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In November 2021, a record 4.5 
million Americans quit their jobs, in-
cluding a million restaurant and hotel 
workers. That means 6.4% of the hos-
pitality industry walked out in a single 
month! The staffing shortages contin-
ue to be an epic problem for hospital-
ity businesses.

If restaurant owners and managers 
don’t prioritize employee retention – 
and proactively work to maximize 
employee happiness, satisfaction, 
and loyalty – they’re always going to 
have to recruit and hire. In this diffi-
cult market, that’s a sobering thought. 
For national restaurant brands with 
100% to 200% turnover rates, this 
could be an extremely expensive 
problem, costing them as much as $20 
million to $40 million.

Durham N.C.  – Rise Southern 
Biscuits & Righteous Chicken, the na-
tion’s fastest-growing biscuits and fried 
chicken concept, is slated for record ex-
pansion following another year of fran-
chisee success. With plans for at least 20 
new corporate locations currently un-
der development, Rise will aim to more 
than double its current footprint.

“People have always been at the 
core of our vision, which is why we’re 
continuously looking for new ways to 
make Rise a destination for employees 
and franchisees,” said Ken Priest, Chief 
Financial Officer of Rise. “Our brand’s 
year-over-year success and increasing 
expansion efforts serve as a testament 

to our people and our principles.”
While Rise has most recently opened 

the doors to another storefront in its 
home state of North Carolina, the chain 
has enjoyed a nationwide expansion 
push dating back to last year. The con-
cept has gained popularity in new terri-
tories, signing a multi-unit deal for 
Orlando, Florida, while also inking its 
first California lease in Thousand Oaks. 
Additional lease agreements are on the 
horizon for several existing franchisees 
across midwestern, northeastern and 
southeastern markets.

Recently named to Fast Casual’s 
2022 Top 100 Movers & Shakers list, 
Rise is partnered with Fransmart, the 

industry-leading franchise develop-
ment company behind household 
brands like Five Guys Burgers & Fries 
and The Halal Guys, as its exclusive 
franchising partner to grow the brand.

“Each year, I find myself more and 
more impressed by Rise’s FDD statis-
tics,” said Dan Rowe, CEO of 
Fransmart. “It’s remarkable to see how 
the brand’s commitment to its people 
and constant desire to innovate are re-
flected in the bottom line. It should 
come as no surprise that Rise is grow-
ing exponentially.”

“To succeed in the world of fran-
chising requires continual improve-
ments to the brand’s business model, 
growth strategy, systems and process-
es,” said Dan Rowe.  “And to sell the 
most franchises, you need more than 
great salespeople, you need brands that 
sell themselves with best-in-class unit 
economics and a large runway for 
growth, giving multi-unit franchisees 
the opportunity to double or triple their 
chance for success and often reinvest 
their profit into more units.”

As part of Fransmart’s multi-bil-
lion-dollar vision, the company will 
grow its portfolio to 10 category-leading 
franchise brands with more than 200 
units each.  To help drive this vision for-
ward, Fransmart has hired Shannon 
Keller as its first-ever Chief Marketing 
Officer. Keller, the former CMO of True 
Food Kitchen, an award-winning restau-
rant brand that she helped grow to 40 
units during her tenure, will oversee the 
marketing strategy focused on driving 

Rise to more than double its nationwide 
footprint partnering with Fransmart

Now that 78% of restaurant oper-
ators don’t have enough staff to meet 
customer demand, think very care-
fully about how your restaurant can 
boost employee satisfaction and re-
tention. In addition to offering at-
tractive salaries, consider doing the 
following:

1. Prioritize professional develop-
ment and advancement opportuni-
ties. A whopping 94% of employees say 
they would stay with their company 
longer if it invested in their career de-
velopment. And nearly two-thirds 
(63%) of employees who quit as part of 
the Great Resignation cited lack of ad-
vancement opportunities as a reason 
they resigned. Help employees set, and 
achieve, career goals. Provide plenty of 

See 8 TIPS page 12

See RISE page 10
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What’s Going On
Important new products, corporate news and industry events

Potluck Hospitality announced a 
new restaurant coming to a 
historic and landmark 
San Antonio space. 
Carriqui will open at 
Pearl in what was  
formerly the building 
that housed Boehler's 
Liberty Saloon and 
Liberty Bar. The new 
380-seat, 11,000 sq. ft. 
restaurant will open 
to the public this 
coming September. 
Carriqui is located at 
239 E Grayson Street 
in San Antonio. 

u u u u

Velociti Inc., a global technology 
services provider, announced the ex-
pansion of VeloCare, its subscrip-
tion-based technology operational 
support program. With over 25 years of 
experience as a strate-
gic technology innova-
tor, Velociti is well po-
sitioned to meet the 
critical needs of today’s 
t e c h n o l o g y - d r i v e n  
industries, including  
facilities, hospitality, 
healthcare, and retail. 
“In our tech-driven 

local beers, with a handful of options 
brewed right on site. BrewDog Atlanta 
will also have a beer school, indoor fire 
pits and more. BrewDog is tapping out 
of the Midwest and into the South with 
a retail location in one of Atlanta’s 
most historic neighborhoods. Atlanta’s 
beer scene has exploded over the last 
decade, and BrewDog is pumped to 
bring its new profit-sharing initiatives 
and carbon negativity to the local com-
munity. The UK-based owners are 
James Watt and Martin Dickie.

u u u u

Whether a restaurant, grocer or 
other food service industry, Fortun’s 
Finishing Touch Soups & Sauces is 
making quality food preparation  
more convenient and profitable on a 
national scale. The company adds 
unique and savory flavors to its range 

of chef-inspired soups 
a n d  s a u c e s ,  w h i l e 
eliminating labor in 
tensive preparation 
for greater profitabili-
ty. Fortun’s Finishing 
Touch Soups & Sauces 
was created more 
than a decade ago  
by Kevin Fortun, a 

See WHAT’S GOING ON page 10

world, the future of business is increas-
ingly smart, connected and autono-
mous,” said Deryk Powell, president of 
Velociti. “In such a world, a compre-
hensive management program is more 

important than ever 
to ensure that com-
panies are able to 
maintain their tech-
nology investments 
and maximize up-
time.” Velociti serves 
transportation, retail, 
food service, manu-
facturing,  distri– 

bution, healthcare, government, hos-
pitality, and outdoor venues, including 
many Fortune 500 companies.

u u u u

Opening in August, 
BrewDog Atlanta is a 
retail space boasts 
12,000 sq ft and will 
have an outdoor area 
of about 2,700 sq ft. It 
is located at 112 Krog 
St NE. Diners will be 
able to enjoy a full kitchen and 28 taps, 
including a mix of BrewDog and other 

Hilex®, a Novolex® brand, has announced the 
introduction of the ProWAVE® Tote, a new re-

cyclable, reusable tote bag that makes 
e-commerce even more convenient for 
supermarkets, restaurants and retailers 
— as well as their customers. The inno-
vative new bag, made with 20% recycled 
content, is designed for curbside pickup, 
home delivery or carryout use. The bag 
features folded handles and a double-ply 
top that provides stiffness so the bag 
stays open, making loading easier and 
more convenient. The rectangular bot-
tom optimizes the use of storage in a ve-
hicle’s trunk or back seating area. The 
reusable bag is ideal for hot, frozen or 
refrigerated items.

http://browardnelson.com
http://www.enviromatic.com
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Advertise in Today’s Restaurant call: 561.620.8888

Need Cash
NOW?

