
6 systems  
to use to  
avoid failure 5

Another  
Broken Egg 
cracks open  
new design 8

Tips for  
avoiding 
negligent  
hiring lawsuits 11

NSF Int’l 
relocates 
seafood 
program 14

Entrées
Advertisers Directory.............2
Appell Pie...............................2
Calendar Events................... 10
Classified Ads....................... 14
What’s Going On.....................3

Appetizers 17 things a restaurant 
manager should never do
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Put Your 
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on Top!
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561-620-8888
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In This Space 
Every Month!

Restaurant managers have a lot of 
responsibility…and of course, this can 
be a good thing or a bad thing! If you’d 
like to avoid making some of the biggest 
management mistakes, read on to find 
out what you should never do.

1. Mistreat employees 
If you’re unfair or unkind, it will come 

back to haunt you in the form of em-
ployees who don’t feel any loyalty to-
wards their job. A restaurant can’t be  
successful without dedicated employees.

2. �Don’t give customers any  
opportunity for feedback. 
Whether it involves checking in with 

them at their tables or leaving comment 
cards, give your customers the opportu-
nity to let you know about any prob-
lems. If you don’t, you have no way of 
knowing what mistakes you’re making.

3. Ignore customer complaints. 
If a customer takes the time to com-

plain, it’s important to take them seri-
ously and do everything you can to 
make it better, whether that involves 
apologizing, comping the meal, or giv-
ing out coupons for future meals.

4. Tell customers they’re wrong. 
Even if you know a customer’s com-

plaint is ridiculous, there’s still no excuse 
for telling them they’re wrong. It’s 

See WFC page 10

New Orleans, LA -  After two days 
of intense cooking challenges, Nick 
Rickman (Executive Chef and owner 
of The Salt Block Restaurant in 
Marianna, Florida) made it to the fi-
nal round at the World Food 
Championships’ (WFC) Final Table 
Challenge in New Orleans.

Food fans can see if Nick takes 
home the $100,000 grand prize at the 
Creole-themed competition in a spe-
cial one-hour television program on 
CNBC this August.

To earn his spot to compete for 
the World Food Champion title and 

cash prize, Nick was crowned World 
Chef Champion at WFC’s Main Event 
last November. He then took on nine 
other category champions in a pri-
vate event held on May 18-19 at the 
New Orleans Culinary and Hospitality 
Institute, known locally as NOCHI.

The Creole-inspired competition 
kicked off with a special Eggs Benedict 
Challenge featuring NestFresh Eggs. 
The finalists whipped up their best 
NOLA-inspired version of this classic 
dish. The panel of esteemed judges 

important to take every customer com-
plaint seriously, even the ones that don’t 
make sense.

5. Ignore social media. 
Check Facebook, Twitter, and review 

sites (like Yelp) often to see what cus-
tomers are saying about your restau-
rant. It’s important to know what im-
pression customers are getting of your 
business.

6. Argue with customers online. 
Social media gives you a great op-

portunity to respond to customers in 
public, but this opportunity can turn 

into a pitfall if you just argue and insult 
customers. Remember that everyone 
can see your online comments!

7. �Don’t give employees clear 
instructions. 
Your employees aren’t mind readers! 

If you want dishes prepared a certain 
way or tables arranged just so, you have 
to tell them. Clear instructions will save 
time and hassle.

8. �Keep employees who are dead 
weight.
Is an employee lazy, constantly late, 

or just a bad worker? It’s your job as a 
manager to keep the restaurant running 
smoothly, and you can’t do that if you 
keep employees who don’t do their jobs.

9. Be a stickler about the rules. 
Yes, it’s good to have rules, but realize 

that you can’t be strict all the time. 
Occasionally, it’s in your best interest to 
bend the rules for a customer if it will 
make them happy (and if it isn’t too 
much of an inconvenience).

10. Ignore problems.
A leaky faucet? An underselling 

menu item? Employees who just don’t 
get along? Broken equipment? These 
problems shouldn’t just be swept under 
the rug. If you ignore them, they’ll just 
hurt you more in the long run.

11. �Discipline employees in front of 
customers. 
If an employee screws up, of course 

you have to talk to them about it (and 
possibly take disciplinary action). But 
never do it in front of customers! It’s 
awkward for everyone in your dining 
room to watch, and it won’t make cus-
tomers want to come back.

12. �Fail to communicate with 
employees. 
If there’s an important change to 

the schedule or menu, your employ-
ees need to know. If you fail to keep 
them in the loop, your entire restau-
rant will look bad.

13. Act above the rules. 
The restaurant rules are there for 

Florida chef  
Nick 
Rickman 
makes 
WFC Final
Round
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Appell Pie
Make it easy to do business
Howard Appell u Today’s Restaurant Publisher

I listen to talk radio when I am driv-
ing around the country and I heard a 
financial advisor speaking about credit 
cards and how to get out of debt quick-
er. We all have credit cards and I’m sure 
many of us don’t realize the interest 
rate we are paying. The expert on radio 
stated that you should call your card 
company and ask for a lower interest 
rate. Tell them you have been offered 
cards with lower interest rates and if 
they don’t lower yours they will lose 
you as a customer.

Sounds easy enough. He also said 
that you should be prepared to get a 
hard time from the “customer service 
rep” but that you should be persistent 
and ask for a supervisor. I thought I 
would try it on two of my cards. I pay 
my credit card bills on time, all the 
time and always more than the mini-
mum, so I thought I had great case. The 
first company stated that it was not 
their policy to lower interest rates on 
customer generated requests and that 
my account would be reviewed in the 
normal course of business for rate re-
duction automatically. I asked for the 
supervisor and we went at it again. I 
was able get him to admit that he was 
incapable of changing the rate but that 
he would eliminate the yearly charge 
forever. He said I should call back in a 
month to see if he could do any better 
on the rate. He was trying to tell me to 

read between the lines for something. 
Call it a tie. 

After having the conversation with 
the first company and hearing the 
company policy routine, I was ready 
for the second company. The next 
“customer service rep” was polite in 
reading me the same script I had heard 
in the first company. When I asked for a 
supervisor I was amazed at the identi-
cal response again. “ My supervisor will 
tell you the same thing; it is not com-
pany policy blah blah blah.” I finally 
got the supervisor on the phone and 
explained to him the following facts. 

1. �I have been a customer for  
many years

2. I paid my bills on time etc.

3. �Other companies were offering  
me cards at much lower rates and 
if he didn’t lower my rates they 
would lose me as a customer. 

4. �It was my company policy not to 
pay interest rates to his company 
when other companies were fishing 
for my business with lower rates. 

I spent at least 10 minutes going 
over the same points and coming back 
to he was not able to do it. I kept ask-
ing to speak to the person who could 
make the decision but he always tried 
to foil the attempt. By this time I was 
enjoying the conversation and real-
ized I was speaking to someone in 
India from an outsourced company. 
Now it wasn’t the interest rate any-
more it was just fun trying to get as far 
as I could with it. Finally he gave in 
and transferred me to the supervisor’s 
supervisor. I began to lay out my case 
again in clear calm sentences. I was 
really getting into it when I heard the 
line go dead. Just like the chances of 
her company keeping my business.  

Regardless of what business you 
are in, if you make it easy for your cus-
tomers to do business with you, you 
will have more business. 
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Automate Your Business — 
Maximize Your Margins
Running your own business can be one of the most rewarding, and most challenging, parts 
of your life. That’s why I wanted to introduce you to Clover™ Station — a next-generation 
control system that radically simplifies your business operations, so you’re free to focus on 
what matters most.

Clover Station goes beyond just accepting payments — it's a back office on your front counter.

It streamlines work that you may be doing manually or on different systems.  
So you can do what you love and let Clover handle the rest.

For more information call (954) 635-5044 or 
email jcreegan@cardpaymentservices.net today.

u
Finally he gave in  

and transferred me 
to the supervisor’s 

supervisor. 

Taking Cooling Further
Small to Medium Walk-Ins | Coolers and Freezer Application

The Russell All-Temps are the original low profile unit coolers that established the industry standard  
for all-purpose design for walk-in coolers, freezers and other applications. The units feature an air draw- 

through design, easy access for serviceability, and are available in air, electric and hot gas defrost models.

