Glen W. Bell, Jr.: the man who put the “bell” in tacos.
· Basic data, such as birthday, place of birth, family composition, early influential people, economic circumstance, etc.;

What do an old catholic mission, a Chihuahua, and a “bong” sound-effect have in common?...an 86-year old entrepreneur who “changed the eating habits of an entire nation,” and perhaps the world.

George W. Bell, Jr. was born in the Los Angeles suburb of Lynwood California on September 3, 1923, the son of an erratically employed carpenter and a clever mother.  Although the Great Depression would not hit until 6-years later, the family often struggled, and essentially lived at a subsistence level, growing their own food and raising small livestock such as chickens.
· Early signs of an entrepreneurial bent, including successful and unsuccessful ventures or activities in youth or early adulthood;

What might have been an unbearable situation for some was, however, for young George an opportunity to hone his salesmanship abilities, and to learn the value of a dollar.  At times selling eggs or produce, and at others his aunt’s homemade pies, George developed the guiding principles that led him to eventual success.  The $3,000 he earned from selling the pies didn’t hurt: a fair sum in those days.

· Turning points, crises, or moment(s) of enlightenment (the ah-hah);

The important principle George learned from selling pies and produce was “build a business one customer at a time,” which he put to use when he opened his first restaurant, Bell’s Hamburgers and Hot Dogs, located in San Bernardino.

· Successes and challenges encountered during the start-up and early days of their project(s);

George recognized the trend toward fast foods that was fueled by returning WWII veterans who married, started families, bought cars, and moved to the suburbs.  Their new lifestyle was well-suited to the drive-up window phenomenon, so George was successful from the first day.  At this point, his second principle applied: “find the right product, and then find a way to mass-produce it.”
Of course, he was not the only business owner to notice the trend, as competition from A&W, Bob’s Big Boy, and McDonald’s already existed.

Founded in Lodi in 1919 by Roy Allen (Wright joined in 1922), his stand in Sacramento is believed to be America’s first “drive-in.”
Dick and Mac MacDonald opened their shop in 1940 as a BBQ in San Bernardino.  They formally changed in 1948 to drive-in burgers @15-cents.
Started in 1936 by Bob Wian in Glendale, California, the company eventually was purchased by Yum Brands, the same conglomerate that now owns Taco Bell.
· Description of eventual success, and how it was achieved.

His third principle, however, is what distinguished him as an entrepreneur: “an innovative product will set you apart.” 

While the three aforementioned chains concentrated on burgers, George “looked for another simple staple of the masses.”  He decided on tacos, which he began selling for 19-cents at his San Bernardino Bell’s Hamburgers and Hot Dogs store.  The menu expanded over the years, and Bell sold-out to PepsiCo in 1978, for $125-million; eventually, Taco Bell was purchased by Yum Brands.
Part of his success as a businessman was embodied in his Rule 40: “find people who know things you don’t.”  “I’m an entrepreneur, not an administrator,” Bell was fond of saying.  “I knew when to let go.”

Bell died at his home in Rancho Sante Fe last month.
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