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By Paul Segreto

It’s an unprecedented time for 
restaurants and one when failure is 
not an option, but change is required. 
Fortunately, restaurants in most cities 
and states are being allowed / will be 
allowed to offer take-out & delivery. 
Certainly, that’s much better than just 
being required to close doors for the 
foreseeable future.

Essentially, restaurants will be-
come ghost kitchens. Even if opera-
tors have already offered take-out & 
delivery, it’ll be a challenge to shift 
entire focus on what has previously 
been just a small percentage of busi-
ness for most restaurants. Well, take-
out & delivery will be the new normal 
and the only chance of survival would 
be to view this as an opportunity, not 
only to survive but also to build an ad-
ditional profit center for the future.

That said, a shift toward take-out & 
delivery must have full commitment 
to deliver top quality food and ser-
vice. It may even require more focus 
on delivering a positively memorable 
experience than ever before. It’ll be 
imperative to pay attention to detail, 
act with a sense of urgency and follow 
up AND follow thru.

3. Create value-added specials for 
families such as dinner for four – ap-
petizer, salad, entrée & dessert.

4. Offer bottled soda as a drink 
offering.

5. Be prepared with proper pack-
aging including utensils, napkins and 
condiments. Don’t skimp on bags and 
boxes.

6. Create a thank you item (or 
items) to be included such as a low-
amount gift card for a future order, a 
higher-amount gift card for when full 
dining is available, a hand-written 
note expressing thanks for their busi-
ness, a freebie (a small order to taste 
another menu item)… Be creative but 
keep in mind, a little goes a long way!

7. Be certain to include a business 
card from owner or general manager 
with a note outlining steps should cus-
tomer not be satisfied. If, and when con-
tacted, act promptly and courteously.

8. Pay special attention to order 
taking AND checking of orders upon 
completion to ensure accuracy.

9. Ask about special food prepara-
tion requirements.

10.  Add a personal touch by mak-
ing sure customers know the name of 

See NEW NORMAL page 14

Redding, CA  Black Bear Diner, 
one of the fastest-growing restaurant 
franchises in the country, famous for 
its abundant portions of home-style 
comfort food, unique cabin-themed 
dining experience and exceptional 
guest service, recently announced 
its plans for growth in 2024 with 14 
planned new diner openings. The 
company will open its doors to at least 
nine new franchise-owned diners and 
five new corporate-owned diners. 

In addition to growth plans  See BLACK BEAR page 4

“The confidence in our brand 
is strong,” said Anita Adams, Chief 
Executive Officer of Black Bear Diner. 
“Based on strong bottom-line perfor-
mance, existing franchisees are in-
vesting in new diner locations, while 
new franchise-partners have come 
aboard as Black Bear Diner comple-
ments their portfolio with our unique 
full-service brand.”

Continuing their strategy of de-
veloping the strong Texas market, the 

with current franchise-partners for 
openings in California, Texas and 
Arizona, Black Bear Diner has also wel-
comed two new franchise-partners to its 
system – LVP Foodservice – with plans 
for four 2024 openings in Kansas, 
Arizona, Nevada, and Colorado; and 
Gursavri Group, with plans for an 
Arizona diner. The new diners will be a 
combination of conversions and ground 
up new builds and will incorporate re-
cent design enhancements to better ac-
commodate off-premise dining.

Listed below are some sugges-
tions & recommendations to suc-
cessfully shift to this new normal:

1. Evaluate your menu for the 
items that travel and heat up well to 
look and taste as they do as if the cus-
tomer is dining in your restaurant.

2. Outline reheating instructions 
and include with all orders.

Paul Segreto
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Appell Pie
Trends
Howard Appell u Today’s Restaurant Publisher

This column was written in May of 
2010 and it sounds like it was written 
today, except for the prices mentioned. 

Over the past few months we have 
witnessed a change in the way busi-
ness and personal spending is being 
approached. Our whole society is slid-
ing back to the economic principals 
of the nineteen fifties which featured 
cautious spending of what was earned 
and not relying on credit cards. 

Businesses are looking for ways to 
maximize their profits with as little ex-
pense as possible. Labor costs are be-
ing cut and those that still have a job 
are being asked to do more than before 
to keep it. Those who have lost their 
job have had to look for new opportu-
nities or start their own businesses.

Trends are emerging in the restau-
rant industry towards more comfort 
foods like cupcakes, breakfast spe-
cialty foods, yogurt and ice cream 
stores. Two restaurant/dessert com-
panies I think are worthy of mention 
are Flapjacks Pancake Cabin and 
Orange Leaf.  

On a recent trip to Gatlinburg 
Tennessee, we came upon a beautiful 
ski chalet style building with natural 
wood logs and warm inviting colors in-
side. I remarked that the building must 
have cost a million dollars to build 
and equip. Flapjack’s Pancake Cabin 

is simple, assorted flavored pancakes, 
eggs and sides along with Skillets. They 
are open from 7AM - 12 Noon and their 
profit margin must be sky high. Coffee, 
tea, milk and juice at $2.00 plus make 
up the balance of the menu. The menu 
is repetitive and easy to produce and 
students or local residents supply the 
labor. This type of restaurant will only 
work in a high traffic tourist area and 
will not please everyone but the huge 
profit make up for an occasional bad 
review caused by expectations from 
a customer base made up of people 
from all over the world.

The next concept is not new to me as 
I supplied the furniture to a store about 
twenty years ago in Ft. Lauderdale with 
the same method of operation. As I al-
ways say “Timing is everything” and 
their idea was way ahead of its time. 
Orange Leaf has come along at the 
right time and is supplying the right 
product to fill the comfort food niche 
and making a profit too.  

As you enter the store you are di-
rected to a station to pick up a sixteen 
ounce Styrofoam cup and follow the 
line to a series of six - eight soft serve 
machines that are available with nu-
merous flavors. You select the flavors 
and the amount you want and contin-
ue down the line to the Topping Bar 
which has all of the customary top-
pings and then some. The final stop is 
to the scale where the price is calcu-
lated on a per ounce basis. Low labor 
costs, low product cost and high profit 
margin make this a business for our 
economic times. 

The old adage that Necessity is the 
mother of invention was never truer 
than today. With people looking for 
work and considering new ventures 
the conditions which we have to op-
erate in must be taken into account. 
Remember the timing has to be right 
for any new idea to work regardless of 
how good it is. 
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As I always say  

“Timing is everything” 
and their idea was way 

ahead of its time. 

TRN Recovery

Billion$ available and  
time is running out!

APPLY FOR SETC FUNDS NOW!
The government has authorized unprecedented stimulus,

and yet billions of dollars will go unclaimed!
Have you claimed your Self-Employed Tax Credit?

This COVID relief tax refund is worth up to $32,220 per self-employed 
individual. To qualify the self-employed individual had to:

u  Be self-employed in 2020 and/or 2021

u  Shown a profit in 2020 and/or 2021

u  Battled COVID, experienced COVID-like 
symptoms, needed to quarantine, 
underwent testing, or cared for a family 
member affected by the virus

u  If the closure of your child's school  
or daycare due to COVID restrictions 
forced you to stay home and impacted 
your work

Our fixed fee includes all calculations, processing, 
signing the amended tax returns and E-Filing the 

amendment with the IRS. You will not have to amend 
your personal tax returns. That is included in our fixed 

fee and filed with the IRS. You do not pay us until you have 
received your SETC refund from the IRS.

By answering a few, simple, non-invasive questions our team of  
SETC experts can determine if you qualify for a no-strings-attached  

tax credit. There is no cost or obligation to be pre-qualified.

CLICK HERE TO APPLY NOW!

