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as we explore more opportunities for 
Vocelli across the U.S. in 2025.”

The brand has also focused expan-
sion efforts to seek non-traditional lo-
cation opportunities including malls, 
college campuses, airports and office 
buildings. In 2024, the brand opened 
a location at the University of Alabama 
at Birmingham  catering to a young-
er audience with high standards and 

continues to see record-break-
ing performance.

After closing out 2024 with 
record-breaking sales and 
EBIDTA, the company has 
continued to exceed expec-
tations with Q1 performance 
on pace to be one of the best 
in company history. In recog-
nition of the brand’s contin-
ued success, Vocelli Pizza was 
recently named #20 by Pizza 
Marketplace as a Top 100 
Mover and Shaker for 2025.

Vocelli Pizza is headquar-
tered in Pittsburgh, PA and has over 
80 locations offering pizza and other 
Italian foods for carryout and deliv-
ery. The company has realized fran-
chise growth from its award-winning 
product, low start-up costs and a 
national marketing program. Vocelli 
Pizza offers single and multi-unit 
development packages to qualified 
franchisees.

See DAVID SCOTT PETERS page 8

Designs & Engineering. The Vocelli 
Pizza will feature dine-in, carryout 
and delivery.

“Texas  has been a key area 
of focus for our growth and we 
are thrilled to have Gary’s exper-
tise spearheading the expansion 
into Texas,” said Toni Bianco, CEO 
for Vocelli Pizza. “We’re looking for-
ward to building on this momentum 

By David Scott Peters 

Ever wonder how you can become 
the go-to place where everyone wants 
to work? From streamlining systems 
and enhancing training to boosting mo-
rale and maintaining a great physical 
environment, these essential steps will 
attract top talent and build a motivated, 
committed team. Follow these strate-
gies to improve your work environment 
and elevate your restaurant’s reputation 
and profitability.

Why aim to be an employer of choice?
It’s not just a nice-to-have; it’s a 

strategic necessity. When your restau-
rant is known for treating its employees 
well, you attract top talent and reduce 
turnover. Think about it: Less turnover 
means lower costs and fewer disrup-
tions. Plus, a positive reputation as an 
employer leads to a motivated and stable 
team. Happy employees are more pro-
ductive and committed, which enhanc-
es customer service and boosts your 
restaurant’s reputation and profitability.

Here are the steps to take to begin 
your journey toward being the restau-
rant where everyone wants to work.

Streamlining your systems for success
Efficient systems are the backbone 

of any successful restaurant. They 

improve daily operations and reduce 
chaos and stress. When your team 
knows what to do and how to do it 
without constant confusion, they can 
focus on delivering excellent service. 
Technology plays a crucial role here. 
From scheduling software to POS sys-
tems, tech can significantly reduce the 
daily pressures your team faces, making 
their workday smoother and enhancing 
job satisfaction.

Keeping up appearances
The physical appearance of your 

restaurant is more than just aesthetics. 
A clean, inviting space makes a strong 
first impression on potential hires and 
boosts employee morale. Regular main-
tenance and quick fixes show your team 
that you care about the workspace, 
which can significantly improve morale 
and make your restaurant a preferred 
employer.

The power of training
Training is more than just a for-

mality; it’s a critical investment in your 
team’s growth and satisfaction. Effective 
training programs prepare your team 
to meet the demands of their roles and 
show them that you’re willing to in-
vest in their personal and professional 
growth. Comprehensive training that 

Vocelli Pizza announced 
a franchise agreement with 
seasoned entrepreneur  Gary 
Nichols. This will expand its 
footprint into Texas in 2025. The 
new agreement marks a sig-
nificant milestone in Vocelli’s 
franchise growth strategy as the 
brand further expands its na-
tional footprint.

Nichols, a native Texan, 
brings 25 years of varying 
business experience and a 
long-time love for pizza to the 
Vocelli team. Driven by the 
brand’s core commitment to quality 
ingredients and a robust franchise 
support system, Nichols is focused 
on the growth potential in an un-
tapped market for Vocelli. The new 
restaurant, located in a newly de-
veloped 16,000 square foot Travel 
Center in  Fairfield, Texas, will de-
but a new, larger footprint for the 
brand designed by the team at Griha 

David Scott Peters

u
Your restaurant’s 
internal culture 

significantly shapes  
the external  
perception.
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Appell Pie
Best ways restaurants 
can beat summer heat
Howard Appell u Today’s Restaurant Publisher

How can restaurants make the best 
use of their outdoor seating during the 
summer heat? Here’s a mix of practi-
cal strategies that restaurants can use 
to keep guests comfortable even in the 
heat of summer:

1. � Prioritize Shade and Airflow
Retractable awnings, umbrellas, or 

pergolas with vines can create flexible, 
breathable shade.

Add misting systems or outdoor fans 
to keep air moving and reduce ambi-
ent temperature—especially effective 
when humidity is manageable.

Consider high-tech options like 
cooling towers or evaporative coolers if 
budgets allow.

2. � Choose Summer-Friendly 
Furnishings

Use light-colored tables and chairs 
to reflect rather than absorb heat.

Cushions and seating should be 
made from breathable, weather-resis-
tant fabrics—and avoid metal seats that 
scorch!

3. � Optimize Timing and 
Promotions

Offer sunset or evening specials 
when the heat is more tolerable.

Encourage reservations for earlier or 
later hours to stagger peak demand for 
cooler times.

Feature “cool treats” menus—think 
frozen drinks, light tapas, or chilled 
desserts.

4. � Lean into Atmosphere
Enhance the vibe with soft lighting, 

light acoustic music, and garden decor 
to make the space feel like a summer 
escape.

Live music or outdoor movie 
nights can boost traffic while creating 
buzz-worthy experiences.

5. � Communicate the Comfort
Proactively advertise your cooling 

efforts in social posts and signage: “Our 
patio’s cooled and shaded—come chill 
with us!”

Use QR code menus or mobile 
order-and-pay options to minimize 
guests waiting in heat.

This approach can help turn a sea-
sonal challenge into a hospitality win. 

What new tech can help cool 
outdoor seating effectively?

Restaurants are getting creative—
and high-tech—when it comes to keep-
ing outdoor diners cool in the summer 
heat. Here are some effective and inno-
vative technologies making waves:

1.  High-Pressure Misting Systems
These systems atomize water into ul-

tra-fine droplets that evaporate instant-
ly, cooling the air by up to 30°F without 
soaking guests. They’re especially ef-
fective in dry climates but can be engi-
neered to work in humid areas too.

2. � Evaporative Coolers  
(a.k.a. Swamp Coolers)

These units pull warm air through 
water-saturated pads, releasing cooler 
air. They’re energy-efficient, cost-effec-
tive, and ideal for semi-enclosed patios 
in dry regions.

3. � Misting Fans
A hybrid of misting and airflow, 

these fans disperse fine mist while cir-
culating air, enhancing evaporation 
and comfort. They’re great for tar-
geted cooling and can be portable or 
wall-mounted.

4. � Smart Cooling Systems
Some newer systems integrate 

smart sensors and automation to ad-
just misting or fan speeds based on 
temperature, humidity, or occupancy. 
These can optimize comfort while con-
serving water and energy.

5. � Solar-Powered Cooling Units
Emerging systems use solar panels 

to power fans or misting pumps, reduc-
ing operating costs and environmen-
tal impact—especially appealing for 
eco-conscious restaurants.

6. � Hybrid Line-Fan Systems
These combine perimeter misting 

lines with directional fans, creating a 
“curtain of cool” around the dining area 
while pushing air where it’s needed 
most. They’re customizable and scal-
able for different patio layouts.

7. � Cooling Umbrellas and Canopies
Some umbrellas now come with 

built-in misting nozzles or fans, offering 
localized cooling without bulky equip-
ment. They’re sleek, space-saving, and 
easy to reposition.
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NEED CA$H?
Commercial financing available for 
equipment, accounts receivable 
financing, working capital, merchant 
cash advance and SBA loans.

$ �� Industry professional with  
40+ years in the equipment 
finance business

$ � Independent operator  
since 2001

$ � Wide range of sources at 
preferred rates for excellent 
credits, start up and investor 
financing.

$ � Application only to $200,000
$ � Fast turn-around, usually  

one to two business days
$ � Financing for all industries,  

with a specialty in hospitality

Contact Steve Geller at  
Leasing Solutions  

for more information…

Today’s Restaurant is published monthly by Today’s Restaurant News. This issue’s contents, in full or part, may not be reproduced without  
permission. Not responsible for advertisers claims or statements.

https://trnusa.com/advertising/
mailto:seacoastsale3477%40bellsouth.net?subject=Carpigiani%20Ice%20Cream%20in%20Today%E2%80%99s%20Restaurant
http://www.leasingsolutionsllc.com
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What’s Going On
Important new products, corporate news and industry events

Restaurants Recently Closed!
Chicken Guy! from Guy Fieri, has 

closed its Winter Park location. Fieri 
still has his original and only location left 
at Walt Disney World’s Disney Springs.