Auctions, Appraisals & Liquidations! 
CASH FOR ANY AND ALL ASSETS!

Call Toby for a FREE  
consultation today:

561-706-7218
www.neverettauctions.com 

Appell Pie
Customer service 
 with a smile
Howard Appell u Today’s Restaurant Publisher

Recently a friend, Jonathan Rausch, 
who I haven’t seen for a while due to 
COVID stuff, called me to suggest we 
have lunch together at one of his favor-
ite lunch spots, a New York based ba-
gel restaurant chain with a location 
near my office. 

The last time I was there for lunch 
was pre COVID and I was happy to see 
they were still open. Since it is a quick 
service restaurant we waited on the 
line to order and Jon pointed to the il-
luminated menu board to suggest I try 
the featured sandwich, pastrami on a 
bagel with an egg on top of the meat. 
Being an ex- New Yorker I never saw a 
sandwich built like that on a bagel or 
any bread as a matter of fact. 

I decided to order a pumpernickel 
bagel with pastrami and mustard only 
and Jon ordered something on a bagel 
with cream cheese. We took our seats 
and waited for the runner to deliver 
our lunches. Pretty soon a smiling late 
thirty year old lady delivered our 
lunches. Nothing seemed out of place 
as I reached for the bagel that was cut 
in half exposing the contents of the 
sandwich. (Wait for it!)  The half bagel 
was loaded with pastrami and a layer 
of what I thought was mustard but it 
was white. Now my eye sight is not so 
good but I recognize (Wait for it) 
cream cheese when I see it. Needless 
to say I was shocked to see a pastrami 
and cream cheese sandwich served in 
S. Florida or anywhere else in the 
world. I have eaten pastrami sand-
wiches all over the world and never 
have I seen it prepared with cream 
cheese.

I was hungry and wasn’t planning 
to eat the bagel anyway because of my 
diet so I just took off the half bagel 
which had the cream cheese on it and 
ate the balance of the first half.  As I 
ate it, it kept bothering me that some-
one had to have seen this sandwich in 
the kitchen and questioned the sand-
wich maker about it. 

Finally I had to say something to 
someone. I went back to the counter 
and asked for the manager who was a 
pleasant forty something woman 
who I ask the following question to. 
“When you serve a pastrami and 
mustard sandwich on a bagel do you 
usually put cream cheese on it?” At 
first she thought I was kidding and 
said “What do you mean?” I explained 
my dilemma as her face turned red 
with embarrassment. She asked to 
see the remaining half which I pre-
sented to her. She looked in horror at 
the curse of hundreds of years of del-
is around the world and told me she 
would make me a new one. I accept-
ed and we had a few laughs about it 
before I left with a funny story. I 
could have gotten very mad at this 
major crime but I realized that the 
restaurant industry is fighting with 
employee retention and employee 
quality. Most places hire, train on the 
fly and then the employee quits and 
the process begins again. 

The manager did not make excus-
es she just did the right thing to try 
and make a customer happy and re-
duce the damage to the reputation of 
the restaurant. I wish I had the com-
posure to take a picture of the new 
combo. Employee training and reten-
tion is a subject for another time. For 
now just enjoy this little story in the 
heat of the summer of 22.
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✓ 100% Financing available, including for startup businesses
✓ Terms available from 3 months to 5 years
✓  Lowest rates available for all credit  

profiles, including credit challenged
✓ Simple one page application
✓ Same day approvals
✓ No money down options
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1-877-662-6955
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Need New Equipment Now?  

Why Wait?
 

Take advantage of  
buying new equipment  
now for a new project  
or existing location  
and finance it through

Rogue Leasing
By financing your equipment 
now you can take advantage  
of tax credits and write offs!

u
“When you serve  
a pastrami and  

mustard sandwich  
on a bagel do you 
usually put cream 

cheese on it?”
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Empowerment is a powerful tool 
that will drive your business. It is also 
the single most complicated skill to 
get employees to use. When employ-
ees are empowered, they have the au-
thority to make decisions—to bend 
and break the rules—on the spot to 
take care of a customer.

Most executives and managers, 
however, are afraid to empower their 
employees. They don’t trust employ-
ees—and they don’t trust customers. 
They think employees will “give away 
the store,” and they think customers 
will take advantage of employees who 
are empowered.

Most employees are also afraid of 
empowerment. They think that, if 
they make an empowered decision 
that will satisfy the customer, they will 
be reprimanded or, worse, lose their 
jobs. They prefer the safety of operat-
ing under the company’s rules, poli-
cies, and procedures.

Every customer has different needs 
and expectations when they experience 
problems with products or service

Every customer has different needs 
and expectations when they experience 
problems with products or service, so 
flexibility in how your employees make 
satisfy them is critical. Of course, you 
can’t let employees run wild and give 
away huge amounts of money in order 
to satisfy your customers. Set a mone-
tary limit, maybe a ceiling of $50. The 
Ritz-Carlton, by the way, has a limit of 
$2,000, but that’s because it’s a luxury 
hotel chain with hotels at exotic loca-
tions throughout the world.

Marketing Money
You’re probably thinking, “If I em-

power my employees, it’s going to cost 
me money—money I don’t want to 
spend.” Look at that money as market-
ing money. If you spent a little money to 
retain current customers, you won’t 
have to spend as much to attract new 
customers to replace those you lose.

Let me give you an example of how 
one company lost me—and my mon-
ey—as a customer. Eighteen months 
ago, I purchased an orchid plant for my 

Institute—the global leader in customer ser-
vice—with operations in more than 40 coun-
tries. He is considered one of the world’s foremost 
authorities on all aspects of customer service 
and has developed 17 customer service training 
programs, including Empowerment: A Way of 
Life, that are used by companies throughout the 
world. His monthly strategic newsletter is avail-
able online at no charge at www.customer-ser-
vice.com. He can also be reached on Facebook, 
LinkedIn, and Twitter.

ONLINE
FOOD

HANDLER
PROGRAM

Through a partnership with SafeStaff, 
your Florida employees can now receive food 
handler certificates online through ServSafe. 

Learn more at ServSafe.com.

wife from Trader Joe’s. It quickly died, 
and I went to return it. The employee I 
spoke with told me there was nothing he 
could do about it. I then spoke to the 
manager who told me he could not give 
me a refund because I didn’t have a re-
ceipt, I had not purchased the plant 
there, and they don’t sell orchids. I put 
the dead plant on the counter, said 
some nasty words, and told him I would 
never be back. So, for the $20 the man-
ager wouldn’t refund me, he has lost my 
business forever.

The supermarket industry is the 
most customer-service industry in the 
United States. If I buy tomatoes and 
they go bad within a few days, 99 per-
cent of supermarkets will gladly give me 
a refund—most of them without requir-
ing a receipt. They wouldn’t think twice 
about denying me a refund and losing 
me as a customer for something that 
will cost them less than $10.

The Lifetime Value of your 
Customers

You can’t look at the short-term im-
pact of poor customer service; you must 
look at the lifetime value of your cus-
tomers. For example, supermarket cus-
tomers spend, on average, $7,169.58 a 
year. The lifetime value of that customer 
is $437,344.46. Are you willing—as, ap-
parently, Trader Joe’s was with me—to 
lose that money because you won’t re-
imburse a customer $20? The answer 
should be clear.

