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Study: Restaurant industry adding
robots to offset rising labor costs

Muncie, IN —Your favorite bartender
or waitress could soon be replaced by a
mechanical counterpart on a future vis-
it to the local pub or restaurant, says a
new study from Ball State University.

In her study, “How to Build a Better
Robot for Quick Service Restaurants,”
recently published in the Journal of
Hospitality and Tourism Research, Dina
Marie Zembke, an associate professor of
residential property management in
the Miller College of Business, found
that the overwhelming majority of re-
spondents believe that there is no stop-
ping the robotic transformation of the
food service industry, including quick
service restaurants (QSRs).

“There was a high level of resigna-
tion about the inevitability of QSRs in-
corporating robots during our group
interviews,” said Zemke, who collabo-
rated on the study with several faculties
from the University of Nevada, Las
Vegas. “This finding is similar to the ac-
ceptability of routine societal change.
Participants felt that the incorporation
of robotic technology is a question of
when, rather than a question of if.”

“And, imagine telling your problems
to arobotinstead of a human,” she said.
“It changes the dynamic of bartending
dramatically when you add in mecha-
nism with artificial intelligence and not
common sense.”

Dina Marie Zemke

Zembke points out that robotic tech-
nology designed to perform specific
physical tasks has recently emerged as
an option for hospitality businesses due
to decreasing robotic equipment costs.

The price to purchase a hamburger
cooking robot is about $60,000.
However, many industrial service ro-
bots, such as robotic vacuums and ro-
botic assembly arms, are leased. A com-
mercial robotic vacuum will cost
between $7,000 and $15,000 to pur-
chase, but they are often leased at $4 to
$6 per hour of operating time, less than

the minimum wage of $7.25. The man-
ufacturer or distributor is responsible
for all maintenance on the device.

Zembke noted that the majority of ro-
bots used in the hospitality industry are
technologies initially developed for oth-
er industries, such as automobile and
food manufacturing, which have been
modified from their original functions
to perform their tasks in a hospitality
setting.

Examples include the work per-
formed by robotic vacuums, informa-
tion displays, and robotic manufactur-
ing assembly arms, which put together
pizzas and cocktails.

But, the study also found that robots
are still a novelty for most people.

“At this point, a lot of people have a
positive impression of robotic technol-
ogy that entices guests to visit the loca-
tion at least once, although they were
unsure whether the robotics would suf-
ficiently overcome average food or ser-
vice to entice them to return to the
restaurant a second time,” Zemke said.
“This is consistent with past examples
of restaurant concepts that provided a
highly unique experience but suffered
from the reputation that the guest
would visit once because of the ‘experi-
ence’ but would not return because the

See ROBOTS page 7

Jeremiah's Italian Ice awards over
200 units throughout pandemic

Florida-based franchise continues impressive growth; enters new U.S. markets

ORLANDO, Fla., — While many
franchises have halted expansion ef-
forts during the pandemic, Jeremiah's
Italian Ice has exceeded in terms of
growth. The Florida-founded
franchise concept, who sur- /
passed the 100 units awarded
mark earlier this year, has f
awarded an additional 224
units this year to 8 Area
Representative partners across
the country, 193 of these units
awarded in the month of April
alone. The new agreements will be
bringing Jeremiah's Italian Ice to new
markets across Florida, Georgia,
Louisiana, Mississippi, Alabama,
South Carolina, and Tennessee.

The franchise, founded in Central
Florida, has been growing astro-
nomically since the launch of its
franchise opportunity last year.
With new locations recently opened
in Texas and Arizona, and more to
come in Georgia, North Carolina and
Tennessee, the franchise is well on

its way to becoming a national sensa-
tion. Drawing in Area Representatives
who hold experience with brands such
as Tropical Smoothie, Subway, Wing
Stop, Bento Asian Kitchen & Sushi, Blu
Halo and Hangar 36 among others,
Jeremiah's is proud to welcome these
operators to help the brand go national.

"Jeremiah's is surpassing milestones
quicker than almost any other emerging

concept we've ever seen," stated
Cameron Cummins, Co-Founder of
Pivotal Growth Partners and Chief

A\ Develop-ment Officer for Jeremiah's

Italian Ice. "Even more notably, all
of this growth is taking place
\ during the worst economic
A climate in ten years. Anyone

who looks into the concept
sees the huge potential with-
in this franchise opportunity."

Each store boasts an upbeat
atmosphere full of vibrant colors and
offers over 40 flavors of indulgent
high-quality Italian Ice, as well as
creamy Soft Ice Cream. A synthesis of
these two core products, the
Jeremiah's Gelati is the showcase of
the menu with layers of Italian Ice
swirled with thick, homemade Soft Ice
Cream, offering nearly limitless flavor
combinations. Jeremiah's franchisees
are embedded in the local community
and are crucial to helping keep com-
munities smiling through tough times.
See JEREMIAH'S page 10
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Will Double the Life of
Your Fryer and Save Cash

With food sales limited to take out and

delivery, it is more important than
ever to reduce costs and increase

sales.... with OiLChef ™

OiL Chef ™ will double the life of your frying oil
OiL Chef ™ will keep your food crispier for deliveries
OiL Chef ™ takes 3 seconds to install inside your fryer
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0iL Chef ™ will donate a percentage of sales revenue
generated from this ad to the Red Cross to assist with
COVID-19 disaster relief program at this time.

THIS IS A LIMITED TIME OFFER which expires when
full service dining is alllowed.

Eco-Friendly
Technology

s 100% made in America, 3-year warranty. Supporting us,
Saves American jobs. Supporting you -
reduces costs and helps profits
Take advantage of this opportunity
by emailing or calling today:
USAQoilchef.com
ToII Free 1-833-OIL-Chef

mlchef com

U A
QUALITY & SAFETY

Satisfaction Guarantecd

Today’s Restaurant
Video Eblast Marketing

Place your video in Today's Restaurant Monday Morning Eblast!
Every Monday is an opportunity to eblast your company video to
thousands of foodservice industry professionals!

Every video ad on
our Monday Morning
Eblast receives:

Direct email distribution

to over 15,000 restaurant
owners, managers and chefs
- plus dealers and other
foodservice industry pros
around the country.

Postings on our social media sites:
Facebook, LinkedIn and Twitter twice
per week. We have another 15,000
contacts on LinkedIn alone.

Introductory Rate

Only s249.

Your video included in our regular Monday eblast.

Exclusive Eblast Rate

only 299,

A stand alone exclusive eblast of your video only.

Or post your video on Today's Restaurant website for only $299!

I Today's Restaurant

561.620.8888 ® www.trnusa.com

I'm sure all of us have seen a cross
section of a rock or a soil sample, which
shows layers representing time and his-
tory. Effective problem solving requires
you to understand that the solution
may be in the past. Knowledge of the
past gives you a means to understand
the way things are now and gives you
the means to solve the problem now.

We built monuments to commemo-
rate those who died at the World Trade
Towers and the Pentagon inWashington
DC and even in Oklahoma City. We feel
asifthisisthe worst of times. Remember
the Alamo, Pearl Harbor, The Holocaust,
The Civil War, World War 1, World War
11, Korea, Viet Nam, The Crusades,
Napoleon and countless other events
in history, all of which must have
seemed like the end of the world for
those who experienced it.

How many times
have you heard
from an employee
or a boss “We've been
doing it this way
forever”?

To fully understand these events you
must peel back the layers of time to
peer into the reasons each event hap-
pened. Just like in a game of chess, each
move a player makes causes the oppo-
nent to make a move in response. Over
time the facts get fuzzy and history is
usually written by the victorious. I re-
member visiting the Alamo and my first
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Appell Pie

Peel back the layers

Howard Appell ¢ Today's Restaurant Publisher

comment was, “Look at how low the
walls are!” One can only assume that
any fort built after the fall of the Alamo
would have been built with taller walls.
But why were they so low?

