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Behind the success magnitude of Ruth Chris’s
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Sit-down chain restaurants are complex in managing, marketing, and maintaining a reputation, as observed analytically from the video. However, with the embrasure of aspects learned, it may be a walk in the park, and some of the practices make most firms survive in the business. With regards to years of operation and consistency, my top three selections in the industry are Pizza Hut, Starbucks, and Ruth Chris’s. Ruth Chris’s was not pioneering franchising but had and kept up with an exemplary business model. The firm's success is visible in operation exhibited with two hundred and twenty five restaurants. This paper poses how a single restaurant rose to success and massive expansion with consistency up to date. Answers are explained in their daily business applications that keep them moving, with their business characteristics upheld over decades, such as resilience, consistency, and innovation. 
Ruth and Chris is still in operation today, despite many challenges that the firm has undergone business adjustments and environmental consciousness, such as recycling, have made the business maneuver through the 21st Century. Cross-selling, or upselling, is a major sale strategy used by Ruth and Chris’s. Recognition that the strategy involves making an order regarding the first request that the customer makes, value is added to their first selection with suggestions and addition of a second item. The business strategy revolves around sale increment and is also a way of getting customers to know other products without overwhelming them. To avoid overwhelming consumers, Ruth and Chris’s apply the practice of upselling rightfully by respecting customer's first choice and offering them an opportunity for the next election if they need to.
Innovation, re-inventing, and trial of new things are how Ruth and Chris keeps up with diversity. Since customer needs are always changing, the nature of business is changing with alignment to keeping up with the industry, and there are new customers every time, businesses have a reason to stay solid in aspects such as quality and evolve around the needs and suggestions of consumers to maintain profitability. Looking at appearances, Ruth Chris has remained constant over the years, not only for customers to remain happy but also to align with customer interests. Ruth Chris has a feedback system whereby they can find suggestions to stay aligned with customers' needs and engagement between the firm and customers is personalized with more advanced interaction. A consumer being key players in the business, prioritizing their suggestions is key to maintaining them. Hence a lesson learned being diversity, with some takeaways being the development of efficient and strong procedures and processes, for consistency in boosting their consumer brand confidence, flexibility and innovation for brand improvement, and response to consumer feedback, thus deepening bonds and visualizing the future with constant suggestions. Brand positioning, consumers, and perseverance are key contributors to the success of their business model, being an example that ambitious entrepreneurs should adopt in making the best and successful ventures. 
[bookmark: _GoBack]Steak and Ale on the other hand, was a dining restaurant chain that is no longer in operation after bankruptcy in 2008. A major challenge that faced the restaurant was misreading of consumers, thus having managerial issues later. Bankruptcy is a major blow to businesses since reliance of business is often on capital and finances to run, on aspects such as paying wages, stocking or marketing. Steak and Ale had experienced a peak in the 90s, with more than a hundred restaurants globally, and had consumers as it was an affordable option when it comes to well-stocked steakhouses. Bankruptcy however mainly occurs where the business has internal problems, and is often a blow where the business cannot help the situation through funds. Steak and Ale did not have sufficient emergency funds that would aid their restoration before they completely suffered. Thereby lessons learnt from Steak and Ale includes, proper knowledge of the market as misreading consumers may lead to misinformed decisions. Financing is a key business aspect also learnt, as businesses may need external financing in difficult times in order to remain profitable and stay afloat (Finkelstein, 2017). Having proper management also allows for a business to oversee the financial position, thus a business may move towards interventions of avoiding bankruptcy and losing consumers such as rebranding the business, reducing operational costs and being conscious on consumer’s budget. Consumer-budget consciousness is a major lesson that business may learn and integrate in practice since customers are essential resources. Offering incentives, such as bonuses and discounts may be methods that businesses exhibit consciousness understanding consumers is a key way of maintaining them, and also having non-exploitive prices. A feedback system is thus a general lesson learnt from both the firms hence a firm may adjust to consumer needs for operational efficiency.
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