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Interview with an Entrepreneur
Today I interviewed Bob Riley on the start of his multimillionaire business and how he keeps it going. We spoke of the merits and the demerits of running a business. Bob taught me many things concerning business in this interview and how one should immediately recognize an opportunity once it comes their way, for it may never come back. 
After seeing a, "We are Selling" sign at what used to be a family restaurant is what brought about a business concept for Bob Riley. In 1989, Bob was a business student at Southern West University and worked as an auditor for Mac and Cheese. After passing the building for sale, he met up with his friends Martin Cooper and Shelton Crane, inquiring if they would be interested in starting a fast food joint just across from the university (van der Zwan et al.,2016). After an agreement on doing so, Bob met with the property owner Mr. Cosby the very next morning. The owner agreed to rent the building to Bob for $300 monthly and allowed him to keep the seating and kitchen utensils present in the building. In that era, fast food joints were popular, and with that, the business partners decided to maintain the same plan and named their restaurant after the abbreviations of their names BMS fast foods. 
All the three partners contributed $700 each for cleaning up, food purchases, and the whole place remodeling. They then applied for the needed fees and licenses and sought an accountant to help them with their finances. Also, the partners were able to lease soda and vending machines at reasonable prices. BMS fast foods focused a lot on burgers, fried chicken, sandwiches, cheese, and onion rings. The business premiered in July of 1989, just a month after signing the lease. 
According to Bob, the biggest disadvantage they faced was in marketing BMS fast foods. This is so because the three partners had no idea of the food market. To get and maintain customers, they would open on the weekend, that is, Friday through to Sundays until 6 am. They would put fliers on posts and give out their menus to people walking in the streets. Three weeks after the grand opening, they started making a good profit of $20 a day (Jones & 2016). 
On working with business partners, Bob declared that he bought out his partners after three years of the partnership (McCracken et al.,2017). After asking him what he would have done differently if he knew what he knows now then, Bob said that he would have come up with a chain of Bob's Big Cheese as it’s known now. "I would have well-organized the menu and put a lot of focus on the popular sellers on a continuous baseline while remaining relevant and maintain the whole process. This would have created a greater path in building up a feasible brand that would keep growing in authentic locations."
As a piece of advice that one should always carry around if they want to maintain their business that Bob gave is that One should stay true to their mission/vision, employ and train the best people possible, and also treat them well, for they are the backbone of the business. This would ensure the success of any business one wants to venture into. I also learned a big lesson about a partnership in business that it is okay to part ways after the business has grown, and each can grow on their own. Additionally, you can also buy out your business partners should you feel the need to. 
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