Amazon understands the impor-
tance of empowered employees. 
Returns are quick and easy, and the 
company maintains records of each 
customer’s purchases so there is no 
need to produce a receipt. It’s so easy 
to do business with Amazon that its 
2021 sales increased 22 percent—a 
whopping $83.7 billion—over the pre-
vious year.  

It's impossible to be a 
customer service leader 
without having empowered 
employees.

When your employees make em-
powered decisions, support them, 

recognize them and—celebrate them. 
Doing so will send a message to other 
employees that you support them in 
their efforts to ensure that your custom-
ers are happy. The result will be an in-
crease in your customer base, which 
translates to an increase in sales.   

About the Author: John Tschohl is the 
founder and president of the Service Quality 

Drive your business by  
empowering your employees

John Tschohl u Restauranteur and founder of BellyMelly

Billion$ available and  
time may be running out!

APPLY FOR ERC FUNDS TODAY!
The government has authorized unprecedented stimulus,

and yet billions of dollars will go unclaimed!

Have you claimed your ERC?
There were several Covid relief programs enacted to help businesses 

operate throughout the pandemic (Paycheck Protection Program, 
Restaurant Revitalization Fund, Employee Retention Credit, etc.). 

Initially, PPP loans appeared easier to qualify for but the IRS 
only allowed businesses to pick either ERC or PPP for relief 

– not both. Now, the ERC program remains available even 
if you already got PPP Loans and businesses are also 

eligible even if they didn’t suffer a drop in revenue.

Businesses that meet certain ERC requirements 
can get up to $26,000 per employee in fully 
refundable tax credits. Even businesses that only 
experienced partial shutdowns or didn’t 
experience a loss in revenue are qualified to 

receive the credit – which is something that many 
payroll processing companies are inadvertently 
giving incorrect advice about. 

u  No up-front fees    

u  Contingency fee based program

u  Contact us for a 15 minute  
telephone conversation

By answering a few, simple, non-invasive questions our team of 
ERC experts can determine if you qualify for a no-strings-attached 
tax credit. There is no cost or obligation to be pre-qualified.

Get started now…
561.870.9663 or info@trnusa.com

https://www.safestaff.org
mailto:info%40trnusa.com?subject=
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CEO and founder of CertiStar.
The new Menu Mate food ingredi-

ent program works simply for both 
guests and crew. Staff will ask guests 
about food allergies and enter any re-
strictions into the program. The soft-
ware will then sort through all available 
options and display which items are al-
lergen friendly, which options can be 
modified to exclude allergens and 
which selections should be avoided. If 
preferred, guests can also use the Menu 
Mate designated tablet themselves to 
enter in their own allergy/dietary infor-
mation and then order from the options 
curated to meet their needs.

The program eliminates the lengthy 
process of conferring between guests, 
wait staff and chefs over the ingredients 
of menu items and possible substitu-
tions. Now that the process of selecting 
items with allergen friendly ingredients 
is simplified, it is also no longer neces-
sary for guests to inform Carnival of food 
allergies in advance of their cruise.  
To ensure the program’s efficiency, 
Carnival culinary staff studied recipes 

across the line and 
worked to capture 
any potential aller-
gen conflicts by in-
putting accurate in-
gredient information 
into the CertiStar 

software. To use the program directly 
and research allergen friendly options 
on their own, guests will be able to find a 
Menu Mate tablet on display near the 
Lido buffet stations as well.

About Carnival Cruise Line: Carnival Cruise 
Line, part of Carnival Corporation & plc (NYSE/
LSE: CCL; NYSE: CUK), is proud to be known as 
America's Cruise Line with a total of 23 ships, 
sailing from 14 U.S. homeports and employing 
more than 40,000 team members from 120 na-
tionalities. Carnival’s newest ship, Mardi Gras, 
featuring the first roller coaster at sea and 
the first cruise ship in the Americas powered 
by eco-friendly Liquefied Natural Gas (LNG), 
sailed from Port Canaveral, Fla., July 31, 2021. 
As part of its 50th Birthday festivities, Carnival 
Celebration, sister ship to Mardi Gras, is sched-
uled to debut in late 2022 from PortMiami, as 
well as Carnival Jubilee from Galveston in 2023.

Miami, FL – Extensive dining op-
tions help feed the fun at Carnival 
Cruise Line, and as anyone with food 
allergies knows, having a variety of 
healthy choices is more than just en-
joyable – but also important to safety. 
That’s why Carnival is now introduc-
ing the Menu Mate™ food ingredient 
program fleetwide to accommodate 
guests with special diets more effi-
ciently than ever.

“Making sure everyone is included in 
the fun and has the best experience pos-
sible is extremely important to us,” said 
Christine Duffy, president of Carnival 
Cruise Line. “We are always looking for 
new ways to help our crew enhance our 
guests’ experiences, and that’s exactly 
what this new program is doing on our 
ships for those with food allergies.”

Easily operated on touch-screen 
tablets at food venues across the 

Carnival deploys Menu Mate food ingredient program 
software helps guide guests with food allergies

Carnival fleet, the Menu Mate food in-
gredient program is powered by 
award-winning CertiStar software to 
mitigate the risks of allergic reactions. 
The new program is a first among ma-
jor cruise lines.

"I'm a lifelong cruiser, with my first 
time on a Carnival cruise as a teenager, 
so I know firsthand how important it is 
to make the most of every moment 
with family and friends. As someone 
with food allergies, I don't want to 
waste time deliberating over what I 
can eat, so I'm especially excited to 
help share this effort with my fellow 
cruise lovers," said Shandee Chernow, 

Today’s Restaurant — The Foodservice 
Industry Authority — now offers you 
Full Digital Marketing Plans…

Today’s Restaurant Digital Edition
Advertise in Today's Restaurant Digital Edition online and have 
your ad delivered to thousands of restaurant and foodservice 
buyers each month. From full page display ads to classifieds  
we have a size and price to fit your ad budget.

Advertising on the Today's Restaurant Website will expose  
your corporate or individual message to every visitor. Banner  
ads can be interactive animated messages. We’ll meet your  
ad needs and price point.   

Eblast Marketing
We’ll email your ad or video to our verified database of over 
15,000 restaurants in Florida, Georgia, Texas and around the 
country. A 5%-13% open rate can be expected with each  
Eblast and all Eblasts are posted on our social media  
sites for even more exposure.

Video Eblast
Video is hot! Show the industry what your company  
can provide with a Video Eblast featuring a great 
product or video interview. Ask to see a sample  
or call for pricing.

Eblast Follow-Up
A few days after your initial Eblast, reach out to your  
Eblast recipients with another special offer. A higher open 
rate of 40%-70% is often achieved with Eblast Follow-Ups. 

Restaurant Leads Report
Subscribe to our Restaurant Leads Report and every month 
receive valuable industry sales leads on restaurant openings, 
restaurants under construction and under new management  
in an Excel spreadsheet format. Reports include the buyer’s 
name, phone number, zip code and email when available.  
Reports for Florida, Georgia and Texas are now available.

561.620.8888 u www.trnusa.com

u
The new  

Menu Mate food 
ingredient program 

works simply for  
both guests  
and crew. 

https://prakascompany.com
https://trnusa.com/advertising/
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Robert has also hosted or appeared on Food 
Network’s Worst Cooks in America, Next Iron 
Chef, Restaurant Express, Chopped: 
Impossible, Guy’s Grocery Games: Impossible, 
A Hero’s Welcome, Food Network Star, ABC’s 
Body of Proof, ABC Family’s Melissa 
and Joey among others

KEYNOTE SPEAKER

Chef Robert Irvine

Hollywood Hard Rock Hotel & Casino
Learn from the best hospitality industry leaders in two full days. Bringing you leading industry 
trends, best practices, top-notch speakers and unparalleled networking, we’ve made sure there’s 
a seat for everyone at our table.

