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All reuse systems require some behaviour change, both from the customer and from your team. How you communicate to
customers about their option to Reuse is often a bigger part of the success of establishing a system than you think..

Adding Reuse options to your POS systems enables your operations to run more smoothly - in the same way you need
to know what someone has ordered, you need your people to know how the order should be served. The good news is
you’re probably already doing it! (e.g. selecting dine-in or takeaway).

We believe a few small tweaks will make...

“Would you like that in reusable?”

the new

“Would you like fries with that?”

You can even think of it as an upsell - because it really is (for you and the planet).

Smooth Workflow - Communicating a sustainable option
The best part is that will become part of your new standard workflow - and be a

. . simple option integrated into your conversations
with a few simple

adjustments to your Loyalty & Positivity - Customers will be reminded they have
a choice each time, that you not only accept but encourage
POS, you will achieve reusables and will love you for it

the fO”OWIng great Data - Changes to your point of sale will allow you to collect
benefits: Flata, and gene.rate the reports yf)u need to understand your
impact and savings. Knowledge is power.

A suggested POS order sequence for modifiers
(and include Reuse options)

The short guide

below will help Details on some of the useful data you will collect

you with:

Information on other tools and resources to help your
business implement Reuse



https://huskee.co/swap/
https://www.replated.co/for-food-vendors?utm_source=huskee&utm_medium=pdf&utm_campaign=food_vendors&utm_id=HC

POS ORDER SEQUENCE FOR REUSE

RePlated and Huskee have extensive experience working with cafes and preordering systems. Based on this,
we are suggesting simple changes to your POS flow to a specific order, which will assist in communicating
Reuse naturally when taking a customer’s order.

Huskee.

Below is an example of an ideal Hot Drinks order sequence and common Modifier
examples to help you visualise each level of an order:

r r -
TYPE OF DRINK TYPE OF CUP MILK TYPE SUGAR/ADDITIONS

To incentivise reuse;
or
Small 8oz can be incorporated into the Full Cream

modifiers at this level

Cappuccino Regular 120z Caramel

Espresso Large 160z HuskeeSwap Oat Hazelnut
(-$0.25)
Hot Chocolate BYO CuUP Almond Vanilla
(-$0.25)
Disposable/single-use
(+$0.25)

Key Takeaway: By placing a Type of Cup option at the third order level, every order becomes an opportunity
(and reminder) to allow customers choice to make a shift away from single-use as their default.

REPLATED

Here are examples of how you would set up an order sequence and common modifiers for reusable containers.

Add the option to ‘serve on a reusable (BYO)’ for all menu items

Include the option to ‘serve on rePlated’ in your order sequence

Add the rePlated Mealbox as a line item in your system if you have a store,
and are planning to retail the Mealbox.

Consider adding a disposables surcharge modifier for not using a reusable
(recommended over a reusables discount)




THE IMPORTANCE OF DATA - IT TELLS YOUR STORY

By including these modifiers in your POS, you will enable your business to generate reports that tell you:

« Increases and percentages of overall reusables use (Huskee, BYO cups, or any other reusable)
« Amount your venue saved in disposable packaging costs
- Discounts given for reusable-use or surcharges raised (if you have an applicable single-use tax)

- Impact - Each reuse swap equates to amazing environmental outcomes, which are great to communicate.

The key data points that will give you the best information are:

1. Total takeaway meals or coffee served (including dine-in for percentages)
2. Meals or coffees served using reuse (rePlated, Huskee, or BYO modifiers)
3. Discounts and charges modifiers (to look at savings and impact)

OTHER CONSIDERATIONS TO ENCOURAGE
REUSE BEHAVIOUR CHANGE

Discounting vs Charging

If you really want to take reuse to the next level you might want to consider rethinking how you price your
takeaway packaging. At the moment you probably don’t charge a customer for choosing single-use. To truly
ignite this behaviour change, asking for a few $$ more might seem crazy at first, but over time it will help
implant the value inherent in reuse - it doesn’t take long with regulars using reuse for you to see a profit
from their reuse investment.

We recommend adding a cost for single-use packaging, but really it’s up to you. This interesting study
Cups sold Separately showed that discounts don’t incentivise reuse uptake very well...and just cut into
your margins.

Communication - BYO Accepted Here

The first stage of reuse is ‘Acceptance’ of BYO - where a customer understands they can bring their own
reusable. This confidence was lost during COVID and is slowly being reintroduced. It is great if you’re already
accepting and seeing reuse behaviours.

At scale, BYO can become unwieldy with inconsistent container sizes and poor washing making portioning and
service hard, particularly when busy. This is why ‘SWAP & WASH’ reuse systems like Huskee and rePlated are
great for business, and why you should highlight these options in your POS as separate from BYO.

But Accepted is awesome in general and the path to reuse greatness. Implementing a Swap system
encourages BYO - and we support all single-use reductions, whatever the choice!

WHERE TO FIND FURTHER INFORMATION

Huskee Help Desk & HuskeeSwap Resource folder, where you will find other
great resources like pre-ordering system guides with other great collaborators

Learn more about rePlated here.



https://www.zerowastescotland.org.uk/sites/default/files/Cups%20Sold%20Separately%20-%20final2.pdf
https://help.huskee.co/
https://drive.google.com/drive/folders/10iHAek-KiNhf2hNw0Lz0M5Qe8x0-xicN
https://www.replated.co/reusable-takeaway-containers-for-work