Call for more  info:  561.870.9663

◗  Available in 
Aluminum  
and Steel

◗  Double Lock  
System 

◗  Custom Sizes

John W. Mulholland 3
Metalcraft 678.362.7307 

PROTECT YOUR PROPANE IN…

A Safe and Secure 
Propane Cabinet

http://trnusa.com/network-group
https://trnusa.com/apply-for-your-erc-recovery-funds-now/
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What’s Going On
Important new products, corporate news and industry events

The Heart Surgeon’s Cookbook 
is the brainchild of New York-based 
Cardiovascular and Thoracic Surgeon 
Dr. Nirav Patel and Fredrik Berselius, 
holder of two Michelin stars and 
Founder & Owner of Aska restaurant 
in New York. They have collaborated 
with global MedTech provider Getinge 
to create a cookbook that not only cel-
ebrates the physical and mental dex-
terity of both doctor and chef, but also 
shares their experiences in precision 
and mastery of tools. All nine recipes, 
conceived and developed by Fredrik 
and Dr. Patel include at least one sur-
gical technique familiar to surgeons 
that puts dexterity to the test: includ-
ing precise cutting, injecting in a small, 
confined area, surgical stitching, ana-
tomic dissecting and repetition, plus 
gentle handling and concentration 
skills.  Dr. Patel, who performs approx-
imately 350 surgical procedures per 
year, and enjoys cooking as a hobby, 
says this was the first time he’d applied 
his surgical skills in the kitchen:  “A 
special cookbook for heart surgeons, 

assessing the health of small businesses 
at the national, regional, and industry 
levels. The FSBI will be published at the 
beginning of every month and it will 
provide near real-time indexes of con-
sumer spending from the prior month. 
The index relies on data from approx-
imately two million small businesses 
and is differentiated by its direct aggre-
gation of consumer spending activity 
based on actual point-of-sale transac-
tions, including card, cash, and check 
transactions, rather than survey data.

u u u u

The opening of Damsel, Atlanta’s 
first Supper Club and Cabaret is open-
ing soon. Damsel will be a must-see 
destination that transcends age, culture 
and gender. Housed in a spectacular 
10,000-square-foot showplace, Damsel 
will be the jewel in the crown of The 
Works on Atlanta’s Upper Westside. 
Dave Green, Owner of Damsel, and 

See WHAT’S GOING ON page 8

using my skills from the operating 
room? I just couldn’t say no. Dexterity 
leads to precision. Without precision, 
surgery is not effective. You must un-
derstand the importance of being ef-
fortlessly nimble 
and precise. It’s 
not that hard to 
see the parallels 
with high-end 
cooking.” Visit 
Getinge.com to 
learn more.

u u u u

Small businesses are the backbone 
of the U.S. economy, generating 44% 
of gross domestic product and nearly 
half of overall employment. As a vi-
tal growth engine, the market has a 

need for accurate and timely 
insight into small business 
sales activity.  Fiserv, a leading 
global provider of payments 
and financial services tech-
nology solutions, has recent-
ly launched the Fiserv Small 
Business Index, a first-of-its-
kind measurement tool for 

Fluffy Fluffy, a dessert café renowned for its award-winning souffle pan-
cakes, is  adding to its footprint in the Southern part of the United States 
through its industry-leading franchise opportunity. The brand is eagerly an-
ticipating the opening of new locations in the South. Their Frisco, TX loca-
tion opened on December 16th, and Dallas, TX is set to debut in March 2024. 
Fluffy Fluffy also has ambitious plans for additional franchised locations, in-
cluding multi-unit deals in key southern cities including Atlanta, Miami, and 
Orlando. “We are thrilled to extend our 
reach into the South,” expressed Benson 
Lau, Director of Business Development 
at Fluffy Fluffy. “The South is a rich tap-
estry of culture, and we are genuinely 
excited to immerse ourselves as part of 
it. We believe our unique experience 
and diverse flavors have the power to 
bring communities together, and we 
can’t wait to continue our growth in 
Texas, Georgia, Florida and beyond.”

http://browardnelson.com
https://usw2.nyl.as/t1/300/691et69lsipcinfvq9tdb61st/0/8d6f44e7e3132bed7974adca6f68e024c91262ec818aa002899380ffa05d4be7
https://usw2.nyl.as/t1/300/691et69lsipcinfvq9tdb61st/1/56f1320b889c34ae7d543f51766c0b3cd2c65702dd0b047442002b709ca85d28
https://usw2.nyl.as/t1/300/691et69lsipcinfvq9tdb61st/1/56f1320b889c34ae7d543f51766c0b3cd2c65702dd0b047442002b709ca85d28
http://www.enviromatic.com
https://www.fluffyfluffy.com/
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By Monte Silva

Do you think of your people as a 
means to an end? I used to. Early in my 
career I ran through people because 
completing the task was more import-
ant than leading and developing my 
people. Fortunately, I also figured it was 
easier to do it then teach it. I learned 
from my dumb mistakes pretty quickly 
and then really shifted my perspective. 

Today, I work with restaurant own-
ers to help them run and scale success-
ful restaurants. One of the things I share 
with them is they can’t do it without 
their people. In this article I want to 
share a very important thing I learned. 
This shift changed the way I led people 
and managed restaurants and I owe ALL 
of my success to rethinking this concept.

Your people are humans with emo-
tions, strengths, weaknesses, and per-
sonalities. They are not just a number or 
a cog on a wheel. They are the essence 
of our business. But we often think of 
them as a number. We think of them as 
labor (a negative liability on our P&L). I 
used to do that. 

When I thought of them as a liability, 
I paid them as little as possible to save 
money because controlling profit was 
more important than building teams. 
This showed my people that I didn’t val-
ue them. Everyone wants to feel valued 
and validated. I had to learn this and 
then rid myself of the false belief that 
restaurateurs clung to for 50 years …

False Belief: Underpaying your 
people equals profits

But when I looked at my people as 
an investment rather than a liability? I 
looked at them as an asset on a balance 
sheet instead of a liability on the P&L.

New Belief: Your people are an asset
Let me illustrate this point. What 

if you hired a general manager at 
$100,000 a year and that GM shows you 
five things you can do to save $150,000 a 
year? Instead of looking at the $100,000 
salary as a liability on a P&L, what if 
you thought of the GM as an asset that 
gave you a 50 percent return on your 
investment? You would probably pop 
the champagne or pour some Pappy 23 
year if any other paper investment paid 
you a 50 percent return. 

Because of this false belief, most 
restaurant managers and owners not 

only don’t pay their people a fair wage, 
but they also don’t properly train their 
people. If restaurateurs thought of their 
employees as an asset, they would 
look at training as an investment in 
the growth of their asset as well as the 
growth of the restaurant. 

Instead, they try to spend as little 
as possible training them.  Then, they 
wonder why that employee doesn’t 
know the menu, doesn’t follow steps of 
service, etc. And worse yet, they don’t 

stick around because they weren’t set 
up for success. We don’t invest because 
in the back of our minds, we think they 
are going to leave us anyway. They will 
leave you if this is your mindset.

Don’t under pay your people to 
lower the liability. Think of them as the 
asset they are. Invest in them. Develop 
them. Appreciate them. Chances are, 
when you pay and treat them that way, 
they will continue to out-perform and 
surprise you with amazing returns and 
you will begin to build a bigger pie.

It’s important to focus on the rela-
tionship. This helps you think of them 
as a human and not just a number. As 
I wrote earlier, people have emotions, 
strengths, and weaknesses. We some-
times don’t know what is going on with 
them outside the restaurant. There 
might be something that might be af-
fecting their time in the restaurant.

Once, I had a server assistant work-
ing with me. He was fantastic. He had 
a great attitude. He did a fantastic job. 
Everyone loved him. Then, all of a sud-
den, things were different. He was slug-
gish. He lashed out at the servers and 
other staff. He was negative. 

I sat him down and asked him what 
was going on in his life. He broke down 
and told me that he was a senior in 
high school, and he was flunking math. 
He went on to tell me that if he didn’t 
pass math he was going to have to re-
peat the 12th grade. 

I told him to bring his books in ev-
ery Tuesday night and that I would 
tutor him after work on Tuesdays. He 

went on to being a great server assistant 
again. But, more importantly, he fin-
ished high school on time. 

