
Super Regional Combined Closed meeting – 10-10-17 

St. Pete Beach – TradeWinds Island Grand Resort 

SW President Franklyn Nye welcomed everyone to the meeting where we will have various 

committee reports. Thanks to everyone for taking the time to be here. Recognized the other 

Presidents, Bryan Robinson and Kathy Bouwman, and the regional Secretaries and travel staff.  

Dave Ritchie – Transact Technologies  

They make the Accu-date machine that labels all your products. You have installed over 1200 

units in the last year. That is tremendous. Our best sales people are those of you that already 

have the units. Thanks for your business and we look forward to continuing to work with you.  

Jeff North – Parapet Studios – Insight and Overseer 

Overseer is a little different as a loss prevention tool versus a loss detection tool. We want to be 

proactive instead of reactive by setting up routines that creates a prevention culture.  

Overseer is built on Tickets – tickets are generated based on thresholds that you customize so it 

works the way you want.  

The key to all of this is in the follow-up. If you don’t follow-up nothing gets done.  

Something new we are working on is to send an email to the employee at the restaurant that 

tells them their results are not within the norms and asks them to explain why it is like that.  

They also have a partnership with Envysion where the Overseer tickets tie to the video that 

shows it.  

Showed a video of Justin explaining Overseer.  

Online training is available.  

If you are serious about the restaurant business, this is a tool that you need to have and use.  

“Temp” is a way to monitor your refrigeration spaces so you know when they aren’t working 

correctly. Bryan Robinson is doing this now.  

Pepsi – Anne Thiel  

YTD, we are up 3.2%. Drinks per transaction are at .87 which is up from last year. Aquafina is 

almost everywhere and has been up double digits for the last 3 years. You are missing out if you 

aren’t selling Aquafina.  

Incidence is currently at .65, up 10 points over the last three years.  

Thank you for your partnership in the new 10-year agreement!  



This not only gives you your rebates, but also supports the NCAC, Beverage Marketing, Water 

Filter replacements and the regional meetings and convention.  

They have also invested incrementally in the KFC business. Free product, extra digital 

marketing, research, reimaging design and innovations.  

We are going to support an innovation manager at KFC. For these things we’re going to spend 

another $1.7 million.  

They are also offering Aquafina, or 1.25-liter bollard covers for your drive thru.  

Water filters will be replaced this quarter.  

We are going to have a webinar in December for consumer insights.  

Their turf studies say that people want “better for you” and variety. A big opportunity is frozen 

drinks. It is more of a snacking and dessert occasion, and it attracts younger customers. We are 

going to test frozen at KFC in 2018. We are also looking at craft beverages. (Big Chicken 

restaurant has “Stubborn soda,” a Pepsi owned craft brand) We took some KFCC food people to 

our research facility at Valhalla. We will be testing for hopeful role in 2019.  

Mike Lujan is working with Lendlease on the ASAP remodels. When you know your timeline 

please contact your NASM to give us the lead time to order equipment for your restaurant.  

Questions about the machines and product for the frozen test. They are looking at two 

machines which don’t require daily cleaning and the drinks are high margin.  

 

GAC – Peg Duenow and Leslie Hottinger 

Peg wanted to tell everyone about their fly-in last week. They really worked on the renewable 

fuels bill and the joint employer bill and tax reform and 40 hours is full-time. They have picked 

up several more co-sponsors for these bills. We had Chip Booth there during the fly-in to video 

tape what we do so that we can share it with everyone at convention. Obviously, we couldn’t 

tape on the hill, but we did do a lot at the townhouse where we hold receptions and 

fundraisers.  

PAC – Leslie  

The purpose of the PAC is to raise money to give to pro-business Congressman and candidates.  

1. Money follows power – big donors is who they listen to. Most of the money in elections 

comes from PACs. You can give twice as much to a PAC as you can to individual 

candidates. 

2. Money equals access and access equals action – getting to explain the reasons why and 

building relationships gets action.  



 A congressman told her that one thing that is happening is that a lot of regulations are being 

overturned.  

Here are the rest of our members from these three regions 

• Jim McKenzie – EC liaison 

• Dale Black  

• Leslie Sharp 

• Franklyn Nye 

• Gene Duenow  

• Joe Adams 

• Brandon Robertson 

Our goal for next year is $150,000 raised for the PAC. Right now, only 20% of the franchisees 

are doing PAC donations.  

We vote on who we give the PAC donations to.  

Your dues to the AKFCF help pay for our lobbyist.  