Air Defrost  
3,900 to 39,000 BTUH 

Electric Defrost  
3,600 to 28,000 BTUH 

Hot Gas Defrost  
3,600 to 28,000 BTUH

R-series condensing units are ideally suited for Cafeterias, Convenience stores, Restaurants and more. 
This low profile product line was designed around environmentally safer refrigerants. Units are available  
with a choice of compressors: low cost hermetic, efficient and quiet scroll compressors or heavy duty  

semi-hermetic and Discuss compressors. The standard R-series condensing unit is designed for  
operation in ambient air temperatures up to 110°

Call now for more information:  866-603-3799
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What’s Going On
Important new products, corporate news and industry events

Special News
In this edition and going forward, we 

will start putting in upcoming restau-
rants/bars, etc. in our WGO for Georgia 
& the Carolinas and Tennessee. We have 
been getting a lot of information from 
those states and would like to pass it on 
to you.

u u u u

Georgia News
Mayfair Street Partners announced 

that later this year construction will 
start on The Maxwell, a new mixed-use 
redevelopment project in downtown 
Alpharetta on Main Street. The Maxwell 
is expected to open in the Spring of 
2020. Jason Joseph is the managing di-
rector and partner at Mayfair Street 
Partners.

u u u u

Kevin Gillespie's latest restaurant 
and bar called Cold Beer will open July 
4th. The Cold Beer - 
Cocktail Bar & Beer 
Garden which is 
about 7000 sq ft is the 
Sister Rest to 
Gunshow. A unique 
restaurant with a dif-
ferent menu. Located 
in the new 75 Airline 

Mixed-Use Called Edge at 670 Dekalb 
Ave NE. Kevin is a famous Georgia chef 
that has other concepts.

u u u u

Huey Magoo’s Chicken Tenders 
Restaurant will open later this year at 
4630 Atlanta Highway in Loganville. 
The Central Florida-Based announces 
additional locations throughout the 
Southeast to open in 2019, nearly dou-
bling the fast-growing company in size. 
President Andy Howard made the an-

nouncement on the newly 
opened location in 
ChampionsGate, Fl. For 
more information on Huey 
Magoo’s and a complete 
list of locations, visit www.
hueymagoos.com.

u u u u

Buena Vida, a new Spanish Tapas 
restaurant will open late this year in 
Atlanta. The owners 
are Adam Berlin and 
Juan Calle, which 
are also the owners 
of Big Sky Buckhead.  
The new restaurant 
will offer Spanish 
and local cocktails 
and drinks. Located 
at 385 North Angiers 
Avenue, the 190-seat space will have de-
signs and looks of a Mediterranean 
place. Owners Berlin and Calle were in-
spired by their travels to southern Spain 
to create their fifth hospitality concept 
featuring a unique menu with casual, 
affordable, and high quality items. Chef 
Juan Hormiga will be relocating from 
Spain to helm the kitchen after having 
led several acclaimed kitchens in 

Madrid, Ibiza, and other places. 
404.228.8856 is the number of their Big 
Sky Buckhead Rest.

u u u u

South Carolina News
The former Kitchen 208 on lower 

King Street in Charleston is becoming 
A.W. Shucks Seafood Shack, by restau-
rateur John Keener. Keener also owns 
The Oyster House in Charleston. 

u u u u

A new concept from 
Neighborhood Dining 
Group, Delaney Oyster 
House will open at 115 
Calhoun St in Charleston 
this summer. The Seafood 
and Raw Bar restaurant 
will be led by Chef Shamil 
Velazquez. The GM is 
Kevin King.

u u u u

Good Times All Natural Burgers and 
Frozen Custard and Bad Daddy’s Burger 
Bar’ parent company, plans to open two 
locations in South Carolina over the 
next year. Good Times Restaurants CEO 
is Boyd Hoback. The plans are to ex-
pand Bad Daddy’s to the Charleston 

See WHAT’S GOING ON page 6

The Gourmet Seafood & Spirits 
Festival will be held this year in 
Savannah from Aug 1-4th. The 
Gourmet Seafood & Spirits Festival is a 
four day festival featuring some of the 
finest culinary experiences in the 
Southeast. Now in their 4th Year, this 

annual get together, brings to Savannah a series of dazzling seafood and spirit 
events hosted by the Westin Savannah Harbor Golf Resort & Spa. For all details 
visit gourmetseafoodandspiritsfestival.com.
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last week. With it you can easily alter 
your schedules to meet budget by let-
ting each manager know how many 
hours and dollars they have for next 
week’s schedule so they can adjust 
them appropriately. For most restau-
rants, this is the first step in making 
sure you don’t schedule too many or 
too few hours to insure the guest has a 
great experience and you don’t lose 
money at the time clock. 

Order Par Levels – The days of your 
chef or kitchen manager ripping off a 
cardboard box lid and heading into the 
walk-in cooler with a grease pencil just 
staring up at the shelves like a tourist in 
New York City with their mouth wide 
open and ordering based on their intu-
ition need to end. By asking your ven-
dors for a  descending case report  and 
some simple formulas in a spreadsheet, 
you can easily calculate how much of 
each product you need to have based 
on your anticipated volumes, like clock-
work. Creating ordering pars means 
that anyone who is trained to count the 
product on the shelves accurately can 
create an order that puts you in a posi-
tion to succeed. 

Prep System  – This is one of the 
most amazing systems because it really 
is a simple clipboard system that pro-
motes teamwork, trust and a kitchen 
that is always prepared for anything 
that comes its way. It promotes team-
work and trust because as a shift is fin-
ishing up, those cooks are counting 
prepped products in their stations so 
the next shift walks in knowing exactly 
what needs to be prepped or gathered 
to run a successful shift without run-
ning out of product in the middle of the 
shift. The simple byproduct is a shift 
where no one leaves the line during the 
busiest times of the day to find or prep 
product to complete tickets. 

Let me be perfectly clear, the imple-
mentation of these systems is extremely 
important to your success. They are the 
keystone to your planning process and 
will guide you to a successful shift each 
and every day. But the piece of the puz-
zle that makes this all work is someone 

employees. Each scenario results in lost 
opportunity and profits because you 
probably wasted products, 86’d items, 
lost money at the time clock or provided 
your guests a terrible experience at ev-
ery turn, virtually destroying your busi-
ness as they go off and tell everyone they 
know and on the Internet, through 
Twitter, Facebook, Yelp and more, how 
you suck!

Budget – A budget is critical to the 
successful implementation of systems, 
because it gives you cost of goods sold 
and labor targets. Without targets, you 
simply cannot make the right decisions 
and cannot measure your success, be-
cause you don’t even know what suc-
cess looks like. (Check out our free 
restaurant budget report for a step-by-
step guide in creating an effective bud-
get for your restaurant.) 

Purchase Allotment System  – The 
purchase allotment system is based on 
sales forecasts for the entire month, 
your actual sales for the entire month 
as they happen, as well as your food or 
beverage purchases as they are deliv-
ered each day. This system ensures that 
management knows how much money 
they have to spend to not only make 
sure you have enough product, but to 
do it within budget, making it easier to 
keep your cash in the bank and not on 
the shelves being risked to waste, spoil-
age or theft. Most of my most success-
ful members pin their restaurant’s 
turnaround to this system. 

Labor Allotment System  – Labor 
allotment is a system that’s based on 
sales forecasts for the next week and 
the actual hours worked and sales for 

inspecting that the systems are fol-
lowed on a daily basis. 

Here are the top six systems you 
can’t survive without.

Sales Forecasts – Predicting sales is 
critical to any restaurant. If you don’t 
document what you think you are going 
to do in sales for each day of the week, 
you run the risk of buying too much or 
not enough product. You run the risk of 
bringing in too many or too few 

Many restaurants fail because they 
simply failed to plan.

How do you avoid failure — small or 
epic? It’s simple really. You plan for suc-
cess. You put yourself and your restau-
rant in a prepared state that can handle 
anything that is thrown at it.

Planning for success requires the 
implementation and consistent execu-
tion of a list of very specific systems 
and more importantly, someone 

6 systems to use to avoid failure
David Scott Peters u Today’s Restaurant Contributor

Delray Foodservice Equipment & Reconditioning
2800 2nd Avenue North • Lake Worth, Florida 33461

561-202-9966 • www.delrayfoodservice.com

Delray 
Foodservice
HAS A NEW LOCATION!
South Florida’s Restaurant & Foodservice 
Equipment Professionals has now moved  
to a larger facility to serve you better! 