Be kind to your people. Show them 
empathy when they need it. Develop a 
relationship with your people and they 
will be hard working, loyal, and trust-
worthy. Pay them well. Invest in their 
training. If you do these things, you will 
see amazing results.

Recap:
Here is a quick recap of five things 

you can do to prioritize your people.

1.  People are your best asset:  
Don’t treat them like a liability

2. Pay your people
3.  Spend the money and energy  

to create a great culture
4.  Invest in the development  

of your people

5. Focus on relationships

About the Author: My restaurants were con-
sistently named in best of categories of several 
Nashville magazines in reader and writer polls. 
My successful stewardship of these restaurants 
got me featured in Nashville Wine Press, The 
Tasting Panel, Restaurant Business Magazine, 
Nashville Scene, and many other publications. 
One of those restaurants was Acme Feed & Seed 
(the 31st highest grossing restaurant in the coun-
try at $18,500,000.) I later became Director of 
Operations overseeing four restaurants includ-
ing Acme. And I did it while maintaining work/
life balance. Today, I am an expert restaurateur, 
restaurant coach, thought leader, author, and 
speaker. I work with restaurant owners, execu-
tives and their teams all over the country to max-
imize the success of their restaurant empire while 
still maintaining work/life balance.  Monte Silva 
is a Restaurant Executive Coach. For more infor-
mation visit www.montesilvacoaching.com

Monte Silva

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.

Are your people an asset or liability? 

Black Bear  from page 1

for more information on Black Bear 
Diner and its menu offerings vis-
it BlackBearDiner.com.

About Black Bear Diner: Black Bear Diner 
is one of the fastest-growing franchises in the 
country. Founded in 1995 by Bruce Dean and 
Bob Manley in Mt. Shasta, California, Black Bear 
Diner brings home-style comfort food classics, 
exceptional guest service, and a unique cab-
in-theme to the dining experience. The quickly 
growing full-service concept, open for breakfast, 
lunch and dinner, offers a vast, enticing menu 
anchored in hearty portions and excellent value, 
with service rooted in genuine hospitality. The 
franchise now operates 156 diners in 13 states.

joining existing locations in Alliance 
and Mesquite. The newest diner boasts 
5,000 square feet and features Black Bear 
Diner’s updated design enhancements, 
including its exterior delivery and pick-
up window that expedites off-premise 
business. The opening signals the end 
of another strong year for the compa-
ny, which opened new diners in Texas, 
California, Utah and Arizona.

For more details on Black Bear 
Diner’s franchise opportunities please 
visit BlackBearDinerFranchise.com and 

company also plans to open five new 
company owned diners throughout 
the state in 2024. Locations include a 
third San Antonio diner, as well as ad-
ditional diners in Dallas, Houston and 
Rio Grande Valley. Early 2025 will see 
an additional five diners open as well.

Black Bear Diner ended the year 
with the opening of its newest din-
er located at 12613 South Freeway 
in Burleson, Texas on December 13. 
The opening marks the brand’s third 
diner in the Dallas Fort Worth area, 

http://www.montesilvacoaching.com
https://www.safestaff.org
https://blackbeardiner.com/?utm_source=RestaurantNews.com
https://blackbeardinerfranchise.com/?utm_source=RestaurantNews.com
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Re-mix sanitizer solution every 4 hours!
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See SUNSHINE page 11

u
On average, the 

Sunshine Provisions 
headquarters houses 
over $1M in high-end 

inventory at any  
given time…

Fast forward eight years and 
Sunshine Provisions has become one 
of the most trusted suppliers for South 
Florida’s award-winning restaurants 
and diehard foodies alike, so much so 
that it has solidified its position as a 
premium goods delivery service direct 
to consumers. In 2024, the Deerfield 
Beach based company will expand 
its service area to other regions of 
Florida, as well as begin providing 
express delivery to homes across the 
United States.

With a prestigious designation as a 
certified USDA purveyor, a 15,000 sq-
ft state-of-the-art facility, burger and 
sausage lab, dry-age room, and a team 
of former chefs and butchers manag-
ing day-to-day operations, Sunshine 
Provisions  has become an industry 
leader. According to Saperstein, “The 
standards we adhere to ensure we are 
meticulous in maintaining the highest 
levels of safety, integrity, and quality.” 
In fact, the company has a dedicated 
quality control staff member who sys-
tematically checks various stages of 
production - from sourcing to packag-
ing - to guarantee all products meet the 
company’s highest criteria. Between 
that and their proprietary internal 
protocols to make certain that only 
the freshest product makes it to their 

When entrepreneurs and busi-
ness partners Michael Saperstein and  
Evan David first opened Sunshine 
Provisions in late 2015, the duo’s mis-
sion was to procure high-end meats, 
seafood, and other goods for the ar-
ea’s top chef-driven restaurants. After 
all, they were seasoned veterans in the 
restaurant industry and Saperstein was 
a highly-regarded chef in his own right, 
primarily at the beloved Rebel House 
restaurant and bar in Boca Raton. “Mike 
and I saw an opportunity for a meat and 
gourmet food purveyor that was built 
around the customer and their needs, 
regardless of whether that was a restau-
rant or a home chef looking for the best 
product they could get their hands on,” 
says David of those early days.” clients, Sunshine Provisions has raised 

the bar in their field.
A James Beard Award “Rising Chef” 

nominee, Saperstein employs his cu-
linary prowess at Sunshine to work 
closely with chefs and restaurateurs 
in customizing cuts, flavor blends (i.e. 
customized sausage and burger blends) 
and more to give each restaurant 
unique one-of-a-kind products. He is 
often tapped by clients to advise on 
what to order based on intended use. 
“I’ll have a Chef who wants a short rib to 
make a dish and perhaps, use the bones 
for another dish, but I’ll explain that 

short rib bones don’t deliver the way 
you want them to and guide them to 
order marrow bones instead. It’s more 
economical and the product is better 
for that particular use,” he explains. It 
is this individualized customer experi-
ence that keeps chefs and restaurants 
coming back.

On average,  the  Sunshine 
Provisions headquarters, which oper-
ates round the clock, houses over $1M 

in high-end inventory at any given 
time with a team of 40 working diligent-
ly to create, cut, package, and distrib-
ute. From custom cut steaks and chops 
for One Hotel and award-winning Chef 
Brad Kilgore at the Arlo to specialty 
burgers for Ted’s and Blue Collar, to 
Australian and Domestic Wagyu for 
chefs of note such as Jeremy Ford and 
Michael Pirolo, and custom-made sau-
sages and proprietary spice blends for 
OSSO; Sunshine Provisions caters to the 
needs of some of most acclaimed chefs 
and restaurants in the region. The com-
pany offers an extensive selection of top 
tier cheeses, salumi, and specialty Asian 
and Mediterranean dry goods. Also 
available are high-end stocked prod-
ucts like Umami White Dry Aged Beef, 
15+ different types of burger blends, 
and an array of premium house made 

Sunshine Provisions welcomes the  
New Year with growth

South Florida’s premiere homegrown purveyor of premium meats & gourmet goods expanding in 2024

Need New Equipment Now? Why Wait? 
CALL (877) 662-6955

For More Information Call:

877-662-6955

LEASE TO OWN
100% WRITE OFF
SAVE YOUR CASH

NO MONEY!

Take advantage of buying  
new equipment now for a new  
project or existing location!

3 Dishwashers
3 Machines
3 Refrigeration
3 Food Holding / Warming
3 Mixers / Slicers
3 Food Prep
3 Cooking Equipment
3 Ovens

www.rogueleasing.com

n Easy Approval Process

n Write-off Your Entire Lease

n Save Valuable Cash & Lease to Own

LEASE WITH US TODAY & START SAVING MONEY!

LO
W PAYMENTS

Q
UICK APPROVAL

Lease to 
Own

Lease to Own Your
Entire Kitchen:

Contact Us Today: 800-222-BUNN (2866) 
info@bunntyco.com ★ www.bunntyco.com

ATTENTION:
Pizza Shops★Restaurants★Bakeries

Did you know that 8 of 10 delivery drivers  
confessed to eating food they are delivering?