Malanga Cuban Café in Pinecrest 
has closed after operating for over 12 
years. It was located at 12257 S Dixie 
Hwy and was owned by Shawn Mende 
and Camila Cabello. 

Evos, a healthy restaurant chain in-
cluding vegetarian and vegan burgers, 
etc., has closed their last remaining 
three stores, all in the Tampa Bay area 
as of last month. Evos was founded in 
1994 and was based in Tampa. 

After a 30-year run 
Granger’s Grille has closed 
in Delray Beach.

McGrath’s Kitchen & 
Cocktails in Lakewood 
Ranch has closed. It was 
located at 8110 Lakewood 
Main St. The owner has 
another concept, Ed’s 
Tavern, which he will focus 
on expanding.

After more than 50 years, Tom 
& Betty’s Restaurant has closed. 
The restaurant, a landmark in the 
Jacksonville area was famous for its 
good-sized offerings of comfort food. 
The restaurant abruptly closed at 2134 
Park Ave. in Orange Park. Prior it had 

Diplomat Pkwy in Hallandale Beach.  
Photo Courtesy: Shell Bay

u u u u

Donatos Pizza, the premium pizza 
company famous for its abundant Edge 
to Edge® toppings, has opened its 
first fully autonomous pizza restau-
rant. Donatos and its sister company 
Agápe Automation partnered with 
Appetronix to bring the robot operated 
restaurant to life. The new fully auto-
mated restaurant debuted before secu-
rity in front of Concourse B at the John 
Glenn Columbus International Airport 
and is operated by restaurateur HMS 
Host. The new autonomous kitchen 
delivers a fast made-to-order pizza for 
travelers. “We’re not just adding tech 
to a restaurant; we’re jumping in with 
a fully autonomous restaurant. But, 

most importantly, we’re 
going to continue to serve 
great tasting abundantly 
topped pizzas and provide 
a top-notch customer ex-
perience that Donatos has 
always been known for,” 
said Kevin King, President 
and CEO of Donatos Pizza. 
“In a busy airport environ-

ment, where customers are most fo-
cused on catching their flights, we think 

See WHAT’S GOING ON page 6

been located at 
Roosevelt Square.

u u u u

Shell Bay Club and Resort will de-
but in 2026, an ultra-exclusive private 
golf course that will redefine coastal 
luxury on the Gold Coast. This exclu-
sive community features a boutique 
Auberge hotel, 60 guest rooms, 108 
branded residences, and a private yacht 

club with a 48-slip 
marina. There will 
be an 18,000 sq. ft. 
spa, a 14,000 sq. ft. 
rooftop pool, a Greg 
Norman-designed 
golf course, and 
Florida’s only rac-
quet club with all four Grand Slam sur-
faces. Expect several major upscale 
restaurants with this property.  501 

3 Sustainable
3 Cost-effective
3 Space-saving

Full Circle Water enhances the guest experience while reducing 
single-use plastics. Plus, enjoy seamless setup and 24/7 support. 

For over 40 years, Broward Nelson has been a one-stop shop for all your 
beverage needs. We provide CO2, beer gases, soda syrup and water 

purification dispensing equipment throughout Florida.

800.262.8265 • Michael@browardnelson.com

Elevate Your Hospitality 
with Full Circle  

Water Purification
Serve ultra-premium chilled still and sparkling water with  

a luxury presence, perfect for tables, spas, and bars.

Specialty cold beverages are rapidly 
gaining popularity, and Rich Products 
(Rich’s) is at the forefront of this trend 
with the introduction of its innovative 
All-In-One Creamer. This versatile 
and user-friendly product empowers 
foodservice operators to capitalize on 
growing trends. It’s an authentic formu-
la from Rich’s global market portfolio, 
made with primarily non-dairy ingre-
dients and containing a milk derivative 
to provide a neutral flavor. The All In-

One Creamer enhances a wide range of beverage applications, including 
specialty coffees, smoothies, cocktails, dirty sodas, and boba/bubble teas. 
Additionally, this versatile creamer serves as a multifunctional solution, of-
fering the flexibility to be used as a foam, whipped topping, or beverage base. 

“There’s a huge surge in demand for unique beverages, 
and Rich’s offers so many great solutions for foodservice 
operators to create innovative custom menu items,” says 
Alyssa Barrett, Senior Customer Marketing Manager, Rich 
Products. Visit Richs.com.

https://www.miaminewtimes.com/restaurants/malanga-cuban-cafe-closes-after-13-years-in-pinecrest-23094600
https://www.miaminewtimes.com/restaurants/malanga-cuban-cafe-closes-after-13-years-in-pinecrest-23094600
https://www.miaminewtimes.com/restaurants/malanga-cuban-cafe-closes-after-13-years-in-pinecrest-23094600
https://patch.com/florida/bradenton/new-lakewood-ranch-restaurant-draws-owner-s-irish-roots
https://patch.com/florida/bradenton/new-lakewood-ranch-restaurant-draws-owner-s-irish-roots
http://zwly9k6z.r.us-east-1.awstrack.me/L0/http:%2F%2Fwww.donatos.com%2F/1/01000197123906d1-a8c9f7d6-a220-4a55-b401-3c624cb617d9-000000/_LCIRZOeztydWfbtE54CptnVlnE=428
https://zwly9k6z.r.us-east-1.awstrack.me/L0/https:%2F%2Fwww.agapeautomation.com%2F/1/01000197123906d1-a8c9f7d6-a220-4a55-b401-3c624cb617d9-000000/cL5Wzn80Ep5XNAt_-Gv2Hgm4LVQ=428
https://zwly9k6z.r.us-east-1.awstrack.me/L0/https:%2F%2Fappetronix.com%2F/1/01000197123906d1-a8c9f7d6-a220-4a55-b401-3c624cb617d9-000000/03EE8QBLffdCv5O2q7eblK7NS08=428
http://www.enviromatic.com
http://browardnelson.com
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u
This acquisition  
comes at a time  

when the fast-casual 
category continues  

to outperform  
broader foodservice  

segments…

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.

“Bubbakoo’s has created an inno-
vative and compelling brand that res-
onates with a broad and growing cus-
tomer base,” said Bob Dunn, Managing 
Partner at TSCP. “Bill and Paul have 
built something special—an exciting 
concept with strong franchisee rela-
tionships, consistent unit growth, and a 
passionate following. We are thrilled to 
partner with the team as they enter this 
next phase of expansion.”

“We see tremendous opportunity to 
support Bubbakoo’s continued growth 
by investing in technology, brand de-
velopment, infrastructure, and fran-
chisee support systems,” said Joe St. 
Geme, Managing Director at TSCP. 
“The Company has built a strong foun-
dation, and our team is eager to help 
accelerate growth while maintaining 
the culture and values that have made 
Bubbakoo’s a success.”

“From our earliest days in New 
Jersey to now having more than 130 
locations across the country, we’ve 
been incredibly proud to see our vi-
sion resonate with guests, franchisees, 
and communities,” said Mr. Hart, Co-
Founder of Bubbakoo’s. “Our growth 
has always been grounded in our com-
mitment to food quality, hospitality 
and a culture that values individuality 
and innovation.”

“Thompson Street Capital Partners 

ST. LOUIS -Thompson Street Capital 
Partners (TSCP), a private equity firm 
based in St. Louis, announced recent-
ly it has acquired Bubbakoo’s Burritos 
(Bubbakoo’s), a New Jersey-based fran-
chisor of fast-casual Mexican-fusion 
restaurants. Terms of the transaction 
were not disclosed.

Founded in 2008 in Wall Township, 
New Jersey by restaurant industry 
veterans Bill Hart and Paul Altero, 
Bubbakoo’s delivers a bold twist on 
traditional Mexican fare. With a focus 

brings deep experience in scaling 
founder-led businesses and shares 
our passion for supporting franchi-
sees and delivering great experiences 
to customers,” added Mr. Altero, Co-
Founder of Bubbakoo’s. “With their 
support, we’re confident Bubbakoo’s 
can accelerate its growth into new 
markets, invest in technology and in-
frastructure, and continue building a 
world-class franchise system.”

About Thompson Street Capital Partners: 
Thompson Street Capital Partners – tscp.com - is 
a middle-market private equity firm that helps 
transform already exceptional businesses into 
market leaders. Based in St. Louis, Missouri, TSCP 
invests globally in the life sciences and healthcare, 
software and technology, business and consumer 
services and products sectors. TSCP partners with 
management teams to increase value by accelerat-
ing growth, both organically and via complemen-
tary acquisitions.

on made-to-order food and a vibrant 
restaurant experience, Bubbakoo’s be-
gan franchising in 2015. The brand has 
since expanded to more than 130 loca-
tions across 15 states, primarily along 
the East Coast and Midwest.

