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Today’s consumers are faced with an array of choices in the highly competitive foodservice 

marketplace. Keeping pace with consumer demands requires a sharp focus on emerging trends, 

quality products, service and value. Consumers purchase brands they recognize and trust. Let 

Premier assist you in developing powerful and distinctive retail concepts that will rival any of the 

national brands, while driving revenue, and enhancing customer satisfaction.

Concepts by Premier™ offers an all-inclusive solution to help you create your own unique and 

successful concept in a new or existing Food Service retail operation.

Concepts by Premier
Menu & Branding Solutions Introduction

Concepts by Premier™ has taken the guesswork out of customizing a retail concept at your facility. 

We offer flexible, turnkey solutions to create higher foodservice revenue at a lower startup cost.

Low Startup Costs

There are NO franchise and NO royalty fees. You have the ability to implement a retail concept 

without the high startup costs that come with developing a concept from the ground up – this is a 

turnkey solution!

Program Flexibility

There are many options for you to customize the retail concept to fit your needs, from merchandising 

to kiosk design to menus. 

Lower Cost of Goods

Because virtually all the products in the retail concept are already on contract with Premier, you take 

advantage of the cost savings! Plus, with our contracts, you are protected against fluctuating prices 

or volatile food costs due to inflation.

Turnkey Implementation

Concepts by Premier™ provides you with all the materials you will need to implement your retail 

concept, including operational instructions, customizable marketing materials, recipes and more.

Results

With a Concepts by Premier™ branding solution, you will see increases in foot traffic, sales, profit and  

customer satisfaction.

Your Turnkey Answer to Increased Revenue



Premier’s ROOTED™ Concept:
A branded fresh, healthy choice menu style concept is an easy way to provide your 
customers with the on-trend and contemporary menu options that they are craving, while 
enhancing your culinary operation and increasing customer satisfaction and revenue! 

A survey conducted in May 2016, found that more than half of u.S. consumers reported 
always trying to eat healthy when visiting restaurants in 2013 and 72% were more likely 
to visit restaurants that had healthy options on their menus. The consumer also wants 
socially responsible restaurants that offer free-range meat, without antibiotics or steroids, 
and natural, organic ingredients. 

Why ROOTED™?  
•  Healthy fast casual restaurant sales totaled $384 million in 2014, up 30% from 2013.

•  According to a 2017 National Restaurant Association study, more than seven in 10 adults 
are trying to eat healthier at restaurants than they did two years ago.

•  61 percent of restaurant operators planned to offer more light or low-calorie dishes in 2014 
and 59 percent planned to introduce more gluten-free options.

•  Consumers managing diabetes say they are seeking whole food solutions: whole grains 
and fiber are sought by two-thirds of consumers managing diabetes. 

•  Nielsen’s 2015 Global Health & Wellness Survey found 88% of those polled are willing to 
pay more for healthier foods.

ROOTED™ Concept Menu & Branding Solution

No franchise fees. No royalty fees. Ever. 
Just quality, customized food branding.

*   Sources: http://www.cbsnews.com/news/healthy-fast-food-americans-are-eating-it-up/. https://www.statista.com/topics/1965/healthy-dining-in-the-us/. http://www.
restaurant.org/Industry-Impact/food-Healthy-Living/Trending-Healthy-(1). http://blog.qsronline.com/10-startling-restaurant-statistics-in-2015/. http://www.forbes.
com/sites/thehartmangroup/2015/11/19/consumer-trends-in-health-and-wellness/#7b8873814be7



ROOTED™ Concept Menu & Branding Solution 
(Continued)

ROOTED™ Concept Highlights: 

• Complete recipe and menu options

•  Adaptable to use with a wide range of ingredients from classic to contemporary

•  Vegetable-centric menu options

•  Salad bar recommendations including  
menu items and layouts 

•  Recipes and meals are centered on  
core nutrition recommendations

•  On-trend flavors that will meet the  
demands of today’s consumers



1.  Does the size of the operation matter? 

No. All Concepts by Premier™ are developed for all of our Members, regardless of the size of  

your facility or operation. 