WE OFFER…
• � All brands of new equipment at  

competitive prices
• � Huge inventory of refurbished equipment 

with warranty — at a fraction of new prices
• � New and used walk in coolers and  

freezers sales and installation
• � Variety of small wares: pots, pans, utensils, 

dishes, glassware, flatware & tabletop items
• � Restaurant furniture: tables, chairs  

and booths etc…
• � Full CAD layout and design free with 

equipment purchase

SPECIALIZING IN: 

�New Builds 
�Remodels 
�Repair
� Maintenance

561.981.6200
sales@vinylrepairmaster.com

For ALL Your Seating Needs…

u
Let me be  

perfectly clear,  
the implementation 

of these systems is 
extremely important  

to your success.

See 6 SYSTEMS page 8
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LET OUR SMART TOOLS HELP YOU SAVE 
ENERGY AND MONEY LIKE AN EXPERT. 
Now, you can see how your energy use changes over time, view your 
projected bill before it’s due, and find new ways to save, by scheduling 
a free in-person Business Energy Evaluation. Schedule your evaluation 
today at FPL.com/BizEasyToSave and see how our smart tools can help 
you save up to $500 a year.
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What’s Going On   from page 3

See WHAT’S GOING ON page 12

multigenerational tradition of wood 
fired meats.”  His first locations’ phone 
is 252.689.6449.

u u u u

Durham Food Hall is opening at 
the Liberty Warehouse Apartments, lo-
cated at 530 Foster Street this summer. 

Durham Food Hall is a 
casual, modern space de-
signed for community – a 
chef-driven culinary and 
cocktail experience. Ten 
of the area’s most talent-
ed chefs are going to all 
be under one roof. They 
will be inspired to create 
food and drink concepts 
using fresh local ingredi-
ents, and an emphasis on 

sustainable, organic practices. An incu-
bator for local culinary talent, DFH pro-
vides a space for 
chefs to experi-
ment and collabo-
rate. Small menus 
focus on high-qual-
ity dishes and the 
freshest ingredi-
ents in a casual set-
ting (and a casual 
price point!). There will be a centralized 
bar offering craft cocktails, beer from 
local brewers, and hand-selected wines 
from DFH Beverage Director Brad 
Farran. This central bar, The Auctioneer 
Bar, is surrounded by lots of communal 
seating that creates a friendly, inclusive 
atmosphere. info@durhamfoodhall.
com for more information.

u u u u

OpenTable, the world's leading 
provider of online restaurant reserva-
tions and part of Booking Holdings, 
Inc. recently announced an indus-
try-first partnership with Upserve, a 
full-service Restaurant Management 
Platform. The partnership allows data 
and guest insights to flow in real-time 
both ways between OpenTable's 
GuestCenter operating 
system and Upserve's 
restaurant point- 
of-sale system, en-
abling servers to 
have diner infor-
mation and pref-
erences at their 
fingertips to help 
them personalize service on the fly. 
"Our partnership with Upserve is the 
latest example of how we combine 
guest, reservation and spend data to 

help restaurants take hospitality to the 
next level," said Joseph Essas, Chief 
Technology Officer at OpenTable. 
"Real-time data lets restaurants im-
prove every part of service, from the 
host stand to the kitchen, and create 
more memorable experiences for their 
guests."  "This combined data resource 
gives management and staff the ability 
to retrieve guest details at the POS,  
providing a VIP experience with  
every reservation," said Sheryl Hoskins, 
Chief Executive Officer at Upserve. 
"OpenTable is the industry leader in the 
online and mobile reservation space, 
and we're proud to bring more resourc-
es to our customers that help them ele-
vate hospitality with every reservation."

u u u u

South Miami, FL-based BEVERLY 
HILLS CAFE has increased by 1 unit, 

from 2 to 3 (50% 
growth). These 
f a m i l y / c a s u a l 
restaurants serve 
American cuisine 
and are open for 
lunch and dinner. 
Beer and wine are 
served and seat-

ing is for about 125. Catering, banquet 
and delivery options are available. All 
the restaurants trade in FL.

u u u u

Diestel’s Uncured Turkey Bacon is 
crafted with care from butcher-quality, 
whole-muscle cuts and slow smoked 
over natural hardwood to bring out the 
bird’s rich turkey flavor and give it pre-
mium texture. It can be baked or fried.  
The family’s quality craftsmanship 
shows through in every bacon-y bite, 
making this healthy and lean meat an 
alternative to its more popular pork 
counterpart. 100% sugar free and paleo 
compliant, the product is made from 
thoughtfully raised turkeys given indi-
vidual care, a wholesome vegetari-
an-fed diet, plenty of fresh air, and room 
to roam. Diestel’s better-for-you turkey 
bacon is also completely free of antibi-
otics, nitrates, nitrites, gluten and car-
rageenan. Shared Heidi Diestel, “No 

sugar is added to our Uncured Turkey 
Bacon because it does 
not need it. There is 
nothing more deli-
cious than high-quali-

ty, sustainably raised turkey, and we’ve 
gone above and beyond to deliver those 
artisan flavors in every single slice of 

area this summer. The planned restau-
rant is 200 Front St. in Summerville. 
There are two Bad Daddy’s in Greenville. 
The parent company also plans to ex-
pand into the Columbia market next 
year at 4623 Forest Drive.

u u u u

Big Bad Breakfast is opening some-
time this year at 456 Meeting Street  
in Charleston. joe@bigbadbreakfast.
com/Joe Cunningham is the GM at this 
new location. This will be the first loca-
tion in the Carolinas. Big deal Oxford, 
MS-based chef John Currence is bring-
ing his concept to Charleston.

u u u u

North Carolina News
Sam Jones BBQ will open in early 

2020 in Raleigh. The Southern restau-
rant will be located at 502 
W. Lenoir Street.  The 
fourth-generation pitmas-
ter and James Beard semifi-
nalist Sam Jones opened 
his first Sam Jones BBQ  
in 2015 near Greenville.  
“We are a new/traditional 
Eastern NC whole hog BBQ 
restaurant in Winterville 
NC. SJB continues our 

Introducing SafeStaff® Online Foodhandler
Visit www.SafeStaff.org or call 866-372-7233 to register.
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A company’s success lies in empow-
ered employees. It is important to 
train employees and make sure they have 
trust in what empowerment will bring to 
a company. Satisfying customers quickly 
benefits everyone. Moreover, happy, em-
powered, fulfilled employees are the key 
to creating “over-happy customers” for 
your company. 

When employees are empowered 
and given responsibility, they use their 
talents and skills to maximize the 
opportunities.

 Empowerment means every employ-
ee has to make fast decisions in favor of 
the customer. It’s important that we are 
honest and sincere in our efforts to ser-
vice our customers.  The only way we can 
do that is by empowering employees to 

satisfy the customer quickly and to their 
satisfaction.

In my book  Empowerment a Way of 
Life, I illustrate four challenges that all 
businesses face. They are: 

1st: � Many executives don’t trust the 
customer. They believe the custom-
er is trying to take advantage of 
them. Employees feel the same way.

2nd: �� We don’t trust employees. We pay 
them as little as we can and have 
even less confidence in their ability 
to make decisions. We have a belief 
that our lying, cheating customers 
are going to take advantage of our 
incompetent employees.

3rd: �� With Empowerment you don’t need 
as many managers and supervisors. 
They’re not overly excited about 
losing their perceived power, nor 
are they thrilled about the potential 
of losing their jobs.

4th: � Very few employees are on their 
knees at night praying for 
Empowerment. It’s just too risky.

Never use “No”. The first rule of excel-
lent customer service is to never use “no”. 
People who always manage to find a  
way to make things happen, to always 
find a “yes” and do it, are priceless. Give 
your employees the tools and the trust to 
use empowerment for the benefit of  

the customer and the company. 
Empowerment is NOT about breaking 
the rules, but bending them to keep the 
customer happy. It is making fast deci-
sions on the spot in favor of customers. 

