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The Gloucester County husiness scene

S‘laﬁ photos by Tim Hewk -
Above, franchise operator: FrarH-: Salera fills the salad case at the Sal-
adworks in Deptford Tnm't.uhlp. Below, assistant manager Hnshe Gra-
ham makes a m
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Mall management
didn’t think a salad
store would pay the
rent — boy, were
they wrong!

By Senitra Horbrook
shurbrﬂf:rk@b;rmm COTT

he first time John Scardapane
presented his concept of a quick-
casual all-salad eatery to the
management of the Cherry Hill
%ml I, hewas- tmnedlm i
‘ mnever saw an
that,” sﬁd%@;ﬂapane, founder
and chief executive officer of
Saladworks. “They didn’t feel it would the pay the
rent that they needed to

After keeping at it for several months Scarda-
pane was given the official OK to open his eatery,
but only if he dedicated half the business to sand-
wiches. Two munthaIater the sandwiches were
removed from the menu.

“The first year and a half we were the highest
grossing eoncept in the mall food court,” he said.

That was in 1986. From that one location in the
Cherry Hill Mall, Saladworks has grown to 87
locations and now

customers and at the

tivne Ewvaswit deliv-
ering that JOHN SCARDAPANE

franchisees wanted

second and third

locations. Scardapane looked at trying to find a
partner and also looked into selling the company;,
but he couldn’t find anvone right for the business.
So, in 2000, he decided to b in training and
infrastructure at the c ngdfﬁm in Con-
shohocken, Pa. That has enabled the company to
properly plan for nationwide gmwth

“We had to do that first,” he said- “So many
chains sell franchises and then trv'to build infra-
structure.”

Scardapane attributes the company’s success to
the corporate culture and values.

“We have strict values we adhere to — that
translates to the franchisees and people that are
serving the customers,” he said, “When we inter-
view for new pmsper:ts for franchisees, new help
for the home office or salad makers; we're always
looking at if the core values exist in who we're

(See TOSSED, Page B-4)




B-4 Gloucester County Times, Woodbury, M., Friday, Janvary 11, 2008

Tossed: Saladorks franchlses are doing great

(Continued from Page B-1)

hiring. That helps gm{le us in good times
and bad.”

Times are good right now for Salad-
works and its franchigees. The company
took in $60 million in sales in 2007, a 15-
percent increage from 2006, According to
Frank Salera, franchisee of Saladworks in
Depiford, the four-year-old store exper-

- enced double-digit growth in the first
ihiree years of being open.

“We are in the top 10 as far as sales
growth,” Salera said.

Salera, who has 26 years in the restau-
vant business, and his wife, Carol, came
upon Saladworks while they were looking
for a business to run together, When their
danghter got a salad from the Saladworks
irs the Moorestown Mall, they visited a
free-atanding unit and Tiked what they
SOWL

We liked the layoul and liked the
atmosphere,” he said. "We called up the
franchise and said we liked Saladworks
and gaw this being built.”

Salers and his wife alzo operate the two-
year-old Jocation in Washington Township
and arve in the process of buying two more

- gtores; which places them ameng the com-
pany’s T0-percent, of multi-unit operators,

SaaH photo by Tim Hawk
From left, Gloucester County College stu-
dents Jessica Vance and Sam Bennett eat
lunch at the Saladworks In Deptford.

James Dooney owns gix stores, includ-

. ing one in Glasshoro, and is opeming two

more this vear.

Ttiaa hE-ElﬂllE]‘ m:mapt People are
move conscious of the way they eat,”
Doomey said, “The funniest thing is when I
first opened I didn't realize how much peo-
ple wanted it. There were no real alterna-
tives out there in a quick-cazual atmos-

phere. Llook around and everyhody's doing

salads now. [ saw that was coming, other
people see the same.”

poney, who previously worked m the:
produce business, purchased his first unit
in Wayme, Pa.in 1098,

“Being my own boss is most rewarding,
but it's also being part of a concept that
people love,” he said. “They love this con-
eept, 1 get inguiries on ‘How do T hecome a
franchisea? every weak.”

According to Scardapane, prospective
franchisees need $80,000 to $100,000 in

cash o open a Saladworks. The total cost

is hetween $425,000 to $450,000, but that
can be financed th‘uugh several lenders.
Saladworks also periodically hosts open
houses where they go through a presenta-
tiom on the company followed by a ques-
tiom-and-answer session, Those who are
atill inferested can then sign up for a dis-

“eovery day wheve they spend a day with

the sales department. The next step is an

interview process with at least four differ-

ent department heads,

“If amy one of the department heads
feels it's not a good fit, we don't move for-
ward with the franchise prospect,” Searda-
pane said. “Getling into these deals is
pretty easy and geiting ontis th-e haﬁl
part.” :