Purchase Tickets Today & Receive

25% Off
Promo Code:

ML125

August 17-18, 2022

Breakout Sessions Include:
• IFBTA Tech Camp
• Commission Based 

Compensation Model
• Politics of Branding 
• Scientific Secrets to Improve the 

Guest Experience
• Limited Time O�ers
• Ghost Kitchens
• How to Gain, Train, and Retain the 

Next Generation

HOLLYWOOD, FLORIDA

• Florida Politics with Peter 
Schorsch

• Secret Sauce for an Exceptional 
Employee Experience

• Drive Tourism Tra�c Through 
Partnerships to you Hotel

• Workplace Resources for 
Tomorrow

• Weed in the Workplace
• & much more

https://frla.org/event/summit-2
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TOOTRiS partners with 
Quality Restaurant Group  

on child care resources

Why did you get a
bad Yelp review?

u  Are you having 
staffing issues?

u  Does your phone  
ring with no one  
to answer?

u  Are food costs 
causing you to lower 
your standards?

u  Financial constraints?

u  Is your kitchen set-up 
for optimization?

u  Energy cost too high?

Our team of industry 
experts are ready to help!

We CAN help with any or all of these 
key issues! Whether you have an 
existing foodservice establishment 
or are opening a new one, take a few 
minutes and join one of our FREE 
ZOOM MEETINGS to get the 
help you need NOW before it is too 
late! Our Team of Restaurant Experts 
can get you through these bad times.

Call for information or to RSVP: 
561.620.8888 u info@trnusa.com

In response to the most challenging 
labor market conditions in over 30 years, 
Harri, a revolutionary Human Capital 
Management platform serving over 
20,000 restaurant and hotel locations 
and 4 million hospitality employees 
globally, announced the launch of three 
integrated product suites that extend 
Harri’s current talent acquisition and 
workforce management capabilities to 
create the first scalable, end-to-end 
Employee Experience Platform, built 
from the ground up for hospitality and 
other service workforces. 

CoreHR consolidates data and 
streamlines human resource workflows 
across multiple HR systems, connecting 
individual employees and their teams to 
the wider organization. Harri iQ, an  
analytics platform, allows business  
operators to interact with their data in  
a consumer-minded way. CommsHub 
is a customizable communications 

Harri launches products 
for service workforces  
 Completes the first employee experience platform

platform that enables managers to con-
nect with frontline workers across mul 
tiple locations and teams.

“This new product collection is a 
game-changer for the hospitality in-
dustry and can revolutionize how 
these businesses operate. It allows or-
ganizations to breathe new life into the 
employee-employer relationship at a 
time of profound change,” said Harri 
founder and CEO Luke Fryer. “These 
tools further our commitment to front-
line employees — from application 
and onboarding to helping them man-
age their schedules to data analysis 
that will improve their day-to-day. 
Managers win, too. They get seamless-
ly integrated products that make their 
work more efficient.”

CoreHR delivers a unique payroll-ag-
nostic approach and provides frontline 
employees and managers with a one-
stop shop for their daily needs, including 
the ability to view their pay stubs, man-
age their schedule, and more. Harri iQ 
synthesizes HR data with information 
from across the organization, enabling 
leaders to predict the future health and 
needs of the business based on the per-
formance and sentiment of their team. 
CommsHub weaves communications 
into daily workflows within a secure en-
vironment and makes the connection 
between employees and the organiza-
tion more effective. 

San Diego, CA - For working par-
ents in the restaurant industry, Child 
Care can be a constant challenge  
with ever-changing day, night, and 
weekend schedules. That's why 
Quality Restaurant Group (QRG) re-
cently announced it is partnering 
with TOOTRiS On-Demand Child 
Care to provide Child Care benefits.

Under the partnership with 
TOOTRiS, eligible individuals em-
ployed within QRG's 300-plus 
restaurants across 15 states — in-
cluding Arby's, Sonic, Pizza Hut, 
and Moe's Southwest Grill — can 
now easily find and connect with 
thousands of Child Care providers 
and enroll directly from their com-
puter or mobile device.

"We pride ourselves in being a 
'people-first' organization, and that 
starts by understanding the challeng-
es our employees have when it comes 
to Child Care," said Matt Zeiger, CEO 
of Quality Restaurant Group. "Our 
partnership with TOOTRiS will help 

our working parents arrange for  
reliable Child Care, even during 
non-standard hours which is com-
mon in our industry, especially for 
members of our management teams. 
People are our most important re-
source, and the more peace of mind 
they have knowing their children are 
well-cared for, the better it is for them 
and our customers."

The food and restaurant industry 
has been through a lot over the last 
two years. According to the National 
Restaurant Association, employment 
dropped by one million workers from 
pre-pandemic levels as nearly 90,000 
restaurants were temporarily or per-
manently closed. As the economy is 
returning to full strength, competition 
for employees is also increasing. The 
most impactful way food and restau-
rant businesses can hire and retain 
workers is to offer new and better ben-
efits. That's why many companies in 

See TOOTRIS page 13

https://trnusa.com/network-group
http://www.oilchef.com
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By Joe Camberato
CEO of National Business Capital

Here are some tips for getting the fi-
nancing you’ll need to get started

Food trucks are popping up every-
where. In fact, there are currently 35,512 
food trucks in the U.S. – a 13.7% in-
crease over the total number in 2021. 

It’s no surprise entrepreneurs and 
restaurants are jumping on the food 
truck bandwagon. Owning a food truck 
can be a highly profitable business and 
a great source of additional cash flow. 
Best of all, launching a food truck busi-
ness generally involves fewer start-up 
and operational costs than a tradition-
al restaurant.  

While getting started is relatively 
easy, one hurdle that many entrepre-
neurs face is the fact that many finan-
cial institutes consider food trucks a 
“transient business,” - which makes 
securing financing a bit more chal-
lenging. The typical start-up cost for a 
food truck business is generally be-
tween $50,000 to $250,000. Financing 
the vehicle itself and necessary kitchen 
equipment will take up the largest per-
centage of those costs.

Credit score matters
As a rule of thumb when financing a 

food truck, banks are looking for a cred-
it score of 680 or higher. Obviously, 
there is some flexibility in this.  There 
may be some wiggle room if you have a 
substantial down payment to make or 
can use the vehicle itself as collateral.  

On the other hand, online and FinTech 
lenders will probably be more flexible, 
but their rates may be higher.

You’ll need to shop around for the 
right deal, as the type of lending 
product you ultimately select will 
have an enormous impact on your 
approval odds. Some food truck fi-
nancing solutions emphasize your 
credit score over other criteria and 
vice versa, so it’s best to identify your 
strengths and find the right lender to 
fund your venture.

Basic bank lending options
If you already own a business or a 

restaurant and want to add a food 
truck into your mix, you’ll qualify for 
either an equipment loan or a work-
ing capital loan. For an Equipment 
Loan, you’ll typically need to provide 
a small down payment, and your 
tricked-out food truck itself will act as 
collateral for the loan.  

Working Capital loans are short-
term loans designed to give you an in-
flux of cash to buy inventory ahead in 
anticipation of a busy period or, con-
versely, to get you through a slow peri-
od such as winter when food truck sales 
are slower.