I remember visiting a ship built in
the 1800’s that was anchored in New
York Harbor many years ago as a float-
ing museum. The one thing I still re-
member was that the ceiling height in
all the rooms was less than six foot
high causing many visitors to walk
hunched over. Again why would they
build it so low? The answer is buried in
the history of mankind. The average
height of someone living in that era
was well below six feet so it was fine
for them.

When a problem presents itself to
you whether it be in life or business like
the pandemic conditions the answer is
always there but you may have to do
some research to uncover the solution
and have a full understanding of what
caused the problem in the first place.
Look behind the obvious. Dig a little
deeper for cause and effect.

How many times have you heard
from an employee or a boss “We've
been doing it this way forever”? If you
feel the need to change the method, do
the research and find out why it is done
the current way, then make sugges-
tions based on a fully educated posi-
tion. Examine your own life and ques-
tion some things you or your family
members have been doing for genera-
tions. You will be amazed at some of
the actions you take in your daily life
that your parents did and your grand-
parents did too. Some of actions have
their origins in the conditions set in the
times of your ancestors. Peel back the
layers of time to find the future. <'|'i‘R,
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What's Going On

Important new products, corporate news and industry events

If you are hiring, Workers
Opportunity Tax Credit is available to
employers who hire and retain from
target groups. Credits up to $9,600 per
qualified new hire are available. Timely
submission is critical to an electronic
system that makes applying for WOTC
easy to use. “The creation of our exclu-
sive Client Portal provides you an easy
way to pre-qualify and capture your tax
credits. Enter a candidate into your cli-
ent portal, the system does the rest.
After a candidate is screened we handle
all Local, State, and Federal paperwork.”
To learn what qualifies, go to https://
GMG.me/104998 This link includes
checking WOTC Tax Credits, COVID
Employee Retention Tax Credit, Disaster
Retention Tax Credits, Commercial
Property Tax Credits. For more informa-
tion, contact StarMark
Business Solutions, Inc.
561.302.7619 Linda@
StarMarkBiz.com

r‘ ®oO—0
All around the coun-

try restaurants, cafes and
sports bars are rethink-
ing their spaces to ac-
commodate for social distancing guide-
lines among other health and safety
recommendations: specifically, install-
ing or expanding their outdoor seating

Plate Poignee announced
Certified Master Chef Dale Miller,
AAGC, as their Brand Ambassador
to represent their unique prod-
uct line of COVALEY serving
accessories to consumers and

foodservice entities. Chef Miller
is one of only 68 certified master
chefs in the United States and
brings with him years of ex-
tensive training and experi-
ence as a chef, restaurateur, (!
consultant, and culinary
professional. Originally
crafted from a French de-
sign, the COVALEY product line offers a selection of elegant, versatile,
and practical serve ware accessories that elevate the art of plating, serv-
ing, and sharing. Its unique design provides convenient and hands-free
no-tip serving, allows hot plates to be carried and
passed easily, and fits multiple size and shape dishware
for home entertaining. “I am honored to represent this
innovative culinary tool,” said Chef Dale Miller. “I look forward
to sharing this new product with friends and family as well as
promoting its presentation and efficiency to the foodservice
and hospitality industry. It’s a great solution for today’s envi-
ronment that calls for masks and hands-free serving.” For more
information, visit www.covaley.com.

commercial hospitality and -

areas. Inside or out, customers still ex-
pect a top-of-the-line dining experi-
ence with high-quality entertainment
at their favorite sports bars or
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The DNE STOP for all Yuur Fuuntam Needs
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CANE SUGAR S0DA

We Now Offer

JONES

Cane Sugar/Soda
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Keeping Your Profits Pouring
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Gmger Ale,
Root Beer~
Lemon Lime
Cola

Orange
&{(Cream

Berry
Lemonade

Green Apple
Zlch Cola

954.584.7330
800.262.8265

www.bnfs.info
sales@hrowardnelson.com

restaurants. With all-weather outdoor
displays and soundbars from
SunBriteTV, restaurants can easily pro-
vide their patrons with the best outdoor

_Fort Lauderdale: 954.493.9268

viewing experience with crisp sound
and clear images, even on bright, sunny
days. SunBriteTV displays are designed
for permanent outdoor installation so
restaurant and bar managers don't
have to worry about hauling a display
inside or risking permanent damage
during a storm. With a powder-coat-
ed aluminum exterior to protect the
display from even the harshest of out-
door elements including rain, snow,
salt air, humidity, insects and dust,
~ SunBriteTV displays are de-
\ signed to operate in tempera-
tures ranging from -24°F to up
to 122°FE "Customers are eager
to get out of their homes and
have safe dining experiences,
with the features they have
always enjoyed about their
favorite restaurants," says Josh
Litwack, Director of Commercial
Sales, SunBriteTV.

L X X X4

Purity Distillery together with Blue
Ridge Spirits and Wine Marketing, an-
nounced that they have signed a new
agreement to expand their sales and
marketing partnership to cover all 50
states. Purity — PurityDistillery.com - is
currently distributed in CA, AZ, TX
Florida, NY, NJ, GA, TN, IL, CO, IN, AR,

See WHAT'S GOING ON page 6

Call for a FREE Estimate

1.800.325.8476

Orlando: 407.464.0000
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What'’s the sweetest sound that you
can hear? According to recent research
studying brain activation, the answer
is... “Your Name”. A person’s name is a
precious possession. Remembering a
name represents a simple, but powerful
customer care skill that people notice
and appreciate.

Everyone loves hearing their own
name! Remembering and recognizing
your customers’ names and using their

names goes a long way to convincing
them that you and your organization
care. Your customers give you multiple
chances every day to remember a
name, recognize a face, and recall a pre-
vious transaction, all to show them that
their satisfaction is your priority. It can
turn a regular, repeat customer into a
genuinely loyal customer who truly
looks forward to their experiences with
you and your company.

Auctions, Appraisals & Liquidations!

Call Toby for a FREE
consultation today:

561-706-7218

www.neverettauctions.com

MR

ToBY

P .

NEVERETT

When you engage customers on a
personal level by doing something as
simple as remembering their names,
you directly affect how they feel about
you and your company. While remem-
bering and using your customers’
names and recognizing their faces can
positively affect your personal job per-
formance, your organization feels the
impact as well. Use the resources at
hand to help you learn, remember and
use your customers’ names:

V credit and debit cards

v checks

v membership cards

Vv personal identification

v account histories

V contact management software
V reservations

Be on the lookout for little ways to
WOW vyour customer by using their
name. It creates good feelings and trust
and, they get the sense that you are in
tune with their needs.

The perfect example of using cus-
tomer names is the technology-based
system at Vail Resorts. I vacation in
Vail several times each year. They take
extra steps to insure that each of their
guests are made to feel special. I carry
my season pass with me (under my ski
jacket) wherever I go. When I am in the
line to get on the lift, I am quickly
scanned so they know that I have paid
for the ticket. They are trained to im-
mediately use my first name. “Okay
John, you are good to go.”

Or the use of technology at Delta
Airlines. As a Diamond Member, when
I call the Diamond Desk their technolo-
gy has my cell phone number and they
answer the phone in 30 seconds, use
my name asking what they can do for
me. It feels good.

Another perfect example is
Wilderness Safari in Botswana. I took
my wife and son to Botswana and we
were amazed at our royal treatment. .
Everyone from the maids to the cooks
and housekeeping staff called us by
name. They take very shy people and
transform them into warm custom-
er-driven employees and provide an ex-
ceptional experience.

Customers will remember your business
if you can remember their names

John Tschohl ¢ Restauranteur and founder of BellyMelly

Eliminate the negative. There are
a couple of reasons why front-line
people do not relate to customers in
an intimate way. It's either indiffer-
ence (they don't care), fear (they see
customers as a necessary part of their
job, but would rather get through the
day with a minimum of interaction),
and lack of training (most employees
don’t understand the importance of
using customers’ names).