This acquisition comes at a time 
when the fast-casual category contin-
ues to outperform broader foodservice 
segments, driven by evolving consumer 
preferences for flavorful, customizable 
cuisine and growing investor appetite 
for scalable restaurant concepts.

Thompson Street Capital Partners acquires 
Bubbakoo’s Burritos Mexican-fusion restaurants

https://www.safestaff.org
http://www.plastridge.com
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their communities.”
With additional franchise area de-

veloper opportunities available across 
the U.S., the Company is actively seek-
ing qualified candidates with restau-
rant and business experience, as well as 
franchise sales expertise and a history 
of successfully expanding multi-unit 
operations.  

The brand’s menu features spe-
cialty lattes, iced coffees, cold brews, 
fresh teas, and gourmet dishes, in-
cluding breakfast items, sandwich-
es, salads, and signature offerings 
like the Biscotti Butter Cookie Latte 
and Ancient Grains Salad Bowl. By 

Deerfield Beach, FL - Pilar™ Coffee 
Bar and Iced Treats a chic boutique bis-
tro renowned for its upscale ambiance, 
signature iced treats, and epicurean 
quick-service fare, made an announce-
ment it has signed franchise develop-
ment agreements to expand the brand 
to Colorado, Michigan, New England, 
and New York.

These agreements mark a signifi-
cant milestone in the brand’s nation-
wide growth, as over 220 locations are 
set to roll out over the next five years. 
Pilar Coffee Bar opened its flagship lo-
cation in Deerfield Beach in December 
2024, and it quickly became a popular 

prioritizing fresh, locally sourced in-
gredients, Pilar™ ensures that every 
dish is as visually appealing as it is 
delicious. Guests can also purchase 
whole beans or ground coffee, along 
with Pilar™ branded merchandise.

“As we continue to grow, we’re look-
ing for dedicated area developers who 
are eager to bring Pilar™ to new com-
munities,” adds Giordanella, “Our goal 
is to build a community of franchise 
partners who are as passionate about 
creating memorable experiences as we 
are, and to expand our vision of a wel-
coming, inspiring space that fosters 
connection and creativity.”

choice for high-quality coffee, artisanal 
pastries, and gourmet food in a mod-
ern, inviting space designed for relax-
ation and connection.

“We’ve designed Pilar™ as a space 
where creativity and community can 
thrive, a peaceful retreat from the daily 
rush. Our goal is to be more than just 
the typical coffee shop; we aim to cre-
ate a space that supports and nurtures 
our guests,” said Steve Giordanella, 
CEO of Pilar™ Coffee Bar and Iced 
Treats. “We are excited to expand into 
new markets and are actively seeking 
additional area developers across the 
U.S. to bring this unique experience to 

Pilar Coffee Bar and Iced Treats Bistro signs 
franchise agreements in key U.S. markets

LET’S GET IN TOUCH: WorksiteHR.com(941) 677-0110

YOUR RECIPE FOR BUSINESS SUCCESS
STARTS WITH WORKSITE

It's time to love running your restaurant again! Worksite helps 86 the stress of payroll, benefits,
HR, workers' compensation, and more, so you can get back to what you truly love—crafting
amazing dishes, building an outstanding team, and creating memorable guest experiences.

Ready to taste the Worksite difference? Get started today!

http://worksitehr.com
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casual ramen and izakaya-style dining 
with his most expansive sushi program 
to date. This milestone also marks the 
celebrated ramen and Japanese dining 
concept’s Northeast casino debut, and 
the seventh U.S. Momosan location.

“The arrival of Momosan by Chef 
Masaharu Morimoto marks an excit-
ing new chapter in Foxwoods Resort 
Casino’s culinary story,” said Jason 
Guyot, President and CEO of Foxwoods 
Resort Casino. “Chef Morimoto’s vi-

sionary approach and 
global acclaim perfect-
ly align with our com-
mitment to delivering 
world-class, unforget-
table experiences. At 
Momosan Foxwoods, 
we deliver a unique 
experience—a vibrant, 
welcoming space where 
bold flavors, inven-
tive dishes, and the 

warmth of Japanese hospitality come 
together. This is more than just a new 
restaurant—it’s a defining moment 
that reinforces Foxwoods as a premier 
destination for exceptional dining and 
hospitality.” The debut of Momosan 
adds to Foxwoods’ impressive roster 
of star-powered culinary attractions. 
Recent highlights include Gordon 
Ramsay Hell’s Kitchen. Looking 
ahead, Foxwoods will raise the bar 
further with the East Coast debut of 
The Bedford by Martha Stewart, of-
fering a rustic yet refined concept in-
spired by Stewart’s signature hospital-
ity and timeless design. 

u u u u

Fuzzy’s Tacos and Margs has 
opened its 1st concept which is a 
full-service restaurant in Sugar Land 
TX.  It is owned by NGE Group and op-
erated by Miro and Andrew Nazarian. 
The pair have stated that they will open 
three full-service Fuzzy’s locations by 
the end of 2025.

u u u u

Eggs Up Grill has two restaurants 
planned for development or the 
Macon / Warner Robins 
market in Georgia. The 
new restaurants will open 
later in 2025 and in 2026. 
There are others opening in 
other states also.

u u u u

Whataburger, the iconic 
Texas-based fast-food chain 
known for its fresh, made-
to-order burgers, is thrilled 
to announce its expansion into Tampa, 
with the opening of its first restaurants 
in the Tampa Bay area slated for 2026. 
Visit Whataburger.com.

u u u u

Foxwoods Resort Casino, North 
America’s premier resort destina-

tion, announced the grand open-
ing of Momosan by 

Chef Masaharu 
Morimoto, on 
June 26, 2025. 
Momosan at 
Foxwoods in-

troduces a bold 
new hybrid concept 

for Chef Morimoto, blending 

What’s Going On   from page 3

committed to our Purpose – To Stand 
Together for the Future of Flavor.” 
Mccormickcorporation.com. 

u u u u

Barberitos, the fast- 
casual burrito brand 
renowned for its fresh, 
health-conscious of-
ferings and a mem-
ber of the better-for-
you dining platform 
WOWorks, has signed 

a 7-unit development agreement to 
grow its footprint in the Tampa/St. 
Pete market. This expansion will in-
crease Barberitos’ Florida presence, 
accelerating its growth in one of the 
fastest-growing franchise markets in 
the country, according to a recent re-
port from the International Franchise 
Association. Leading this expansion is 
Matt O’Neill, a Tampa Bay native and 
experienced restaurant operator and 
entrepreneur. In 2024, he opened his 
first Barberitos in Tampa – the second 
location in the state – which quickly 
became one of the brand’s top restau-
rants within its first six months. With a 
second location underway and 
a new agreement signed 
to develop seven more, 
O’Neill is accelerat-
ing Barberitos’ growth 
across the Tampa and 
St. Pete market.

u u u u

the vending machine style location will 
be a huge success.”  The autonomous 
restaurant will operate 24/7, leverag-
ing state-of-the-art 
robotics and data sci-
ence technologies — 
enabling an efficient 
experience for cus-
tomers on everything 
from placing orders 
to receiving their 
pizza. The robot also 
offers an engaging vi-
sual experience, allowing customers an 
inside look at their pizzas being freshly 
prepared in real time. 

u u u u

McCormick for Chefs® has extend-
ed their exclusive Small Batch Series 
with three new flavors: OLD BAY® 
Brown Butter Seasoning, OLD BAY® 
Malt Vinegar Seasoning, and OLD 
BAY® Ranch Seasoning. Born on the 
Chesapeake Bay, OLD BAY now offers 
more ways than ever to bring its iconic 
flavor and charm to menus. These lim-
ited-time only seasonings help chefs 
serve up on-trend flavors to elevate 
every dish for just pennies per serving. 
Additionally, by combining high-qual-
ity ingredients in a ready-to-use for-
mat, these blends deliver consistently 
flavors that helps save time and labor 
in the back of house as well. “Founded 
in 1889 and headquartered in Hunt 
Valley, Maryland USA, McCormick 
is guided by our principles and 

https://c212.net/c/link/?t=0&l=en&o=4436020-1&h=3532434102&u=https%3A%2F%2Fbarberitos.com%2F&a=Barberitos
https://c212.net/c/link/?t=0&l=en&o=4436020-1&h=1002568981&u=https%3A%2F%2Fwoworksusa.com%2F&a=WOWorks
https://c212.net/c/link/?t=0&l=en&o=4436020-1&h=617118536&u=https%3A%2F%2Fwww.franchise.org%2Ffranchising-economic-outlook%2F&a=report
https://c212.net/c/link/?t=0&l=en&o=4436020-1&h=617118536&u=https%3A%2F%2Fwww.franchise.org%2Ffranchising-economic-outlook%2F&a=report
http://www.dynamitebrokers.com
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Single Flavor 
Counter Top Shake Machine
Performance and Quality 
Add Shakes to any location with this compact 
model. Superior performance compared to 
other machines in the same category. The 
H-O-T system allows users to set the desired 
consistency for classic milkshakes or creamy 
modern shakes. The innovative direct-drive 
motor is the most silent in its class.
• Contour tops unit has heat treatment 
• No cleaning for up to 42 days
• Rated at 62 - 16 oz. servings per hour

Model 161 K SP G

Contact  
Seacoast Sales at

904-334-4489
Seacoastsale3477@bellsouth.net
www.seacoastsalesflorida.com

franchisees by offering a variety of flexible 
formats, including the brand’s new 1,600 
and 2,100 square foot drive-thru proto-
types, and 350-square-foot 
ghost kitchens for qualified 
franchisees.