2.  Can this concept go into an existing space or does it have to be a new location? 

All Concepts by Premier™ have been designed to go into new or existing locations within  

your facility.

3.  Do you have kiosk designs? 

Yes, we work with several business partners that can provide you with a range of kiosk  

type designs.

4. How much space does a ROOTED™ concept require?

Depending on whether how many items you plan to offer, the space required is minimal. We can 

work with you to determine the appropriate amount of space for you and your operation.

5.  Who helps with the design component of the planning process? 

We currently work with Supply America design work.

6. What is the cost of implementing a Market Fresh Deli concept?

      Depending on the scope of the operation and equipment you already own, the cost is  

estimated at $1,000. 

7.  Can a ROOTED™ concept be a “stand alone” concept? 

Absolutely, the menu items that you can offer are endless. QSR concepts are extremely flexible and 

can be used in a variety of ways using unlimited number of ingredients.

8.  Can you put a ROOTED™ concept with another venue? 

Absolutely, the ROOTED™ QSR concept works well when combined with any type of concept.

9.  Are there “healthy” type ROOTED™ recipes and products available? 

Yes, all recipes follow the recipe guidelines developed by Premier’s Culinary Committee and  

reviewed by our Clinical Dietitians. Please refer to the nutrition standards and guidelines in the 

resource guide. 

ROOTED™ Concept Q&A



10.  Do I need a business plan? 

Since this concept can be implemented in existing space, you will probably not need a business 

plan. However, if you need or want to add a station you may need to “sell” the capital expense / 

project to the decision makers within your organization. Many times executives are looking for a 

“ROI” when make a decision on whether or not to invest in a specific project. Premier has devel-

oped a Business Plan Template that is available to all members free of charge.

11.  How do I determine the return on investment (ROI)?s 

The best way to communicate an ROI is through the use of a Business Plan. Basically you calculate 

the total investment, projected revenue and profit  from the sales in the concept. Divide the to-

tal project cost by the monthly profit to determine how many months it will take to pay back the 

capital investment.  

12.  How many different types of ROOTED™ items should I put on the menu? 

There are not any requirements for the number of items that you must place on your menu, Pre-

mier Retail Concepts are flexible.  It is up to each member operator to decide how many different 

types of ROOTED™ that they would like to put on the menu and sell. 

14. Can I make my own ROOTED™ recipes?

Yes. Again, all Concepts by Premier™ are flexible allowing the member operators to customize 

what items that would like to menu.  However, it is strongly recommend that you follow the recipe 

guidelines and nutritional standards of the ROOTED™ Concept.

15.  How do I personalize my ROOTED™ signage and point of-purchase materials with the name  

I choose? 

We’ve made it easy and cost effective to personalize your facility using the same online tech-

nology used when ordering your materials. You’ll find a number of the items available allow for 

personalization. As you place your order for each item you’ll find simple instructions on how to 

add your facility name to the Market Fresh Deli solution logo.

16.  Can I incorporate my company logo into the signage and point-of-materials for my        

ROOTED™ Concept Solution? 

Yes. Incorporating your company logo into the signage or point-of-purchase materials can  

be done on a custom basis. Our creative services partner, Integrated Marketing Technologies, 

can be contacted directly to achieve many of your customization needs. Contact Eric Kvasnicka 

at 330-225-3550 or ekvasnicka@imtco.com.

ROOTED™ Concept Q&A (Continued)



Concepts by Premier™ has created a “Premier Apple” Visual 

Cue that signifies a health and wellness component that can 

be incorporated in any of the menu and branding solutions, 

including the Market Fresh Deli concept. It is recommended 

that the “Premier Apple” Visual Cue be included as part 

of your retail concept’s health and wellness component as 

a symbol designed to educate and help customers make 

healthy and nutritious food choices. 