Dr Pepper – Todd Bowen and Chad Oliver  

Talked about incidence being up to 66. 

We have a great promotion coming up with the Popcorn $5 fill-ups November 16 – December 

24th. Lots of POP.  

Showed a preview of a commercial with Larry Culpepper and Dracula.  

They are working on getting something more permanent than a 6-week window once a year for 

Dr Pepper merchandising. They are afraid that the customers and Team Members are losing 

focus because of the short windows. We are working on permanent POP and then track the 

results.  

KFC NPC Report – Chris Held – VP KFC (see deck) 

We’re going to talk about COGS for this year and next year. We are at .9% deflation for 2017. 

This is on the RSCS website.  

We announced we were going to go NHA free, which means no proactive giving of antibiotics 

with our chickens. We thought it was going to cost more, but we came in cheaper. Those prices 

were given to us early instead of just over the next 3 years.  

For 2018, our current forecast is +3.1% in cost inflation. this is just the first of three forecasts, 

which is done just based on commodity markets. The second and third forecasts generally come 

down. We are working on round two and it looks a lot better but it isn’t finished yet, so I can’t 



show it to you. He is working toward deflation every year. Costs have been deflationary over 

the last 5 years.  

We are working much differently with our suppliers. We are now someone they want to work 

with and we are solving issues before they become a problem. 

Strips – in the short term they have done intensive monitoring and found the suppliers which 

are not making the spec. We have 6 suppliers and one was shut down and one was scaled back. 

They are looking at giving the most to the plants that do the best job on the specs.  

There are lots of ways to get strips or tenders. We need to decide exactly what we want to do. 

For a low price point we would use all strips. If we want high quality we would go to all tenders. 

There is no way to go in the middle. The brand must decide what they want.  

Strip complaints have dropped but we don’t know if that means they are better or people are 

just tired of complaining.  

We must be smart about deciding what to do.  

In the past we have looked at making incremental changes to improve the cost of a product. 

That is RMI. But we must think about what the customer wants and what they care about. You 

may take money out of one thing and put it into what they will appreciate.  

Over the next 10 weeks, we plan to target $100MM in system savings through Consumer 

Insights done by a research firm working with 6000 consumers across the country. KFC is most 

known for the variety of our chicken. They said what was least important was variety. What 

drives people to KFC?  

COB, Biscuits, Mashed Potatoes and Cole Slaw 

People don’t care about – green beans, popcorn, baked beans, corn. 

They will decide what we can remove that people don’t care about. This will be incremental to 

the existing RMI but it will happen over time. Some of it is going to be possible without hurting 

the brand, some might hurt the brand and some of it would hurt to some extent.  

Obsolescence – 2017 unfavorable to plan. Zinger and topicals caused that.  

ASAP – originally, we were not involved in the remodel program. Lendlease just used the 

benefit of our existing contracts. Now we are actively working on the test that is outside of the 

ASAP program.  

The reason for the different colored bottle tops is because the new BBQ looks like Nashville 

Hot. We must prevent them from being misused.  

The new Pot Pie mix is going to save us $2 million the first year because we’re not shipping 

water all over the company.  



 

NCAC – Tom Slater (see deck) 

Other reps present – Joan, Pete, Brian, Mike, Pushpak and Eric 

On pace for 13 consecutive quarters of same store sales growth.  

NCAC members get a report every week showing sales for their region and system wide. They 

also get menu mix numbers and transactions.  

352 restaurants in the UM. 637 restaurants in the SW. 440 restaurants in the GL.  

Contracts and Facilities – did an audit of the MERIT Program from 2014-2016. The results were 

that there were not any substantial issues.  

Next Gen Network – they are suggesting a single supplier, which would require a change to the 

Merit agreement. 

Asset Upgrades – up to 17% finished across the country.  

New Build Incentive – anticipate net positive growth next year.  

Ops Sub – development and testing of all kinds of things.  

Mobile Manager – iPads that RGMs use.  

Handwashing signs – helps ensure sanitizer is used.  

New Pot Pie filling 

Premixed cole slaw 

Prepackaged cookies 

Ice machine cleaning – 2 times per year 

OEC – Implementation  

Learning Zone 

FSCC/ROCC – workable solution for moving down to only 10 violations allowed 

2018 BSC – fewer components tracked –  

Technology – Brandon, Mike and Inman 

Consumer Innovation – 3rd party delivery, etc. 