SOLUTION: 
The Bunn Knot

The Bunn Knot has been securing packages  
for over 100 years.

★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★ ★

https://www.sunshineprovisions.com/
https://www.sunshineprovisions.com/
http://www.rogueleasing.com
http://bunntyco.com
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Scooter’s Coffee,  

based in Omaha, 
Nebraska, specializes  

in espresso drinks,  
fruit smoothies, and 
baked from scratch  

pastries…

Omaha, NE - Scooter’s Coffee, LLC, 
the Midwest-based drive-thru coffee 
franchise experiencing record-break-
ing growth, continues its expansion 
throughout the U.S. by bringing its 
world-class coffee kiosks to Louisiana. 
Some locations include: Ruston, 
Minden, Blanchard also coming to 
Benton, Louisiana and Marshall Texas.

The expansion into the Shreveport, 
Louisiana area, as well as the nearby 
Texas town of Marshall, is the result of 
agreements signed by longtime friends 
and real estate developers John Rennie 
and Brad Barre. The men had been 
talking about opening a franchise to-
gether for over a year. “Last summer, a 
friend of mine posted a picture of cof-
fee and a cinnamon roll on social me-
dia with the comment ‘I wish we had 
Scooter’s in Shreveport,’” said John.

“We fell in love with the concept 
from the get-go,” said Brad. The two 
men had never tried Scooter’s Coffee, 

but Brad’s brother was a regular cus-
tomer. “I called my brother and told 
him to go to the one near him, order 
everything on the menu, and tell me 
what he thought,” said Brad.

Scooter’s Coffee, based in Omaha, 
Nebraska, specializes in espresso 
drinks, fruit smoothies, and baked-
from-scratch pastries and features its 
signature beverage, the Caramelicious®. 
The company also offers a wide selec-
tion for all taste profiles with its organic 
hot and iced teas, premium-grade 

brewed coffee, cold brew, breakfast 
items, and a kids’ menu.

According to the latest market 
trends compiled by the National Coffee 
Association, 63% of Americans drank 
coffee in the past day — more than 
any other beverage, including water. 
Those coffee drinkers each consume 
an average of 2.8 cups every day. Zippia 
Research reports that 60% of American 
coffee drinkers visit a coffee shop at 
least once a month.

Scooter’s Coffee’s proven 664 sq. ft. 

drive-thru-only kiosk model, combined 
with their fast, friendly service, allows 
customers to “scoot in” on their way to 
work or school to buy their favorite bev-
erage and get their day off to a great start.

“Our goal is to move pretty quickly. 
We would love to have all five of our 
stores open in 2024,” said John.

“As real estate developers, we are 
very familiar with finding lots, dealing 
with permitting, and the other aspects 
that can often bog down the construc-
tion process. We feel this advantage 
can help us accelerate the opening of 
our stores” said Brad.

“We’re thrilled to welcome John 
Rennie and Brad Barre as franchi-
sees to the Scooter’s Coffee family,” 
says Matt Sawicki, Senior Director of 
Franchise Development. “Their en-
thusiasm and experience as real estate 
developers give them a unique advan-
tage in accelerating our growth in the 
Shreveport and Marshall areas.”

About Scooter’s Coffee: Founded in 1998 
by Don and Linda Eckles in Bellevue, Nebraska, 
Scooter’s Coffee uses only the finest coffee beans 
in the world, which are roasted by its affiliated 
company, Harvest Roasting, in Omaha, Nebraska. 
In over 25 years of business, the key to Scooter’s 
Coffee’s success is simple: Stay committed to the 
original business principles and the compa-
ny’s four core values, which are Integrity, Love, 
Humility, and Courage. The Scooter’s Coffee Brand 
Promise, often recited to franchisees, customers, 
and employees, is: “Amazing People, Amazing 
Drinks… Amazingly Fast!®” It represents the com-
pany’s business origins and reflects a steady com-
mitment to providing an unforgettable experience 
to loyal and new customers.

Scooters Coffee perking up in Texas and Louisiana 

Today’s Restaurant guarantees a minimum 5% open rate or it‘s FREE 

Today’s Restaurant
Eblast Email Marketing
Eblast 1000s of clients for one LOW, LOW price!
Today's Restaurant has a database of over 16,000 restaurant 
owners, managers and chefs in addition to our 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! Postings on our social media sites — 
Facebook, LinkedIn and Twitter twice per week. We have another 
17,000 contacts on LinkedIn alone.

561.620.8888 u www.trnusa.com

You get  
all this for 

ONE
LOW

PRICE!

https://www.scooterscoffee.com/
https://trnusa.com/advertising/
http://sellmorerestaurants.com
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stages of development or in operation. 
“Our team is honored to be working 
with our newest group of franchise 
partners and are very excited to set foot 
in Florida for the very first time,” stated 
Harpreet Dahyia, founder and owner of 
Pizza Twist. “This is an incredible mile-
stone to kick off the new year with. Our 
team looks forward to more exciting de-
velopments throughout 2024.”

u u u u

Coming in 2025 is Nora to West 
Palm Beach.  NDT Development, 
Place Projects, and Wheelock Street 
Capital came together to design the 
blueprint for a complete, new dis-
trict in Downtown West Palm. NDT 
Co-founder Ned Grace, has devel-
oped across property types including 
hospitality, residential, office, and 
mixed-use. Nora’s Phase I includes 
150,000 square feet of adaptive re-
use and new development and will 
be home to best-in-class hospitality, 
retail, and more. Phase II is actively 
being planned and will feature signif-
icant hotel, office, and residential de-
velopment. The Nora District is bor-
dered by Palm Beach Lakes Boulevard 
to the north, Quadrille Boulevard to 
the south, North Dixie Highway to 
the east, and the Florida East Coast 
(F.E.C.) Railway to the west. For all 

Obletz, who has been a Delaware 
North operating company president 
since 2020, currently serves as group 
president of Sportservice, Patina 

Restaurant Group and 
Delaware North U.K. 
In addition to Patina 
Restaurant Group, he 
is responsible for pro-
viding oversight and 
strategic direction for 
the company’s sports 
portfolio which pro-
vides concessions, 
premium dining, ca-

tering and retail services to more than 
50 sports and entertainment venues 
in the United States. He also oversees 
the company’s hospitality operations 
in the United Kingdom at locations 
such as Wembley Stadium, London 
Stadium and Emirates Stadium.

u u u u

Pizza Twist is coming to Florida, 
according to an announcement made 
by the company recently. The interna-
tional pizza chain favored by fans for 
its global-inspired pizza combinations, 
non-GMO meats, and gluten-free, ha-
lal, vegan, and vegetarian menu options 
will soon open in the Sanford and Lake 
Mary areas of Florida. The newest unit 
was purchased by franchisees Santoshi 
Muppala, Rajasree Suraparaju, and 
Nikitha Koneti. This will be the very 
first location to land in Florida for Pizza 
Twist. The unique Indian-fusion pizza 
concept can also be found in communi-
ties across the United States, Indonesia, 
and Canada. The company current-
ly has nearly 120 locations in various 

What’s Going On   from page 3

start of six new loca-
tions being built in 
Alabama. Construction 
on the 1st will start 
this Spring to Summer 
and open sometime in 
2025. They will be built 
in phases. FoodCity.
com. Food City is a su-
permarket chain with 
stores located in Alabama, Georgia, 
Kentucky, Tennessee, and Virginia. 

u u u u

Global hospitality and enter-
tainment company Delaware North 
has announced the appointment of 
John Kolaski as president of Patina 
Restaurant Group. He is a veteran hos-
pitality leader with more than 30 years 
of experience building culinary brands 
and leading restaurant operations. As 
president of Patina Restaurant Group, 
Kolaski will be based at Delaware 
North’s headquarters in Buffalo – with 
oversight of the company’s portfo-

lio of streetside restaurants 
and catering operations 
in high-profile locations 
such as Downtown Disney, 
Disney Springs, Walt Disney 
World, New York City, Los 
Angeles and Boston. Kolaski 
will report to Jamie Obletz, 
who was also recently ele-
vated to the role of group 
president with responsibility 
for Patina Restaurant Group. 