In Portland, JCK Ohana, LLC, led 
by Joe, Alex, and Lauren Karcher, is 
strategically entering the market by 
leveraging ghost kitchens. “We saw 
Portland as a high potential market for 
Hawaiian Bros, and the ghost kitchen 
model gave us an efficient way to build 
brand awareness, train our teams, and 
grow a following before opening tradi-
tional restaurants,” said Alex Karcher. 
JCK Ohana has plans to open at least 
five traditional locations in the Portland 
area over the next few years.

Hawaiian Bros is known for its is-
land-inspired Plate Lunch, which fea-
tures juicy chicken or pork glazed with 
sweet, savory, or spicy sauces; mac-
aroni salad; a bed of fluffy steamed 

Hawaiian Bros, the award-winning, 
island-inspired restaurant concept, 
is continuing its rapid growth with 
new franchise development agree-
ments signed in the first quarter of 
2025 that will bring more than 100 new 
restaurants to five major U.S. markets: 
Chicago, Indianapolis, New Orleans, 
Houston, and Atlanta.

The expansion is led by a seasoned 
multi-unit operator with more than 400 
units across multiple states. The agree-
ment highlights Hawaiian Bros’ strong 
appeal to experienced franchisees seek-
ing streamlined operations, high-per-
forming drive-thru formats, including 
end caps, and wide geographic potential.

“End cap spaces with drive-th-
ru service in multi-tenant buildings 

white rice or vegetables; and for des-
sert, a smooth and tropical Dole Soft 
Serve®. The simple menu is prepared 
without freezers, fryers, or micro-
waves, using only the highest-quality, 
freshest ingredients.

About Hawaiian Bros: At Hawaiian Bros, 
we’re inspired every day to spread the Aloha 
Spirit. To show kindness and respect, and to treat 
everyone as ’ohana - like family - in everything 
we do. Founded on the principles of honor, in-
clusion, and gratitude, we respect the dignity and 
self-worth of every team member and guest. We 
value our differences and celebrate our common 
ground. And we say “mahalo” often, emphasiz-
ing the positives in our lives every day. Hawaiian 
Bros owns and franchises over 60 restaurants 
across ten states, sharing the Aloha spirit with 
communities nationwide. Since launching its 
franchise program in 2023, the brand has signed 
17 development agreements with 10 experienced 
multi-unit operators to develop 240 additional 
locations across 40+ markets. Hawaiian Bros is 
seeking seasoned multi-unit franchisees interest-
ed in diversifying with an emerging brand, with 
growth opportunities available throughout the 
Mountain, Midwest, and Southeast regions—in-
cluding Florida.

Hawaiian Bros announces major franchise 
expansion into key U.S. markets

Emerging brand signs multi-unit deals to expand into five major metro areas with drive-thru and ghost kitchen formats

u
Hawaiian Bros is  

known for its island-
inspired Plate Lunch, 
which features juicy 

chicken or pork glazed 
with sweet, savory,  

or spicy sauces

continue to be a winning combination 
for our brand,” said Grant Kreutzer, Vice 
President of Franchise Development at 
Hawaiian Bros. “They allow us to move 
quickly into high-traffic trade areas with 
greater flexibility and often at lower 

costs. The drive-thru component sup-
ports our speed-focused service model 
and maximizes guest convenience.”

Franchisee Zach Fugate, who in-
troduced Hawaiian Bros in Wichita 
and Northwest Arkansas and is de-
veloping parts of Missouri, has signed 
a new development deal to bring five 
new restaurants to the Oklahoma City 
area. “It’s a natural next step for us,” 
said Fugate. “The brand has already 
been well received in nearby markets, 
and we see a lot of potential to grow 
Hawaiian Bros in OKC’s fast-develop-
ing trade areas.”

With drive-thru and delivery sales 
often exceeding 80% of total sales, 
Hawaiian Bros continues to appeal to 

mailto:seacoastsale3477%40bellsouth.net?subject=
http://hawaiianbros.com/
http://www.jointhebirthdayclub.com
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David Scott Peters  from page 1

Jacksonville, Florida: 
Where restaurant legacies started

but also enhances customer experi-
ences. Actively gathering and acting 
on employee feedback shows that you 
value their input and are committed to 
continuous improvement. Leadership 
plays a key role here. Leaders who are 
approachable, fair, and supportive 
create a culture where employees feel 
valued and empowered.

The road ahead
Becoming an employer of choice 

is a journey that requires patience, 
persistence and continuous im-
provement. Significant changes and 
improvements might take six to 12 
months, but it’s important to cele-
brate small victories along the way 
and stay focused on your goal. All the 
steps covered here are crucial and 
contribute to your overall success.

The result of following these steps 
is improved efficiency and free time to 
focus on strategic improvement. Start 
today and take the first step towards 
becoming the restaurant everybody 
wants to work at.

About the Author: David Scott Peters is an 
author, speaker, restaurant expert and coach 
who coaches restaurant operators how to stop 
being prisoners of their businesses and to fi-
nally achieve financial freedom. His first book, 
Restaurant Prosperity Formula: What Successful 
Restaurateurs Do, teaches the systems and traits 
restaurant owners must develop to run a profit-
able restaurant. Thousands of restaurants have 
worked with Peters to transform their businesses. 

Get his free 30-minute training video online 
at www.davidscottpeters.com.

covers practical skills and soft skills 
like customer service and teamwork 
not only improves service quality but 
also enhances job satisfaction.

Motivation and morale
Herzberg’s Motivation-Hygiene 

Theory is super relevant here. It sug-
gests that job satisfaction and dissatis-
faction are driven by different factors. 
While poor hygiene factors like salary 
and work conditions can cause dis-
satisfaction, true motivation comes 
from recognition, responsibility and 
opportunities for advancement. 
Implementing strategies that address 
both sets of factors can dramatically 
enhance job satisfaction.

Building and maintaining  
your reputation

Your restaurant’s internal culture 
significantly shapes the external per-
ception. A positive, inclusive work en-
vironment not only attracts top talent 

Call Brian Josselson at Rogue Leasing

877.662.6955
brian@rogueleasing.com • www.rogueleasing.com

Zest — Cary, North Carolina

Reasons to Finance Equipment
Cash Flow
  •  Cash flow allows a business to make better investment decisions
  •  Financing equipment lets you invest your money in higher dividend places
Bank Relationship
  •  Financing equipment can help build your credentials with any bank
  •  Building a good relationship can allow you to grow faster
100% Tax Deductable
  • � The IRS Tax Code allows a corporation to deduct the full purchase price 

for equipment purchased or financed in the current tax year
Affordable Payments   
  •  With Rogue Financial Group, you choose your payment terms

Another Satisfied Customer

Photo | Sharon Kehl Califano

Jacksonville Florida may be known 
for a lot of things, but did you know it’s 
also the birthplace of some popular 
restaurant chains that have expanded 
far beyond the city’s borders?