Hyatt Hotels treats different custom-
ers differently. Since they know who their 
best customers are, they’re working not to 
charge them more, but to give them 
more. They’re setting out to randomly 
cover bar tabs, offer free massages, and 
provide other services that they could 
otherwise charge for. If they do it in a cor-
porate, by-the-book way, it’ll feel fake and 
fail. But, if they empower their employees 
to be generous, it can’t help but work.

“Not My Job” Three words that can kill 
an entire organization. Empowerment al-
lows the employee to make a decision on 
the spot for the customer instead of work-
ing their way through a paralyzed system 
to figure out what to do next. Give em-
ployees the authority to take action. No 
one should have to go “higher up” to get 
permission to help a customer. Empower 
everyone to break the rules thus allowing 
employees to have input and control over 
their work. When people with problems 
call your company, the first employee 
who answers the phone should be able to 
solve the problem.

What Are You Building? In a world of 
mediocrity that relentlessly races to the 

bottom, you lose if you also race to the 
bottom. The only way to win is to race to 
the top and empowerment is one of your 
most valuable tools. My definition of em-
powerment is getting an employee to 
make a fast decision, on the spot, in favor 
of the customer. If the customer wins, 
your organization wins.

Understand what drives customer 
value, then figure out where empower-
ment can improve the quality, speed, and 
cost with which that value is delivered. 
Empowering people in the organization 
to use their best judgment turns out to be 
faster and cheaper—but only if you hire 
the right people and reward them for hav-
ing the right attitude.

I have been passionate about 
Empowerment and continue to preach 
on the subject. It is a tool for every suc-
cessful company to use to deliver exem-
plary service to every person that walks 
through your doors. 

John Tschohl is a professional speaker, trainer, 
and consultant. He is the President and founder of 
Service Quality Institute (the global leader in cus-
tomer service) with operations in over 40 countries. 
John is a self-made millionaire traveling and speak-
ing more than 50 times each year. He is considered to 
be one of the foremost authorities on service strategy, 
success, empowerment and customer service in the 
world. John’s monthly strategic newsletter is avail-
able online at no charge. He can also be reached on 
Facebook, LinkedIn and Twitter.  

Empowerment… Never use “no”  
John Tschohl u Today’s Restaurant Contributor

u
“As we look ahead  

into the next 
century, leaders 

will be those who                                                           
empower others”.

—Bill Gates

Customers are your best 
form of advertising.  

Perfect promo that lasts 
for years!  

Reusable Cups with  any 
Business Logo! 
 Minimum order 250 

All Sizes All Lids 
9 oz. to 44 oz. 

Dishwasher Safe 
Microwave Safe 

Hot Cold Paper & Plastic 
4 color print process 

412-294-9166 

Advertise For  Free! 
Reusable Logo Cups 

CustomCupsNow.com 

Prevents Employees from Wasting Water 
Reduces Cross-Contamination

Saves $150-$300 a Year Per Faucet in Water
No Sensors • No Batteries • 3 Year Guarantee

 

800-972-8348
www.instant-off.com

— SUMMER SPECIAL —

SAVE 25%  • ONLY $50
  Plus Shipping  •  Sales Ends July 31 

http://www.customcupsnow.com
https://www.instantoff.com
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An Exclusive Group of Top Vendors in Florida 
Servicing the Restaurant & Hospitality Industry

Restaurant owners can be confident that they are 
buying from reputable companies in our group!

ATTORNEY 	 Evan Appell
561 337-5858  u  Evan@edalegal.com

BANK
Bank United 	 Robert Bob Ellis
561 367-8000  u  bellis@bankunited.com  u  www.bankunited.com

BUSINESS BROKER
Hudson Robinson 	 Peter Robinson
561 445-8198  u  probinson@hudsonrobinson.com

CARPET AND TILE CLEANING
Classic Commercial Services	 Bob Cohen
754 900-3009 u bob@classic-commercial.com u www.classic-commercial.com

CONSULTING
Blomberg Consulting 	 Tsila Blomberg
561 310-7452  u  tsila@blombergconsulting.com

DISH MACHINE LEASING
Brilliant Supply 	 Ryan Giffin
561 324-8392  u  ryan@brilliantsupply.com

FINANCING
Creative Business Financing	 Nelson Rodriguez
561 509-8186  u  nelson@creativebusinessfinancing.net

GENERAL CONTRACTOR
The Owen Group	 Alan Pincus
561 440-5600  u  alan@owen.group.com

INSURANCE
Rausch Insurance 	 Jon D. Rausch
561 584-0732  u  jon@doesinsurancematter.com

PAPER STRAWS 
Rhino Paper Straws	 Robert Stillman 
866 751-7766  u  hospitality@farfromboring.com

PAYROLL
PayrollsPlus	 Tom Jennings CPA
954 252-Time x102  u  tomj@payrolls-plus.com  u  www.payroll-plus.com

PHOTOGRAPHER
Mike Zimmerman Photography	 Mike Zimmerman
954 321-8004  u  mike@mzphoto.com  u  www.mzphoto.com

POS & PAYMENT SYSTEMS
CardPayment Services Inc	 Joe Creegan
954 635-5044  u  jcreegan@cardpaymentservices.net

PUBLIC INSURANCE ADJUSTER
Adjusterman LLC.com	 Stefanie Basta
888 687-9192x888  u  documents@adjustermanllc.com

SALES TRAINING	 Bernie Cronin
954 295-9202  u  bernie@berniecronin.com  u  www.berniecronin.com

SELF-ORDERING KIOSK SYSTEMS
Grubbrr	 Carl Case
561 926-0243  u  ccase@grubbrr.com

TRADE PUBLICATION
Today’s Restaurant News 	 Howard Appell
561 620-8888  u  howard@trnusa.com

VIDEO SECURITY
CSI Video 	 Michael Bane
561 419-5998  u  michael@csivideo.net

VOCATIONAL TRAINING
Ican 	 David Case
561 288-6538  u  davidscase@yahoo.com

WASTE MANAGEMENT
Pack-A-Drum	 Mark Wagner
800 694-6163 ext.300  u  mark@packadrum.com  u  www.packadrum.com

We are looking for members in several categories
	 For more info
	 or to join us:	 561.620.8888

info@trnusa.com  u  www.trnusa.com

NETWORKING GROUP
TRN

Another Broken Egg 
cracks open their  

“New South” design
Another Broken Egg Cafe® has es-

tablished itself as a category leader in 
the breakfast and brunch fast-growing 
segments, making it one of the hottest 
franchise concepts available in the in-
dustry today. The cafe, currently domi-
nating the daytime-only segment fran-
chise, operates 68 locations throughout 
12 states, blazing a path of expansion to 
300 by 2025. Interest in franchising with 
the brand has been igniting growth with 
nine new franchise agreements recently 
signed resulting in development of 28 
new units in AL, AZ, CA, FL, KS and TX. 

Because Another Broken Egg of 
America Franchising, LLC believes in a 
relationship between support and suc-
cess, it has focused sizeable resources to 
establish a strong network of franchise 
guidance covering operations, real es-
tate, design, construction, training and 
marketing. In recent years, the brand’s 
focus on sucessful growth has been vali-
dated by the receipt of numerous acco-
lades, including many for its unique 
menu and rate of expansion. In 2018, 
Another Broken Egg Cafe made the 
TripAdvisor Top 10 list for medium-size 
chain restaurants in the US.

This year, Another Broken Egg Cafe 
introduced its “New South” design and 
décor package in its two newest cafes lo-
cated in Auburn, Alabama and Sugar 
Land, Texas. Moving forward, new cafes 
will feature this light, bright, modern de-
sign that honors the brand’s south-
ern-inspired heritage while driving a 
broad appeal that includes the ev-
er-growing millennial demographic; a 
group which is dining out for breakfast 
and brunch at ever-increasing rates. To 
maximize each new cafe’s sales and 

profit potential, the “New South” design 
facilitates additional seating within the 
same recommended footprint.  This 
“New South” design significantly high-
lights the bar which drives incremental 
sales of its unique, hand-crafted cock-
tails, a must-have for many brunch con-
sumers today. As a bonus, this layout 
includes the opportunity to double a 
cafe’s bar seating by providing bar ac-
cess to on-patio diners.