Ops Technology 

Business Intelligence – dashboard improvements 



IT Security – chip process finally 

REC – fully immersed across brand initiatives 

They look at the following things to protect franchisee profitability 

• Unit profitability 

• Cost of sales targets 

• Equipment purchase ROI 

• Key financial metrics 

• Post promo reviews 

• RMI – RMS 

Marketing Calendar  

$5 Fill-ups have revolutionized our lunch business 

$20 Fill-ups and $10 Chicken shares have really improved our high-end sales. 

They are making Colonel costumes available online and they are sending 25 trick or treat 

buckets to each restaurant to hand out on request starting October 27th.  

Balance of the Year –  

NH and GG baskets 

Colonel Norm holiday spots 

Pot Pie in January with $10 Share in first week 

Smokey Mountain BBQ in February 

More after the December NCAC meeting 

What’s going on with sandwiches? 

KFC has been working with the NCAC to find a new solution. Considering a new crispy sandwich 

filet with a new bun and use the topicals to create different flavors. New Crisp up procedure to 

speed up preparation.  

$5 Fill-up task force – price pressures are making us look at alternatives to drive costs out and 

drive check up with add-ons and trade-ups.  

Menu Board study – how to increase combo sales 

“Hot Honey” flavor will be tested later this year.  

Redefining NCAC regions – Cynthia Koplos – see deck 



Consolidation is causing a smaller pool of candidates for each region to choose from for their 

representatives.  

What they are proposing is to: 

1. Match up the NCAC regions with the AKFCF regions. 

2. Elect representatives from the whole AKFCF region and not the former smaller regions 

within the AKFCF region.  

Questions 

Are we any closer to a new CMO? Fred - Creed was pushing Kevin to find someone from outside 

like he was. Kevin has found it very hard to find someone. When they look at what the job 

entails and the constraints it places on them they aren’t interested.  

Warranty process on ASAP – Keith – He is really concerned about this. He has a real issue with 

the definition of substantial completion. The definition is just that its completed enough to use 

for the intended purpose. Furniture hadn’t come yet and yet it was considered substantially 

completed. He has heard about chairs falling apart after a month’s use.  

Tom – the whole situation with Lendlease has not been good. The results you get sometimes is 

based on how you handle it. All the NCAC members know the right people to go to and how to 

handle the issue in the right way. Please utilize the people who are dealing with it every day.  

Pete – I’ve been pulled aside multiple times about different issues and now is your opportunity 

to get those out in the open and discuss them.  

$5 Fill-ups – some operators have tried raising the price of their Fill-ups and found they quickly 

had a negative sales and transaction impact. They are testing right now trade-ups to the fill-ups 

and ways to trade customers up to big boxes.  

Our competitors are at 40% F&P trying to compete with our $5 Fill-ups, which have a very 

reasonable F&P.  

The REC is right on top of this, making sure that everything is being done to keep our costs in 

line. Please don’t make individual decisions until the testing is done and you know what works. 

This research study that is being done by the RSCS will really help drive this as well. It may mean 

removing some menu items.  

Fred encouraged the NCAC members to not just concentrate on sales, but to work on our 

people problems by doing more ops simplification and take more off the RGMs. We have got to 

figure this out because we aren’t getting good people for the most part.  

Brian said they are working on the people problems. He shared a list of items they are working 

on at the Ops Sub.  

Several others chimed in about people problems.  



Tom said that it’s important that we talk to each other about what works. Gene said that 

Keystone definitely works. Tom agreed and said that it sticks with them as long as we support 

them.  

The meeting ended for the day.  

At the Vendor Appreciation Dinner, Vendor of the Year awards were given to Aryzta by the 

Southwest, Parapet Studios by the Upper Midwest and Dr Pepper by the Great Lakes for their 

support of the regions. Recognition was also given by President Bryan Robinson to Peg Duenow 

and Kevin Schlutz for their contributions to the Upper Midwest region and national. The 

evening culminated with after dinner speaker George Campbell, in the persona of Joe Malarkey, 

world’s worst franchisee, who was very entertaining.  

Wednesday morning – KFC LT presentations 

UM President Bryan Robinson brought the meeting to order, and welcomed the KFC LT Team, 

Kevin Hochman, John Kurnick, Brian Cahoe, Trip Vornholt, Chris Caldwell and Phil Klezmer.  

Kevin Hochman – President  

Kevin started by showing the covers from recent Restaurant News and QSR magazines that 

highlighted KFC and their comeback.  

2017 will be our fourth consecutive year of sales and transaction growth.  