Jacksonville is the most populous 
city proper in the state of Florida, lo-
cated on the east coast of north Florida. 
It is the county seat of Duval County, 
with which the City of Jacksonville 
consolidated in 1968. It was the largest 
city by area in the contiguous United 
States as of 2020, and became the 10th 
largest U.S. city by population in 2023.

u u u u

Bono’s Pit Bar-B-Q
You can’t pass up great barbe-

cue in the South and Bono’s Pit Bar-
B-Q knows exactly how to do it right. 
Founder Lou Bono opened the first 
location in Jacksonville in 1949 and 
since then Bono’s has been serving 
mouth-watering pit barbecue at lo-
cations across Florida and even into 
Colorado. 

u u u u

Firehouse Subs
Firehouse Subs was founded by 

TRN FEATURED RESTAURANT CITY

JACKSONVILLE

Chris and Robin Sorensen, two brothers 
with firefighting backgrounds in 1994 
in Jacksonville. The restaurant chain 
has since expanded across the U.S. and 
into other countries, earning a loyal fol-
lowing for its unique subs, communi-
ty-centered approach and commitment 
to first responders. What started in a 
Jacksonville strip mall is an internation-
ally recognized brand with more than 
1,250 locations.

u u u u

Maple Street Biscuit Company
Maple Street Biscuit Company was 

founded in Jacksonville in 2012 by Scott 
Moore and Gus Evans. The idea behind 
the restaurant was to serve elevated yet 
comforting Southern biscuits—freshly 
baked and paired with creative fillings. 
With a growing number of locations and 
current ownership by Cracker Barrel, 
Maple Street is bringing Southern com-
fort to the masses.

u u u u

Metro Diner
Founded in 1992 in Jacksonville by 

the Davoli family, Metro Diner has a loy-
al following for its breakfasts, especially 

u
Becoming an  

employer of choice is  
a journey that requires 

patience, persistence 
and continuous 
improvement. 

http://www.davidscottpeters.com. 
http://www.rogueleasing.com
https://en.wikipedia.org/wiki/City_proper
https://en.wikipedia.org/wiki/U.S._state
https://en.wikipedia.org/wiki/Florida
https://en.wikipedia.org/wiki/North_Florida
https://en.wikipedia.org/wiki/County_seat
https://en.wikipedia.org/wiki/Duval_County,_Florida
https://en.wikipedia.org/wiki/Jacksonville_Consolidation
https://en.wikipedia.org/wiki/List_of_United_States_cities_by_area
https://en.wikipedia.org/wiki/List_of_United_States_cities_by_area
https://en.wikipedia.org/wiki/Contiguous_United_States
https://en.wikipedia.org/wiki/Contiguous_United_States
https://en.wikipedia.org/wiki/List_of_United_States_cities_by_population
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Jacksonville, Florida: 
Where restaurant legacies started

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.

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

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

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

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

the “Famous Chicken and Waffle”. From 
humble beginnings, Metro Diner has 
grown into a national chain with loca-
tions in several states. Despite its suc-
cess, the focus on quality ingredients and 
staying true to their roots has remained 
steadfast.

u u u u

V Pizza
Founded in 2014 in Jacksonville 

by Paul Scott, Kris Williams and Mike 

TRN FEATURED RESTAURANT CITY

JACKSONVILLE

Turner, V Pizza focuses on the 
Neapolitan pizza tradition, offering 
hand-crafted pies with high-quality 
ingredients. What sets V Pizza apart 
is its commitment to authenticity, 
using a traditional wood-burning 
brick oven to cook pizzas to per-
fection. Each V Pizza location is ad-
joined by a cocktail. With locations 
across the southeast, V Pizza contin-
ues to grow.

u u u u

Jacksonville Spotlight
Seacoast Sales

Seacoast Sales is a Restaurant and 
Foodservice equipment company 
specializing in frozen dessert equip-
ment established in 2008 and is locat-
ed in Orange Park, Florida. 

Offering soft serve machines 
and hard ice cream machines from 
Carpigiani and BGI.  Their line of 
Pastomaster / Pasto Chef produc-
es Pastry Creams, Ice Cream Bases, 
Temper Chocolate, Fruit Jams, 
Macaroons and Coconut Pastries. 

They also distribute display cas-
es from ISA, Frozen drink machines 
from V Air, blast freezers and hard-
ening cabinets. The company stocks 
parts at their Orange Park location. 
Seacoast Sales also provides complete 
customer support as well as on-site 
equipment installation and repair. 

With their service network through-
out Florida and Georgia, it is easy to 
take care of any issues that may occur.

Seacoast Sales is the only autho-
rized distributor of Carpigiani Ice-
Cream Machines, Batch Freezers, 
Flash Freezers, Soft Serve machines, 
Pastry Chef, Frozen Drink Makers, 
Display Cabinets, and much more.

“We handle McDonalds sales and 
service,” stated Ed Guertin, president 
of Seacoast Sales.  “In 2024 Carpigiani 
awarded Seacoast Sales the Service 
Excellence and the Customer Service 
Awards.” 

Ed Guertin is a registered pro-
fessional engineer and has a BS in 
Mechanical Engineering as well as 
some post graduate work. He heads 
the office in Orange Park, just a little 
south of Jacksonville.

You can find Seacoast Sales online at  
www.seacoastsalesflorida.com. Or you can mail 
Ed Guertin at seacoastsale3477@bellsouth.net.

u
“In 2024 Carpigiani 
awarded Seacoast 
Sales the Service 

Excellence and the 
Customer Service 

Awards.” 

http://www.bunntyco.com
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Today’s Restaurant
Restaurant Leads Report
We provide the most

FLORIDA SALES LEADS 
for your money 
every month!

We GUARANTEE at  
least 50 brand new  

Under Constructions  
every month!

Call us now for more info:

561.620.8888 u www.trnusa.com

Restaurants that are 
Under Construction 
and New Openings

Get 6 Months  
of Sales Leads 

ONLY
$499.

Micah Moore
(225) 772-9730

   Micah.Moore@ssc.partners

Kevin Anderson 
(407) 497-9495

Kevin.Anderson@scc.partners

WHAT WE DO
We provide various levels of operational and
purchasing support for emerging chains, QSR,
C-Stores, Fast Casual, Casual, Polished Casual
and Casinos.

We are a “on-site and off-site” supply chain
organization that provides cost effective, fully
managed supply chain support as an alternative
to an internal purchasing department or an
external co-op.

We provide distribution management support
based on customer requirements and we are
distributor agnostic.

At Strategic Supply Chain Partners,
we focus on enhancing your
profitability by identifying

opportunities within your operations
to drive increased savings and

efficiency. Our team excels
at uncovering cost-saving measures

in areas such as food cost
management, process

optimization, and more. With nearly
140 years of industry expertise, our

proven strategies,
combined with a dedicated

commitment to growing your
business, offer a reliable path to

success.

HOW WE DO IT
We handle every element of the supply chain
including distributor and manufacturer
negotiation. Then we audit and source the
best products that meet our client’s
profitability goals, while exceeding guest
expectations.

Zero Upfront cost. Zero Risk

Free Dollars & Cents
Consultation

Contract Negotiations
We know pricing. We negotiate the best price
and ensure contracts are honored with every
vendor.

Guaranteed Savings
PROOF, NOT PROMISES
We review purchases from all vendors,
distributors, and manufacturers to maximize
your savings. We share in the savings only
when there are savings that we negotiate. 

Your Trusted Partner for Success

Franchise systems are built on the 
promise of consistency, brand strength, 
and mutual success. However, de-
spite best efforts, not every franchi-
see thrives. Economic shifts, personal 
circumstances, poor site selection, or 
operational challenges can lead to un-
derperformance and, ultimately, clo-
sure. For franchisors, managing these 
closures with empathy, strategy, and 
structure is critical—not only to protect 
the brand and maintain system integri-
ty, but also to honor the investment and 
effort of the franchisee.

Rather than treating closures as 
isolated failures, franchisors can de-
velop a comprehensive framework 
that addresses both the business and 
human aspects of these transitions. 
This framework should prioritize clear 
communication, proactive planning, 
operational continuity, and support 
for all parties involved.

Recognizing the early  
warning signs

The process begins well before a 
franchisee announces they’re consid-
ering closing. Most closures are pre-
ceded by months of operational red 
flags—declining revenue, frequent 
compliance issues, lapses in reporting, 
or disengagement from system-wide 
initiatives. By implementing a robust 

contractual terms, the tone should be 
solutions-driven, not punitive.

A step-by-step closure 
framework

A structured approach to closure 
minimizes disruption, preserves brand 
reputation, and allows the franchisee 
to exit with dignity. An effective frame-
work includes:

Official notice & documentation 
– Clearly document the reasons for 
closure, mutual consent (if applica-
ble), and any required termination or 
release forms. Clarify timelines and 
expectations.

Asset and inventory assessment – 
Determine what assets are transferable, 
liquidatable, or subject to franchisor 
purchase rights. In food service or re-
tail, this includes equipment, signage, 
inventory, and proprietary systems.

Brand de-identification – Outline a 
process for removing brand elements—
signage, menus, uniforms, marketing 
materials—within a defined window. 
This prevents consumer confusion and 
protects trademark integrity.

Staff transition planning – Assist 
the franchisee in creating a transition 
plan for employees. This may include 
job placement assistance with other 
franchisees or severance coordination 
if feasible.

Customer communication strategy 
 – Provide a template or guidance on 
how the franchisee should notify cus-
tomers about the closure, especially for 
service-based businesses where conti-
nuity is expected. The franchisor may 
also communicate directly to local cus-
tomers to reinforce brand stability.

Post-closure support – Offer limit-
ed post-closure counseling or advisory 
support. Franchisees exiting under dif-
ficult circumstances may benefit from 
business counseling, debt negotiation 
resources, or even a path to reenter 
franchising in a different capacity 
when ready.