Another Broken Egg Cafe offers 
strong unit economics along with a 
proven business model designed exclu-
sively to capitalize on the daytime din-
ing phenomenon in the US. The cafe 
closes at 2:00 p.m., allowing franchisees 
the flexibility to manage multiple con-
cepts while enjoying lower food and in-
vestment costs when compared to oth-
er full-service restaurants. Additionally, 
Another Broken Egg Cafe is the largest 
nationally franchised daytime-only 
cafe with the decades of bar sales expe-
rience needed to successfully pair 
award-winning, Southern-inspired en-
trees with distinctive, hand-crafted, 
high-margin cocktails. With almost 25 
years of proven operational expertise, a 
powerful brand identity that resonates 
with consumers and strong customer 
loyalty coupled with an ever-increasing 
rate of visit frequency, Another Broken 
Egg Cafe represents a unique product 
and a compelling opportunity for quali-
fied franchisees.

Another Broken Egg of America Franchising, 
LLC is an upscale breakfast, brunch and lunch 
restaurant that specializes in award-winning, 
Southern-inspired menu options with innovative 
twists and signature cocktails. The company was 
honored in 2017 by Winsight Media with its Leader 
in Foodservice Full-Service Award. 

6 systems  from page 4

on the management team or in owner-
ship that inspects that the systems are 
not only being used but completed on 
time each and every day. 

While we hope that we can simply 
count on everyone on the management 
team to be an adult and do what is re-
quired, there are many things that can 
derail the process. A simple inspection 
is all that is needed to get things back 
on course.

Implement these six systems and 
then inspect what you expect to be on 
your way to flawless shifts on a daily 

basis, a restaurant filled with happy 
trained employees and happy guests. 

Translation: these systems create a 
restaurant that people love to go to and 
that makes money. 

David Scott Peters is a restaurant coach and 
speaker who teaches restaurant operators how to 
cut costs and increase profits with his trademark 
Restaurant Prosperity Formula. Known as THE 
expert in the restaurant industry, he uses a no-BS 
style to teach and motivate restaurant owners to 
take control of their businesses and finally realize 
their full potential. Thousands of restaurants have 
used his formula to transform their businesses. To 
learn more about David Scott Peters and his for-
mula, visit www.davidscottpeters.com. 
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FLRESTAURANTANDLODGINGSHOW.COM

TWO DAYS. TWO SHOWS.
UNLIMITED OPPORTUNITIES.

Feed your hunger for success at the only event focused solely on food and beverage. Imagine two days in 
the heart of Orlando where you can expand your palate with unparalleled education, innovative exhibits, 
culinary demonstrations and exclusive special events. Take advantage of the two most insightful days of the 
year – and the two most inspirational shows of the year. Attend both with just one badge!

S P O N S O R E D  B Y

THE LARGEST FOOD 
& BEVERAGE EXPERIENCE

IN THE SOUTHEAST

SEPTEMBER 15-16, 2019        ORANGE COUNTY CONVENTION CENTER        ORLANDO, FL

P R O D U C E D  A N D  M A N A G E D  B Y  C L A R I O N  U X

REGISTER TODAY USING CODE TRN TO SAVE $10
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Calendar Events
Upcoming industry affairs

July 
16-17  u  The Digital Food & Beverage Show
Hyatt Regency Austin  u  208 Barton Springsu  Austin, TX 
Foodandbeverage.wbresearch.com

September 
15-16  u  2019 Florida Restaurant & Lodging Show
Orange County CC  u  9800 International Drive  u  Orlando, FL 
frla.org  u  thefoodshows@urban-expo.com

23–24  u � The 23rd annual Americas Food and 
Beverage Show and Conference Show

The Miami Beach Convention Centeru  Miami Beach, 
FL  u  305.871.7910

May 2020
16-19  u � National Restaurant Association Show
McCormick Place  u  Chicago, Il  u  Nationalrestaurantshow.com

Feb 2021
4-6  u  The NAFEM Show
Ernest N. Morial Convention Center  u  New Orleans, LA 
thenafemshow.org

Send your Calendar Event to Today’s Restaurant!

2 DAYS ONLY THIS YEAR!

included MasterChef star Katie Dixon, 
Two-time Pasta Champion Suzanne 
Clark, Chef Ryan Rondeno, Chef JD 
Eubanks and Sysco’s Corporate Chef 
Raymond Yakelis. Once the judges’ 
scores were in, the field was cut in half 
with only five champs, including Nick, 
advancing to the next round.

Challenge One Results:
1st Place: Peter Radjou — 94.75
2nd Place: Robert Mansfield — 86.25
3rd Place: Nick Rickman — 85.5
4th Place: Neil Daniell — 83
5th Place: Jacqueline Seavey — 82.875

For Challenge Two, Nick and the 
four remaining finalists headed to 
Dickie Brennan’s Tableau to taste the 
dish they would be tasked to recreate — 
Redfish Bienville. On top of the already 
intimidating challenge, Dickie Brennan 
himself, along with Tableau’s Chef Gus 
Martin, served on the judging panel for 
this round.

Before announcing the three chefs 
who would advance to the next and fi-
nal round, Brennan shared his thoughts 
on how the group of cooks handled this 
difficult challenge.

“I thought you all knocked it out of 
the park,” Brennan said. “The only 
tough part was picking the winner!”

Nick’s third-place finish in the sec-
ond challenge qualified him into the 
final round at WFC’s Final Table 
Challenge.

Challenge Two Results:
1st Place: Jaqueline Seavey — 86.625
2nd Place: Peter Radjou — 82.875
3rd Place: Nick Rickman — 82.75
4th Place: Robert Mansfield — 75.625
5th Place: Neil Daniell — 71.625

Nick described his overall experi-
ence in New Orleans competing for the 
coveted food crown as a wonderful 
experience.  

For the third and final challenge, 
Nick and the other two remaining cooks 
who emerged from the previous round, 
traveled to Antoine’s ––America’s oldest 
family-run restaurant. There, they met 
CEO Rick Blount and Executive Chef 
Rich Lee, who challenged the finalists 
with creating an appetizer worthy of 
their menu ––  which hasn’t changed in 

100 years. Both Blount and Lee joined 
the judges’ panel later that evening to 
determine the winner (all of which was 
filmed in a private setting for the up-
coming TV show).  

Nick created an appetizer titled 
“Saucisse Champignon Farci” for his fi-
nal dish featuring mushroom caps 
stuffed with Andouille sausage, spin-
ach, artichoke, caper, leeks and a four 
cheese blend on top of a New Orleans-
inspired Bearnaise to determine his 
Food Sport fate.

To see all of the food-fighting ac-
tion, drama and if Nick was named 
the ultimate winner, mark your calen-
dars for August 24th ––  that’s when 
“The Final Table: New Orleans” will air 
on CNBC.

In the meantime, you can follow 
the World Food Championship’s  
updates and prep for the Dallas Main 
Event in October with WFC social  
media on Twitter @WorldFoodChamp, 
as well as Facebook or Instagram @
WorldFoodChampionships.

About the World Food Championships: The 
World Food Championships (WFC) is the highest 
stakes food competition in the world. This multi-
day, live-event culinary competition showcases 
some of the world's best cooking masters com-
peting for food, fame and fortune in ten catego-
ries: Bacon, Barbecue, Burger, Chef, Chili, Dessert, 
Recipe, Sandwich, Seafood and Steak. In 2018, over 
1,500 contestants on nearly 500 official teams from 
42 American states and 12 countries competed. 
More than 20 million people have attended WFC 
or have seen it on national TV over the past seven 
years. This year's Main Event will be held in Dallas, 
Texas at Reunion Tower Lawn, Oct. 16-20.

WFC  from page 1

17 things  from page 1

everyone to follow…and this includes 
managers! When you act like you’re 
above the rules, this sets a bad example 
for employees.

14. Let a customer leave unhappy. 
You should do whatever it takes 

(within reason) to make sure everyone 
leaves your restaurant happy. It may 
seem like an expense to offer a free meal 
or coupon to a disgruntled customer, but 
it will pay off in the long run.

15. �Not know what’s going on in 
every part of the restaurant. 
Could you describe everything your 

kitchen staff does in a day? What about 
your bussers or your servers? As a man-
ager, it’s your job to be aware of these 
things at all times.