Accentuate the positive. Utilizing
customer names when interacting with
them directly is an important part of
making people feel like individuals. The
implications are:

People tend to like you more if
you use their name during conversa-
tions. (But there is a limit; saying their
name too much becomes unnatural
and insincere).

People open emails with more
consistency if their name is included.
(Another reason to ask for a name if you
want increased conversions via email.)

People assume you are more
competent if you know their name; it's a
big part of their identity, and if you re-
call it and use it, you are instantly
viewed in a better light in their eyes.

Fact is, less than 5% of companies
use their customers’ name, but if you
care about your customers, it’s an es-
sential part of winning them over. All
customers want to be seen as individu-
als. They want to feel special and re-
spected. And when they do business
with you, they deserve that respect and

a
your courtesy. <'|1R)

“Greeting customers by name shows
how much you appreciate their busi-
ness — and helps to turn them into re-
peat customers.” — John Tschohl

John Tschohl is an international service strat-
egist and speaker. He is founder and president
of the Service Quality Institute in Minneapolis,
Minnesota. Described by Time and Entrepreneur
magazines as a customer service guru, he has
written several books on customer service in-
cluding Moving Up. The Service Quality Institute
(http:/lwww.customer-service.com) has devel-
oped more than 26 customer service training pro-
grams including Remember Me, that have been
distributed and presented throughout the world.
John's monthly strategic newsletter is available
online at no charge. He can also be reached on
Facebook, LinkedIn and Twitter.

Online Food Handler
Training

LT 50
SAFESTAFE* |

INTRODUCING SAFESTAFF  ONLINE FOODHANDLER
VISIT WWW.SAFESTAFE.ORG OR CALL 866-372-7233 TO REGISTER.
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I TALIAN
EXCELLENCE
AT YOUR

SERVIC

To our loyal and future Partners

We are proud to announce a renewed commitment customer and guest experience. We will continue to make
to strengthen our presence in the state of Florida. investments in our business by increasing our Sales, Brand
As a family-owned and operated company since 1895, and Technical Support teams and by partnering with our
we are eager to strengthen our client relationshipsand  clients preferred distributors. And opening in 2021, a new
provide animproved level of service as your premier coffee  Lavazza training center and showroom in Miami will provide
partner. Our goal is to consistently provide a high-quality  a superior client experience to support your business.

Come discover the authentic Italian coffee experience, in all its forms.

tavA11IRn

TORINO, ITALIA,1895

For more information, send inquiries to: us.info@lavazza.com
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What's Going On ........

and MD. “Purity is a
great company and
we are excited to ex-
pand our partnership
together” said Carlos
Carreras CEO of Blue
Ridge Spirits and
Wine Marketing. “The
Purity brand rep-
resents high quality,
natural, craft spirits and is positioned
well for long term growth.” “Blue Ridge
has proven to be a valued, strategic
partner capable of working with our
customers and distributor partners to
maximize growth,” said Andy Kullhem,
CEO of Purity Vodka Inc. “I look for-
ward to working with the Blue Ridge
family to grow the Purity brand for
years to come.”

1—0 LR X
Paylocity, a leading provider of

cloud-based HR and payroll software
solutions, is now offering their
new next-generation touchless time
clocks as the latest addition to its
modern time and attendance tools.
Paylocity's time clock technology of-
fers real-time, touch-free thermal tem-
perature scanning to support safe and
healthy workplaces. Some of the clock
feature options include biometric fin-
gerprint readers; facial recognition
that works in seconds, even when em-
ployees are wearing a mask; badge
readers for instant time tracking; pho-
to capture to record and validate iden-
tity; and attestation prompts that

reinforce health checks.
Visit Paylocity.com for
all ordering details.

LA 2 X 4

In Georgia, Little
Cottage Brewery re-
cently signed a lease for
a 2,100 + sq. ft. spot. It is
located at 120 Olive
Street in Avondale Estates. The owners
Aimee and Jon Shari have been home
brewing for a long while now. They are
expecting to open in Q1 — Q2 2021.

1—0 L X R
Bahia Bowls continues national ex-

pansion with their first franchised loca-
tion in Boynton Beach in June. That was
followed by another franchise that
opened in Philadelphia and a third in
San Antonio, TX in August. “This brings
our total store count to 5 open. Our de-
velopment pipeline includes a few
more locations, the first will probably
be Naples, FL followed
by Cooper City, FL.
Knoxville, TN is slated
for the early part of
next year and we are
planning locations in
Bonita Springs, Fort
Myers, Royal Palm
Beach and Harrisburg,
PA)” stated Ben Casey
of Bahia Bowls. Bahia Bowls Acai Café -
Bahiabowls.com - was founded in 2017
to serve a rapidly expanding SW Florida
market with a new, healthy dining

OnCall Voice

For Restaurants

What happens when a customer gets a
busy signal when calling you?

They call someone else and you lose a sale!

STOP LOSING SALES

Let OnCall Voice For Restaurants help manage your incoming call traffic by
queuing up calls for your staff in the order they are received, so you can take
orders and service customers quickly and efficiently.

Complete Restaurant Phone System
Only $85/month*

INCLUDES ALL HARDWARE

CALL TODAY! 1-800-881-8899

www.OnCallVoice.com

*Plus taxes and fees. 24 Month Term Required. Choice of Snom phones include models M10-KLE and M18-KLE.

SNOM

DECT Phone Promotion

+ Online call queueing to eliminate
customers getting a busy signal

s Auto Attendant so callers can
choose what they are calling for

« Listen only option to provide
hours and location information

+ Find Me/Follow Me

« Voice Mail with email & SMS
notification

+ Custom Music On Hold

+ Easy setup / no wiring to phones

+» Package includes up to 5 Snom
phones* (mix and match)

s Supports up to 5 additional Snom
phones

« All phones are 4 line ready

+ 3 year manufacturer warranty on
phones & base

option. The primary motivation behind
the concept was to create a unique
customer experience in the “fast casu-
al” healthy dining space by providing
a delicious assortment of all-natural
Superfruit Bowls, Smoothies and other
specialty products.
Now they are going
national.

LA R R 2

Bbot Inc, a restau-
rant and hospitality
tech startup, an-
nounced an invest-
ment round that will
allow it to scale its
solutions that could
dramatically streamline a
venue’s ordering and pay-
ment systems. The platform ac-
complishes this by enabling restaurant
and bar patrons to order and pay direct-
ly via their smartphones. While a critical
solution to address COVID restrictions,
Bbot is already deployed in over 500
venues and has a proven track record in
helping businesses improve efficiencies
and increase revenues by up to 15%.
Bbot solutions inte-
grate directly into a
venue’s existing order-
ing and payment sys-
tem and are accessed
by any smartphone by
entering QR or location
codes situated at tables
within a venue.

l o6 0——

With delivery and catering opera-
tions increasing industry-wide, Vollrath
expands its transport dolly offering to

include new flatbed utility dollies.
American-made with impact-resistant
plastic, they allow the user to easily
move up to 350 pounds over any type of
interior surfaces or rough exterior ter-
rains. A recessed top surface helps se-
cure the load and reduce shifting during
transport, providing a safe
and convenient solution
to transport EPP carriers,
delivery bags, pizza dough
boxes and more. The
dollies are available with
pneumatic wheels or cast-
ers depending on different
surfaces they will be used
on. Each dolly features a
storage pocket for the
heavy-duty straps that are
standard with each dolly. A
chrome-plated handle comes
standard with the pneumatic-wheeled
model and is as optional with the cast-
er-wheeled model. The handle folds
down for easy storage. Visit them online
at vollrathfoodservice.com.