Resale and refranchising  
as alternatives

Not every failing location has 
to close. Franchisors should have a 
streamlined resale and refranchising 
program in place. This can involve iden-
tifying high-potential buyers within the 
system, marketing the opportunity ex-
ternally, and prequalifying prospects. 
In some cases, converting the location 
into a company-owned unit tempo-
rarily can bridge the gap between one 
franchisee’s exit and another’s entry, 
preserving market presence.

These transactions must move 

franchisee performance monitoring 
system, franchisors can identify these 
indicators early. Regular field visits, fi-
nancial benchmarking, and peer com-
parisons can help detect when inter-
vention is necessary.

Franchise business consultants or 
field support representatives should 
be trained not just to report deficien-
cies but to coach struggling franchi-
sees, helping them create realistic 
turnaround plans while also beginning 
contingency planning in the event re-
covery fails.

Open communication and 
realistic evaluation

Once closure is on the table, fran-
chisors should initiate a transparent 
and non-combative discussion. The 
goal at this stage is mutual under-
standing—assessing the root causes 
of failure and exploring all available 
options. Can the business be sold to 
another franchisee or back to the fran-
chisor? Are there ways to cut costs, re-
structure, or relocate? If closure is in-
evitable, both sides must align on the 
least disruptive path forward.

Legal and operational teams should 
work closely to review the franchise 
agreement, assess termination rights 
and obligations, and map out the neces-
sary steps. However, even in enforcing 

Turning franchisee closures into 
systemwide growth opportunities

Paul Segreto u Today’s Restaurant Contributor

See SEGRETO page 12

https://trnusa.com/sales-leads
http://www.ssc.partners.com
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Center Top  
Batch Freezer

• � Fully automatic single cylinder table top 
machine, designed for the production 
and sale of fresh gelato and ice cream. 

• � The continuous churning process is 
done in front of customers, adding fresh 
liquid mix as the product is sold.

• � A sophisticated, but easy to use, 
electronic controller guaranties the best 
texture and quality all the time.

• � The ‘Easy Cleaning’ new function makes 
the cleaning even easier.

• � The machine can be placed side by side 
with others in a battery

•  WiFi for remote management 
•  No need for water connection
• � Cleaning water is drained into a bucket 

using a hose and straight or right angle tap
• � Air cooled 
•  Automatic night function 
• � Made of high quality food grade stainless 

steel

Create the highest quality frozen desserts (ice cream, gelato, sorbet, custard, etc.) with this 2.75 qt. 
air cooled countertop batch freezer. This unit can make a batch of product but also features a 
continuous churning design to freeze mixes of ice cream, gelato, sorbet, custard, and more, 
combining cooling and stirring to reach the perfect serving consistency of any frozen dessert. 
Additionally, this batch freezer maintains the product structure for an indefinite time within the batch 
freezer cylinder. It's the perfect addition to ice cream shops, restaurants, bars, and coffee shops.

The cylinder can be refilled with fresh liquid mix as your product is sold. This machine's 
inverter adjusts the motor speed for a variable beating speed to better control the gelato 
consistency. Variable beating speeds allow the unit to produce special recipes like granita 
and frozen coffee cream.

Contact Seacoast Sales: 904-334-4489
Seacoastsale3477@bellsouth.net • www.seacoastsalesflorida.com

Troon announced promotions within 
growing food & beverage division

Scottsdale, AZ –  Troon®, the leader 
in providing golf and club-related leisure 
and hospitality services, announced 
several senior-level promotions within 
its growing Food & Beverage Division. 
The promotions come as part of Troon’s 
steady growth  across all sectors of the 
golf and hospitality  industries, and as 
part of a focused effort to drive contin-
ued Food & Beverage performance and 
innovation throughout the portfolio. 
Troon, the world’s largest golf and hos-
pitality management company, con-
tinues to  invest in its workforce, while 
rewarding the achievements of current 
team members. 

Troon Associates recently 
promoted include:

u  �Joe Martin  has been promoted to 
Senior Director of F&B. Martin 
joined Troon with the acquisi-
tion of OB Sports in 2019 and has  
established himself as an effec-
tive and resourceful leader within  
the company. Martin is based out  
of Troon’s corporate headquarters  
in Scottsdale. 

u � Tom Bannwart has been promoted 
to Senior Director of F&B. Bannwart 
came to Troon with the Indigo ac-
quisition in 2021 and has held a 
highly impactful role out of Troon’s 
Reston, Virginia office. He possesses 
great depth of expertise in both F&B 
and operations. 

inflection, delivering tremendous, 
lasting results. Toy joined the Troon 
team last year and is based out of the 
Reston office.  

u � Renee Washer  has been promot-
ed to Corporate Director of F&B. 
Washer joined the Corporate F&B 
Team in early 2022 after Troon ac-
quired ICON Management Services 
and has been an important part of 
the team focusing on Troon’s HOA 
portfolio across Florida. She will 
continue to be based out of Troon’s 
Fort Myers office. 
“Congratulations  to each of these 

individuals on their well-deserved ad-
vancements,” said Troon Executive 
Vice President, Food & Beverage, Ed 
Doyle. “We look forward to their contin-
ued contributions to the F&B team, our 

u � Jerome Louie  joins the Troon 
Corporate F&B leadership team as 
a Senior Director of F&B following 
a 15-year history with Troon in club 
operations and recent stints as in-
terim general manager at multiple 
properties.   Louie brings a long his-
tory of F&B leadership, a vast knowl-
edge of operations and a great depth 
of understanding of the overall or-
ganization. He will be based out of 
Troon’s office in Jupiter, Florida. 

u � Jessica Toy  has been promoted to 
Corporate F&B Manager. Toy is 
transitioning from her highly suc-
cessful role as part of the Troon F&B 
Task Force where she helped man-
age key food and beverage projects 
at Indian Wells Golf Resort and The 
Club at Starr Pass at crucial points of 

clients and the Troon organization.”
Troon’s award-winning Food and 

Beverage Division operates and man-
ages more than 600 food and beverage 
operations located at golf resorts, pri-
vate clubs, daily fee golf courses and 
recreational facilities around the globe. 
In addition to its global headquarters 
in Scottsdale, Ariz., Troon has offices 
around the globe to support the com-
pany’s full family of brands and cli-
ents, including locations in Bradenton, 
Fort Myers, Jacksonville, Jupiter and 
Orlando, Fla.; Reston, Va.; Newton, 
Mass.; Chicago, Ill.; Irvine, Calif.; 
Birmingham, Ala.; Seattle, Wash.; New 
Braunfels, Texas; Geneva, Switzerland; 
and Dubai, United Arab Emirates. 

About Troon: Headquartered in Scottsdale, 
Ariz., Troon is the world’s largest golf and golf-re-
lated hospitality management company providing 
services at 940-plus locations in 45-plus states and 
40-plus countries, including operational respon-
sibility for 575-plus 18-hole equivalent golf cours-
es. In addition to golf, Troon specializes in home-
owner association management, private residence 
clubs, estate management and associated hospi-
tality venues. Troon’s award-winning food and 
beverage division operates and manages 600-plus 
food and beverage operations located at golf re-
sorts, private clubs, daily fee golf courses and recre-
ational facilities. Troon’s family of brands includes 
Troon Golf, Troon Privé, Troon International, 
Indigo Sports,  CADDIEMASTER, ClubUp, Cliff 
Drysdale Tennis, True Club Solutions, RealFood 
Hospitality, Strategy & Design, ICON Management 
and Eventive Sports. For additional news and 
information about Troon’s Food and Beverage 
Division, visit Troon.com.