Alternative lending and 
merchant capital financing

Many people think that merchant 
cash advances are only for retail 

businesses or wholesale suppliers, 
but this financing type is popular 
among all types of businesses – in-
cluding food trucks. 

A merchant cash advance is essen-
tially an advance on your business’s 
future sales. In other words, you’ll re-
ceive a cash injection now, which 
you’ll repay as a percentage of your fu-
ture credit card sales. 

Merchant cash advances work in-
credibly fast and are best for short-term 
financing needs. Your credit score will 
also have less weight when you apply 
for this type of financing.

When you have no cash or 
suffer from bad credit

If cash flow is tight or you’re not in a 
good position to secure financing, con-
sider renting a food truck to get your 

business started. Renting a vehicle gives 
you the luxury of seeing if you can make 
the business work and what kind of 
monetary success the business is capa-
ble of achieving.  

You might have to borrow from 
family or friends or max out a credit 
card to initiate the rental, but this is 
probably the least risky way to deter-
mine if the business is right for you.

Which is right for kick-starting 
your food truck dream?

Finding the right solution depends 
on so many different factors; it might be 
best to consult a business advisor to  
go over the details of your particular set 
of circumstances. They can help you 
identify options with the lowest possi-
ble interest rates, the most appropriate 
funding amounts, and the best repay-
ment terms. 

How long you’ve been in business, 
what kind of down payment you can 
bring to the table, and your credit score 
are all major factors, especially when 
looking to secure a bank loan.  But don’t 
let a bank manager stand between you 
and your dreams.  There are other lend-
ing choices available that will be the 
right fit for your new business.

If you’re unsure about which food 
truck loan is best for you, consider 
consulting with an expert business 
advisor. 

About the Author: Joe Camberato is the CEO 
of National Business Capital, the leading fintech 
marketplace offering streamlined small business 
loans.u

A merchant  
cash advance is 

essentially an advance 
on your business’s 

future sales. 

So you want to open a food truck?

http://restauranthealthcare.org
http://baldheadcryptoguy.com
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Classified Ads
Dsc produce farm all natural homemade Salsa dressing and jams we 
ship all over the United States order at dscproducefarm.com. For bulk 
order call 740.649.6302

What’s Going On   from page 3

trendsetter in food development and 
former founder and president of 
Stockpot Soups. FortunFoods.com.

u u u u

FAT (Fresh. Authentic. Tasty.) 
Brands Inc. has announced that it has 
agreed to acquire the franchised chain 
of stores known as Nestlé® Toll 
House® Café by Chip® from Crest 
Foods, Inc. and rebrand the stores as 
Great American Cookies. The acquisi-
tion is expected to increase FAT 
Brands’ foothold as a leader in the 
dessert category within the cookie and 
ice cream spaces, joining its existing 
Great American Cookies and Marble 
Slab Creamery brands. This acquisi-
tion will add to FAT Brands’ Atlanta-
based manufacturing facility, provid-
ing supply chain efficiencies and 
cost-savings, as well as increasing the 
scale that will result from increased 
manufacturing volume.

u u u u

Planning Stages are in the works 
build the first of 2 phases at a project 
called Dadeland Hyve 
i n  S o u t h  M i a m i . 
Dadeland Hyve Phase 
1 is proposed to in-
clude residential units. 
When all phases are 
complete Dadeland 
Hyve is planned to 
have two new 25-story 
condo towers, a hotel, 

an office tower, retail and restaurants. 
There is a planned Phase 2 as well. 
Keystone is the project developer. 

u u u u

Repetitive stress injuries (RSIs) are 
a hazard of working as a professional 
cleaner, but it doesn’t have to be this 
way. Hospeco Brands Group, which 
comprises Acute Care, Adenna®, 
HOSPECO®, Nilodor®, and other 
popular brands, continues to improve 
working conditions for these vital 
members of the workforce with the 
new Sphergo® line of 
ergonomic surface 
cleaning tools, 
specially designed 
to reduce RSIs.  
A common tech-
nique for floor 
cleaning is to walk 
backwards with a 
mop while using a fig-
ure eight or S-motion to wipe the floor. 
Achieving this pattern with a tradition-
al straight mop requires excessive and 
repetitive wrist movement — first 

twisting the mop han-
dle repeatedly and 
then repeatedly chang-
ing rotation. Hospeco 
Brands Group’s new 
Sphergo Swivel, with 
patented Sphergo Ball 
Handle and curved 
pole design, achieves 
the same motion with 

minimum exertion — in fact, it can be 
achieved with one finger.

u u u u

Centre Partners, a leading middle 
market private equity firm with offices 
in New York and Los Angeles,  
announced that it has completed its 
acquisition of Captain D's Seafood 
and affiliated entities, a leading  
seafood-themed quick service restau-
rant group. Terms of the transaction 
were not disclosed. Bruce Pollack, 
Managing Partner of Centre Partners, 
said, "We are excited to have the  
opportunity to partner with Phil 
Greifeld and this experienced execu-
tive team once again. 

u u u u

R o c k l e s s 
Table recently 
debuted their 
“99 Problems” 
c a m p a i g n . 

Rockless is the 
solution for one 
of the most com-

mon complaints and frustrations for 
owners, workers, and customers alike 
across the restaurant and hospitality 
industry – the annoying wobbly table. 
Rockless Table has eliminated the has-
sle of “fixing” this age-old problem 
with its revolutionary self-stabilizing 
technology. The table bases are avail-
able in bar and dining height and pro-
vide three styles to choose from: 
T-base, standard, and flip-top for 
those short on space. Rockless Table 
President is Nick James. 
Rocklesstables.com.

u u u u

Mexican-
inspired soul 
food, seafood 
and an upscale 
butcher shop are 
three of the 10 concepts slated for The 
Hub, the nearly 3-acre open-air en-
tertainment venue set to debut later 
this year at The Farm in Allen TX. 
Macho Taco will lease 3,840 square 

feet at the center, while Hooked Sea to 
Table and The Salty Butcher will occu-
py 3,269 square feet, according to fil-
ings with the state. The Hub’s restau-
rants include many of the same ones 
as those at the venue’s first location, 
near Seaside, Fla., according to Real 
Estate Weekly. The publication names 
A.P. Coffee & Bakery, Gallagher’s Steak 
and Seafood, Ginger’s Sushi & Juice 
and Pizzeria Flora as other tenants at 
the venue.

Located at Alma Drive and State 
Highway 121, The Hub will include 
23,000 square feet of total restaurant 
space, 5,200 square feet of event lawn 
space, a 13,000-square-foot plaza and 
a 15,000-square-foot, two-story dining 
pavilion. 

u u u u

T o d a y ’ s  R e s t a u r a n t  N e w s 
Networking Group has recently 
launched a new campaign to position 
the members of the TRN Networking 
Groups as experts in the industry with 
the ability to solve problems that arise 
for restaurants in this challenging en-
vironment at no charge. Restaurant 
owners, managers or chefs can submit 
a question whether they are in the 
planning stage or have been open for a 
while. info@trnusa.com Meetings are 
also available to attend at no charge 
on Friday at 9AM or 11AM. Visit www.
trnusa.com/network-group/ 

u u u u

Today’s Restaurant invites you to 
submit information for the What’s 
Going On column at any time. Please 
e-mail your company or product info 

to terri@trnusa.com and try  
to keep the word count  

between 50-75 
words. You can 
get free publicity 
for your compa-

ny, product,  ser-
vice or event! Then check the rest of 
our website for more information, 
foodservice news, back issue PDFs, 
classified ads & more! 

u u u u

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

  561.620.8888
info@trnusa.com u www.trnusa.com

YOU GET  
ALL THIS  
FOR ONLY

 $195. 
————————

Today’s Restaurant 
guarantees a 5-13% 
open rate or we will  

run your Eblast  
a second time

FREE!