Even though sales are not as good this year, we have gotten to a point where we are profitable 

and bad days are flat in sales.  

Showed some aspirational magazine covers, that talked about how we continued to grow 

because we are a brand that people can trust and champion.  

We can’t get there without being consistent and distinctive, more relevant to all demographics. 

To do this we need more layers of products, such as sandwiches. We also need an amazing 

guest experience every time and we must get all our remodels done and build new stores. Last, 

we need to continue to partner and build our people culture.  

Please participate in the Partnership Survey. We know you have an opinion and we need to 

know what you think.  

From Fast Food to Fast Good –  

Food Story - all the little things that make food better and more appealing. 

Consistency - Hot, Fresh and Available. Fast and Friendly service, clean and inviting.  

Experience - Assets and menu boards. Packaging and Technology 

2017 Plan –  



Have made some short-term interventions for the remainder of the year to help sales. Showed 

the ads that will be running for the remainder of the year.  

There has been no promotional F&P cost increase in 2017 and there should be none in 2018.  

They continue to do things to keep us in the news. They did the space sandwich and the Zinger 

in a $5 fill-up. The space is “cult” and the other is building our “culture” 

Another example – virtual reality training program on how to make KFC chicken – told 

consumers we are making chicken, training our employees, and this really helped both cult and 

culture.  

Started KFC e-store to build the culture and cult – they got reviews that said the merchandise 

was actually good.  

They launched the Colonel robot = artificial intelligence plus real voice and used it at the drive 

thru with actors to celebrate national fried chicken day.  

Also, now have comic books with the Colonel by DC comics.  

They are working on next year’s celebrity talent and we will be surprised.  

Value - $5 Fill-up task force – working on keeping $5 Fill-up viable by looking at different builds 

or add-ons and trade-ups. Many of the members are franchisees from high labor areas. They 

are going to test many different things to see if they work.  

Flavors – Smoky Mountain BBQ will be starting in February. This is a very universal flavor that 

will appeal to more people. Our plan now is to have a full flavor panel when we update menu 

boards in Q3 next year. There will be 3 new flavors next year. Hot Honey and Dirty Louisiana, 

(might not be final name.) There may also be some LTO flavors which would be 2-week 

windows and only digital advertising. These are the cult flavors like pickle fried chicken or 

waffle chicken tenders.  

Showed the ad for Smoky Mountain BBQ.  

Tested with a $4.99 basket 31.7% and a $5.99 combo at 29.2% 

Sandwiches -  

They got some key learnings from Zinger which they will correct in the next sandwich.  

Reduce ops complexity – no lettuce –just sauce and bun. Crisp up process which allows a 15 

second crisp up to par fried filets. Will test both using new filet with crisp up and using existing 

strips.  

Flavors will allow us to have a 5-sandwich lineup with one meat block, which combined with the 

crisp up process, will allow us to sell 40 or more sandwiches a day with good efficiency.  



Will call it the Colonel’s Crispy sandwich or Crispy Colonel Sandwich.  

Menu Boards –  

Want to come up with a more relevant menu board. Only 62% of orders come off the menu 

board. Add a dedicated flavor panel.  

2018 Calendar –  

Always on Value – Pot Pie, Crispy Sandwich 

Flavor – Smoky Mountain BBQ,  

No more than .2% promotional impact to F&P. 

Kevin recognized Ron Hindman from Ampex for his great numbers.  

Trip Vornholt – Chief Financial and Operating Officer 

Importance of operations – by the end of the year, 99% of our domestic KFCs will be owned by 

franchisees. We are seeing a lot of interest in the brand and stores transferring to larger 

operators. When stores are sold to a great operator you see almost immediate success. We’re 

seeing closed KFC’s being re-opened at double the volume with a new look. We’re seeing closed 

competitors being re-opened as KFCs and doing fantastic.  

His award is the Keystone award – It’s the final piece in an arch. It’s the vital part of a structure 

without which the whole structure would collapse. He is giving his Keystone award to Dale 

Black, who has amazing results.  

Phil Klezmer – Chief Operations Officer - Operations Vision and Strategy 

Can we be trusted as a brand?  

In 100 visits to KFC and Chic Fil A, who is going to be more consistent.  

We must ruthlessly simplify how we work, to be a brand that people can trust and champion.  

Our Guest promise –  

• Always hot, friesh and available 

• Feel the pride of our KFC Family 

• Experience is fast easy and reliable 

• Restaurants and clean and inviting 

• Southern hospitality is unmistakable  

Colonel Quality Guaranteed. 