mailto:seacoastsale3477%40bellsouth.net?subject=Center%20Top%20Batch%20Freezer%20Ad%20in%20Today%E2%80%99s%20Restaurant
mailto:rick%40life-lineinsurance.com?subject=
https://link.mediaoutreach.meltwater.com/ls/click?upn=u001.VmVW25OymKGYyDunTgXRKEwcQVVxKD17otI7qV6EoJ4-3DOQZu_xCXFUuzx3Wy90qWfzToWzPTEPBDmJO9tgdKVexfBNxYMl6AjVDzmFX8OLE-2BLB7ybNKZsjax26wJm8syuFz9ApBRlRXnkvktYUWwkcBhh16-2FSyFt3eU-2Bpk3h1lyYRVCHsgl95MUSsZivi0-2B8BTzW9oTfyRrSiVACnv49lg-2FVGYZiWow2SnfNmMEET2zLqfgUDqXYf5ur7-2BzYoLJLSjv4KAvmsG0WRKYFjrOJd6R6En4zBW0jZ15ZAociRyUSHlOpL3O4T-2FAg5484-2B-2BHT0oDxEt7TC1TwtBiLeFjjLrNzQq1pJ-2B-2Bx17WIDOLSSJ0PnRbwfL2aSp67Xm0-2FjlLvIiYWRoH0rg-2BcmBettESE1AXKhF-2FzKb5Lg6Z1azZINCLUDEPICTURE
https://link.mediaoutreach.meltwater.com/ls/click?upn=u001.PTWcZIWvoo-2FYL2UuyTfVdoxOZMe0PiTLvdrztoJCoYo-3DquGu_xCXFUuzx3Wy90qWfzToWzPTEPBDmJO9tgdKVexfBNxYMl6AjVDzmFX8OLE-2BLB7ybNKZsjax26wJm8syuFz9ApBRlRXnkvktYUWwkcBhh16-2FSyFt3eU-2Bpk3h1lyYRVCHsgl95MUSsZivi0-2B8BTzW9oTfyRrSiVACnv49lg-2FVGYZiWow2SnfNmMEET2zLqfgUDqXYf5ur7-2BzYoLJLSjv4KAihf2OBZf7RZhgU8Xdn7uUgpKoQEYLyBM84XAVHQUorUfe70MVfXFPbFudITjhHUMg-2BHHsbUNCpHvRh-2Fjj1WKCG00xF4eoBwWTr1Yo7xkgnmK7tr4YqaolCJN4f11PWqDzsvQ84yYe3TEZFIJgRPcmbtnmfAKFo9u4tVcZvAFIs2INCLUDEPICTURE
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 Classifieds
DR Window Tint, we take care of your panes! High quality window film & 
security film for houses, offices, boats, & buildings. 40 plus years in the 
business 305-827-8468.  11/25

Finally a Moist VEGAN Mouth Watering Granola! “This granola is delicious 
and fresh. It’s soft for your teeth unlike most granola. Gluten FREE, Soy Free 
Order bulk too. GREAT for healthy breakfasts lunch or pre dinner snack. Add 
to yogurt. Boost YOUR breakfast offerings and profit. Call or text Massiel 856-
956-9429. Mention Healthy Referral when calling. www.yujgranola.com

Unlimited doctor visits 24/7 & no copay! By phone or  
video anywhere in the USA. The Total Health plan covers the 
entire household — one low rate & simple app. (no SS# or ID  
required). Get started today and save valuable time & $$$!  
www.CareCardUSA.com

www.hessadvancedsolutions.com Working with ceo engineer. Patented water 
valve. Saves 15-35% water and sewer. Just need copy of water and sewer bill 
and size of water meter. 

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!

  Washington, D.C. -  A new re-
port from Upside,  Winning the 
Uncommitted Customer, reveals a crit-
ical retention gap in the restaurant in-
dustry: 64% of new restaurant custom-
ers never return after their first month.

Based on 75 million transactions 
and two years of retailer and consum-
er survey data, the report shows that 
uncommitted customers — those 
who routinely visit different brands 
and even blend channels — drive 70% 
of a restaurant’s revenue. Though 
these customers are difficult to win, 
they can be influenced. The restau-
rants who influence their behavior 
early have a clear opportunity to un-
lock meaningful growth.

“The data shows that a visit doesn’t 
mean a customer is here to stay,” said 
Dr. Thomas Weinandy, Senior 
Research Economist at Upside.  “To 
retain customers and recoup acquisi-
tion costs, restaurants need to priori-
tize winning each and every successive 
transaction. Winning just one more 

value-seeking, digital, and opportunis-
tic — when grocers meet that criteria 
with personalized promotions, these 
customers show a willingness to change 
their behavior. ​ 

“This data reinforces what we’re 
hearing from brands and operators 
every day. Repeat visits are harder 
to earn,”  said  Ryan Gaylor Head of 
Restaurant at Upside. “This report 
proves that while most customers 
aren’t loyal, they are influenceable 
and the restaurant vertical has the 

greatest opportunity to gain from en-
gaging uncommitted customers more 
effectively.”

About Upside: Upside is a marketplace that 
connects consumers with brick and mortar re-
tailers through personalized offers. Since 2016, 
Upside’s AI-driven personalization technology 
has helped millions of people get more purchas-
ing power on the things they need, and tens of 
thousands of businesses earn measurable profit. 
Billions of dollars in commerce run through the 
Upside platform every year, and that value goes 
directly back to our retailers, the consumers they 
serve, and towards important sustainability ini-
tiatives. upside.com/business.

meal a month could create a meaning-
ful boost in revenue.”

Despite the findings, many retailers 
underestimate the scope of the prob-
lem. In Upside’s survey, 65% of restau-
rant retailers said they don’t believe a 

meaningful portion of their customers 
are uncommitted. But the data shows 
otherwise: 71% of restaurant customers 
fit this profile — and they span all ages, 
income levels, and household types.

The business case for prioritizing 
this group is clear. In the restaurant 
industry, just one additional visit per 
month from uncommitted customers 
could drive a 209% increase in overall 
revenue — helping restaurants turn 
one-time visits into lasting relationships 
and justify their acquisition investment.

Upside’s personalized, mar-
gin-bound offers improve retention 
by helping customers build habits — 
starting with the very first transaction. 
At the cardholder level, Upside boosts 
retention by 28% in the restaurant in-
dustry. Uncommitted customers are 

Sixty four percent of new restaurant 
customers churn after their first month 

Uncommitted customers make up 70% of a restaurant’s revenue, but most don’t come back without timely engagement

Segreto  from page 10

quickly and be well-managed. The 
smoother the handoff, the less risk of 
customer attrition or operational de-
cline during the transition.

Maintaining system integrity
When closures do happen, oth-

er franchisees are watching. How a 
franchisor handles the situation sig-
nals whether they lead with fairness 
and competence. A well-managed 
closure process builds credibility. It 
reinforces that the franchisor is com-
mitted to protecting the system—not 
just from brand damage, but from 
demoralizing inconsistency.

Equally important, closures can 
be data points for improvement. 
Analyze each one for trends—terri-
tories that underperform, marketing 
weaknesses, training gaps, or lapses 
in franchisee selection. Refining the 
recruitment, onboarding, and sup-
port process based on these learnings 
helps prevent future closures.

Franchisees aren’t disposable
Above all, franchisees who are 

forced to close deserve respect. They 
invested their time, capital, and be-
lief in the brand. Franchisors who 
treat these exits as an unfortunate 
yet human part of business life—not 
as a threat to be contained—will 

maintain stronger relationships 
across the system and be seen as 
true partners in business.

Final thoughts
Managing franchisee closures 

effectively is not about damage con-
trol—it’s about stewardship. With a 
proactive and compassionate frame-
work, franchisors can turn difficult 
exits into teachable moments, protect 
brand equity, and sustain long-term 
system health. Every closure, when 
managed well, opens the door to im-
provement, resilience, and renewed 
opportunity across the network.

Make today a great day. Make it 
happen. Make it count!

About the Author: Paul Segreto brings 
over four decades of hands-on experience in 
franchising, restaurants, and small business 
development. A passionate advocate for entre-
preneurship, Paul has guided countless indi-
viduals on their journey to success, whether they 
are established entrepreneurs or just beginning 
to explore the path of business ownership.

Named one of the Top 100 Global Franchise 
and Small Business Influencers, Paul is also the 
voice behind the Acceler8Success Cafe, a daily 
content platform where thousands of entrepre-
neurs gain insight and motivation. A lifelong 
advocate for ethical growth and brand integri-
ty, Paul continues to coach founders, franchise 
leaders, and entrepreneurial families, helping 
them find clarity in chaos and long-term suc-
cess through intentional leadership.

Advertise in Today’s Restaurant call: 561.620.8888

https://trnusa.com/classified-ads
https://trnusa.com/advertising/
https://prezlymail.com/c/c3967047-0f33-43cd-be05-517acbc59dca/f89e0dab/https%3A%2F%2Fdrive.google.com%2Ffile%2Fd%2F1nkB0BdfEiHXSzq72xncoHnn44bh8QhsI%2Fview%3Fusp%3Dsharing
https://prezlymail.com/c/c3967047-0f33-43cd-be05-517acbc59dca/f89e0dab/https%3A%2F%2Fdrive.google.com%2Ffile%2Fd%2F1nkB0BdfEiHXSzq72xncoHnn44bh8QhsI%2Fview%3Fusp%3Dsharing
https://prezlymail.com/c/c3967047-0f33-43cd-be05-517acbc59dca/e0936015/https%3A%2F%2Fupside.prezly.com%2F64-of-new-restaurant-customers-churn-after-their-first-month-new-upside-report-finds%3Futm_source%3Dprezly.com%26utm_medium%3Dcampaign%26utm_campaign%3D64%2525%2Bof%2BNew%2BRestaurant%2BCustomers%2BChurn%2BAfter%2BTheir%2BFirst%2BMonth%252C%2BNew%2BUpside%2BReport%2BFinds%26utm_id%3Dc3967047-0f33-43cd-be05-517acbc59dca%26utm_content%3Dstory%2Btitle
https://prezlymail.com/c/c3967047-0f33-43cd-be05-517acbc59dca/e0936015/https%3A%2F%2Fupside.prezly.com%2F64-of-new-restaurant-customers-churn-after-their-first-month-new-upside-report-finds%3Futm_source%3Dprezly.com%26utm_medium%3Dcampaign%26utm_campaign%3D64%2525%2Bof%2BNew%2BRestaurant%2BCustomers%2BChurn%2BAfter%2BTheir%2BFirst%2BMonth%252C%2BNew%2BUpside%2BReport%2BFinds%26utm_id%3Dc3967047-0f33-43cd-be05-517acbc59dca%26utm_content%3Dstory%2Btitle
https://www.linkedin.com/in/segreto/
https://acceler8successcafe.com/
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http://www.thefranchiseconsultingcompany.com
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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. 