known for favorite local restaurant, The 
Select, has curated a team of leaders 
in both the entertainment and culi-
nary worlds, to spearhead the creation 
of Damsel. Internationally acclaimed 
Director and Choreographer Otis Sallid 
has been tapped as Damsel’s Creative 
Director and is creating a reimag-
ined, immersive Cabaret show. Sallid 
is known for his hit Broadway Show 
“Smokey Joe’s Café,” as well as cho-
reographing the hit television show 
“Fame,” the 69th Academy Awards, 
the Grammy’s and the live segment 
event in Superbowl XL, featuring Stevie 
Wonder, John Legend, India Arie and 
Joss Stone. These and dozens of other 
equally impressive credits make Sallid 
the perfect creative force to produce a 
world-class, dazzling show that will be 
the highlight of the Damsel experience. 
Damsel, which is slated to open at The 
Works in the next couple of months, 
joins over 40 tenants within the first 
phase of The Works.

u u u u

Food City’s parent 
company, KVAT Food 
Stores Inc., headquar-
tered in Abingdon, 
Virginia, has released 
that they have pur-
chased about 2 acres 
of land for a new loca-
tion off of Governor’s 
Drive in Huntsville, 
Alabama. This is the  See WHAT’S GOING ON page 14John Kolaski

The Top 20 Things 
You Must Do Right Now to Hire 

All-Star Talent for Your Restaurant Company:
1.  Call Chris Kauffman and 

let him do the other 19!
Since 1981, Chris has placed Chefs, General Managers, District Managers, 

Vice Presidents, Presidents and even the Executive Director for the
 Georgia Restaurant Association.

Call Chris: 912-245-4540 or Email: Chris@Kauffco.com
Chris is the founder of Restaurant Recruiters of America, 

a wholly owned subsidiary of Chris Kauffman & Co
www.RestaurantRecruitersofAmerica.com

“Recruiting Aces for Great Places Since 1981”

Who can Chris place with your company?

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

http://www.pizzatwist.com/?utm_source=RestaurantNews.com
http://www.RestaurantRecruitersofAmerica.com
https://trnusa.com/advertising/
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Atlanta, GA - The Georgia Restaurant 
Association (GRA) celebrates a new 
chapter as Stephanie Fischer brings 
new leadership, a new culture of collab-
oration and a strategic plan for growth. 
As president and CEO, her immediate 
focus is on building relationships with-
in the restaurant industry by traveling 
the state to meet and connect with 
stakeholders outside the major cities. 

“The best way to get to know the 
Georgia restaurant industry is to get 
out and dine with them,” says Fischer. 
“Every community has its own local fla-
vors and faces its own challenges. It’s so 
important to understand what is hap-
pening throughout the state and not 
just here in Atlanta.”

During her statewide travels, Fischer 
will meet with restaurant operators, 
local officials and industry leaders to 
learn about their businesses firsthand 
and discover the barriers that are im-
pacting their operations. “Many of our 
members are not part of large restau-
rant groups, rather they are indepen-
dent restaurateurs. It’s my goal to make 
sure that all our members feel support-
ed,” says Fischer.

In her first days as president and 
CEO, Fischer will connect with state 

lawmakers to advocate for the needs 
of the restaurant industry. At the same 
time, she is connecting with the GRA 
team and meeting with each board 
member to understand their roles and 
expectations.

“I look forward to continuing the 
great work of the GRA Advocacy Team,” 
says Fischer. “During the legislative ses-
sion and year-round, we will promote 
policies at both the state and local levels 
that ensure our members have a healthy 
business environment. We are excited 
to advocate in support of the state’s 
second-largest employer and promote 
all the things Georgia restaurateurs do 
to give back to their communities.”

The GRA will continue to engage 
with its members through educa-
tional offerings, networking oppor-
tunities and signature events like the 
Taste of Georgia legislative reception, 
Kitchen Cabinet roundtable discus-
sions throughout the state, Wine Down 
by the River/PAC Fundraiser, the an-
nual GRA Golf Tournament and the 
Georgia Restaurant Association Crystal 
of Excellence (GRACE) Awards. 

“Our industry has faced some chal-
lenging times over the past four years, 
especially around staffing and rising 

food costs. Through it all, the indus-
try has been incredibly resilient,” says 
Fischer. “As we grow our membership, 
we will develop new and innovative 
ways to support our members and 
make their jobs easier. Enhancing the 
value of GRA membership remains a 
top priority.”

Fischer is no stranger to the GRA or 
the restaurant business. She has spent 
her entire career in hospitality, from her 
first job at KFC to her previous role as 
vice president of corporate operations 
of Paradies Lagardère Travel Retail 
Dining Division. In 2017, she joined the 
GRA board of directors and served as 
chairman in 2022, representing the in-
dustry on the national level to advocate 
for important issues like the Credit Card 
Competition Act and preserving the tip 
credit. With decades of leadership and 
advocacy experience under her belt, 
Fischer is ready to lead the GRA into this 
next chapter. 

About the Georgia Restaurant Association: 
The Georgia Restaurant Association’s (GRA) mis-
sion is to serve as the voice for Georgia’s restaurants 
in advocacy, education, and awareness. From 
large chains to start-ups, the GRA helps make 
Georgia a better place for restaurants to do busi-
ness and helps make restaurants better for Georgia. 
For more information, visit garestaurants.org.

Stephanie Fischer takes the lead at 
Georgia Restaurant Association

New President/CEO shares vision for the organization, plans to nurture relationships with restaurants statewide

Today’s Restaurant
Digital Display Advertising
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. 

 Your ad here

Every display ad is live linked to your company website. 

Today’s Restaurant has been one of the most trusted names  
in foodservice industry marketing since 1996.

Call today to schedule your advertising plan!

561.620.8888 u www.trnusa.com

Stephanie Fischer

u
Fischer is no stranger 

to the GRA or the 
restaurant business.  

She has spent her  
entire career in 
hospitality…

http://www.garestaurants.org/
mailto:seacoastsale3477%40bellsouth.net?subject=Carpigiani%20Ice%20Cream%20in%20Today%E2%80%99s%20Restaurant
https://trnusa.com/advertising/
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Sunshine  from page 6

sausages including duck, foie gras, 
and truffle and date sausage, as well 
as a Wagyu cheeseburger sausage.

In early 2024, Sunshine Provisions 
will introduce its White Gold Label line 
featuring domestic Black Angus upper 
Choice and Prime beef, as well as pre-
mium heritage all-natural Duroc pork 
raised according to Heluka™ guide-
lines, ensuring maximum quality and 
purity. The new year also promises 
growth for the company with expand-
ed service west to Naples and south 
into the Florida Keys. Says David, 
“We are constantly receiving inquiries 
from restaurants throughout the state, 
yet we believe that by expanding slow-
ly and organically we can continue 
to deliver the highest quality product 
and exceptional service.”

Foodies will also rejoice with 
Sunshine Provisions’ new coun-
try-wide consumer service, offering 

express delivery to 50 states across 
the continental U.S. With the same 
products available to top-tier restau-
rants, as well as bundled packages 
and subscriptions, home chefs can 
up their culinary game with a se-
lection of the finest meats, seafood, 
and premium goods. Packages will 
include All Grass All The Time – an 
assortment of premium grass fed of-
ferings; Surf & Turf – the freshest se-
lections from land and sea; and It’s 
Burger Time – award-winning burger 
patties; and more. 

As Sunshine Provisions – sun-
shineprovisions.com -  looks ahead 
to an exciting year of growth, inno-
vation and continued commitment 
to culinary excellence, the company 
remains steadfast in its mission to 
provide top-tier meats and gourmet 
goods to acclaimed restaurants and 
passionate home chefs. 

