking.

Ticket Track bowl price, toppings, drinks, snacks, and impulse purchases together.

Lease Accept fixed occupancy cost only after pop-up sales prove the average ticket.
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CORE REFERENCE

Customer Flow Reference

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Use the source layout as the starting operating sequence, then adapt it to the actual approved space without
forcing customers carrying boiling soup to cross traffic.

Zone Contents

Left wall Japanese ramen

Center wall Korean ramyun

Right wall Chinese noodles

Center floor Hot water dispensers, bowls, timers

Beside the water station Toppings bar — egg, pork, corn, kimchi, mushroom, scallion

Right side Drinks cooler: imports plus house-made sealed cups

Front Checkout, seating, snacks and gimbap on the impulse rack
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CORE REFERENCE

Source Pricing Reference

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

These source prices describe the concept tiers. Test the local average ticket and actual costs before committing to
a permanent location.

Tier Price Positioning

Low $5 flat bowl, toppings extra Highest traffic, lowest ticket, and it invites the packet-price comparison. Not recommended.

Mid $7 bowl including three toppings;
extra toppings at $1

Recommended. It makes the toppings bar the reason to come rather than an upsell.

Premium $10–$12 with fresh noodles and
real chashu

This stops being the concept and becomes a ramen restaurant. Not recommended.
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WORKSHEET 01

Startup Checklist

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

DONE ACTION OWNER DATE NOTES

□ Run the concept as a pop-up three or four times before signing a lease.

□ Record average ticket, topping attach rate, drink or snack attach rate, wall sales mix, traffic by
hour, and waste.

□ Map one-way customer flow from packet wall to water, toppings, drinks, checkout, and seating.

□ Check licensing, zoning, and tax rules for your own city and state before starting.

□ Confirm food-establishment, processing, packaged-drink, sink, drainage, sanitation, allergen, tax,
occupancy, and fire requirements [VERIFY].

□ Obtain general liability, property, product liability, workers, event, and business-interruption
quotes [VERIFY].

□ Price the hot-water, refrigeration, toppings, cooler, shelving, seating, POS, cleaning, and build-out
equipment from real suppliers.

□ Create supplier, receiving, storage, temperature, shelf-life, allergen, cleaning, waste, incident,
and recall records [VERIFY].

□ Test a market-within-a-market or concession arrangement before taking a standalone storefront.

□ Build pricing from actual bowl, topping, drink, snack, labor, merchant, rent, utility, waste, and tax
costs.

□ Choose the location on proven numbers, not enthusiasm.
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WORKSHEET 02

Equipment and Budget Worksheet

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

CAFE CONTROL KIT  |  Standardize heat, cold holding, timing, payment, cleaning, first aid, and daily records.

ITEM NEEDED ESTIMATE ACTUAL NOTES

Pop-up permits, venue, tables, signage, insurance, power,
water, cleanup, and test inventory [VERIFY]

Lease deposit, rent, common charges, utilities, build-out,
inspections, and professional fees [VERIFY]

Commercial hot-water dispensers or urns, filtration, drainage,
power, and backup

Refrigerated topping well, cold storage, thermometers, logs,
containers, and utensils

Drinks cooler, packaged drinks, snacks, gimbap, impulse rack,
and opening inventory

Packet-wall shelving, labels, bins, receiving, storage, shrink,
and reorder system

Bowls, lids, chopsticks, spoons, napkins, trays, timers, and
takeout supplies

Tables, seating, lighting, décor, accessibility, occupancy, and
customer flow [VERIFY]

POS, card reader, internet, phone, accounting, inventory,
cameras, and cash controls

Handwashing, three-compartment sink, floor drain, cleaning,
waste, pest, and fire controls [VERIFY]

Working capital, payroll, spoilage, repairs, slow season,
deposits, and emergency reserve

BUDGET CONTROL

TOTAL ESTIMATE: __________ TOTAL ACTUAL: __________ CASH RESERVE: __________
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WORKSHEET 03

