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Our 2014 DFA convention celebrating our Brand as 

‘Uniquely Designed for Success’ begins on November 

3rd and once again will be an important gathering to 

connect, collaborate and celebrate all that is good.  

We hope you have already made plans to join us at 

the Arizona Biltmore—it is not too late to register.  You 

can register online at dennys.org or by calling the DFA 

office.  Pages 10 through 19 of this Forum provide 

details on our convention that will be helpful as you 

plan your attendance.  As always, our DFA staff is  

ready to assist you.  
 

We are confident the presentations, workshops, trade 

show and networking with peers along with suppliers 

will be worth your time.  Our objectives for our Brand-

wide gathering remain consistent with prior years – for 

leaders and suppliers in our Brand to share commu-

nity, renew our commitments, align with clarity and 

hear important calls to action.  We sincerely hope you 

join us.  
 

Denny’s leadership is finalizing their presentations to 

update us on strategies, initiatives and plans for the 

year ahead.  Their commitment to this gathering and 

interaction with the franchise commu-

nity is one of the most valuable as-

pects of our time.   
 

Our keynote speaker this year is Con-

nie Podesta, a Hall of Fame keynote 

speaker, award-winning author, come-

dian and expert in the psychology of 

human relations.  Her focus will be 

helping us explore new mindsets for game-changing, 

revenue building, and strategy delivering thoughts to 

challenge us all in a call to action.  
   

Sales trends, guest counts and cash flow for each res-

taurant throughout our Brand continue to be the high-

est priority with constant focus throughout our Brand’s 

leadership.  The DFA Board has continued their dili-

gent work for the Brand along with other DFA mem-

bers via the various Brand Advisory Councils.  As we 

meet, the conversation and attention remains on the 

complex challenges of our business and the continu-

ing cost escalations we face, particularly in states with 

higher minimum wage rates and without a tip credit.  

Our ability to address these challenges and create 

Craig Barber 
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solutions is enhanced as we work to-

gether with healthy collaboration.  I am 

confident we have that capacity from the 

Denny’s and DFA leadership. 
 

The DFA Board is a critical element of 

success for our Brand as they work dili-

gently throughout the year on your be-

half with Denny’s and our suppliers.  

Each year, two ‘at large’ members are 

appointed to fill specific needs that arise 

from time to time.  Please consider your 

willingness to serve the Brand and your 

fellow franchisees.  Please let any of the 

DFA Board members know if you would 

be available for a one year ‘at large’ ap-

pointment to serve. 
 

On behalf of the DFA Board, I want to 

express our gratitude to Frances Allen 

for her capable service to our Brand as 

Chief Marketing Officer while wishing 

her the very best in the next chapter of 

her professional career.  We are grateful 

to have John Dillon in the interim and 

support his leadership in this important 

function for our Brand. 
 

Finally, I want to draw your attention be-

low to the information regarding the 

Power Fund.  This Fund supports team 

members throughout the Brand who face 

unexpected expenses.  We hope you will 

consider a contribution to the fund and 

create an opportunity for your team to 

also contribute.   Together we truly can 

make a difference across our Brand as 

unexpected moments occur that create 

financial needs.  

In closing, it continues to be an honor for 

me to serve you and serve with the DFA 

Board.  We appreciate your support and 

your commitment to our Brand.   

Best regards,  

 

Chairman, Board of Directors 

Chairman’s Invitation 
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Development Report 
The development BAC committee will be providing the latest informa-
tion at the DFA Convention in Tuesday’s general session.  Don’t miss 
this important session!  
 

New Store Openings 

Development Statistics        

 

Domestic: 

International: 

Corporate: 

Total Units:  

 

 

 

 

 

 

 

 

1429 

  103 

  160 

1692 

Total Denny’s Units 

Brand Protection Report 
 

As we begin our last Brand Protection Review round for 2014, we would like 
to share current history with all of you. Through August we have four Fran-
chisees that have achieved “Flawless Execution” in one or more locations, 
congratulations to Anil Yadav, Emad Masaih, John T. Piecuch Jr., and 
Doug F. Koch.  
 

The following Franchisees and locations have two consecutive Outstanding 
Execution results, hopefully all will finish the year having Outstanding Exe-
cution for all three rounds!  
 