LA 2 X 4

Refrigerated  Solutions  Group
(“RSG”), an industry leader in refriger-
ated equipment and service, recently
decided to continue production of the
Master-Bilt® BEM/BEL Endless Glass
Door Merchandiser Series at the RSG
manufacturing facility located in New
Albany, Mississippi. Due to strong cus-
tomer demand for this product, with its
market-leading features, ease of instal-
lation, and energy efficiency, RSG will
continue production of the Endless
Merchandiser Series. This will result in

See WHAT'S GOING ON page 12

Today’s Restaurant
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Advertise in Today's Restaurant digital newspaper and have your

ad message delivered directly to thousands of online restaurant
and foodservice industry professionals every month.
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For over 20 years, Today's Restaurant has been one of the
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Call today to schedule your advertising plan!
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CORE welcomes Sheila Bennett
as new Executive Director

Franklin, TN - Children of Restaurant
Employees (CORE)©, the national non-
profit organization that supports food
and beverage service employees with
children, is proud to appoint Sheila
Bennett as executive director. With over
30 years experience in the food and bev-
erage industry, Bennett returns to her
hometown of Nashville and will lead the
organization to support those in need.

Bennett comes to CORE with a
wealth of knowledge and an extensive
background working in non-profit
capitalization and all areas of the food-
service industry. With her experience
in marketing, development, and pro-
gram management, Bennett is an ac-
complished business developer, fund-
raiser, and strategist with a 360° view
on the industry.

“CORE is in need of an individual
who will spearhead the organization to
meet the growing demand for its sup-
port,” said Colleen Brennan, chairman
of the board of directors for CORE.
“Bennett is the ideal fit for a challenge
such as this.”

Before joining the team at CORE,
Bennett served as the vice president of
business development and strategic
partnerships for Fishbowl Inc.© where
she led business development strategies
and scored strategic alliances. Her most
recent success in the non-profit sector
includes the development and growth of
the successful Dine Out for No Kid

Sheila Bennett

CRE

Hungry™. With her passion focused on
the restaurant space, Bennett also man-
aged industry relations for the National
Restaurant Association© Educational
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Foundation as senior director.

Bennett's vision is to engage the en-
tire industry to support CORE and in-
crease visibility to families who have
been impacted by a health crisis, injury
or natural disaster.

“During my time serving the food
and beverage industry,  have met many
employees and families with amazing
stories of how they have faced adversi-
ty,” said Bennett. “Now, I hope for CORE
to be the first resource that comes to
mind when employees with children
are affected by a health crisis or natural
disaster and are in need of support, and
financial relief.”

The civic-minded executive is an ac-
tive member of Les Dames d’Escoffier
International© - Atlanta and now the
Nashville Chapter and the Women’s
Foodservice Forum®© and remains in-
credibly connected to the nation’s in-
dustry’s movers and shakers. Z[j‘;

About Children of Restaurant Employees
(CORE): CORE is a national 501 (c)3 is dedicated
to serving food and beverage service employees
with children when either the working parent
or child is navigating through a medical diag-
nosis, illness, injury, a death, or impacted by a
natural disaster. Founded by food and beverage
service industry veterans to help hospitality ser-
vice employees with children bridge the finan-
cial gap when facing a health crisis or natural
disaster. Since 2013, the organization has grown
into a nationally recognized non-profit that
has helped close to 1,100 families in 49 states.
To support food and beverage employees via a
donation visit COREgives.org.

RobOtS /o pee:

food was too expensive and/or the
food quality or service provided a
poor value overall.”

Despite the impending changes,
the study found that respondents
have major concerns regarding the
societal impact of robotics entering
the realm of QSR operations, in-
cluding the cleanliness and food
safety of robot technology, and
communication quality, especially
voice recognition, from both native
and nonnative English speakers.

In the end, Zemke believes that
rising labor costs will force restau-
rant owners to turn to robotics.

“The genesis of this study was
the ‘Fight for $15° movement,
which focused heavily on hourly
service jobs, such as those in fran-
chised quick service restaurants,”
she said. “Many restaurant opera-
tors cautiously suggested that they
may explore robotics as an alter-
native to absorbing these in-
creased labor costs.” TR

About Ball State: Founded in 1918 and
located in Muncie, Ball State University is
one of Indiana’s premier universities and
an economic driver for the state. Ball State’s
22,500 students come from all over Indiana,
the nation, and the world. The 790-acre cam-
pus is large enough to accommodate first-
rate facilities and 19 NCAA Division I sports,
but our welcoming and inclusive campus is
small enough to ensure the friendliness, per-
sonal attention, and access that are the hall-
marks of the University. Destination 2040:
Our Flight Path establishes Ball State’s am-
bitious goals for our second century. We Fly!

Readers of Today's Restaurant

Has your company aceepled Visa or MaslerCard branded credil cards belween
January 1, 2004  January 24, 20197 It so you may be eligible to recover a
portion of an approximate $6 Billion Settlement that has been approved

hy the court.

Macmoor Capital may be able to help you claim your settiement. Macmoor
Capital is an independent claims management firm which specializes in
recovering settiements and managing class action claims for corporations
across the U.S_. With over 15 years of experience we are well versed in these
types of applications. We work strictly on contingency. There are no up-front
cosls or fees.

can 1(786)410-9817 or

click the button below to learn more

Learn More
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ement. For addition

order fo parficipate in any sel

ired lo sign up with any third-parly sevice in
information, class members may visit

www. paymentcardsettiement com, the court approved websile for this case.

& 2019 Macmoor Capilarg. All Rights Reserved
15805 Biscayne Blvd - Suite 104 - North Miami Beach FI. 33160
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#Cutoutcutlery campaign saves millions of
plastics from ending up in oceans

In 2019, Los Angeles-based non-
profit Habits of Waste (HoW) created a
solution to the plastic cutlery crisis in
our country. The company’s campaign
#CutOutCutlery was successful in se-
curing a default setting on both Uber
Eats and Postmates apps that required
customers to request cutlery as opposed
to automatically receiving it. One year
later, food delivery giants GrubHub and
DoorDash still have not made the sim-
ple change to their default settings that
would save millions of plastics from en-
tering the environment every month.

Every year, over 40 billion pieces of
single-use plastic cutlery are pro-
duced and discarded as waste. Not
only is single-use plastic cutlery not
recyclable, it's ending up in our oceans
and killing sea life. Further, it's harm-
ing the environment by disrupting the
productivity of natural systems and as
these plastics break down throughout
the years into micro plastics, they end
up in our food and drinking water.
And If these current trends of plastic
waste continue, one study esti-
mates that by 2050 the plastic waste in
the ocean will outweigh the fish.

#CutOutCutlery is a win-win. Less
plastic is produced, restaurants save
money and consumers have a choice.
Research shows that most people prefer
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Non-profit habits of waste solves crucial problem

to eat with heavier, metal utensils com-
pared to single-use plastic. This "new
normal” would save money and protect
the planet without a heavy lift.
“GrubHub and DoorDash must
#CutOutCutlery and help save millions
of pieces of waste from entering our al-
ready taxed environment,” says Habits
of Waste Founder Sheila Morovati.
“With Uber Eats recently completing its
billionth delivery, there’s no denying the
impact this campaign can have. And
the time to address plastic cutlery is
now —just like we did with plastic straws
which the entire world responded to

Serving the Continental

U.S. & the Carribbean

sign-

rl TH O M Pso N Family owned & operated

ARCHITECTURAL PRODUCTS
ThompsonAP.COM

Build Outdoor Seating Solutions

All Season Patio Enclosures « All WeathrSeasonaI Curtains
Heaters & Ceiling Fans for Climate Control
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for over 35 years
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creating a massive ripple effect.
Creating a non-negotiable plea with
legislation is the goal.”

Customers can help convince
Grubhub and DoorDash to join the cru-
sade by emailing them here and re-
questing they install an option for plas-
tic cutlery feature on their apps to
eliminate unnecessary waste. Currently,
these apps automatically provide plas-
tic cutlery for customers ordering food
delivery despite user’s unsuccessful at-
tempts to opt-out.