Phil recognized Troy from the Bagshaw organization for their results this year.  

His award is a crystal Mac truck because you’re driving best on block.  



Drive Taste and Consistency –  

Cook without fear – sales are higher when fresh is available 

 Mindset, training, reuse that we need for Pot Pies 

  Magnificent 7 would solve 80-90% of our issues 

Set points, good brushes, oil is good, gaskets, training, projections, hold 

times – make sure they are right! 

Protect and Simplify – TranformationalTransformational Solutions are required 

 Automated projections and set points 

 Looking at shorter hold times on core products 

 Our competitors have shorter hold times. They have higher temperature           

expectations when it is served. We are testing shorter hold times to raise the serving 

temperatures. We feel we have to make some changes to be more competitive.  

Are we cooking our products too long?  

Crisp-up is new process for sandwich filet.  

Train Teams for Pot Pie promotion. Longer reuse hold times.  

Looking at better holding procedures to ensure food safety.  

Fryer safety checks – it is a brand standard – will be on ROCC in January 

They are tracking progress by restaurants.  

2018 FSCC Changes –  

We are moving from 15 L1s for failure to 10-14 L1s is a failure. However, if you are in the 10-14 

range you can do an action plan and get to a pass.  

Moving to temperature standard for products. If within 5 degrees is L1.  

Eight items are being removed from criticals inthe FSCC portion of ROCC, and placed in the 

Brand Standards portion of ROCC. Overall score should stay the same.  

Create action plan – top four – within 48 hours submitted. Score will change back within 7 days 

to change a fail to pass if 14 or less.  

Bulk pre-mixed cole slaw – goal is to keep cost and taste parity while improving food safety and 

simplifying ops.  

Pre-packaged cookies come frozen and just thawing. Saves 90 minutes a day.  



Pre-buttered biscuits – right from the oven to holding  

Loss prevention – Delaget and Overseer 

Digital logbook – leased iPad same cost as Redbooks.  

In the future we are doing new network and next gen back office and POS.  

BSC changes –  

Not final yet – measure what matters – real reflection of operations – focus on input and 

measure output.  

Moving from Period to Quarterly and measuring change.  

Shortening VOC survey to 3 ½ minutes. Putting website on all packaging. Looking at different 

offers as change from Go Cup. Move device used for survey from 14 days to 30 days to prevent 

scamming.  

• Hot Fresh and Available 30% 

• Speed 30% 

• ROCC 30 % - pass with Action plan is 3.0, 5-9 L1 is a 4, 0-4 L1 is a 5 

• Trained 10% 

• Turnover is measured when a TM has not clocked in for 28 days.  

Will also measure FT and PT and what that ratio is.  

Driving Franchise Capability – worked with bottom 10% stores 

71% improved scores. 52% of those we’ve worked with are no longer flagged as outliers 

Still need to visit restaurants.   

 Re-Ignite Pride and Culture – don’t reinvent, but reignite  

John Kurnick – Chief People Officer talked about the following things 

Re-Ignite pride and culture  

Heart led leadership 

Best of the Best Council 

Empower FZ Talent Development 

Empower RGMs to deliver guest experience 

Top Talent Improves results 

BSC  



OSAT 

Bottleneck decreases 

SSSG increases 

Talent @ KFC – new hiring and onboarding program – over 2300 restaurants on.  

End to end, simplified use, paperless and mobile, integrated background checks, merit 

integrated 

People Matter is owned by Snagajob 

#1 in hourly job searches 

Applicant tracking – Talent assessments- seam onboarding – daily postings on Indeed, Google, 

Snagajob – Social media, Facebook and Twitter management – KFC Careers, custom franchise 

site – simple for RGMs – has great analytics 

2300 stores using – 532,000 applications started – 256,000 apps completed-  22,000 hires –  

$25/month per restaurant 

Engagement –  

Concerned about turnover?  

John recognized Jason Zakaras with a Colonel Sock Puppet, which is his award, for his 

dedication to his people and training. 

Did you know it costs you $500 every time an employee quits? The key is to keep them at least 

90 days.  

OEC said we need consistent onboarding – needs to be customizable for the RGMs. They 

understand our legacy and the Colonel once they have done this. You can use it for one person 

or a Team meeting. We want to use this to develop culture and pride. It’s your responsibility to 

get repeat customer visits and their experience with your team has a lot to do with that.  

Signature Brand Orientation – 30, 60 or 90-minute versions.  