Elyria, Ohio - North American 
Kitchen Solutions, Inc. (“NAKS”) a lead-
ing foodservice equipment manufac-
turer headquartered in Elyria, OH, has 
announced the acquisition of Stainless 
Specialties, Inc. (“SSI”), an Eastlake, OH 
(Cleveland) based custom fabricator of 
high-quality stainless-steel equipment 
used in restaurants and other commer-
cial environments.

Founded in 1993, SSI is an industry 
leader in the production of NSF-listed 
stainless-steel countertops, tabletops, 
worktables, sinks, and other work sur-
faces essential to the efficient operation 
of restaurants and other food service fa-
cilities. Through thoughtful design, en-
gineering, and state-of-the-art equip-
ment, SSI delivers custom-fabricated 
solutions that meet the highest quality 
standards for safety and aesthetics.

SSI is the latest entity to join the 
NAKS organization. The company ac-
quired Lane Mechanical Inc. in 2021, 
a stainless-steel custom fabrication 

company based in Georgia (Atlanta). 
SSI is NAKS’ 3rd production facility, 
rapidly expanding the company’s op-
erating footprint.

“We’re thrilled to welcome SSI to 
our organization. SSI’s production fa-
cility in Eastlake, OH, will increase our 
custom fabrication capacity and create 
a best-in-class ‘purpose-built’ manu-
facturing organization of stainless-steel 
commercial restaurant equipment,” 
said Sacha Polakoff, NAKS President & 
CEO. “We’re just as excited to welcome 
the team from SSI into the NAKS fam-
ily,” added Polakoff. “SSI’s team, along 
with the team from our 2021 acquisition 
of Lane Mechanical, brings together the 
best talent in the custom fabrication 
segment and furthers the goal of bring-
ing the entirety of our product offering 
closer to our valued customers.”

About North American Kitchen Solutions 
(NAKS):  Established in 1987, NAKS and its subsid-
iary HoodMart specialize in designing and man-
ufacturing ventilation systems and custom-fab-

U.S. Department of Agriculture 
(USDA) Rural Development Florida 
State Director Lakeisha Hood Mose 
announced that USDA is awarding 
$4,943,820 to Love’s Travel Stops & 
Country Stores to increase the availabil-
ity of domestic biofuels in Florida and 
give Americans cleaner, more afford-
able fuel options at gas station pumps.

“Rural America is the backbone 
of our economy and key to enabling 
our energy independence and reduc-
ing our reliance on fossil fuels,” Hood 
Moїse said.

Love’s Travel Stops & Country 
Stores will use the award to install 
E15 fuel dispensers—which contain 
a gasoline-ethanol blend—at fueling 
stations in Ocala, Lee, and Ormond 
Beach. Blending ethanol into gasoline 
has helped reduce fuel costs by ap-
proximately 25 percent, contributing 

NAKS acquires Stainless Specialties, Inc.

to falling gas prices across the country.
The Department is making the 

award through the Higher Blends 
Infrastructure Incentive Program 
(HBIIP), made possible with fund-
ing from the Inflation Reduction 
Act. HBIIP increases the number of 
Americans that benefit from fall-
ing prices by expanding the use of 
ethanol-based fuels at gas stations 
around the nation. USDA has invested 
more than $96 million nationwide to 

ricated workspaces for the large and growing 
commercial cooking industry. NAKS manufac-
tures a wide variety of proprietary leading-edge 
ventilation systems that can be purchased sepa-
rately or as part of complete ventilation systems, 
including exhaust fans, supply fans, fire suppres-
sion systems, ductwork, and accessories. 

About Valesco Industries: Valesco is a 
Dallas, Texas-based private equity firm that 
focuses on making control and non-control 

investments in select growth-oriented small- 
and lower-middle-market businesses engaged 
in manufacturing, distribution, and busi-
ness-to-business services. Valesco specializes in 
partnering with a company’s management team 
to support its growth objectives. As long-term in-
dustry veterans, the principals have capitalized 
and built numerous successful businesses, serv-
ing those companies in varying roles as investors, 
managers, advisors, and directors.

increase access to biofuels at fueling 
stations.

Background: Higher Blends 
Infrastructure Incentive 
Program

The Higher Blends Infrastructure 
Incentive Program (HBIIP) provides 
grants to fueling station and distribu-
tion facility owners, including marine, 
rail, and home heating oil facilities, to 
help expand access to domestic bio-
fuels, a clean and affordable source 
of energy. These investments help 
business owners install and upgrade 
infrastructure such as fuel pumps, dis-
pensers and storage tanks. Expanding 
the availability of homegrown biofuels 
strengthens energy independence, cre-
ates new revenue for American busi-
nesses and brings good-paying jobs to 
rural communities.

In June 2023, USDA made $450 mil-
lion available in Inflation Reduction Act 
funding through the HBIIP to expand 
the use and availability of higher-blend 
biofuels. That same month, USDA also 
announced the first round of Inflation 
Reduction Act-funded HBIIP awardees.

USDA continues to accept appli-
cations for funding to expand access 
to domestic biofuels. These grants will 
support the infrastructure needed to re-
duce out-of-pocket costs for transporta-
tion fueling and distribution facilities to 
install and upgrade biofuel-related in-
frastructure such as pumps, dispensers 
and storage tanks. There are three quar-
terly application windows left, and the 
program ends Sept. 30, 2024. The next 
application deadline is March 31, 2024.

For more information, go to the 
HBIIP webpage.

Love’s Travel Stops receives USDA grant to help 
increase access to affordable biofuels in Florida

http://epomsbydw.com
https://c212.net/c/link/?t=0&l=en&o=4031715-1&h=1772103968&u=https%3A%2F%2Fwww.naksinc.com%2F&a=NAKS
https://c212.net/c/link/?t=0&l=en&o=4031715-1&h=3448444751&u=https%3A%2F%2Fwww.hoodmart.com%2F&a=HoodMart
https://d35t1syewk4d42.cloudfront.net/file/2425/Impact of ethanol on gasoline prices 2023.pdf
https://d35t1syewk4d42.cloudfront.net/file/2425/Impact of ethanol on gasoline prices 2023.pdf
https://www.rd.usda.gov/hbiip
https://www.rd.usda.gov/hbiip
https://www.rd.usda.gov/inflation-reduction-act
https://www.rd.usda.gov/inflation-reduction-act
https://c212.net/c/link/?t=0&l=en&o=4031715-1&h=886348649&u=https%3A%2F%2Fvalescoind.com%2F&a=Valesco%C2%A0
https://www.rd.usda.gov/programs-services/energy-programs/higher-blends-infrastructure-incentive-program
https://www.rd.usda.gov/programs-services/energy-programs/higher-blends-infrastructure-incentive-program
https://www.rd.usda.gov/hbiip
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Be relentless

It’s a race with no finish line —
but with great rewards

John Tschohl u Today’s Restaurant Contributor

No matter what you are pursuing 
in life, it’s critical that you commit 
to being relentless in your efforts 
to achieve your goal. If you’re an 
athlete, that means training until 
you’re exhausted. If you’re a per-
former, it means practicing end-
lessly. If you own or head a busi-
ness, it means doing everything you 
possibly can to provide exceptional 
customer service.

Most companies, however, don’t 
commit to providing service that is so 
awesome that it keeps their current 
customers coming back to them—
and that attracts new customers who 
will help to drive their profits. They ar-
en’t relentless in their pursuit of driv-
ing their business to greater heights 
by focusing on customer service.

What does it mean to be relentless? 
It’s an obsession with providing ex-
ceptional service to your customers. 
It’s a propulsive, self-directed passion 
to continue to learn, improve, and ex-
ceed expectations in everything you 
do. Much like breathing, it’s essential 
to your being, and it never stops. It’s a 
race without a finish line. It’s a reflec-
tion of the core principles, beliefs, and 
attitudes of people within healthy and 
hugely successful businesses.

on investment—but those returns don’t 
exist without people who buy your 
products or services. When you provide 
awesome customer service, you will 
drive your business to great heights; it’s 
a win for you and for your investors.