16. Avoid giving positive feedback. 
It’s important to let your employees 

know what they’re doing wrong, but 
it’s just as important to let them know 

what they’re doing right! This leads to 
happier, more satisfied employees, 
which in turn leads to a more success-
ful restaurant.

17. Forget about customers. 
Remember, customers are the rea-

son why the restaurant exists in the first 
place! Always put their needs first.

Managing a restaurant may be a lot 
of responsibility, but by avoiding these 
17 pitfalls you can be a better manager 
and help your restaurant succeed.

Article provided by Buzztime. Trusted by over 
3,200 bars and restaurants in North America since 
1985, Buzztime integrates trivia, card and sports 
games with in- and out-of-venue messaging and 
communication tools. With over 4.2 million player 
registrations on the Buzztime platform and over 52 
million games played each year, Buzztime players 
spread the word and invite friends and family to 
their favorite Buzztime location to enjoy an eve-
ning of fun and competition. For daily tips, ideas, 
and concepts for a bar or restaurant, visit www.
BuzztimeBusiness.com/smarts

Chef Nick Rickman
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Tips for avoiding negligent hiring lawsuits
Nanette Madera PHR u Today’s Restaurant Publisher

In a competitive job market, it can 
be tempting to swoop up talented em-
ployees quickly, but failing to research 
a candidate’s background can result in 
what’s known as negligent hiring - and 
it can cost employers big. The costs of 
negligent hiring could come in the 
form of lawsuits, employee injuries or 
stolen money, not to mention the 
mark it could leave on an employer’s 
reputation. 

Research shows that more than half 
of those who apply for jobs include 
false information on their applications 
or resumes. Although some of those 
details may not harm the business, 
completing thorough research during 
the recruitment process is key to avoid-
ing negligent hiring claims. Overall, 
states recognize negligent hiring as 
damaging to a business, its employees 
and its customers.

Negligent hiring scenario:
ABC Company hires James. James 

gets into an argument with another 
employee named Bob, which ends 
with James assaulting Bob. Bob is in-
jured and files a negligent hiring claim 
against ABC. James’ background check 
reveals he was convicted of aggravated 
assault and serving probation during 
his employment at ABC. The company 

did not conduct a background check. 
Since James has a history of assault, 
ABC is liable for the damage done to 
Bob and putting other employees and 
clients at risk.

Under the doctrine of negligent hir-
ing, an employer is liable for harm its 
employees inflict on third parties when 
the employer knew or should have 
known of the employee’s potential risk 
to cause harm, or if the risk would have 
been discovered by a reasonable 
investigation.

While federal courts and most states 
recognize a cause of action for negligent 
hiring, they apply different standards 
for deciding whether employers are lia-
ble for negligent hiring. Here are some 
specific examples according to the 
American Bar Association:

In Florida:
Employers are liable when they are 

required to make an appropriate in-
vestigation of the employee and fail to 
do so.

Employers are liable when an ap-
propriate investigation would have re-
vealed the unsuitability of the employee 
for the particular duty to be performed 
or for employment in general.

Employers are liable if it was unrea-
sonable for the employer to hire the 

employee in light of the information he 
knew or should have known.

In California:
Employers are liable if they knew 

or should have known that hiring the 
employee created a particular risk or 
hazard and that particular harm 
materializes.”

In New York:
Employers are liable when they 

place an employee in a position to cause 
foreseeable harm, harm which the in-
jured party most probably would have 
been spared had the employer taken 
reasonable care in supervising or re-
taining the employee.

Employers are liable when they 
know or should have known of the em-
ployee's propensity for the conduct that 
caused the injury.

Best Practices to Avoid 
Negligent Hiring Claims

Conduct background checks

Check employment references

Enforce drug testing

Verify education and professional 
licenses

Depending on the business, it might 
also make sense to screen medical, fi-
nancial or driving records. Whichever 

pre-employment tests an employer de-
cides to implement, the tests should be 
standard for every candidate and non-
discriminatory in nature. As a reminder, 
employers should not ask about crimi-
nal records on applications.

The Equal Employment Opportunity 
Commission (EEOC) recommends that 
employers gauge whether candidates 
have the experience, education and 
skills to do the job before knowing 
things about the candidate’s past, like 
his or her criminal background.

“At FrankCrum, our experienced 
team of HR Consultants help clients es-
tablish a pre-employment background 
check policy.” As a bonus, FrankCrum 
provides the following pre-employment 
check background services to clients:

Employment

Education

Criminal Records

Driver’s License Records

Professional Licenses

Credit History

Nannette Madera, is a bilingual Certified 
Professional in Human Resources who has over 
10 years of experience in Human Resources, 
Management, Training, and Organizational 
Development. Call 800.277.1620, ext. 7 for more 
information on pre-employment background 
check services at FrankCrum.
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our bacon. It’s of course a wonderful 
complement to the all-American bacon 
and eggs breakfast or for adding savory 
flavor to lunch and dinner recipes, but 
honestly, it’s incredible all on its own.” 
Diestel’s Uncured Turkey Bacon is avail-
able to retailers and foodservice cus-
tomers nationwide and sold online at 
store.diestelturkey.com throughout the 
summer months. 

u u u u

Breeze Creative is an interactive ex-
perience design company. “We create 
unique and engaging 
spaces using physical and 
virtual elements. Our team 
of multidisciplinary de-
signers, content develop-
ers, and programmers 
work hand-in-hand using 
cutting-edge technologies 
to turn the wildest and 
most creative ideas into 
reality.” They also offer a 
suite of interactive prod-
ucts that can be provided 
as a fast and easy solution. “These inter-
actives will create a unique dining expe-
rience that is sure to leave a lasting im-
pression on your guests. Check out how 
to enhance a restaurant’s play area to 
entertain visitors of all ages at breeze-
creativeproducts.com.

u u u u

The Bradley Original Smoker is a 
unique meat smokehouse in which fla-
vor bisquettes are burned for 20 
minutes each so that the tem-
perature does not fluctuate, 
thus eliminating the high tem-
perature gases, acids and res-
ins that can distort the flavor 
of smoked food. The simple to 
use temperature controls 
provide a consistent and 
controlled smoke and 
temperature. Features in-
clude a Stainless-Steel 
Interior with new rack 
supports, keeping racks from tipping 
over when pulled out. The Bradley 
Smoker makes clean tasting food with-
out any aftertaste.  While other smokers 
need to be tended constantly, the 
Bradley Smoker automatically produc-
es clean, cool smoke for up to 8 hours 
safely without intervention.	

u u u u

The beautifully crafted Ausburg Salt 
and Pepper Mills from Zassenhaus are 
now available in Black and White.  These 
classic neutrals can be mixed or 
matched: choose all black or all white 
mills, or use white for salt and black for 
pepper for a striking 
presentation that makes 
it even easier to select 
the spice desired. The 
Ausburg Mill stands out 
for its patented CeraPlus 
German ceramic grind-
ing mechanism that 
comes with a 25-year 
warranty and offers in-
finite grind settings.  Once the grind is 
set, it stays set, so you can “set it and for-
get it.”  The mill is easy to operate: sim-
ply turn the top to release flavor and 
aroma of the spice. Offering fresh solu-
tions from around the world, Frieling 
has cultivated strategic alliances with 

European manufacturers to create a 
one-stop powerhouse of innovation 
and quality in tabletop and smallwares.  
The company’s exclusive brands also 
include BLACK CUBE, Cilio, Durgol, 
Helios, Leonardo, Küchenprofi, 
Seltmann Weiden, Woll, Zassenhaus, 
and Zenker. For ordering details visit fri-
eling.com.

u u u u

Tom Hotard, President of H.C. Duke 
& Son, LLC. / Electro Freeze, recently 
announced that Greg Stak has been 

named Vice President of 
Sales at H.C. Duke & Son, 
LLC. / Electro Freeze. Stak 
brings with him a distin-
guished career of restruc-
turing sales strategies and 
maintaining major nation-
al and international cus-
tomer accounts. He most 
recently held senior sales 
management positions for 
Vollrath Company at 
Stoelting Foodservice and 

in the Vollrath Foodservice Sales divi-
sion. Stak’s experience includes work-
ing within a distributor network, na-
tional and regional dealers, as well as 
with major national chains. Greg Stak is 
responsible for Electro Freeze customer 
service, marketing and sales. He will be 
developing new customers and pro-
moting Electro Freeze products through 
established relationships and digital re-
sources. “Greg’s experience allows us to 

continue our focus on the 
US and international mar-
kets as we strive to secure 
more key account and 
chain business in the U.S. 
with our new products 
and technology,” Hotard 
said. For more informa-
tion on Electro Freeze 
products and services, vis-
it electrofreeze.com.