Attracting customers is relatively 
easy. Advertising that announces that 
you have quality products and good 
prices will do that—once. The problem 
is this: How do you keep those custom-
ers from leaving you?

Most businesses don’t have a 
clue, so they continue to spend huge 
amounts of money to draw customers 
through their doors but do nothing to 
keep them coming back.

Let me give you an example of 
a company that drove my friend 
Jeannie away. She had been a loy-
al customer of a major department 
store for about two decades but, 
when COVID hit in 2020, she didn’t 
shop at that store for a year.

That company sent her a letter—
and she was shocked when she read it. 
The company said it had noticed her 
lack of purchases and told her that, if 
she didn’t use that store’s credit card 
within the next few weeks, it would de-
activate it.

What did Jeannie do? She saved 
the store from having to take that step. 
She grabbed a pair of scissors, cut up 
the card, threw it away, and hasn’t 
shopped at that store since. I wonder 
how many thousands of customers 
received similar letters and did what 
Jeannie did.

problem, apologize, and deliver the car 
to the customer when you’ve complet-
ed the service.

Don’t respond quickly to custom-
er calls and emails. This is a sure way 
to drive customers into the hands of 
your competitors. As technology has 
increased the demand for speed, you 
must meet the challenge of providing 
it. That means having a live person an-
swering the phone within one or two 
rings and immediately acknowledging 
emails. Customers today don’t have 
the patience to wait for hours or days 
to have their questions answered or 
their complaints resolved.  

Don’t empower your employees to 
make decisions. When your employ-
ees—especially your frontline employ-
ees who have the most contact with 
your customers—aren’t empowered to 
serve your customers, your customers 
will become frustrated and will likely 
leave you. Replacing them will cost you 
much more in marketing and advertis-
ing than it would cost you to trust your 
employees to solve their problems and 
complaints.

Don’t provide customer service 
training for your employees. Too 
many executives think employees are 
born with customer service skills. They 

What in the world was that retail-
er thinking? Instead of doing what it 
did, it should have said, “We haven’t 
seen you for a while. Here is a cou-
pon for a 25 percent discount on your 
next purchase.”

Here are some other ways you 
can drive customers away

Don’t keep your promises. Tell a 
customer you will change his oil and 
put new tires on his car and that it will 
be ready in three hours. Then, don’t 
contact him to say you’ve run into 
a problem and that his car won’t be 
ready for five hours. What you should 
do in this case is contact the client 
as soon as you realize there was a 

are not! You must provide continuous 
training that will give them the tools 
they need to deal with customers and 
to handle any problems that might 
arise. When you train your employees, 
you will accomplish two things. You 
will keep your customers, and you will 
reduce employee turnover by greatly 
reducing the possibility that they will 
burn out and leave you.

No one wants to intentionally drive 
customers away but, if you don’t rec-
ognize what you are doing that creates 
roadblocks to doing business with 
you—and take steps to remove them—
your chances of achieving success will 
take a nosedive.

About the Author:  John Tschohl is the found-
er and president of the Service Quality Institute—
the global leader in customer service with opera-
tions in more than 40 countries. He is considered 
one of the world’s foremost authorities on all 
aspects of customer service and has developed 20 
customer service training programs—including 
Feelings—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 in Minneapolis, Minnesota can be 
reached at Cell/WhatsApp 1-612-382-5636. 
More info online at www.customer-service.com,  
or www.JohnTschohl.com and also his website 
www.MyPersonalSuccess.com.

u
That means having a 
live person answering 

the phone within 
one or two rings 

and immediately 
acknowledging emails.

How to drive customers away
John Tschohl u Today’s Restaurant Contributor

https://trnusa.com/network-group/
http://www.customer-service.com/
http://www.johntschohl.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 

AI COST ANALYSIS
Profit Assist	 Jordan Silverman
914.844.5775  u  jordan.silverman@spoton.com u www.spoton.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  u  www.restaurantsforsalemiami.com 

COFFEE ROASTERS 
Brisk Coffee	 Mike Newkirk
813.404.1724  u  mnewkirk@briskcoffee.com

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

EQUIPMENT & SUPPLY
The Restaurant Store	 Gerry Mangual
954.415.3040  u  717.823.7866 
gmangual810@gmail.com  u  www.therestaurantstore.com

EQUIPMENT FINANCE
Leasing Solutons	 Steve Geller
845.362.6106  u  sgeller@leasingsolutionsllc.com  u  leasingsolutionsllc.com

EXHAUST HOOD CLEANING
Kitchen Guard of SE Florida	 Alex Motes
904.207.3108 u 561.970.6941 
amotes@kitchenguard.com u www.kitchenguard.com 

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

FRACTIONAL CFO/COO
Apex Executive Consulting	 Robert Hearst
561.512.6234  u  robert.hearst@apexbms.com

HOTELPORT
AI-Powered Hospitality Monitor, etc	 Fred Bean
305.209.6244  u  fred.bean@hotelport.co

LIABILITY INSURANCE
Plastridge Insurance	 Jeff Wells
310.625.3390  u  561.276.5221  u  JWells@plastridge.com  u  https://plastridge.com

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

POS SYSTEMS & MERCHANT SERVICES
POS	 Jose Molina
305.834.5172  u  855.955.6111   
jmolina@floridapayments.com  u  www.directprocessingnetwork.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

RECRUITING
EHS Recruiting Company	 Matt Fried
941.586.1793  u  941.926.1990  u  mfried@ehsrecruitingcompany.com  

RESTAURANT INTERIOR DESIGNER
DV-Studio	 Joemy Vega
407.496.3288  u  407.630.7308  u  www.dv-studio.net

ROBOTIC COOKING EQUIP
Aniai	 Nancy Slotnick
917.701.3104  u  nancy@aniai.ai  u  www.aniai.ai

SECURITY AND FIRE ALARM DESIGN
Vector Security	 Peter Wurth
561.350.4238 u 1.800.PROTECT u pewurth@vectorsecurity.com u www.vectorsecurity.com

SODA SYRUPS, CO2 GAS 
Broward Nelson	 Steve Oliver
407.697.1048  u  954.584.7330  u  soliver@browardnelson.com

STAINLESS STEEL EQUIPMENT MANUFACTURING
Prairie View Industries PVI	 Ferry Diaz
646.683.8456  u  Ferry.eduardoff@gmail.com  u  www.pvimanufacturing.com

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

UNIFORMS
Workwear Outfitters	 Terry Lena
317.385.2539 u  terry.lena@wwof.com u www.wwof.com

WORK SHOES
Wearstand	 Linda Bloom
720.939.9525  u  linda@standshoes.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

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

FRUIT PIES / DESSERTS
The Concord Grape Pie Co.	 Mel Nass / Andrew Nass
Mel: 954.684.6881  u  theventure3@gmail.com 
Andrew: 315.651.2684  u  andrewnass@gmail.com 
www.theconcordgrapepiecompany.com

ICE CREAM MAKING EQUIPMENT DISTRIBUTOR
Seacoast Sales/Carpigiani	 Ed Guertin
904.334.4489  u  seacoastsale3477@bellsouth.net

INSURANCE
Life-Line Insurance Consultants	 Richard Israel
256.448.8705  u  256.937.2537  
rick@life-lineinsurance.com  u  www.life-lineinsurance.com

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

MEDICARE AND HEALTH INSURANCE 
ARCHI Agency	 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
Worksite HR	 Jeremy Carson
904.295.5110  u  941.677.0110 x124 
jeremycarson@worksitehr.com  u  www.WorksiteHR.com

POS PROCESSING
Sleft LLC	 Herb Denmark
215.595.6671  u  herb@merchserve.com  u  www.sleftpayments.com

SODA SYRUPS, CO2 GAS
Broward Nelson	 Steve Oliver
407.697.1048  u  954.584.7330  u  soliver@browardnelson.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

http://www.trnusa.com/network-group
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Visit the 2025 Ibie Show Booth # 7130

www.thunderbirdfm.net