Eblast Your  
Company to
Success…

Rise  from page 1

franchise sales and effective consum-
er marketing initiatives designed to 
increase unit-level sales.

About Rise Southern Biscuits & 
Righteous Chicken: Rise was founded in 2012 
by Culinary Institute of America-trained chef, 
Tom Ferguson. Described as a mixture of ‘old 
school, new school and our school,’ Rise serves 
up unique chicken sandwiches, biscuit and 
donut offerings and is constantly rotating in 
new features to keep the menu fresh and in-
triguing. Rise’s innovative concept and ex-
pansive growth earned the brand the #22 spot 
on Fast Casual’s 2021 ‘Top 100 Movers & 
Shakers’ list and was also ranked as one of 
‘The Best Biscuits In The U.S.’ by Food & Wine 
Magazine. Rise – risebiscuitschicken.com - 
currently operates 16 locations in six states, 
with over 100 units in development in major 
U.S. media markets.

About Fransmart: As the leading 
franchise development firm in the coun-
try, Fransmart turns emerging restaurant con-
cepts into successful national and global brands. 
Founded by Dan Rowe, the man who identified 
and grew brands such as Five Guys Burgers & 
Fries and QDOBA Mexican Grill from single 
unit businesses to the powerhouse chains they 
are today, Fransmart's formula for success is 
finding emerging brands ripe for expansion and 
building successful multi-unit franchise busi-
nesses across the U.S. and globally. Fransmart’s 
current and past franchise development portfo-
lio brands have opened more than 5,000 restau-
rants worldwide, and facilitated franchise 
investments that have cumulatively generated 
1-billion in revenue to date. For more infor-
mation, visit www.fransmart.com, Facebook 
at facebook.com/fransmart, Twitter at twitter.
com/FransmartSocial, LinkedIn at linkedin.
com/company/fransmart and Instagram at in-
stagram.com/fransmartsocial.

https://trnusa.com/advertising/
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We hold TWO virtual network meetings every week!
Network with vendors to the restaurant industry and increase your sales!

You can now choose which valuable meeting is best for you!

One company per category u Quarterly dues $150.

Membership Benefits include:
u Access to other vendor members
u  A listing in the Roster Eblast  

2-4 times per month
u  A Network Roster ad listing  

in our digital newspaper
u  Posting on our Social Media  

sites 2-3 times per week
u Protected category seat
u  Recognition by restaurant  

owners as a respected vendor
u Increased sales

For information on how to join the TRN Networking Group call or visit our website:

561.620.8888 u info@trnusa.com u trnusa.com/network-group

A SPECIAL ANNOUNCEMENT FROM…

NEW NETWORKING GROUPS COMING SOON!

A solid introduction will result in a sale 80% of the time!

MEETINGS FRIDAY at 9AM and 11AM

An Exclusive Group of Top Vendors Servicing the Restaurant & Hospitality Industry
NETWORKING GROUP

YOUR  
FIRST TWO 

MEETINGS ARE 

FREE!

https://trnusa.com/network-group
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8 tips  from page 1

make it common practice to conduct 
“stay” interviews, as well. Check in 
with current staff to ask how things 
are going, determine whether they’re 
happy in their job, and find out what 
(if anything) is bothering them. Giving 
employees a voice – and asking for 
their opinions – are proven ways to 
improve employee engagement. 
Employees are more likely to feel in-
vested in your organization if they feel 
like their opinions matter.

6. Identify (and resolve) pain 
points.  As a next step from your 
“stay” interviews – and other conver-
sations with staff – identify (and fix) 
any problems or stressors. Some em-
ployees leave because of ongoing 
problems that no one is addressing. 
Perhaps they want better communi-
cation with their managers, they’re 
not getting their preferred shifts, 
there are conflicts with colleagues, 
they’re habitually dealing with diffi-
cult guests, or they’re feeling over-
worked and burnt out. Eliminate the 
problems, if you can, or at least make 
them feel more manageable. Helping 
to reduce employees’ stress – and 
showing that you care about their 
happiness – can dramatically in-
crease loyalty and retention.

7. Use a digital scheduler. Stop rely-
ing on manual scheduling systems and 
using post-it notes to remember shift 
swaps. The scheduling process is sig-
nificantly easier when you use tech 
tools instead. Many restaurant employ-
ees quit because they can't get the shifts 
they want, so use digital tools to help 

ensure that you’re properly utilizing  
all employees and giving them their 
preferred shifts, whenever possible. 
Additionally, you can easily see if any 
employees are being overutilized, 
which could lead to burnout. Tech tools 
can also use historical sales patterns 
and other relevant data to help prevent 
your restaurant from being over or un-
der-staffed on any given shift.

8. Thank your employees often. A 
simple thank you goes a long way. 
Show appreciation for your employ-
ees and their hard work. Acknowledge 
your employees during staff meetings 
and on social media. Give bonuses or 
small gifts. Celebrate birthdays and 
anniversaries. Write thoughtful notes. 
Staff members will be more inclined 
to work harder – and stay longer – if 
they feel appreciated.

Restaurant owners and managers 
have repeatedly heard about the need 
to provide competitive salaries and 
appealing benefits to keep employees 
happily employed. While those things 
are certainly significant, don’t dis-
count the importance of improving 
communication with your teams, 
providing the right tools for the job, 
solving problems, providing learning 
and advancement opportunities, and 
showing sincere gratitude for employ-
ees’ efforts, resilience, and loyalty.

About the Author: Greg Staley is the CEO of 
SynergySuite, a back-of-house restaurant man-
agement platform. Greg focuses on facilitating 
better visibility and increased profitability for 
restaurant chains through the use of intelligent, 
integrated back-of-house technology. Greg at 
greg@synergysuite.com.

opportunities for job training, mentor-
ing, and promotions for hard workers. 
Recognize that employees who gain 
new skills and knowledge through pro-
fessional development become more 
effective, efficient, and empowered, 
and are better equipped to handle new 
tasks and responsibilities.

2. Cross-train. Cross-training goes 
hand-in-hand with professional devel-
opment and keeps employees nimble. 
Cross-training for different roles helps 
stave off boredom and allows staff to 
learn new skills, so encourage employ-
ees to regularly swap roles. Front-of-
house staff should be trained for back-
of-house roles (and vice versa) so 
employees can be deployed wherever 
they’re needed. This tactic can be valu-
able for career progression, helping 
employees gain necessary experience 
to advance. Positions like restaurant 
manager emphasize customer service 
skills, which can be honed by interact-
ing with guests as a server. Cross-
training staff can be invaluable if an 
employee is out sick, or if the kitchen is 
overwhelmed with orders and needs 
more people to pitch in to help.

3. Provide the right tools. For over-
whelmed, overworked employees, hav-
ing to deal with faulty equipment, a 
glitchy computer, or dated software 
can be extremely frustrating. Ensure 
that your teams have the necessary 
equipment (including integrated 

software) to maximize productivity and 
minimize frustrations. And be sure that 
you aren’t relying on disjointed tech 
stacks that don’t work in harmony – an-
other common frustration among dis-
satisfied workers.