This symbol is to be utilized at the discretion of the end-user 

and should be posted by each menu item that is based on 

the nutritional criteria defined by the facility, the facility’s 

state, or any other legal requirements. It is critical for you to 

post the criteria that you are following or have developed 

in a place where your customers can easily locate or obtain 

it, so they fully understand your nutritional standards. 

Concepts by Premier
Health & Wellness Component

It could be as specific as:

An entree with 2 sides contains no more than 

800 calories, 25 g fat, and 1000 mg Sodium

Or 

An entree contains no more than 500 calories, 

17 g fat, and 600 mg Sodium

Or 

A side contains no more than 250 calories, 8 g fat, 

and 500 mg Sodium 

OR as general as:

A meal offering no more than 3 oz. of protein, 

which includes a fruit and a vegetable.

Examples of possible criteria in order 
to be designated with a “Premier Apple” 
Health and Wellness Visual Cue:



ROOTED™ Concept Retail Operator Decision Points

Operational Strategies

7.  Select Desired Menu Options/Components  

of the Premier ROOTED Program:  

 Menu Items 

• Entrees  • Salads  • Burgers / alternatives 

• Breakfast Items  • Sides  • Salads 

• Slaws  • Whole Grain options  • Bean options 

Select Preparation Options  

• Scratch  • Speed Scratch  • Convenience  

8. If required obtain “High Level” Design   

    and Cost Estimates 

9. Develop Business Plan / ROI

10. Develop staffing plan and requirements

11. Select design firm if applicable

12.  Develop and approve all designs and  

equipment specs. Drawings for the 

concept space

13. Develop job descriptions if needed

14.  Develop staff training program and timing: 

• Product / menu production 

• Customer Service

15.  Create all marketing materials and programs: 

• Pre-Ordering 

• Grand Opening 

•  Post opening marketing plan …  

Monthly marketing schedule

16. Set up order guide for all food

      and non-food supplies

17. Order all smallwares

18. Order staff wearing apparel

1.  Determine desired location for 

ROOTED concept 

• New or existing retail space 

• High foot traffic count 

• Main retail operations or stand alone operation 

• Space available

2. Hours of operation / frequency

3. Consider the resources of human capital:  

    Number of staff and culinary skill level

4.  Made to order program or pre-made and 

packaged for grab-n-go for quicker service 

and greater customer throughput 

5.  Food and Recipe Guidelines: 

• Maximize the use of fresh ingredients wherever 

possible 

• Use of minimally processed foods and ingredients 

• Plant-based ingredient focus 

• Use of whole grains 

• Incorporate modern sauces 

• Use of healthier fats and oils 

• Focus on flavor, taste and appearance 

 • Add flavors without adding sodium or sugar

          • Marinades  • Rubs 

      • Portion size of animal protein should not  

exceed 3 oz. 

Nutritional Guidelines for entrees: 

• < 800 mg sodium 

• < 800 Calories 

• <30% of Calories from fat (<10% Cals from  

saturated fat)

6.  Sell the concept plan, Approvals 

from organizational leadership



Time & Event Schedule

Task responsibility

Lead
Time

(Weeks)
due
date Status

1 concept information inquiry received customer, Salesperson 8

2
Present Concept sales flyer  
and enroll customer on
www.Premierinc.com/foodandnutrition

Foodservice Account Manager, or
PrcS@Premierinc.com 8

3
Present Concept sales flyer  
and enroll customer on
www.Premierinc.com/foodandnutrition

Premier Member/customer 8

4 review concept time and 
events schedule

Member/customer & Foodservice 
Account Manager 7

5 identify any equipment and marketing
materials needed.

Member/customer & Foodservice 
Account Manager 6

6 order equipment and marketing
materials

Member/customer & Foodservice 
Account Manager 6

7
confirm with Procurement
department products required  
to support concept

Foodservice Account Manager 6

8 Verify product specifications Procurement 6

9
identify if new items need to be
stocked in division. include description, 
brand, pack, grade, and usage.