The commitment to being relent-
less must start of the top of your or-
ganization and be woven into every 
employee at every level. It must be a 
belief that is shared by everyone. You 
must recognize that serving your cus-
tomers is your most important task 
and then reflect that realization with 
every decision you make and every 
action you take.  Every employee must 
be trained in relentlessly providing ex-
ceptional customer service, and that 
training must be provided on a regular 
basis. Let them know what you expect 
of them, and set a good example with 
your own actions.

You’ll never get into the Super Bowl 
of business unless you’ve got a great 
team; a good team will be left behind. 
Just as young athletes look to profession-
als as their heroes and role models, look 
for business role models that are wildly 
successful and profitable because of the 
customer service they provide. Here are 
a few of them I recommend you check 
out: Mayo Clinic, Amazon, Wilderness 

Being relentless requires that you 
follow two rules. The first is: Serve the 
customer. The second is: When you 
are in doubt, see rule number one.

When you are relentless, you 
weave customer service into the fab-
ric of your company; you make it part 
of your culture. It can’t be a flavor of 
the week. It requires a constant and 
continuous dedication to providing 
customers with such extraordinary 
service that they continue to return 
for years to do business with you.

Executives of publicly held compa-
nies might respond to what I’ve writ-
ten here by saying, “Shareholder value 
should always come first.” Shareholder 
value means providing a good return 

Safaris, Chewy.com, K-VA-T & Food 
City, and Northeast Delta Dental. What 
are they doing that you can incorporate 
into your organization?

In every organization—and at every 
level and in every job—at the end of the 
day ask yourself, “How did my work 
today help, support, and serve the cus-
tomer?” Being relentless in serving your 
customers builds the bottom line and 
long-term growth prospects for an or-
ganization. No matter what your busi-
ness is, you must recognize that cus-
tomers provide your income stream. 
To keep that stream flowing, keep your 
customers happy. Put their needs at the 
forefront of everything you do. 

About the Author: John Tschohl is the found-
er and president of the Service Quality Institute—
the global leader in customer service—with oper-
ations in more than 40 countries. He is considered 
one of the world’s foremost authorities on all as-
pects of customer service and has developed 20 
customer service training programs, including 
Relentless Making Customer Service Your Core 
Principle, that are used by companies through-
out the world. His monthly strategic newsletter 
is available online at no charge at www.cus-
tomer-service.com. He can also be reached on 
Facebook, LinkedIn, and Twitter.

John Tschohl, President of Service Quality 
Institute can be reached at 1-612-382-5636. Visit 
him online at www.Customer-Service.com and  
www.JohnTschohl.com as well as his website 
www.MyPersonalSuccess.com.

u
The commitment  
to being relentless  

must start of the top  
of your organization 

and be woven into  
every employee at  

every level.

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 TRN Recovery

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.

CLICK HERE TO APPLY NOW!

Call for more  info:  561.870.9663

http://www.customer-service.com/
http://www.johntschohl.com/
www.MyPersonalSuccess.com
http://www.neverettauctions.com
https://trnusa.com/apply-for-your-erc-recovery-funds-now/
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Get 12 months of
sales leads for
ONE LOW PRICE!

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

By Aaron Allen

Does it feel quiet out there to you 
these days? Like the other shoe is about 
to drop? 

Yep, many are bracing for a global 
recession and a whole lot of other in-
dustry implications of rapidly evolv-
ing business dynamics. The Rolling 
Recession Our view is that there will be 
a “rolling recession” in 2024 that will 
be felt in specific pockets at different 
times giving a seemingly mild sense of 
impact overall but putting acute pres-
sure on others as they get pinched.

Credit and Debt Collapse? 
There will be fallout from the cor-

porate credit crisis — which is con-
tributing to debt covenants getting 
tripped, a sharp uptick in business 
failures in the last two quarters of 
2023, business valuations taking a hit, 
and making it harder for small busi-
nesses and early-stage foodservice 
technology companies to raise capi-
tal. Big corporates (as well as special-
ized funds with dry powder for buying 
debt on the secondaries markets — 
trillions of dollars in debt has to be re-
papered in the coming couple years) 
will leverage their wherewithal for 
more growth, expansion, and capital-
ized investments for performance op-
timization, leading to further industry 
consolidation. We also see some ex-
citing opportunities for operators and 
investors as commercial real estate 

tech stack. There has been tremendous 
population migration (putting new em-
phasis on the importance of geospatial 
analysis and further impact analysis for 
chains contemplating changes in the 
composition of their portfolio).

Too much happening here to cover 
in a single sitting, but expect a lot more 
‘modernization’ and ’transformation’ 
initiatives (hint: a few of many green_
shoots we’re watching include the re-
turn of the big box concepts, retooled 
commercial real estate, and Home 
Meal Replacement 2.0).

The Heart of Hospitality
Expect to see some retraining in-

vestments being made by responsible 
leaders in the industry. The labor woes 
of the last few years has compounded 
already difficult circumstances. Service 
has suffered while margins have im-
proved. The real cost has been to the 
heart of hospitality; the soul of the in-
dustry looks wounded. The hospital-
ity industry will need to step up with 
re_training and other employee enrich-
ment programs to restore morale, moti-
vation, and up-skill its workforce. 

A Lot More 
A few other topics that are really 

worth contemplating further (non-ex-
haustive and not equally-weighted): 
Cybersecurity, data privacy, automa-
tion, artificial intelligence, shifting 
appetites and demographics, new in-
novations in full_service restaurants, 

What you can expect in 2024 
dynamic pricing, franchise develop-
ment activity, and so much more.

Let’s Put Our Heads Together 
If ever there is a time to seek expe-

rienced and objective outside help, it 
must be now. There are just too many 
things moving around the strategy 
board and onto the corporate radars 
than can be adequately addressed with-
out some ad hoc support for precision 
intelligence, custom strategy, and ac-
celerated implementation. Prepare for 
2024 while we’re still in 2023.

About the Author: Our founder and chief 
strategist, Aaron Allen, is a third-generation 
restaurateur and literally grew up in his fami-
ly’s seafood restaurant. He counts himself lucky 
that he knew what he wanted to do with his life 
from so early on. He has served as a CEO confi-
dant and senior advisor to industry leaders with 
tens of thousands of locations and millions of 
managers and employees in their downstream 
influence. In total, he and his team have repre-
sented more than half of the largest 400 chains, 
and Aaron has personally led boots-on-the-
ground engagements in 70 countries for clients 
ranging from start-ups to multi-billion-dollar, 
multinational companies.

Aaron has also become a go-to restaurant in-
dustry expert for media outlets including the Wall 
Street Journal, Bloomberg, CNBC, BBC, the Gu
ardian, Forbes, Fortune, Time, Entrepreneur, S
mart Money, Mashable, BuzzFeed, Oprah.com, 
the Washington Post, National Public Radio, 
and hundreds of other influential news sourc-
es. In 2018, he was honored as a Top Voice on 
LinkedIn, joining an esteemed group of thinkers, 
strategists, and influencers. His publicity skills 
have helped land clients features on the Food 
Network, Top Chef, the Travel Channel, Bravo, 
and Fine Living Network as well as a number of 
pilot program invitations.

experiences its fast approaching peri-
od of transformation. 