u u u u

Cruise News
When Norwegian Encore launches 

in November 2019, it will feature an all-
new restaurant concept for Norwegian 
Cruise Line: Onda by Scarpetta, an up-
scale Italian venue found in some of the 
world's best-known hotels such as the 
Fontainebleau in Miami Beach and the 
Rittenhouse Hotel in Philadelphia. 
Encore will also feature eight additional 
restaurants and nine bars, all familiar to 
Norwegian. Andy Stuart is the president 
and CEO of Norwegian Cruise Line.

u u u u

Today’s Restaurant 
invites you to submit 
information for the 
What’s Going On col-

umn at any time. Please 
e-mail your company or 
product information to 
terri@trnusa.com and 
try to keep the word 
count between 50-75 

words. Get free publicity 
for your company, product, service and 
event! Visit us online for more informa-
tion, foodservice news, downloadable 
back issues, classified ads and more — 
visit www.trnusa.com! 

u u u u

What’s Going On   from page 6

Greg Stak
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Classified Ads
12 months for only $149.

Classified Ads available online at trnusa.com

Business for Sale or Lease
Business for Sale Successful well Est. commercial 
restaurant equip.repair biz.for sale. Great steady 
cust. base. Biz is home based. Comes with well stock 
van. Owner net $46K Please call David Amerivest 
Bkr. 561-866-3911 1216

Restaurant for sale. Close to the beach. Owner is 
relocating. Very affordable rent and steady income. 
Call Jan 312-404-9399 1216

Employment
MANAGER & CHEF OPPORTUNITIES! 
RESTAURANT PLACEMENT GROUP has ongoing 
openings for Restaurant & Hotel professionals! 
Managers, Chefs, F&B Directors, Catering & Events 
Managers, etc. E-mail resume in WORD (.doc)  
format to: Resume@RestaurantPlacement.com.  
w w w. R e s t a u r a n t P l a c e m e n t . c o m .  
Strict Confidentiality assured.

NATIONAL SALES ACCOUNT MANAGER NEEDED 
for fast growing Regional Company and industry 
leader with offices all along the Eastern Seaboard. 
Competitive Salary including Commissions, Bonuses 
and Overrides…401K, Profit Sharing and more! 
Looking for self-starter that will hit the ground run-
ning… Sales pro with experience in Food Service or 
Hospitality industry required. Prior experience with 
large account sales to Restaurants and/or Hotels a 
MUST! In-house position. Send resume to Yanela@
ercs.org or Fax to 954-733-2087.

Insurance
Attention all Restaurant/ Bar owners call us any-
where in Florida now to get and save on your cgl, 
contents, sign, food spoilage, business interrup-
tion, workers comp and more at 561-584-0732. 
Ask for Jonathan Rausch or email him at jon@
doesinsurancematter.com. 1017

Merchandise
CASH FOR USED RESTAURANT EQUIPMENT! 
One piece or entire location. TOP DOLLAR PAID. 
Also do appraisals. Call Toby at 561-706-7218 / 800-
330-8629 Call Today!

Dress up any occasion with our stock 
Toothpick Flag Designs or Customize with 
your own design or logo. Call today 
800.962.0956 or visit our website at 
https://www.toothpickflag.com

Eradicate your EXISTING Wobbly Tables with FLAT 
Equalizers! 86% of people believe that sitting at 
a wobbly table is irritating & distracting! Request 
a FREE Brochure & Pricing Sales@southernseating-
inc.com, forchairs@aol.com or 561 386-5282 1218

Help YOUR Most Valuable Asset YOUR staff. Short 
20 pg book. 3 top national doctors/authors Caldwell 
Esselstyn MD author Prevent & Reverse Heart Disease, 
Keith Block MD author Life Over Cancer, and Joseph 
Maroon MD author Longevity Factor. ebook: $4.95. 
send paypal to: tom.tennis@yahoo.com Hardcopy: 
send request with number of copies with name, co 
name, address, phone. Ask about custom copies with 
your logo and name shipping. 20+ years research. 
Doctors above are Contributing writers to our national 
Healthy Referral Newspaper. EMAIL:healthyreferral@
gmail.com Questions: 347-687-9355  1118  

Real Estate
Warehouse 40ft. x 80ft. with plus 4 horse stalls 
for rent north of Orlando. Close to Volusia 
Towncenter along I-4 exit 101B Sanford, Florida. Call 
Jaime 561.774.4437 for details.

Waterfront 3/2 house on 1/4 acre lot $520K 14 
min. to the ocean and Duplex $395K both in Boca 
Raton. Call Reyes 561.368.4286 for details.

Services
FMT, LLC offers a complete narrated, State approved, 
on line training program for Food Service employees. 
Course, AND Certificate is available for only $12.95/
person. Visit: www.foodmanagertesting.com. 0119

RESTAURANT PLACEMENT GROUP – Exclusive 
recruiting, placement, and consulting services for 
the Restaurant, Hospitality, and Food Service indus-
try. Personalized, professional service with absolute 
strict Confidentiality and Guaranteed results. Contact 
Ken Spahn at Ken@Restaurant Placement.com or 
(561) 372-6961; www.RestaurantPlacement.com.

SELL OR BUY
A RESTAURANT
• Business Evaluation at No Charge
• Sell or Buy Commercial Property

HUDSON
ROBINSON
BUSINESS BROKERAGE

Peter Robinson Broker

561-445-8198
probinson@HudsonRobinson.com
www.HudsonRobinson.com

CALL TODAY FOR AN EVALUATION AT NO CHARGE

5080 Heatherhill Lane • Suite 8 • Boca Raton

u
In 2019,  

NSF International  
is celebrating  

75 years of protecting  
and improving  
human health.

NSF International relocates seafood services program
Ann Arbor, MI  – NSF International, a 

global public health and safety organi-
zation, has moved its seafood services 
program from Seattle to the Port of 
Everett in Everett, Wash. The new loca-
tion is centrally located between Seattle 
and the Canadian border, allowing for 
more convenient access for both U.S. 
and Canadian seafood industries. 

“The Port of Everett is in the midst of 
a commercial and private expansion 
wave,” said Tom White, Global Manager 
for Certification and Audits for NSF 
International’s seafood services. “We’re 
excited to open our new headquarters in 
such a bustling and visually stunning lo-
cation. Everett is approximately 30 miles 
north of our former location in Seattle, 
and being on the north side of that ur-
ban hub allows us much more conve-
nient access to both the Seattle market 
and Canadian seafood businesses just 
across the international border.” 

Proximity to source is essential for 
NSF International’s seafood services 
team, which frequently collects samples 
from seafood suppliers and transports 
those samples back to the headquarters 
for testing and evaluation. 

The new location also marks a new 
collaboration with the Washington 
State University (WSU)/University of 
Idaho (UI) Center for Advanced Food 
Technology. NSF International’s sea-
food experts will work closely with the 
educational program and collaborate 
on workshops and training. The move 
also enables NSF International to ex-
pand its seafood industry education 
and training space. “In our former 

location, education capacity was limit-
ed to less than a dozen per class. With 
access to the UI/WSU education space, 
we can expand our enrollment to as 
many as 60 per class,” said White.

“The Port of Everett is excited to 
welcome NSF International’s seafood 
services headquarters to partner with 
the Washington State University 
School of Food Science and to our 
growing maritime business commu-
nity,” said Terrie Battuello, Chief of 
Business Development at Port of 
Everett. “Given our strategy to support 
and grow the maritime and seafood 
industry, it’s a perfect fit, and we are 
eager to have them aboard.”

In addition to growing education 
and training capacity, the new space 
allows NSF International to expand its 
seafood consulting and product evalu-
ation services. Separately, NSF contin-
ues to be ANSI accredited to perform 
Best Aquaculture Practices (BAP) certi-
fication, and also provides audits for 
seafood HACCP, gap analysis audits for 
Global Food Safety Initiative (GFSI) 
certifications such as BRC and SQF, 
and supplier audits.