Procurement 6

10 discuss cMA product specifications
with the customer

Member/customer & Foodservice 
Account Manager 6

11 review alternate products Member/customer & Foodservice 
Account Manager 5



Time & Event Schedule

Task responsibility

Lead
Time

(Weeks)
due
date Status

12 Set up order guide Member/customer & Foodservice 
Account Manager 4

13 review proposed order guide to
validate correct products

Member/customer & Foodservice 
Account Manager 4

14 increase inventory as needed Procurement 4

15 confirm all items in stock Procurement & Foodservice 
Account Manager 2

16 install concept equipment Member/customer & Foodservice 
Account Manager 1

17 Place order to test products and
calibrate after new equipment install

Member/customer & Foodservice 
Account Manager,  
equipment Specialist

1

18
confirm with Procurement
department products required to
support concept

Foodservice Account Manager,  
equipment Specialist 1

19 Schedule concept equipment training
at time of installation if required Member/customer 1

20
identify if new items need to be
stocked in division. include description, 
brand, pack, grade, and usage.

Foodservice Account Manager 1

21 confirm order has been placed and
resolve exceptions Foodservice Account Manager .5

22 Audit pre-picked first order to ensure
a perfect order operations .5

23 Perform recovery on any shorts Foodservice Account Manager 0

24 Support concept opening Foodservice Account Manager 0



ROOTED™ Pricing Guide

Operational Strategies

Premier’s ROOTED™ concept is designed to meet the needs of our members who are looking 

for a concept that reflects the current consumer demand for fresh and healthier items. We have 

created multiple menu items that you can use in order to deliver great products that mirror what 

is being offered in many restaurants or retail venues that promote fresh and healthy menu items. 

Our ROOTED™ concept offers menu items that are healthier and fresh type offerings that meet the 

demands of today’s consumers, while helping the retail operation improve margins and profitability.  

  

It is highly recommended that when developing your pricing strategy consider the following  

points and factors:

•  Price ROOTED™ menu items similar to what commercial restaurants and high end retail venues would 

charge, (i.e., Whole Foods, Wegmans, Seasons 52, etc.).  Low prices will actually hurt the overall image 

and consumer perception of the concept by giving it a cheap, low cost, fast food  

type appearance.

•  If the concept is executed right, the “Price/Value” relationship of the items offered in the ROOTED™ 

concept will allow you to charge appropriate commercial retail prices.

•  When pricing out your menu consider the following food cost percentages: (this may vary depending 

on your market and segment)

       • Sandwich: 32-35%

       • Entrees: 38-40%

       • Sides: 15-20%

• You can also up sell ROOTED™ menu items by offering additional items:

       • Fruit Cup: $1.99 - $3.99 (Depending on size)

       • Side Salads: $1.99 – $2.99

Below is an example of how to calculate food cost percentage and sell price:

Menu Item:   Red Curry Crusted Grouper with Vegetable Salad

Recipe Food Cost:  $2.25 (ie. Cost of all ingredients off invoices)

Markup @ 40% (=$2.25 *2.5)

Selling Price:  $5.63

Profit:   $3.38

** Employee Discount (if offered) must be factored into the markup to achieve profitability

Note: The above pricing are “suggested” only



Food Safety Guidelines for Fresh Fruits and Vegetables

Operational Strategies

Premier’s ROOTED™ concept is designed to meet the needs of our members who are looking 

for a concept that reflects the current consumer demand for fresh and healthier items. We have 

created multiple menu items that you can use in order to deliver great products that mirror what 

is being offered in many restaurants or retail venues that promote fresh and healthy menu items. 

Our ROOTED™ concept offers menu items that are healthier and fresh type offerings that meet the 

demands of today’s consumers, while helping the retail operation improve margins and profitability.   

  

Reference:  HACCP Manual, part II, section VI - Food Safety Requirements

 

ALL RAW FRUITS AND VEGETABLES ARE WASHED BEFORE USE

•  All fruits and vegetables with skins or shells must be washed thoroughly under potable (drinkable) 

running water before they are peeled or cut for service. Whole fruits with edible skins must be washed 

also before service / display.  