The Rapidly Evolving Consumer 
and Competitive Environment 

Consumer dining behavior evolved 
more in the last few years than the past 
few decades. The industry has respond-
ed with new formats, creative channel 
development, and beefing up their 

Aaron Allen

https://trnusa.com/sales-leads
https://aaronallen.com/restaurant-consultant-aaron-allen
https://aaronallen.com/restaurant-industry-expert-media-source
https://aaronallen.com/restaurant-industry-expert-media-source
https://www.linkedin.com/in/aarondallen/
https://www.linkedin.com/in/aarondallen/
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details on what is coming in visit the 
website at Norawpb.com. 

u u u u

Luca Lagotto and Luca Mercato 
Lagotto are the latest concepts from 
Birmingham’s Pihakis Restaurant 
Group. The establishment is a restau-
rant and a market that recently opened 
in Homewood.  Luca 
Lagotto, is a full-ser-
vice Italian restau-
rant. Executive Chefs 
Rita Bernhardt offers 
a menu of traditional 
dishes. They include 
fresh pastas and piz-
zas and other dishes. 
They are locally sourc-
ing their ingredients as much as they 
can and also using imported specialty 
ingredients. They also have a  bever-
age program offers classic cocktails, 
creative concoctions and an exten-
sive wine list. Their new Luca Mercato 
Lagotto is literally next door and is a 
market that selling a selection of pre-
pared foods, wines and specialty prod-
ucts found mostly in Italy. 

u u u u

Early water leak detection solution 
provider LAIIER  announced that it has 
teamed up with MachineQ, a Comcast 
Company, to accelerate the adoption 
of its Severn WLD™ solution across the 
US. This collaboration offers a vital ad-
vantage to commercial building own-
ers and operators to help detect leaks 

in their infancy, allowing for swift re-
mediation to help reduce damage and 
further problems. “We’re thrilled to be 
teaming up with MachineQ to provide 
a best-in-breed early water leak detec-
tion solution leveraging their IoT net-
work connectivity platform,” said Matt 
Johnson, LAIIER Co-founder and CEO. 
“MachineQ already provides leading 

brands in the hospital-
ity, food and beverage, 
and life sciences in-
dustries with scalable 
low-power IoT solu-
tions, so it made nat-
ural sense to team up 
and offer our water leak 
solution to their existing 
customers and compa-

nies seeking innovative solutions.” Visit 
MachineQ.com.

u u u u

Today’s Restaurant invites you  
to submit your information for the 
What’s Going On column at any 
time. E-mail your company, product  
or event info to terri@trnusa.com 
and try to keep  the word count around 
100 words (or less). It’s a great way to 
get free publicity for your company 
product, service or upcoming events! 
While you’re online check out the 
Today’s Restaurant website for adver-
tising opportunities, our networking 
groups, foodservice news, back issue 
PDFs, classified ads and much more! 

u u u u

Holds 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!

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 industry 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

RESTAURANT OWNERS, MANAGERS AND CHEFS ARE ALWAYS WELCOME AT NO CHARGE!

MEETINGS FRIDAY at 9AM and 11AM YOUR FIRST MEETING IS FREE!

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

ONE COMPANY PER CATEGORY u QUARTERLY DUES $150. 

What’s Going On   from page 8New normal from page 1

person taking their order.
11. Phone calls must be an-

swered as promptly as possible, 
and in a professional manner – 
Thank you for calling (name of 
restaurant), this is (name), how 
may I help you? – and upon tak-
ing the order, Thank you again for 
calling (name of restaurant), please 
contact me, should you experience 
any problems with your order, we 
do appreciate your business, again 
thank you.

12. Pay attention to how the 
menu items are placed in containers 
to ensure they look attractive when 
customer opens the containers.

13. Include extra containers of 
sauces & dressings, as when reheat-
ed, many menu items tend to dry 
out and a lot of customers just like 
extra sauce & dressings.

14. Be sure to track all orders and 
hold accountable all delivery drivers.

15. Follow up with all custom-
ers later that day or at the latest, the 
next morning.

16. A good rule of thumb for 
managing expectations is to un-
der-promise and overdeliver.

17. Include a list of future spe-
cials and of course, the take-out & 
delivery menu with all orders.

18. Utilize the restaurant’s loy-
alty program to communicate with 
and market to the database of loyal 
customers and offer specials specif-
ically to this list.

19. Create a simple frequent 
diner program – for example: every 
fourth order receives a $10 or 10% 
off discount.

20. Build order tickets by offer-
ing a multi-meal discount – for ex-
ample: place a second or third order 
at the same time and receive 5% 
and 10% off respectively.

21. Offer an additional entrée 
with orders over a certain amount – 
for example: spend $50 and receive 
an order of spaghetti & meatballs at 
no additional charge.

22. Market on social media with 
pictures of menu items, specials, etc.

23. Market on social media with 
video of owner showing cleanli-
ness of the kitchen, food prepara-
tion, personal message of care and 
thanks, etc.

24. Document all processes and 
methods regarding take-out & de-
livery to incorporate into restaurant 
operations to enhance business 
when restaurant is open for dine-in 
customers.

25. Communicate, communi-
cate, communicate with staff on 
changes AND progress. Celebrate 
small wins!

About the Author: Passionate about fu-
eling entrepreneurial spirit, and helping cur-
rent & aspiring entrepreneurs from all walks 
of life achieve their personal, family, and 
business goals! #visionary #thoughtleader 
#entrepreneur. You can email Paul Segreto at 
paul@acceler8success.com. You can find his 
website is at www.acceler8successcafe.com.

https://usw2.nyl.as/t1/18/1so8qh77ys93vlue19hv2v1xl/2/dd18f06c812b678143811f3c10cd29be47c9d7cf6ddbc1e5b91ad7de053af569
https://usw2.nyl.as/t1/18/1so8qh77ys93vlue19hv2v1xl/3/bd844b39c564918b22cd40d4693670d30a03b5117fd68bff1d16a83c26399392
https://trnusa.com/network-group
mailto:paul@acceler8success.com
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ADVERTISING / MARKETING / PUBLISHING 
Today's Restaurant  Howard Appell / Terri 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 

BUSINESS BROKER
Real Estate Sales Force Inc. Azalea Cristobal
786.457.2796 u Azalea@resf.com 
www.Restaurantsforsalemiami.com 

COMPUTER SERVICES
Brilliant Computers Mark Brilliant / Stefani Brilliant
561.877.1119 u mark@brilliantcomputers.com 
Stefanie@brilliantcomputers.com u www.brilliantcomputers.com

DISINFECTANT / SANITIZER SPRAY
EpomsByDW Dwayne Wilson
786.738.2126 u office@epomsbydw.com u www.epomsbydw.com

FINANCING
PFC Financing Pamela Hewitt
813.531.0654 u pfcfinancing@gmail.com 

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

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

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

PEO
Worksite Employee Glenn Geiringer / Gabi Rolon
glenn@worksiteemployee.com u gabi@worksiteemployee.com 
941.677.0110 x220 u www.worksiteemployee.com

PROMOTIONAL PRODUCTS
Creative Business Impressions Terry Arke
 561.308.1393 u terry.arke@outlook.com

PURCHASING CONSULTING SERVICE
Strategic Supply Chain Partners

John Mulholland / Chris Rodrigue  / Kevin Anderson 
jmulholland@yahoo.com u 678.362.7307 u https://ssc.partners
chris.rodrigue@ssc.partners u 985.778.1515 u https://ssc.partners
kevin.anderson@ssc.partners u 407.497.9495 u https://ssc.partners

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

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

UNIFORMS
Workwear Outfitters Terry Lena
720.244.4972 u terry.lena@wwof.com u www.wwof.com

ADVERTISING / MARKETING / PUBLISHING 
Today's Restaurant Howard Appell / Terri Appell  
561.870.9663 u 561.620.8888 u www.trnusa.com 

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

COMMERCIAL INSURANCE
The Holmes Organisation of Florida Baha Erol
904.645.3804 u 585.435.1655 u berol@holmesorg.com

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

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

PAYROLL AND CONSULTING
InfoSync Brian Auerbach
786.670.1027 u Brian.Auerbach@issvc.com u www.issvc.com

POS/ CC PROCESSING
SpotOn Gary Gridley ll
904-662-7788 u gary.gridley@spoton.com

CHAPTER 1 u VIRTUAL MEETINGS u FRIDAYS 11 AM

CHAPTER 2 u VIRTUAL MEETINGS u FRIDAYS 9 AM

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

Two Exclusive Groups of Top Vendors Servicing the Restaurant & Hospitality Industry

NETWORKING GROUPS

https://trnusa.com/network-group
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www.thunderbirdfm.net