Through the campaign and
Morovati’s continued efforts, The

but not all on board

University of Southern California school
system eliminated all single-use plastic
items in dining halls, including cutlery,
plastic bags and bottles. Habits of Waste
plans to extend the sustainability
crusade by bringing #CutOutCutlery to
universities nationwide. Additionally,
Morovati is taking the campaign to
the California legislature requiring all
restaurants to provide single-use cutlery

only by request. <'|'i‘R,

About Habits of Waste: Habits of Waste (HoW)
is a non-profit, socially conscious environmental
organization committed to making simple chang-
es that lead to profound positive impact on the
environment. Founded in 2019 by Sheila Morovati,
following her non-profit Crayon Collection in
2014 which spearheaded a crusade against sin-
gle-use crayons at restaurants nationwide, HoW's
efforts have led the company to team up with the
Surfrider Foundation, which unites hundreds of
organizations in a grassroots movement dedicated
to saving the Earth's oceans.

HoW has been focused on eliminating sin-
gle-use plastic straws and cutlery from entering
the waste stream. Morovati successfully spear-
headed the ban on single-use plastic straws and
cutlery in the City of Malibu, the first city to ini-
tiate such a ban and since, multiple cities and
countries have followed suit thanks to the gold
standard of legislation that Malibu passed and
that HoW helped create. HoW identifies habitual
waste throughout society and creates opportuni-
ty for change by rethinking all of societal behav-
ior that is engrained in our daily actions. Many
are no longer visible as they are so embedded in
our daily routines and norms.

Today’s Restaurant
Networking Group

An Exclusive Group of Top Vendors in Florida

Servicing the Restaurant & Hospitality Industry

Product categories are limited to one member each which fosters
open and free discussion of sales leads and customer introductions.

Members make a commitment to attend bi-monthly meetings
to protect their exclusive seat at the table.

We are now holding

virtual network meetings
Call for info on how to join!
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WE ASKED RESTAURANTS
4. #%__ WHAT THEY WANTED...

‘ WE DELIVERED.
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MORE ORDERS. MORE MONEY. LESS WORK.

Take control of your ordering system with dingmenu!
The commission-free ordering tool that makes it easy and affordable for you and your customers!

Stop paying third party fees for take-out
No revenue sharing or commissions. You pay a - @ dngver
one-time setup fee of $99 — that's all. e L .

Customers order fast and safe on their phone
Contactless ordering for pick-up, curbside takeout or

your in-house delivery service. Customers pay only a

99¢ dingmenu service fee per order.

No contracts or subscription fees
Start or stop using dingmenu at any time with
no hidden costs or cancellation fees. Plate of the O

We do all the work —
We turn your menu into a branded, interactive online
ordering system you can modify yourself at any time.

Pupusas

On call customer support 24/7

Your success is our success — we're available

to help 24 hours a day, 7 days a week. \ .
N P 4
o) For more info —
SAVE 10 /0 watch our dingmenu
On the standard setup fee! introductory video
Use Rep Code 31F360 CLICK HERE
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Even though the uncertainty of the
pandemic is still with us, there are still
things you can do as a restaurant owner
to make sure you are stronger than ever
when this is all over. Restaurant opera-
tors are a resilient group, and I have alot
of hope for you and faith in your ability
to get through this pandemic. These
three things will help you manage in-
creasing costs and tighter margins.

The first three things to work on
right now to make sure you never go
back are Restaurant 101, checklists and
having a system for everything.
Continue reading to learn more about
how to do each of these.

Restaurant 101 is solid

Restaurant 101 is the very first thing
that must happen your business. Before
put together the checklists and cash
controls, before you get into the myriad
of systems I teach to help you get your
life back and make the money you de-
serve. Because ultimately, if you don't
do Restaurant 101 right, your restaurant
sucks.

Do I have your attention? OK, let’s
break it down. Restaurant 101 is simply
great hospitality.

It's hot food hot.
Cold food cold.
A clean safe work environment

Eblast Your ¢
Company to
Success... |

Eblast 1000s of customers
for one LOW, LOW price!

Do these three things to
strengthen your restaurant

David Scott Peters ¢ Today's Restaurant Contributor

for guests and employees.
Its WOW customer service and
an incredible product.

Checklists in place

To start, if you're running a great
restaurant, putting out great product,
and you've got great service, checklists
are the key critical system you 're going to
put in place if you want to make money.

Why? If you can't get your managers
to use a checklist on a daily basis, what
makes you think theyre going to take
inventory Sunday, on time and accu-
rately. If you can't get them to do the
simple stuff, what makes you think it's
going to change? The key to checklists is
using them to create a culture where the
details matter.

You need to make sure you have a
checklist for opening and closing side
work for every position that is so de-
tailed that anybody could pick it up and
do it. It’s not just “clean the bathroom,”
but, “Make sure the bathroom is clean:
the mirrors have no water spots, there's
no standing water on the counter, wipe
down the counter and throw away the
paper towel, if the garbage pail is 50%
filled, take it out and replace the liner.”
It is step-by-step instructions how you
want it done, how well you want it done
and by when.

Today's Restaurant has a database
of over 14,000 restaurant owners,
managers and chefs in addition to
25,000+ contacts on social media

who will receive your company's ad
2-3 times the week of your Eblast!

Every Today's Restaurant Eblast
gets posted on our social media
sites at no additional charge,

reaching thousands more
potential customers!

7
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U Restauran

561.620.8888

YOU GET
ALL THIS
FOR ONLY

*195.

Today's Restaurant
guarantees a 5-13%
t open rate or we will
run your Eblast
a second time

FREE!

info@trnusa.com ¢ www.trnusa.com

Now is the time to create the check-
lists. Walk around your building with a
yellow pad of paper, write down every-
thing that pisses you off, grab any old
checklists, grab this new checklist and
put it all together. From that point for-
ward, when you reopen, you will have
checklists that set expectations.

Checklists are also essential for cash
controls. Make sure every penny makes
it in your bank account. Using the daily
sales report from your point of sale sys-
tem, track how the money came in. Then
every day you put in your actual depos-
its, track your over/short and make sure
it's within whatever you allow for serv-
ers and bartenders. Take the time to put
your procedures in place for that.

A system for everything

You must have systems for every-
thing in your restaurant. Systems are a
process, a way of doing anything and
everything in your business. Period.
Whether it's count out a bar drawer the
same way, or dollars per labor hour
worked and anything and everything
in between.

You need to embrace what the
chains do well, which are making it
through the pandemic easier than we
are because they have systems, pro-
cesses, ways of doing everything they
do. They don't have owners in their
business. They're able to cut.

What systems? There's a whole list. In
fact, there's a book that I wrote, many of
you should know now, called Restaurant

Prosperity Formula: What Successful
Restaurateurs Do. It's an easy read, avail-
able on Amazon, and will set you up with
everything you need to have in place to
start to create your plan for success.

You've made it this far with
COVID-19 restrictions and money is
starting to hit the bank. Do not blow this
opportunity. Do not spend that money
without having a plan.

Your plan:
Restaurant 101
Checklists and cash controls for

everything you do
Get your systems in place

Our industry has just gone through
something it's never gone through. You
have opportunity. Yes, your sales may
not be as strong because we have all
these people out of work and people are
uncertain about how to proceed, but
there will be less competition, which
means it's an opportunity to be great.

David Scott Peters is an author, restaurant
coach and speaker who teaches restaurant op-
erators how to use his trademark Restaurant
Prosperity Formula to cut costs and increase prof-
its. His first book, Restaurant Prosperity Formula:
What Successful Restaurateurs Do, teaches the
systems and traits to develop to run a profitable
restaurant. Known as THE expert in the restau-
rant industry, he uses a no-BS style to teach and
motivate restaurant owners to take control of
their businesses and finally realize their full po-
tential. Thousands of restaurants have used his
formula to transform their businesses. To learn
more about David Scott Peters, his formula for
restaurant success, his book, or his coaching pro-
gram, visit www.davidscottpeters.com.