Have welcome swag bags available to give them at $3, or you can order individual items, but 

the bag is the cheapest. It includes a new hire brochure. From the Market Place. 

Chris Caldwell – Chief Information Officer 

We have extremely aggressive plans from an IT standpoint 

We will move to best in class digital  



Delivery – postmates, doordash, amazon, ubereats etc. Working on what our opportunities are. 

Some people are paying up to a 30% commission to have the food delivered. It must be 

integrated into our system so we know about the order ahead of time. We will form a 

relationship with a chosen provider. Want to get into all restaurants by 2020.  

Kiosks – will be testing a solution that is already proven in international – really doesn’t save 

labor 

Online ordering – 2018 once we are doing this we can do digital loyalty programs 

Digital ordering ecosystem – we want to make sure we get the data of who it is and what they 

order and all the other analytics.  

Ops Technology – we already have 200 restaurants with the manager iPads and they are ready 

to expand it. The digital logbook is just the tip of the iceberg on what it will be capable of.  

New Network – Comcast cable – higher bandwidth – 10 mg mb or higher. We must use the 

single provider to make it work.  

Next Gen Merit – testing to find the best for the future.  

Temperature monitoring – looking at creative ways to use technology and mitigate risks.  

Data – had challenges this week. Biggest investment is in infrastructure, so we can have real-

time data. Next year is planned to roll it out.  

Goal is to eventually be better at forecasting.  

IT Security – This is a main priority for us. Chip cards lagged because we were working hard to 

improve security on our credit cards. Doing 150 restaurants every night on chip software.  

Chris recognized Teresa Kelly for her BSC results and for serving on the OEC. His award is a 

Louisville Slugger bat.  

Brian Cahoe – Chief Development Officer 

Net Growth and finish the remodels is our biggest priority.  

18% done and now our 2nd most prominent image in the US.  

14 new stores open this year and 11 under construction. 50 more approvals in process. Expect 

to be net positive next year.  

Our runway for growth is massive. National penetration is 13 units per million people.  

Recent openings are certainly compelling! All are over 1.5M PRA.  

Equation for smart growth –  

Strong economics – good ROI – incentive program 



Development capability – staffed and tools – lots of options – Tatiana Lambert Field Dev. 

Tools and technology – looking at reducing costs of buildings 

Leadership and commitment – 

New Restaurant Growth signals massive brand change – the industry is going to be talking 

about us. It’s exciting – 

Sales lift on American Showman is averaging 5%.  

On track to complete over 600 restaurants this year.  

Doing a test to see if we can get done faster – outside of Lendlease. 100 included.  

Continued focus on better execution by Lendlease  

Punch list 

Signage 

Hero assets – Big Chicken – SDF airport – Overland Park 

Early Renewal – If you have renewals coming up in 2018-19-20, you can get existing rates if you 

act now.  

Brian recognized the Lambos company for their work on upgrading and opening a new 

restaurant.  

Q&A –  

Question about FTF strips to simplify kitchen – will keep looking but no idea of going to FTF.  

Question – would like to see more content on TeamKFC instead of just kfc.com 

Question – you mentioned tenders and we aren’t seeing any tenders. We’re getting miserable 

looking strips. We’re big enough we should be able to fix this better.  

We buy 62 million pounds of strips and we are looking and testing alternatives  

Question – how do you perceive that the prepackaged cookie doesn’t hurt the fresh 

perspective of our cookies.  

We need to decide where we want to put our complexity and labor and we know from research 

that our customers care about our COB, tenders and core sides. We know it can’t look like a 

convenience store plastic, but we don’t want to spend our labor on bagging cookies.  

Suggestion – extra bakers rack for cookies – fill up with frozen and then move to the oven and 

replace frozen with baked.  

Question about the dual cooler requirement. Talk to Vijay or Aaron Thomas.  



Brian Bryan recognized Ron Voelker with Gycor for his 45 years of service to the KFC system.  

Thursday morning –  

GL President Kathy Bouwman welcomed everyone to this morning’s session and introduced 

Krista Snider from the KFC Foundation.  

Krista showed several videos and a deck about all that the KFC Foundation does and REACH 

grant winners from the three different regions. (see deck) 

She also showed RISE GED achievers from the 3 different regions. It is so inspiring to see these 

team members finally earn their GED with the help of this program.  

KFC Family Fund is the other Foundation program that helps KFC Team Members who have 

been hit with a personal tragedy. Over $165,000 has been given to over 400 team members in 

these three regions this year, especially in Texas after hurricane Harvey. 

