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The Rosewood Cafe - A Decision Matrix Case Study

The Rosewood Cafe
Jan and Pat have their business plan finished and their
financing in place. They are excited: After years of dreaming
of being independent, Jan and Pat are ready to start their
own business: The Rosewood Cafe.
Jan is a baker and cook and plans to produce a variety of
pastries, sandwiches, and soups for the cafe customers. She
prefers being organized and working hard to accomplish
daily baking and food preparation in an organized manner.
Pat is a relationship oriented person and is looking forward
to serving customers their coffee and food at the counter,
managing the cash register and taking care of the seating
area.
The two business partners have a challenge: They need a location for their cafe. After 2
months of looking, they are sitting the kitchen table in Pat's home looking at the following
three places:
Location #1:
A small unit in a "strip mall", this location has good
walk-by traffic. Mostly senior citizens visit the area
during the day and they generally order only an
inexpensive drink and possibly a snack rather than a
more expensive drink and sandwich, for example.
Previously a small restaurant, this location is
inexpensive to renovate because it has all the
restaurant equipment built in and the layout is similar to
that of a cafe. Washrooms are moderate in size, timeless in design, and easy to maintain.
The strip mall has a small amount of parking because the area is a mix of commercial and
residential buildings, where land is quite expensive. This small unit is about in the middle of
the price range Jan and Pat are looking for. Jan likes the space because it has lots of baking
and cooking space. Pat, after seeing the space twice, does not have a strong positive feeling
about it because the seating area for customers is not very big. Finally, both Jan and Pat
have to travel 20 minutes from their homes to get to the strip mall location.
Location #2:
A medium sized location near a university, this unit is very expensive to rent, but has a lot of
university student and staff walk-by traffic. These customer groups tend to order expensive
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drinks such as lattes and may enjoy a soup, sandwich and a
pastry as part of their order. Parking is abundant for this location
as it is in a newer commercial area fashioned after an Italian plaza
(very large courtyard surrounded by businesses with 2 or 3-story
condominiums above). Washrooms are spacious, newer, ceramic
tiled, and attractive. The unit is simply open space (no equipment,
fixtures, or other cafe/restaurant arrangements inside), so making
it into a cafe would require some significant renovations. On the
other hand, the open nature of the space makes it ideal for Jan
and Pat to create the perfect mix of food preparation, counter, and
patron seating space. Pat likes the unit a lot as she can clearly
vision how customers would enjoy being there and the vibrant
energy it could have. She really gets excited about the space and
her intuition says "YES!" Jan, however, is a bit worried about the
cost of doing the renovations. Pat and Jan live near this location,
which is only a 10 minute drive from their homes.
Location #3:
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The Challenge:
Help Jan and Pat make their decision on which location to take:
1. List all the variables they are dealing with in a column on the left hand side of a large sheet
of paper. Example of a variable: “Near their homes?”
2. Across the top row of the sheet, list the 3 locations.
3. On a scale of 1 (poor) to 3 (good), rank how good each variable is for each location.
4. Create a weighing value for each feature, from 1 (low importance) to 5 (high importance)
and put them beside the scale numbers you created in 3.
5. Multiply the scale number (3.) by the weighting number (4.) for each variable and location
option.
6. Add the columns of results to see which option is the "best".
7. How do Jan and Pat's personal mix of Success Orientations play a role in their decision
making as to location? (http://successorientations.com/successorientations.php)
8. What explicit biases may be built into your weighting number decisions?
9. What explicit assumptions and choices did you make in your weightings that skewed your
results? What is the impact of these in terms of how managers make decisions?
Advanced Questions:
10. There are less than 10 variables noted in the descriptions of the locations given by Jan
and Pat. Limiting the variables to 10 was intentional. What are another 10 variables that could
logically be considered for any type of coffee shop or cafe location? Brainstorm this total list of
20 considerations.
What happens when the list gets to 20 and Jan and Pat would try to add weightings to all 20?
11. Cut the list of 20 considerations down to the most important 5 variables. Do a weighted
decision matrix for only these 5 variables, making up your own ranking of "goodness" of a
variable and importance judgment. What happens to your conclusion in comparison to what
you found in question 6, above? Why are they the same/different?
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12. A story from a student who did this exercise:
"We did this kind of decision matrix when hiring a new employee. When the grid of
variables was completed and all the candidates listed and ranked, we found one to be
clearly the numerical winner. However, we didn't hire her. She had the highest score by
far, but we all agreed that she wasn't the right candidate as none of us thought that she
would get along well in the workplace. So we hired someone else."
What happened here? Did the decision matrix method fail? Why or why not? What happened
in this scenario that highlights the intrinsic value of the method? Are Success Orientations
part of this situation?

Note: The name "The Rosewood Cafe" is used in this case as a generic name and all the characters, locations,
and descriptions are fictional. The name is not meant to describe any of the excellent Rosewood Cafes that
actually exist around the world.
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