Jeremiah’s ...

Jeremiah's wants to continue to ex-
pand its footprint so people across
America can taste how amazing their
treats are and to help entrepreneurs
make their dreams come true.

"We have been fans of Jeremiah's
in Orlando for years and have been
waiting for the opportunity to be a
part of an amazing brand and prod-
uct," said David Hung, a member of
Jeremiah's new Area Representative
group in South Florida. The group is
made up of Johnny Tung, Jimmy
Tung, and David, who have over 20
years of industry experience at the
Bento Group. "Simply put, we want-
ed to be part of something special.
Jeremiah's values and culture are why
it's leading the pack."

Throughout the Covid-19 crisis,
the brand has placed an emphasis on
maintaining the health and safety of
its employees and customers.
Jeremiah's was able to continue to
spread joy in the community with
their beloved frozen treats through
delivery, drive thru service and curb-
side pickup options. Jeremiah's con-
tinues to adapt to society's new nor-
mal, pivoting its traditional franchise
development efforts to instead host
virtual discovery days in order to con-
tinue connecting with their pipeline
of interested franchisee prospects.

"We are so happy to see our close-
knit family expand and we are ready
to showcase our concept to commu-
nities across the nation," said CEO
and Founder, Jeremy Litwack.

Jeremiah's is poised to become a
premier frozen dessert franchise of
the new decade.

About Jeremiah's Italian Ice: Founded in
1996 and franchising since 2019, Jeremiah's
Italian Ice for its superior frozen treats and also
its outstanding customer service, community
involvement, and an exciting brand image that
exudes the Jeremiah's motto - LIVE LIFE TO
THE COOLEST®. Jeremiahsice.com.

Focused on delivering flavorful experiences
to each and every guest, Jeremiah's is committed
to serving its vibrant, flavorful treats up with
a smile in a lively environment. With 27 loca-
tions throughout Florida, Arizona, and Texas,
Jeremiah's is offering franchises nationwide.
Initial expansion plans target the Southern
United States, including Florida, Alabama,
Louisiana, Mississippi, Georgia, North Carolina,
South Carolina, Tennessee, Arizona and Texas.

About Pivotal Growth Partners: With a
combined 50+ years of experience and a net-
work of expert financial, growth and develop-
ment partners, Pivotal Growth Partners creates
value and grows small, regional companies into
nationally acclaimed brands. Co-founded in
2018 by longtime franchise industry profession-
als Bryon Stephens and Cameron Cummins,
PGP helps emerging franchise brands at their
pivotal growth moment through experienced
leadership, access to fundamental resources and
day-to-day guidance. Jeremiah's has partnered
with Pivotal Growth Partners (PGP) to facilitate
nationwide growth
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New venue accessibility survey results indicate
opportunities for change as ADA celebrates 30 years

Lexia.Solutions™ and IAVM reveal findings ofJomt study of accessibility in North American venues

Nashville, TN - A recent survey of
how North American venue operators
are currently serving customers in
wheelchairs indicates opportunities
for improved access, according to
newly released results. The June 2020
venue accessibility survey was
completed as part of a joint study
on behalf of IAVM (International
Association of Venue Managers) and
Lexia.Solutions™, creators of UpLift,
a first-of-its-kind, patent-pending
device that revolutionizes live events
for people who use wheelchairs. The
survey results are available online
atiavm.org/research.

Key findings among venue opera-
tors surveyed:

100 percent believe being fully
accessible / ADA-compliant is import-
ant; Nearly one-third revealed their
venue is not fully ADA-compliant or
they are unsure of its status.

More than 80 percent indicate
that 10 percent or less of the total seats
at their venues are currently accessible
to guests using wheelchairs.

More than 85 percent indicate
guests using wheelchairs are limited
to certain seating locations, and more
than half indicate certain seating sec-
tions in their venues are not wheel-
chair accessible.

More than one third of respon-
dents whose venues include luxury
suites indicate that they are not wheel-
chair accessible.

Only one third indicate they have
three or more companion seats per
wheelchair space, the number strongly

SELL OR BUY
A RESTAURANT

e Business Evaluation at No Charge
e Sell or Buy Commercial Property

HUDSON
ROBINSON

BUSINESS BROKERAGE

CALL TODAY FOR AN EVALUATION AT NO CHARGE

encouraged by the ADA, and 98 percent
indicate they have at least one compan-
ion seat per wheelchair space.

76 percent have invested in struc-
tural modifications in the last five years
to become or remain ADA-compliant.
Nearly 20 percent have invested more

than $100,000, and nearly 5 percent
have invested more than $1 million.

“As the world prepares to re-open
amid COVID-19, we believe that plan-
ning to ensure safe disability access
now is essential to safeguard and pro-
mote the rights of one of our nation’s
largest minority groups,” said Jeff
Runnels, founder and creator of UpLift
by Lexia.Solutions™. “People who use
wheelchairs are often limited by entry-
ways, seat location, visible line of sight
and the number of people who can ac-
company them. These survey results
have provided insight into the need for
more seating solutions for guests with
physical disabilities. Venues and facili-
ties of all types can benefit from inte-
grating UpLift into their reopening
plans. In a post-COVID world the UpLift
provides touchless access for user oper-
ation, can help grow businesses’ bot-
tom line, and can attract this largely un-
derserved market.

“This year, as our country marks 30
years since the signing of the Americans
with Disabilities Act (ADA), we look for-
ward to helping further the continued
progress through the introduction of
UpLift and connecting with the many
customers to whom it provides value -
venues, schools, casinos, historically
protected buildings and more - to help

See SURVEY page 12
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v FDA approved Celsius / Fahrenheit forehead thermometer
v/ New continuous stock 5 year shelf life

v 20 second process time for temperatures —
Apply to forehead, wait until green LCD dot lights up
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Peter Robinson Broker

061-445-8198

probinson@HudsonRobinson.com
www.HudsonRobinson.com

5080 Heatherhill Lane * Suite 8 » Boca Raton

v/ Minimum order 1 roll - 5,000 pieces

CALL NOW FOR PRICING!

Enterprise 2000 Int’l Inc., Boca Raton, FL
561-716-2155 Enterprise2000.com
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What's Going On .......

maintaining a more focused manufac-
turing footprint in the New Albany facil-
ity (where earlier this year the difficult
decision was made to discontinue
operations completely). “The RSG
leadership team has .
worked diligently to
strengthen the over-
all customer experi-
ence by listening to
the voice of our cus-
tomers, employees,
and the local com-
munity. As a result,
we made the deci-
sion to continue production of the
Endless Merchandiser and to keep op-
erating a portion of the New Albany
plant,” stated John Ioannou, Chairman
of RSG. “Our goal is to become a health-
ier long-term partner and I am proud of
the decisions our team has made and
am pleased with the outcome for all of
our stakeholders,” Ioannou concluded.
Refrigerated Solutions Group is an in-
dustry leader with over 150 years of
combined history between the Master-
Bilt® and Nor-Lake® brands. Visit
Master-Bilt.com for all details.

LA R X 2

The world's largest seafood exposi-
tion is moving to. Barcelona, Spain,
starting with the 2021 edition. The
29th edition of Seafood Expo Global/
Seafood Processing Global will take
place on 27-29
April 2021 at Fira =~ = €
Barcelona, Gran
Via venue, in .
Barcelona.  Visit

/B Bararel Touciens. Mors D

‘..'-.;"_-J: %
seafoodexpo.com -
for all details.

1—0 L 2 & 4
GoZone WiFj, a leading U.S.-based

WiFi analytics and marketing SaaS
company, has unveiled a new product
called Touchless Menu to help restau-
rants adapt to safety and health con-
cerns around the COVID-19 pandem-
ic. Touchless Menu creates a contactless
ordering experience during dine-in ser-
vice. Guests access the restaurant’s food
and beverage menu by connecting to a
special WiFi network, which pushes the
digital menu to the guest’s smartphone,

Survey ,......

incorporate UpLift into 2021 budgets
and planning.”