•  If the product is pre-packaged and labeled; “read-to-eat”, “washed” or “triple-washed”, the product 

should not be re-washed in the operation.

Washing Hands

 

Washing Fruits  

and Vegetables

Food 

Contact Surfaces

Avoid  

Cross-Contamination

Before and after handling fresh produce. 

(HACCP Manual -- 24 Points Food Safety Standards and Requirements 

[point #1], Handwashing and Personal Cleanliness Policy).

• Use cool, potable water.

• Wash thoroughly.

• Scrub firm produce, such as melons, cucumbers, etc. (recommend 

clean, designated produce brush)

• Do NOT use soap / detergent or bleach. OPTIONAL: Victory  

(Ecolab approved) Fruit & Vegetable Wash. Contact your food safety 

support person for more information.

Clean and sanitize all food contact surfaces, including cutting boards, 

knives, utensils, and storage and serving containers.

Use green cutting board only for washed raw fruits and vegetables.

Store unwashed produce below ready-to-eat foods and above raw 

meat, poultry, fish and shell eggs.



Nutritional Facts:

VALUABLE NUTRITIONAL INFORMATION FOR OUR CUSTOMERS

Nutritional Information & Recipes

Please refer to www.PremierInc.com/foodandnutrition 

for nutritional information and recipes.

Nutrition Facts Disclaimer 

The nutritional values for each of the menu items may vary slightly due to variations in our recipes, 

different suppliers, different growing seasons, and/or the various places we and our suppliers source 

our ingredients. We may update this information from time to time.

Recommended limits for a 2,000 calorie daily diet are 20 grams of saturated fat and 2,300 milligrams 

of sodium.  A 2,000 calorie diet is used as the basis for general nutrition advice. However, individual 

calorie needs may vary.



Create Your Own Custom 
Point-of-Purchase
Transform your space with 
our pre-designed point-of-
purchase materials. You can 
personalize the experience with 
the addition of your name to all 
materials. This personalization is 
provided at no charge.

choose just what you need to 
get off the ground, or go all 
out. You can add items as your 
business grows. We offer many 
standard items, or you can 
even custom design your own 
marketing. Banners and posters 
can help you promote your 
rooTed Food concept in areas 
beyond your location. 

ROOTED Point-of-Purchase Components
A. Overhead Sign  
This sign should be displayed prominently in your space. The sign can be hung from the ceiling or attached to a wall with 
cables or hardware, purchased separately.  

B. Menu Panel w/hardware (per panel)    
The menu panel(s) hang from the ceiling or attach to a wall with cables or hardware, purchased separately.

C. Poster  22”x 28”  custom sizes available 

D. Mounted Poster  22”x 28”  custom sizes available   

E. Banner  72” x 36”  custom sizes available 
 The banner can be hung inside or outside the cafeteria by grommets.

F. Counter Card Holder with plastic sleeve for inserts 10” x 15”  custom sizes available 

G. Scrim (perforated)  36” x 12”  custom sizes available 

H. Blade Sign  20” x 10”  custom sizes available 
 The blade sign is double-sided and attaches to a wall with supplied hardware. 
It is best to apply perpendicular to the serving line to create awareness from any perspective. 

I. Facade Logo  24” x 18”  custom sizes available

 The façade logo is printed on a self adhesive vinyl material. This material can be cut to size with scissors and easily applied 
to most surfaces including your serving line facade or walls. You will trim your logo following a guideline before removing 
the peelable backing. 

J. Contact Paper   standard roll - 96” x  30” custom sizes available 
Contact paper is a self adhesive printed vinyl material. This material can be cut to size with scissors or a utility knife and 
easily applied to most surfaces including your serving line facade or walls.