“We also plan to launch a new educa-
tion program called ‘Fish School,’ to help 
grocery stores, restaurants and seafood 
distributors provide a higher level of ex-
pertise to their seafood buyers, fishmon-
gers or seafood inspectors,” White said. 
“Eventually, we’ll offer a similar program 
for consumers who want to become 
smarter seafood shoppers.”

In addition to the new Port of 
Everett location, NSF International 

provides seafood services from offices 
and labs in Dutch Harbor, Alaska; 
Elizabeth, N.J.; Santiago, Chile; San 
Miguel, Peru; Guayaquil, Ecuador; 
Shanghai, China; Busan, South Korea; 
Delhi, India; Bangkok, Thailand and 
Ho Chi Minh City, Vietnam.

For media inquiries in North 
America, please contact Ken Bearden at 
media@nsf.org or 734-769-5176.

In 2019, NSF International is cele-
brating 75 years of protecting and im-
proving human health. The indepen-
dent, global organization facilitates 
standards development, and tests,  
audits and certifies products for the 
food, water, health sciences, sustain-
ability and consumer goods industries 
to minimize adverse health effects  
and protect the environment. With op-
erations in more than 175 countries, 
NSF is committed to protecting  
human health and safety worldwide. 
NSF International is a Pan American 
Health Organization/World Health 
Organization (WHO) Collaborating 
Center on Food Safety, Water Quality 
and Indoor Environment.

NSF International provides expertise and ac-
credited food services across all supply chain sectors, 
including agriculture, animal feed and welfare, 
produce, processing, distribution, dairy, seafood, 
quality management software, retail and restau-
rants. Services include Global Food Safety Initiative, 
foodservice equipment and nonfood compounds 
certification, HACCP validation and inspection, la-
bel claims verification and certification, DNA and 
food package testing, product and process develop-
ment, and organic  and Certified Transitional cer-
tification through Quality Assurance International 
(QAI). Separately, we offer expert consulting and 
training, including food fraud services.

Senior inspector Scott Albrecht  
begins work on a sample whole cod  
at NSF International’s new seafood  

services program office located at the  
Port of Everett in Everett, Washington.
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FLORIDA’S FOODSERVICE INDUSTRY NEWSPAPER

WWW.TRNUSA.COM 561.620.8888

SPECIAL EDITION

Advertise Online… 
on Today’s Restaurant website!
Today’s Restaurant website — online at trnusa.com — receives
thousands of industry hits every month. Put your company’s
advertisement in front of the foodservice industry leaders.

A. Full banner                                        468 x 60 pixel                    $350

B. Sponsor banner                                392 x 72 pixels                  $300

C. Vertical banner                                  125 x 240 pixels                $250

D. Square button                                    125 x 125 pixels                 $200

E. Button 1                                              125 x 90 pixels                   $175

F. Button 2                                             125 x 60 pixels                   $150

G. Verical tower                                     125 x 600 pixels                $250

H. Logo with site link                            125 x 125 pixels                  $100

Limited Time Internet Special
Your logo linked to your company website… 

Only $100

• EXTRA! •

Call now 561.620.8888 ◆ www.trnusa.com

Cooler and Freezer Warehouses:
Our insulated panels are prefabricated modular construction designed  
for fast and easy field assembly, relocation and future expansion with the 
addition of panels. Outdoor Walk-ins will include a heavy-duty one-piece 
membrane roof cap for protection against all weather conditions. Panels 
consist of interior and exterior metal skins precisely formed with steel dies 
and roll-forming equipment rigorously checked for precision. The metal 
skins are bonded firmly and permanently to the insulation. High-density 
panels have incredible flexural strength that eliminates the need for 
perimeter wood framing.

Display Coolers and Freezers with Endless Possibilities:
The constant addition of new products and package sizes continue to 
create a demand for high volume beverage Walk-ins and Beer Caves. 
American Walk In Coolers with our modular designed panel construction 
offers flexibility in length, depth and height to fit any space requirement. 
Built with our leading product line of glass doors and refrigeration 
equipment combined with our modular construction makes AWIC the 
highest quality display Coolers/Freezers in the industry. The unique Cam 
Lock ceiling technology will make installation fast and inexpensive. Let 
our experienced staff help you design the perfect walk-in from concept 
to installation.

Craft Brewery Cooler Storage:
Over the years we have worked with hundreds of Craft Brewers providing 
them with specialized assistance in designing their Walk-in and Warehouse 
Keg Coolers. Whether you need a custom designed Keg/Tap Display 
Walk-in or a behind the bar type with glass windows and display doors,  
our experienced team of Specialists can answer your questions regarding 
proper sized refrigeration equipment to suit your brewery, providing design, 
technical and installation support to suit your need. American Walk In 
Coolers will save you money and time through value engineering with 
prompt service and quality products.

Call now for more information:  866-604-3151

Taking Cooling Further
We serve all 50 states and over 30 countries around the world!

Can any business, be truly pre-
pared for a routine, unannounced in-
spection by the Health Department? 

The latest information from the 
CDC, is that 48 million, or 1 in 6 
Americans get sick, 128,000 are hospi-
talized, and 3,000 die from foodborne 
diseases each year in the United States.

Food safety, serving safe food, is not 
an option. It is the obligation of the 
restaurant, and food service profession-
al to be proactive in serving safe food.

The Food Safety Modernization Act, 
has authorized an additional 15,000 
new hires, to inspect food establish-
ments, and help reduce the latest num-
bers above. Change is a priority.

How can I improve my current  
in-house programs, prepare for my 
next inspection… protect my brands 
reputation, and meet my guests 
expectations?

All establishments should have a 
culture of food safety, a “food safety 
program”, in place, that is based on 
preventing food-safety hazards before 
they occur. 

Your Food Safety Program should 
begin with the following… 

u � Implement Standard Sanitation 
Operating Procedures

u � Ensure Employee Health & 
Hygiene

u � Educate and Train The Staff

u � Ensure Safe Receipt and Storage 
of Food

u � Ensure Safe Preparation, 
Display and Service of food

u � Ensure compliance with 
Internal Standards and Local, 
State, and Federal Regulations

In addition to the above, your indi-
vidual inspection program should in-
clude the following criteria in pre-
venting critical, swing and non-critical 
violations.

u � Records from Food Suppliers

u � Food Protection… i.e. Storage 
Temps; Thawing Protocol; 
Knowledge of proper cooking 
Temps; etc

u � Food Identification… Labeling; 
etc.

u � Protection from Contamination

u � Personnel/Employee Health… 
Gloves, Hair Restraints; Hand 
Washing; etc

u � Equipment/Utensils… Ice 
Machine Filters, no Mold; 
Coolers in Good Repair; etc.

u � Cold Holding

u � Hot Holding

u � Time Only Procedures

u � Consumer Advisory

u � Thermometers Provided and 
Accurate

u � Utensils and Service Ware

u � Food Contact Surfaces and 
Equipment

u � Water and Sewage

u � Ware Washing Facilities

u � Wiping Cloths Properly Used 

and Stored

u � Toxic Substances Used, Stored 
and labeled Properly

u � Physical Facilities: Ceilings, 
Walls, Floors

u � Toilet Facilities

u � Control of Vermin

u � Garbage and Refuse Disposal

u � Non-Food Contact Surfaces

u � Code and Administrative

u � Documentation - Log Books

u � Action Plans

While many establishments often 
rely on in-house inspection programs… 
when analyzing the list above, and the 
sub-lists (not included) in each catago-
ry… more and more restaurants are 
considering independent 3rd party au-
dits, that provide routine comprehen-
sive inspection services to their clients, 
along with detailed action plans, and 
other “goodies” that becomes a road 
map to food safety… and a successful 
restaurant audit.

Scott M. Berger is President and Founder 
of Food Safety and Inspection Services. He can 
reached in his office at  (561) 859-5447 or you can 
email him at smb816@aol.com.

Are you ready for an unannounced 
inspection by the Health Department? 

Scott M. Berger  u Today’s Restaurant Contributor

uAll establishments  
should have a culture  

of food safety…
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