Runnels, who invented UpLift in
2016 before founding Lexia.
Solutions™ in 2017, was inspired to
create the product after realizing he
didn't know anyone who used a
wheelchair and began to imagine
how difficult everyday activities
might be for those who do. Two
products, UpLift Seating and UpLift
Entryway, provide smart economi-
cal and highly desirable options for
both businesses and families by en-
hancing experiences and improving
access for wheelchair users. The
UplLift products help overcome ex-
isting ADA compliance barriers and
improve accessibility without en-
during costly and lengthy construc-
tion projects. Reservations are

tablet, laptop or other WiFi-enabled de-
vice. “Our team developed Touchless
Menu after hearing from restaurant
owners and operators across the
country who are struggling to navigate
' a safe reopening,” said
Todd Myers, GoZone
WiFi CEO. “The Touchless
Menu gives restaurants
an opportunity to reas-
sure patrons that they're
taking actions to reduce
the spread of COVID-19.”
“Guests need to feel safe
and comfortable in com-
ing back to our restaurants,” said Mark
Ferguson, who is using Touchless Menu
at his restaurant, Ferg’s Sports Bar in St.
Petersburg, Florida. “Many of my guests
feel more comfortable using their per-
sonal devices rather than touching a
physical menu. Touchless Menu en-
courages a comfortable experience.”
Learn more on their website at
GoZoneWiFi.com/Touchless-Menu.

LA A & 2

— Society 8 Hospitality Group has an-

nounced the opening of its newest
concept, Sistrunk Marketplace &
Brewery, a 24,000 square foot food
hall, mixed-use event space and retail
concept. The first of its kind in Ft
Lauderdale, Sistrunk Marketplace &
~ammmy—~, Drewery is located
€5 BURaER, at 115 Northwest
i 6th Street (Sistrunk
Blvd). The newly
opened property
features a myriad
_ of food vendors
==———"] including: Bronte
Café, The Chop
Shoppe, Hot Lime
CraftTacosand Ceviche, The Empanada
Bodega, Fuoco Roman Pizza, Heavenly
Raw, Kasai + Koori Asian Deserts, Needa’
Pita, Nellie's Country Kitchen, OSOM
Crepes, Poke OG, and Senbazuru
Ramen. In addition, there are several
private and shared event spaces; a
DJ and production music academy -
Wired Sound Academy, and a co-op
style retail boutique - SistrunKollective.
SistrunkMarketplace.com. Z[ji)

L A A & 2

available now, and online sales will
begin in the latter part of 2020.
Eligible businesses get ADA tax and
LEED credits each year. For more
information and to view demo vid-
eos of both devices, visit www.lex-
iasolutions.com. TR

About UpLift by Lexia.Solutions™: UpLift
by Lexia.Solutions™ is a first-of-its-kind, pat-
ent-pending device that revolutionizes live
events for people who use wheelchairs. With
UplLift, venue and public space managers can
attract an underserved market and grow their
bottom line. The Lexia.Solutions™ mission is to
lift lives by creating more opportunities for peo-
pleinwheelchairs to access incredible experienc-
es independently, safely, and comfortably. Proud
members of IAVM (International Association of
Venue Managers), Lexia.Solutions™ created
UplLift to help make buildings, homes and expe-
riences fully accessible to people of all abilities,
with a team that truly understands wheelchair
accessibility. For more information visit wwuw.
lexiasolutions.com.


https://trnusa.com/network-group
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Catering AY

Disposable Menus Special are an easy way to ensure the safety of your restaurants
patrons by avoiding the cross contamination possibilities of reusable menus.
The use of disposable paper menus is strongly encouraged.

For custom sizes please call us to request a quote.

www.covid19fortlauderdale.com

M A D DY f S 5450 N.W. 33rd Avenue, Suite 108
Fort Lauderdale, FL 33309
PRINT (954) 749-0440 * Fax: (954) 749-3828
www.maddysprintshop.com

SHOP.Lc frederickl@maddysprintshop.com



http://www.maddysprintshop.com

Planterra Foods launches innovative
plant-based offerings for foodservice

Lafayette, CO — At a time when
foodservice operators are pivoting to
counteract the world’s health pan-
demic, menu innovation and address-
ing consumer’s evolving demands are
more vital than ever. Innovative
Colorado-based start-up Planterra
Foods is answering the call and
launching a line of OZO™ plant-
based protein products with excep-
tional ingredients and nutritional ad-
vantage. The OZO foodservice line is
now available in four plant-based of-
ferings: burgers, ground, nuggets and
breakfast sausage patties, catering to
all dayparts.

The debut of OZO will elevate the
protein possibilities that foodservice
operators can feature on their menu to
attract new customers and increase
check averages. To support its partners
during this recovery period and offset
food costs, Planterra Foods will be pro-
viding foodservice operators specials
through years’ end. Foodservice part-
ners will also have access to an 0ZO
toolkit to help navigate the unprece-
dented landscape brought on by
COVID-19, with convenient to-go
solutions like branded burger wraps,
seamless recipe inspiration, signage to
highlight their new plant-based offer-
ings and premium sanitation essen-
tials — such as branded face masks — for
staff and patrons.

e A

T

As a part of the company’s com-
mitment to the foodservice industry
and its mission of fostering the future
generation of food creators, Planterra
Foods will implement a variety of ini-
tiatives in collaboration with strategic
partners to help combat the challeng-
es the industry is facing during this
difficult time.

“When we introduced OZO to con-
sumers through retail outlets in June,
we knew we had to set ourselves apart
not only with the exceptional taste and
clean protein label, but also with how
we innovate to deliver the new plant-
based offerings through outlets includ-
ing e-commerce and foodservice,” said

Classified Ads o

12 months for only $149. ¢ v >

Classified Ads available online at trnusa.com

Employment

Darcey Macken, Planterra Foods CEO.
“We also have specially-designed OZO
vans venturing cross-country giving
away a million free burgers for consum-
ers to try via safe social distancing. We
recognize that foodservice operators
are faced with challenging times right
now, and we want to provide an out-
standing, versatile and simple menu
solution brimming with benefits to
drive customer satisfaction and attract
new patrons.”

With the addition of plant-based
menu items growing more than 300
percent in the last year it's clear that
guests are interested in flexible protein
options. In fact, 59 percent of Americans

Networking

eat meatless at least one day a week, ac-
cording to the National Restaurant
Association (12/19/19).

“At Planterra Foods, we're striving to
broaden choices and bring new protein
possibilities to today’s menu for both
foodservice operators and customers
alike seeking a better-for-you option
with clean ingredients where taste is
paramount,” said Macken. “Our intro-
ductory line of plant-based protein
products, OZO, not only helps you eat
well, but also feel well — and feel good
about the foods you're serving.”

The Planterra team is also passion-
ate about making a positive impact on
the planet and environment and the
0OZO product line uses sustainable
packaging to store products and plant-
based ink on all of its packaging.

You can find additional information
online at PlanterraFoods.com and
0ZOFoods.com, and join the conversa-
tion on Facebook, Instagram, Pinterest,
Twitter and LinkedIn. <'|'ih)

About 0Z0O: OZO™ is the first brand
brought to market by Planterra Foods, an in-
novative plant-based protein start-up from
Colorado. Dedicated to delivering foods that are
abundantly flavorful, and positively delicious,
OZO™ has the backing of one of the world’s
leading food companies. 0ZO™ dishes up foods
that broaden choices and bring new possibilities
to the table. Brimming with benefits for you and
the planet, their foods help you eat well, feel bet-

ter and live your best. For additional informa-
tion, visit OZ0Foods.com.

Join the Today's Restaurant networking group for vendors in the
restaurant industry serving South Florida. One company per category.
Call 561-620-8888 for your invitation.