K. Apron*  OSFA  (6) piece minimum      

L. Cap  OSFA  (6) piece minimum        

M. Polo Shirt*  S, M, L, XL, XXL 

N. Gift Certificate*  6” x 4”  100 minimum quantity 

O. Coupon  3.5” x 2”  100 minimum quantity 

P. Frequency Card  3.5” x 2”  100 minimum quantity 

Q. Table Tent*  5” x 7”  100 minimum quantity  

R. Letterhead*   8.5” x  11”  250 minimum quantity 

S. Door Hanger*   4” x  11”  100 minimum quantity 

* not shown

Materials start as low as $50! Call for pricing. 

For more information on ordering marketing materials please contact Integrated Marketing Technologies at conceptsbypremier@imtco.com





Customer Service Guidelines & Suggestions
Today, consumers are more educated and demanding than ever. In fact, they want more attention, 

appreciation, and recognition for their purchases and customer loyalty.

They demand more assistance and support when making a purchase decision. This includes even 

smaller purchase decisions, including food and beverage purchases. 

In foodservice, consumers want choice, variety, quality, and availability as defined by them and on 

their terms.

Service levels can make or break any restaurant or foodservice operation; consequently, in many 

cases, service trumps food quality!

It is critical to make customer service your first priority to be successful.

5.1. Address customers by name

6. Deliver what the customer wants…the first 

time

7. Be warm and friendly to all customers

8. Give customers the impression that you care

9.  Listen to what the customer wants and what 

they are telling you 

10.  Treat customers the way they want to be 

treated, not how you want to be treated

11.  Understand the difference and needs of 

your internal and external customers

12.  Remember that internal customers, 

employees, may be your largest consumer 

base within your operation

13. Remember, the customer is ALWAYS right

14.  Be quick to respond to customer 

complaints and be empathetic

1.  Above all else, hire people who are naturally 

friendly and courteous. You can train 

employees tactical responsibilities and job 

functions, but it is difficult to train someone 

to be nice

2.  Conduct frequent training and in-service

    sessions with your service staff

3.  Train new employees on service expectations, 

do’s  and don’ts prior to placing them in front 

of a customer

4. Always have a genuine smile

5.   Always be courteous by using scripted 

phrases such as: 

“Welcome to ____ may I help you please” 

“Good morning/afternoon/evening Mr./Mrs./

Miss ____ how may I assist you/help you 

today” 

“Thank you for your business” 

“Enjoy your meal/beverage” 

“We hope to see you soon”



Customer Service Guidelines & Suggestions

Steps for handing each element:

• First and foremost…KEEP YOUR COOL!

•  Identify the source of the anger, why is the 

customer angry or not satisfied

•  Don’t object to, avoid, or deny that the 

customer is upset or angry

•  Let the customer express their feelings 

of discontent. You may need to take the 

customer to an area that is private if the 

level of anger is high.

•  Listen very carefully to what the customer  

is saying

•  Resolve the issue by being empathetic, 

letting them know that you understand their 

issue

•  Let them know that you are sorry for the 

inconvenience, that you value them as a 

customer, and want to resolve the problem

•  Let them know that you are here to help 

them, not to argue, defend or disagree

•  Resolve the problem with the appropriate 

way, i.e. refund, remake the order, etc., so 

that you will not lose them as a customer 

•  Communicate to the customer how the 

problem will be resolved and possibly 

prevented in the future

Handling Customer Complaints:

Resolve customer complaints quickly so they 

do not build or grow into large issues that will 

be more difficult to address and resolve. 

There are 4 elements of an unsatisfied 

customer:

1. The issue itself

2. The anger felt by the customer

3.  How to resolve the issue … the resolution 

process

4.  Moving forward … how to address the issue 

and make necessary changes to avoid future 

issues



Contact Information & Ordering

GENERAl INQuIRIES
Premier Solutions Center: 
Tel  877-777-1552 
Email  solutioncenter@premierinc.com

CAll OR EMAIl TODAY TO GET STARTED!

POINT-Of-PuRCHASE & MARkETING MATERIAlS
For more information please visit: 
www.premierinc.com/foodandnutrition (member login required) 