They are testing a new program that teaches financial literacy to team members who are in 

financial difficulty.  

All of this is funded by our cole slaw surcharge. Please do not opt-out of the surcharge.  

AKFCF – see deck 

Kathy introduced AKFCF President Eric Overcash. He talked about this being his first time at the 

Super Regional and how it is really a special meeting. His theme this year for the convention is 

“Dedicated to our Continued Success.”  

This reflects the continued improved partnership with KFC corporation and our franchise 

leaders. This is a great brand and working together KFC will once again achieve the dominance 

that we once had.  

You have heard before what a job it is to be the AKFCF President. It is a big job, but very 

rewarding and we have a great team that gets the job done. We started as franchisees in 1980.  

Theresa Kelly from Fordyce Management in the Great Lakes was awarded a Shining Star for all 

her work with the region, on the OEC and in her local community.  

Kelly Spring from Hill Enterprises in the Southwest region was awarded a Shining Star for her 

work with the region as regional Secretary and for redesigning their website and starting a SW 

newsletter, as well as working in their families’ restaurant.  

The UM recipient was not in attendance and will be recognized at a later date.  

Eric spoke about various AKFCF initiatives. The Partnership Survey will be starting November 1. 

Please take the survey. Kevin mentioned yesterday that he was very interested in everyone’s 

feedback. In our company, we have three values that we try to live by, and we do the same at 

the AKFCF. The first is Accountability. We are committed to being accountable for the dues that 



you pay to ensure that you get a good return on that investment. When you come to 

convention, we want you to get value from that investment, through workshops, information, 

best practices, entertainment and many other ways.  

The Education committee is working to put together Best Practices to share with everyone. We 

are working to identify the operators with best practices and then will start sharing them on a 

monthly basis.  

This has been a great meeting and Diane and I have appreciated your hospitality and it was 

great to meet many of you this week.  

Kelly Rodenberg – AKFCF Executive Director 

It is Prime Time to talk about the 2018 AKFCF Convention in Anaheim California. Kelly talked 

about all the different attractions in that area. It will be at the Anaheim Marriott, which has 

been recently renovated. The room rate is $199. All of our activities are on one level and in one 

area, and the trade show is in the adjacent brand-new convention center just 3 minutes down a 

palm tree lined path.  

We wanted to bring the flavor of LA and TV with a new format. It’s all going to be done through 

talk show and game show format. The new convention brochures are on your tables. Early bird 

registration goes through 12/31.  

Every year after the convention we do a survey to get everyone’s feedback and then we use 

that at our debrief session to try and improve the next convention.  

The first day will be the golf tournament and the community service event. Later that afternoon 

there will be two workshops.  

The next day will be the general session where it will be done like a talk show. Then the KFCC 

presentations. There will be workshops in the afternoon, including Doug Lipp, who was a 

Disney trainer. That evening is the welcome reception in the trade show.  

The next morning are the regional breakout meetings and the AKFCF Board Meeting. Then 

lunch with the vendors and an afternoon session with keynote speaker Jabez Labret. That night 

is going to be our celebration with “the Band Perry.” Dinner in one Ballroom and then the 

concert in another.  

The next morning will be the AKFCF Legal Update followed by the Town Hall session. Then lunch 

in the vendor show. That afternoon will be two more workshops. Scott Zimmer will be talking 

about bridging the generation gap and then a panel discussion with “Best of the Best” winners 

sharing their best practices that brought their success. That night we will have a picnic with KFC 

food provided by the local franchisees and the “LA All-stars” cover band in the common area 

between the hotel and the convention center.  



Talked about future conventions at the Rosen Shingle Creek in 2019, Gaylord Opryland in 2020 

and the Gaylord National in DC in 2021.  

Kathy then introduced AKFCF General Counsel Ron Gardner 

Ron talked about the things that he has been working on.  

ASAP – the issues kind of follow the process. The biggest complaints right now are about the 

close-out part – the punch list and final payout. Lendlease didn’t want to provide the invoices to 

prove what they charged and Ron and the KFCC attorneys have been working to get them so 

that you know how to allocate your costs for tax purposes. He was also getting complaints of 

subcontractors placing liens because they hadn’t been paid by Lendlease. They had died down 

some but KFC Development has a team to deal with this and virtually all have been resolved.  