Pricing and Estimate Template

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

CLIENT SERVICE LOCATION ESTIMATE NUMBER DATE

SERVICE OR INPUT BASIS AMOUNT

Projected bowl transactions Customers × days

Average bowl price Tested mix

Average topping revenue Attach rate × price

Average drink and snack revenue Attach rate × price

Food and packaging cost Recipe and yield

Labor and payroll burden [VERIFY] Hours × loaded rate

Rent, occupancy, and utilities Monthly allocation

Merchant, waste, insurance, and overhead Monthly allocation

Tax [VERIFY] Applicable treatment

Projected operating margin

TOTAL ESTIMATE DEPOSIT OR AUTHORIZATION VALID THROUGH
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WORKSHEET 04

Pop-Up or Location Test Plan

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

FIELD AGREED DETAIL

Venue, address, date, hours, organizer, contact, access, utilities, and
occupancy

Approved operation: packets, water, toppings, drinks, snacks, seating,
and exclusions

Customer flow, queue, hot-water zone, toppings, checkout, seating,
exits, and accessibility

Expected attendance, service capacity, packet mix, topping quantities,
drinks, and supplies

Water source, temperature, dispensing, burns, spills, floor condition,
barriers, and supervision

Cold holding, receiving, storage, temperature logs, shelf life, allergen,
labeling, and discard rules [VERIFY]

Permits, licenses, inspections, food manager, handler, event, sales-tax,
fire, and venue approvals [VERIFY]

Staff roles, schedule, training, handwashing, sanitation, restocking,
cash, closing, and emergencies

Pricing, inclusions, add-ons, refunds, comps, payment methods, cash
controls, and tax [VERIFY]

Customer count, bowls, average ticket, topping attach, drink attach,
wall mix, waste, and feedback

Insurance, certificates, indemnity, cancellation, weather, outage,
incident, and damage terms [VERIFY]

Setup, delivery, storage, security, cleanup, waste, removal, and venue
restoration

Photography, privacy, marketing, customer data, and permission
terms [VERIFY]

Go or no-go thresholds for average ticket, attach rate, traffic, labor,
waste, and margin

Owner and venue signatures
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WORKSHEET 05

Invoice Template

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

BUSINESS CLIENT INVOICE NUMBER DATE DUE

DESCRIPTION QUANTITY RATE AMOUNT

Pop-up package

Ramen bowls

Toppings package

Drinks and snacks

Staffing

Venue or travel

Equipment rental

Approved additional service

SUMMARY AMOUNT

Subtotal

Tax [VERIFY]

Credits / adjustments

Total

Balance due
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WORKSHEET 06

Job Log and Lead Tracker

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

DATE LEAD SOURCE NEED OR SCOPE QUOTE STATUS NEXT STEP

DATE VENUE / LOCATION CUSTOMERS AVG TICKET ATTACH WASTE

ONE METRIC

AVERAGE TICKET: __________ TOPPING ATTACH RATE: __________ DRINK / SNACK ATTACH: __________
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WORKSHEET 07

Ramen Cafe Compliance and Safety

01 CONCEPT 02 FLOW 03 TICKET 04 CONTROL

Check licensing, zoning, and tax rules for your own city and state before starting.

CHECK CONTROL INITIALS NOTES

□ Licensing, zoning, tax, food establishment, processing, event, occupancy, accessibility, fire, and local rules
are confirmed [VERIFY].

□ General liability, property, product liability, workers, event, vehicle, and business-interruption coverage are
confirmed [VERIFY].

□ Food manager or handler, employee health, handwashing, sanitation, cleaning, pest, waste, and inspection
controls are documented [VERIFY].

□ Receiving, storage, shelf life, cold holding, time and temperature, labeling, allergen, cross-contact, discard,
and recall controls are documented [VERIFY].

□ Hot-water equipment, temperature, steam, electrical load, refilling, barriers, supervision, burn response,
spills, and slip control are documented.

□ Customer traffic moves in one direction without carrying boiling soup across queues, seating paths, children,
or exits.

□ House-made sealed drinks, refrigerated toppings, meat, eggs, rice items, and other higher-risk products are
offered only after written approval [VERIFY].

□ Opening, hourly, closing, temperature, cleaning, incident, injury, complaint, waste, refund, and
corrective-action records are kept.

□ Service stops when water, cold holding, sanitation, allergens, staffing, power, occupancy, equipment, or
customer flow cannot be controlled safely.

STOP RULE

Do not open or continue service until the location is approved, the one-way flow is safe, hot water and cold holding are controlled,
food and allergen procedures are active, staff are trained, coverage applies, and every required inspection or permit is confirmed.
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