4. Make employees’ lives easier. 
While you can’t get rid of tedious 
chores like inspections and line 
checks, you can make these processes 
easier, faster, and more accurate with 
digital tools. Today’s innovative tech 
solutions allow employees to conduct 
necessary checks efficiently, so they 
can quickly move onto their preferred 
tasks, like interacting with guests and 
cooking delicious meals.

5. Conduct “stay” interviews. 
Most people are familiar with “exit” 
interviews, but by the time you have 
these conversations, the unhappy 
employee has already quit. Therefore, 

u
Eliminate the 

problems, if you  
can, or at least  
make them feel  

more manageable. 

Get 12 months of
sales leads for

Only $48900
per state

Every month you can receive  
an Excel spreadsheet with  

hundreds of sales leads right  
in your email… SO CALL NOW!

We provide the MOST leads 
for your money every month!

Why industry leaders are using our monthly

Restaurant Leads Report

Restaurants Under Construction and New Openings

We Offer Our Restaurant Leads Report for 2 States:

FLORIDA and GEORGIA

www.trnusa.com u  561.620.8888

https://trnusa.com/sales-leads/
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Over the years I have eaten out way 
more times than the average person. I 
like working with people in the busi-
ness. I rely on the waiter/waitress on 
my food orders all the time for sugges-
tions. However, over the years I have 
noticed things that restaurants miss. 
Simple things they can do that would 
separate them from other restaurants. 
Here are some of these tips:

 1. Business cards: If you work es-
pecially in a high-end restaurants get 
them. You work hard all night on build-
ing that relationship. Make sure they 
come back and ask for you. I still have 
my business cards from restaurants I 
have been to in Europe.

2. Lemons: Restaurants spend 
money and time on them. Only about 
half of people want them in their drink. 
I say NO LEMON with my water and 
half the time they still bring me a 
Lemon. Wasted time and money.

3. Listen: See above example: Listen 
to the customers wants. Make sure they 
get all their order out before leaving the 
table. I recently went to eat at a place 
where I was the only one that didn't get 
to order an entree. I was never asked. 

 4. Customers using technology: I 
have gone out to eat several times and 

told the wait staff I am waiting on some-
one. The rest of the party will text me 
what they want or call me. When they 
show up at the restaurant they'll ask me 
where their order is. A lot of times I have 
to say they never came back. The wait 
staff was waiting from them to show up 
in person. Check on them even if no 
one has come in yet. 

5. Don’t buss the table until the tab 
is paid: I have an esophagus problem. I 
get food stuck in my throat once in a 
while. I have to go back to the restroom. 
When I return a lot of times they went 
ahead and took my food and drink. I 
once saw an elderly couple go to the 
bathroom at the same time. When they 
got back their food was gone. They were 
halfway thru their meal. 

6. Ice: When getting ice water don't 
use so much ice. It's cheaper in the 
non-frozen state than frozen and less 
trips back to the table. 

7. Silverware: Bring this out first. I 
have lost track of how many meals I 
have sat down to eat without Silverware 
AFTER the food has gotten to the table.

 8. Take care of the customer first: 
You would think this would be easy. So 
many times I have had to sit and wait on 
someone to wash dishes or do some 

other task before seating me or taking 
an order. Many of these times I am the 
only customer in the building.

9. Know your product: So many 
times I ask a bartender for an IPA beer. 
They respond back with "What is an 
IPA". Or I ask them what is good on the 
menu. Nothing worse than a bartend-
er/waiter than doesn't know their 

product. Have them all eat everything 
on the menu so they can rely that to the 
customers. 

10. Ask who is paying the bill: 
nothing delays things longer at a restau-
rant then trying to figure who owes 
what when it's all on one bill.

About the author: John W. Mulholland 3 can 
be reached at SSC /678-362-7307 

 

Post your Video Ad with Today’s Restaurant and watch what happens

Today’s Restaurant
Video Eblast Marketing

Now you can Eblast your company video to over 16,000  
foodservice industry professionals.  Today’s Restaurant offers…

Three options for your 
Video Marketing:
u  Place your video on our 

website www.trnusa.com
u  Video Eblast to our email 

database of over 16,000 
restaurant owners, managers 
and chefs — plus dealers and 
other foodservice industry 
pros around the country.

u  Monday Morning Eblast.  
Place your Video Ad every 
Monday.

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

561.620.8888 u www.trnusa.com

Pick your preferred option:

Only 
$299.

Waiting tips
John W. Mulholland u Today’s Restaurant Contributor

Tootris  from page 8

the industry are coming to TOOTRiS 
for turnkey Child Care benefits that 
yield the highest ROI.

TOOTRiS — with more than 
180,000 Child Care providers in its 
nationwide network — gives busi-
ness leaders a competitive edge 
with Child Care benefits that in-
crease their ability to attract and 
retain workers, improve morale, 
and increase productivity. Most sig-
nificantly, it creates a working envi-
ronment where working families 
feel supported and encouraged to 
advance in their careers.

"Finding Child Care can be an 
emotional struggle for restaurant 

employees, impacting the well-being 
of their whole family," said Alessandra 
Lezama, TOOTRiS CEO and select 
member of the ReadyNation Task 
Force on Early Childhood. "Through 
TOOTRiS, QRG is taking a proactive 
approach in helping their managers 
find affordable, high-quality care so  
they can provide the best service  
possible. I applaud QRG for taking 
this initiative. Together, we can  
help transform the Child Care  
environment into one that benefits 
families, employers, providers, and 
the economy." 

Visit the company online at tootris.com.

https://trnusa.com/advertising/
http://customer-service.com
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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

 Dronedek Founder and CEO Dan 
O’Toole fields dozens of contacts each 
week from organizations interested in 
working with his company, which is 
one of the first in the world to offer a se-
cure, smart mailbox designed for au-
tonomous deliveries. It’s a happy situa-
tion for any startup founder, but it also 
serves as inspiration for the always iter-
ating business leader.

“It’s really cool to be at the forefront 
of a transformative industry and to see 
so many others whose innovations 
dovetail perfectly into ours,” says Dan 
O'Toole, Founder and CEO of Dronedek. 
“Consumers want increasingly faster de-
liveries of the products they buy whether 
that’s lunch, medicine, or any other 
item. They also want a secure and reli-
able way to receive those products, and 
that’s what we provide.”

 As a case in point, Dronedek recently 
entered into an agreement with Speedy 
Eats, which is developing mobile kitch-
ens designed to be located in parking 
lots to provide quality food fast via 
drive-thru and autonomous delivery.

 “Speedy Eats is the first auto– 

mated restaurant on the planet,” said 
Founder and CEO Frederick Speed 
Bancroft. “Bringing Dronedek into 
the mix will make our customers’ ex-
perience even better.”

 Speedy has the capability of serving 
customers via delivery and/or takeout  
all from its patent pending platform. 
Speedy Eats serves pizzas, BBQ, chicken 
tenders, wings, breakfast items, salads, 
wraps, sushi, subs, chicken salad, cold 
beverages, side items and condiments. 
The restaurant units are all electric and 
designed for high-traffic spaces. 

 Fortune Business Insights estimates 
the overall drone package delivery space 
to be worth $51 billion by 2028.