Everyone has been disappointed with Lendlease and the process. It has not gone how anyone 

wanted or expected. KFCC and the NCAC have been looking at alternatives and they now have a 

100-store test which allows select franchisees to get out of the Lendlease deal and do the 

project on their own. So far it seems that the labor will be lower but the supplies needed may 

be higher. After this test there may be an alternative to using Lendlease, but the operator will 

have to prove their ability to do it correctly before they will be allowed. Until then, the only way 

to get the benefits of the Acceleration Agreement is to stay with Lendlease, so his counsel is to 

stay the course with Lendlease. If your experience becomes horrible, call him to discuss it.  

Strategic Planning process for the AKFCF – We asked all the AKFCF Board members and regional 

officers to fill out a survey that we developed to help us look at how the regions and the AKFCF 

work together and how their regions operate, so that we can review and share best practices 

with all the regions. We are in the process of analyzing these surveys so that we can share the 

results with the Board. We can only make suggestions to the regions and they must make the 

decision to adopt any changes.  

Fee Increases – KFCC has the right every year to raise fees by the CPI index, but they haven’t 

since 2008. They wanted to raise them last year, but Ron talked them out of it, and they are 

going to raise the fees at the end of this year. It’s going to go up from $6750 to almost $8400 

for a 10-year renewal. They also were concerned about the difference between renewal dates 

and upgrade dates, so they offered to let people buy years to align those two dates. (see deck 

for more detail) This is a good thing. Andy always told you never pass up a chance to extend 

your franchise agreement.  

REC – The Restaurant Economics Committee is working on how to judge the economic health of 

the system. They are going to do a small econometric study, similar to what the AKFCF did 

before the Acceleration Agreement. They are now working with a vendor and will do a 100-

store test to check the process. He is doing the contracts to keep all the data confidential so 

that the REC just receives the aggregate data.  



Express Units – KFCC is now looking at Express units to try and get back to positive growth in 

units. You may be contacted about wanting to put a unit in your area. You need to pay 

attention and call him if you have questions.  

Fryer Check - System Brand Standard – you need to get on this. If you get to the end of the year 

and have done nothing, you will get a default notice. Get started and even if you can’t get done, 

make as much progress as you can.  

Ben Johnson has left the NCAC to work for KBP Foods. The good news is that he is still going to 

be on the Contract and Facilities committee and be a resource to us. The bad news is that the 

new NCAC counsel Raja Patil, has a lot of learning to do to get up to speed, but he is already 

being helpful.  

KT changes – Taco Bell had a standard from $350,000 to $700,000 to renew. They have changed 

that this year to $400,000 to $700,000 and it will go up $10,000 per year.  

NCAC Realignment – Cynthia explained that yesterday 

Tech Issues – single supplier for broadband – this will have to require a change to the Merit 

agreement and a contract with Comcast that will protect your rights.  

Contract review – they (KFCC and YUM) have opened their doors for Raja and I to work with 

them on every contract that they do that would effectaffect franchisees. This is a wonderful 

development and an expansion of the Memorandum of Understanding as we get in on the 

process much earlier and can influence changes that make the contracts better for you.  

This ended the AKFCF reports  

The keynote speaker is Steve Gilliland. He has spoken to different AKFCF regions on four 

occasions already.  

His topic for today was “Enjoy the Ride!”  

You can’t take it with you. Don’t be so distracted with things that you don’t enjoy the ride.  

Passion and Purpose – Never lose it! 

Read Tony Dungy’s book – Quiet Strength  

He (Tony) talks about when he was a high school football player. He was switched from running 

back to quarterback his senior year. He wanted to quit. His Dad told him before he makes a 

decision like that, ask himself, is what I’m considering doing – is it going to make the future 

better or worse? He went on to be a great quarterback, great college and NFL player and coach, 

and now respected commentator.   

You need to take responsibility for every lazy, lethargic person you have working for you that is 

hurting customer hospitality.  



Stop giving people permission to ruin your day. A bad day turns into a bad week and then a bad 

month and then a bad quarter. Don’t let them.  

It is what you make it. You need to come out stronger and better.  

A closed mouth gathers no feet.  

It’s what you do that you don’t have to do that defines your integrity.  

Assign the value to what you are doing.  

Sometimes we are enjoying the ride – everything is good – but then you lose your focus – and 

things fall apart. Don’t miss out on things.  

It’s not how you start this life. It’s not how you finish this life. It’s how you learn to enjoy the 

ride.  

Obviously, I cannot put on this page how powerful this presentation was. I was very 

disappointed that by the time Steve started, we maybe had a quarter of the attendees that we 

started with. This meeting we spent over $20,000 on high quality speakers.  

The meeting ended.  
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