Sales Leads

Looking for a New Job? Email your 25 word Job Wanted ad to
info@trnusa.com and we will post it at no charge.

MANAGER & CHEF OPPORTUNITIES! RESTAURANT PLACEMENT
GROUP has ongoing openings for Restaurant & Hotel professionals!
Managers, Chefs, F&B Directors, Catering & Events Managers, etc.
E-mailresumein WORD (.doc) format to: Resume®@RestaurantPlacement.
com. www.RestaurantPlacement.com. Strict Confidentiality assured.

Financing

#1 Small Biz Revolving Line of Credit (S1k-$100k): No Fee to Apply/
Maintain, Y/N decision in ~3 mins, No Min FICO, Approved Today? Funds
in Your Account Tomorrow. Great 'Rainy Day' LOC BEFORE the next
downturn. http://tracking.fundbox.com/SHPH .

Insurance

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

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!

If your company sells a product or a service to a restaurant
and you're looking for sales leads contact Terri at 561-620-
8888 for the best sales leads in the industry.

Services

When you need creative images of your food, products, interiors or
staff, it pays to use an experienced photographer that not only knows
their craft, and has spent some time both BOH & FOH. Great work, good
prices. See my work at www.mzphoto.com.

Mike Zimmerman Photo — 954.849.7269 ¢ mike@mzphoto.com

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

Situation Wanted

Accomplished food and beverage specialist and academician.
Articulate and professional with outstanding level of confidence.
Possess skills and expertise that allows a hands on management style
which has led to active participation in multiple hospitality openings.
Demonstrated superior customer relations promoting superior levels
of customer service and repeat business. Well-developed analytical
skills to access problems experienced with cash management and
budgeting and fully capable of managing bottom line responsibilities.
Contact famaggiore57@yahoo.com




I started offering delivery due
to COVID-19 now what?

Elizabeth Kelly ¢ Today's Restaurant Contributor

As restaurants begin to reopen
around the world, many are making the
tough decision of whether or not they
should continue to offer delivery to
their customers. If you're in that posi-
tion as a restaurant owner, here are a
few questions to ask yourself:

1. Does my food travel well?

What kind of food does your restau-
rant serve, and how well does it travel? If
you serve food items like steak or pou-
tine that need to be eaten immediately
after they're served to be at their best,
delivery as a long term strategy may not
be for you.

To determine how well your food
travels, have each dish you plan to offer
for delivery actually delivered to you at
your home. Use this delivery audit to
evaluate your food and the delivery
experience.

If some dishes travel better than oth-
ers, take the ones that don't last off your
delivery menu. This will reduce custom-
er complaints and protect your restau-
rant’s reputation for amazing food.

2. Is delivery profitable?

So delivery got you through the few
months your restaurant couldn't serve
dine-in guests. But long term, does it
make financial sense to continue?

There are a few different ways to

offer delivery to your customers, the
most popular of which are in-house de-
liveries (where you or your staff deliver
the food) and third-party deliveries
(where you list your restaurant with a
third-party aggregator and they take or-
ders and do the deliveries for you). Each
has its own associated costs.

Consumers’ desires
have shifted away
dine-in, and they are
now more interested
in take-out and
delivery options.

Third-Party Delivery

Third-party delivery providers like
UberEats and Postmates charge a per-
centage of the order, and the percent-
age they charge can make a big impact
on your profitability. There are also oth-
er costs involved, like to-go packaging,
extra labor, and any related technology
integration costs.

Go through your own costs, and de-
termine how much each order costs
you and what your margin is on

delivery orders. How many orders do
you need in a night, week, or month for
third-party delivery to be profitable? Do
those numbers make logistical sense? Is
it realistic?

There are ways to reduce your costs,
like negotiating with third-party provid-
ers and adjusting your operations to be
more efficient. You can also re-evaluate
your pricing. But step one is knowing
your current costs and margins.

In-House Delivery

If you've been sending out your
servers to do deliveries during the pan-
demic, you've been doing in-house de-
livery. In-house delivery is favored by
many restaurants because it gives you
more control over the customer experi-
ence. It is a bit more complex and
cost-intensive to set up and maintain
though. For a detailed overview of the
costs associated with in-house delivery,
read this article.

Are customers demanding delivery?

If you already have delivery set up,
removing it as an option before your
customer base is ready to return to din-
ing-in at your restaurant is obviously a
bad idea, but should you keep it in the
long term? According to various studies,
delivery is here to stay. More and more
consumers are ordering delivery, and

u R .’I
that’s a trend that started long before
the pandemic.

Back in 2019, Restaurant Dive was
predicting that by 2021, 50 million con-
sumers in the U.S. would be ordering
from third-party delivery apps, and
Forbes was predicting it to be a $200 bil-
lion global industry. Neither could have
predicted that a global pandemic would
drive restaurants and consumers to
food delivery much faster.

Consumers’ desires have shifted
away dine-in, and they are now more
interested in take-out and delivery op-
tions. To get a better idea of what your
restaurant’s customers want, ask them!
You can ask them directly, or use a sur-
vey. Either way, spend time learning
what your customers expect.

Delivery as a long term strategy is
something that takes time and dedica-
tion for success. Look at businesses that
offered delivery pre-COVID-19 to un-
derstand what they do well. Learn from
them, and you'll be increasing sales

with delivery in no time! <TER’

Elizabeth Kelly is the Marketing Specialist
with SpeedLine Solutions Inc., a leading pizza and
delivery point of sale developer. SpeedLine delivery
POS is built to streamline delivery management
in restaurants. Founded in 1990, SpeedLine has a
long, successful track record in pizza and delivery
point of sale. Today, we serve restaurant companies
all over the USA, Canada, Mexico, and select fran-
chises abroad.

Why industry leaders are using our. monthly

Restaurant Leads Report

We provide the MOST leads
for your money every month!

Get 12 months of

sales leads for

On Iy $4 8902r state

Restaurants Under Construction and New Openings

FLORIDA: From Key West to Jacksonville, and from Tampa to Daytona,
in the Panhandle to Naples and all cities in between...

GEORGIA: From Atlanta to Augusta, from Savannah to Columbus,
from Macon to the Florida border and everywhere in between...

R Today's Restaurant

www.trnusa.com ¢ 561.620.8888
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THUNDERBIRD ==

Since 1978 _

GERMAN TECHNOLOGY BRAND OF U.S.A.

igh Quality Spiral & Planetary Mixers, Bread Slicers, Dough Sheeters, Meat Grinders, Divider/Rounders & More

BEST CHOICE

Planetary Mixers

Among Brand Name Mixers
10,20,30,40,60,80 In the Market!
140, & 200qt
Capacities
High Quality
Spiral Mixers Ata 5
Many Sizes from Reasonable Price
88Ibs up to

440Ibs of Dough

Only THUNDERBIRD
Can Offer Up to
7 Years Extended Warranty!

ROBOTIC ULTRASONIC
CAKE CUTTING
PRODUCTION LINE

Meat Mixer Grinder
#32, 6 Hp

Capacity: 60 Ibs

All Stainless Steel Frame

Vertical Cutter Mixer

15 HP, 90 MIN. DIGITAL TIMER
TWO SPEEDS

Meat Grinders‘m
127, 22”7 & 32"

THUNDERBIRD FOOD MACHINERY, INC. pizza ,,.,T""" sizes =

OFFICIAL VENDOR
FINANCING AVAILABLE
4602 Brass Way, Dallas, TX 75236 P.O.BOX 4768, Blaine, WA 98231 | Web: www. thunderbirdtm.com
TEL: 214-331-3000; 866-7MIXERS; 866-875-6868; 360-366-0997 www.thunderbirdm.net
866-451-1668 360-366-9328 Email: tbfm@tbfm.com

FAX: 214-331-3581; 972-274-5053 FAX:360-366-0998; 604-576-8527 tbfmdallas@hotmail.com


http://thunderbirdfm.com