About Dronedek: Dronedek is one of the first 
companies in the world to focus on package securi-
ty for traditional and autonomous delivery meth-
ods. Designed to accept autonomous delivery, the 
Dronedek mailbox also accepts traditional mail 
delivery and is destined to become an everyday 
utility service like power or water. The device will 
keep packages hot or cold; will alert users to pack-
age arrival; recharge drones; and even serve as an 
emergency alert if need be. An app controls when 
the device is opened and its emergency alarm fea-
tures. See the mailbox and learn more at www.
Dronedek.com.

Dronedek announces new 
Speedy Eats partnership 
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ADVERTISING / MARKETING / PUBLISHING 
Today's Restaurant Howard Appell  
561.870.9663 u 561.620.8888 u www.trnusa.com 

RETIREMENT PROGRAM
Tax Free Retirement Group John Pastore
802.999.7300 u john@taxfreeretirementgroup.com 
www.taxfreeretiremanagementgroup.com 

 CREDIT CARD PROCESSING/POS
KwickPOS Mark McComb
832.920.4339 u 888.355.6996 
markmccomb@kwickpos.com u www.KwickPOS.com

CONSTRUCTION PROJECT MANAGEMENT
The Buildable Group Ken LeBlanc
919.200.2203 u ken@buildablegroup.com u www.buildablegroup.com

CUSTOMER ACQUISITION AND ENGAGEMENT  
BoostUrBusiness  Rob Herget
305.479.7311 u rherget@boosturbusiness.com

BUSINESS BROKER 
Anchor Business Advisors  Steve Whitehill
561.376.7500 u Steve@anchorbb.com

EMPLOYEE BENEFITS
Employers Rx Bruce Silver
561.843.4333  bruce@employers-Rx.com  employers-Rx.com

FACILITY COMMAND FROM THE BUILDABLE
Buildable Group Tanner Ballance
919.376.6477 u tanner@buildablegroup.com u www.buildablegroup.com

FOOD DELIVERY MARKETPLACE
YumFox Brandon Rhodes
919.985.0511 u bkgroupnc@gmail.com

ICE CREAM MAKING EQUIPMENT DISTRIBUTOR
Seacoast Sales/Carpigiani Ed Guertin
904-334-4489 u seacoastsale3477@bellsouth.net

LEASE/FINANCING 
Rogue Leasing  Brian Josselson
404.723.7222 u brian@rogueleasing.com

LIABILITY INSURANCE
Optisure Risk Partners Matthew Chrupcala
954-531-8177 u matthew.chrupcala@optisure.com

MEDICARE AND HEALTH INSURANCE 
Affiliated Health Insurers Rick Israel
561.777.8813 u 256.698.8774 
rickbamainsurance@gmail.com u info@affiliated-health.com

MANAGEMENT RECRUITER
Restaurant Recruiters of America Chris Kauffman
912-245-4540 u 404-233-3530 
chris@kauffco.com u www.RestaurantRecruitersofAmerica.com

PEO
Employers Rx Bruce Silver
561.843.4333 u bruce@employers-Rx.com u employers-Rx.com

REFRIGERATION DOOR GASKETS 
The Gasket Doctor  Howard Blitz
954.634.2121 u howard@gasketdoctor.com

SALES TRAINING
Bernie Cronin Bernie Cronin International  
berniecronin84@gmail.com u 954 925- 9202

NETWORKING GROUP
TRN
We are now holding virtual network meetings

 For more info
 or to join us: 561.620.8888

info@trnusa.com u www.trnusa.com

https://www.hudsonrobinson.com
https://trnusa.com/network-group
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ADVERTISING / MARKETING / PUBLISHING 
Today's Restaurant Howard Appell  
561.870.9663 u 561.620.8888 u www.trnusa.com 

ATTORNEY 
Evan D. Appell, P.A.  Evan D. Appell
561.337.5858 u evan@edalegal.com 

BEER MAKING SYSTEM
EZ Brew Andrew Baker
833.233.2739 u abaker@ezbrew.beer u www.EZBrew.beer

BUSINESS BROKER 
Hudson Robinson Peter Robinson 
561.445.8198 u probinson@hudsonrobinson.com 

BUYING SERVICE
Strategic Supply Chain John Mulholland
985.778.1515 u jmulholland3@yahoo.com

COFFEE SERVICE
Aramark Refreshments James Walker
954.505.8800 Office u 561.222.3655 Cell 
Walker-James@aramark.com

CONSULTING
DK Consulting Debby Kruszewski
914.325.5445 u dk@debbykruszewski.com

COST REDUCTION CONSULTING
Ascentropy Jeremy Ben-Israel
914.374.8345 u 561.320.3530 
jeremy@ascentropy.com u www.calendly.com/ascentropy

CREDIT CARD PROCESSING
Cocard  Payment Systems Jeff Krantz
954.473.1819 u cocardfla@aol.com

DESIGN / BUILD / GENERAL CONTRACTOR
Danto Builders Debbie Danto
954.684.9051  
debbie@dantobuilders.com u DantoBuilders.com

FACILITIES MANAGEMENT
Facility Command Tanner Ballance
888.860.3001 ext. 704 office u 919.376.6477 cell  
tanner@buildablegroup.com

FINANCE
ARF Financial Services Laurie Morris
678.618.5216 
lmorris@arffinancial.com u www.arffinancial.com

FOODSERVICE DESIGN AND CONSULTING
Marenic Food Service Design  John Marenic  
954.817.1183 u Jmarenic@marenic.com

FP&A / DATA ANALYTICS
Skyline Analytics Chris Pumo
561.512.7438 u 561.774.2168 
www.skyline-analytics.com u chris@skyline-analytics.com

ICE CREAM FREEZERS
Carpigiani North America John McCabe
401.368.6406 u johnm@carpigiani-usa.com

OIL SAVINGS 
Oil Chef Sean Farry 
438.764.6444 u www.oilchef.com u sean.farry@oilchef.com 

PAYROLL 
Heartland Payroll Randy Pumputis
585.622.2993 u randall.pumputis@e-hps.com 

REFRIGERATION DOOR GASKETS
Gasket Doctor Howard Blitz
954.634.2121 u howard@gasketdoctor.com

SALES TRAINING
Bernie Cronin Bernie Cronin International
berniecronin84@gmail.com u 954.925.9202

TELECOMMUNICATION 
TRACI.net Jeff Fryer / Darin Gull 
954.354.7000 ext. 103 
www.traci.net u jeffrif@traci.net u daring@traci.net 

TYING MACHINE
Bunn Tying Machines John R. Bunn
863.647.1555 u jbunn@bunntyco.com u www.bunntyco.com

UTILITIES AUDITING
National Auditing Services Consulting Bob Antoville
914.649.1300  
bantoville@nascaudits.com u nationalauditingservice.com

WASTE & RECYCLING & UTILITIES EXPENSE REDUCTIONS
Pack-A-Drum Mark Wagner
800.694.6163 ext. 2 
mark@packadrum.com u www.packadrum.com

WANTED…
Delivery Systems, Equipment Dealer, Flooring, 
Menus, Public Relations, Security, Uniforms, 
Recruitment… and More!

We are now holding virtual network meetings Call for info on how to join!

We are looking for new members! Call for info or to join us at the next meeting!

561.620.8888 u info@trnusa.com u www.trnusa.com

An Exclusive Group of Top Vendors Servicing the Restaurant & Hospitality Industry

CHAPTER 1 u FRIDAY 11AM

NETWORKING GROUP

https://trnusa.com/network-group
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http://thunderbirdfm.com