Dawn Lafreeda 7356, 8706, 8808, 8809, 6771, ; Linda Christ 8533, 8593; 
Mohammad Saleem 8169; Demetrios Florakis 8756; Kenneth Kilberger 6862; Robert 
Duskin 7967; Chris Hahiasque 6873; Carl Ferland 8549; Doug F. Koch 7171, 7482; 
Farooq Ghias 7734, 8686; Daniel Chu 7207;  Gurpreet S. Arora 8763; Roland C 
Spongberg 7220; Gurbax Rai Marwah 7306; Anil Yadav 8034, Siavash Adabkhah 
7348; Agustin Monge 8562; Fitzgerald Lewis 7410; Anthony A. Shorrosh 8683; John 
C. Metz 7450; Shashi Kamboj 8762; John T. Piecuch 7493; Khaled Obeid 7709; 
Syed J. Ahmad 8864; Medhat Bechay 7718;  M.J.(Moe) Alavizadeh 8868.  Thanks for 
representing our company in such a stellar manner! 

 
Health Inspections YTD 2014 
We have several franchisees that have had 4 or more “perfect health inspec-
tions” having no-criticals or non-criticals for the year thus far and a total of 
140 perfect health inspections! This is an outstanding result, truly admired 
and appreciated; a great example for us all! 
 

Robert T Garglardi,12; Mark Faigenblat, 8; Doug Koch, 7; Glenn Beattie, 6; Moham-
med Hussain, 5; Kenneth Kilberger, 4; Anil Yadav, 4; Robert Duskin, 4; Dawn La-
freeda, 4. 
 

Overall HEALTH INSPECTIONS Failures are down slightly, 125 through 
September 5, compared to 156 for same period last year. Top Three 
HI  Criticals  2013 & YTD 2014:  
1. Cold holding not at approved level; 2. Food contact surfaces not properly 
cleaned/sanitized; 3. Hand wash sinks not maintained/stocked with supplies. 
 
Approximately 1/3 of our restaurants 552 have not turned in a health inspec-
tion in 2014, we need your help! Please follow-up with your restaurants to 
ensure they are faxing in their health inspections within 24 hours to healthin-
spections@dennys.com or 864-597-7381.  Thanks for your support! 

Contributor: Mike Starnes, VP Brand Protection, Quality, Regulatory Compli-

ance & Chief Food Safety Officer, mstarnes@dennys.com 

Brand Advisory Council Update 

Listed below is a summary indicating that BPR failures are on the rise to exceed 2013 results.  
We have identified our top root causes and corrective actions for your review. 

 Location Franchisee Open  

Vernal, UT Cooper, Wesley 4/13 

College Park, MD Lewis, Fitzgerald 4/27 

St. Robert, MO Ismail, Maher M 6/22 

Neosho, MO Lafreeda, Dawn 7/13 

Santo Domingo, DO Nahas, Leonardo 7/16 

Gatlinburg, TN Ferland, Carl 7/19 

Ithaca, NY Beattie, Glenn A 7/22 

Hazleton, PA Gill, Hardev S 8/5 

Birmingham, AL Sodexo 8/22 

Johnston, RI Chu, Daniel 8/25 

New York, NY Marwah, Gurbax Rai 8/28 

Toronto, Ontario, CN Somasundaram, Sam 9/14 
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 Solar Shades Can Save You Money 

Want to Uniquely Design for Success? Consider solar shades 
for your Denny’s. With the approved Heritage Scheme, now is 
a great time to update your restaurant with an energy saving 
new look.   

See the benefits of Solar Shades below:  
 

 Provide a fresh new look in window treatments 
 

 Reduce energy costs 

 

 Are low maintenance: easy & quick to clean... no slats  

 

 Diminish glare, improving both productivity and comfort 

 

 Are UV resistant, flame retardant and contain antimicrobial 
materials 

 

 100% recyclable using biodegradable materials that can 
have a 20-year life span, which generates long-term cost 
savings 

 

 Can be used towards LEED project points for sustainability 

 

 Can be made either motorized or manual  

 

 Shades are in conformance with the current voluntary Ameri-
can National Standards Institute (ANSI) standards for corded 
window covering products.  

 

If you are interested in using solar shades to update your restau-
rant’s look with the Heritage Scheme, please call Window Interi-
ors. We provide window treatments approved by Denny’s Corpo-
rate for all locations.  
Submitted: Darcy Daniels, (800) 654-9818 
ddaniels@windowinteriors.com 

    Priority Capital Partners 
 
Priority Capital partners with the Denny’s Franchisee 
Association. Priority Leasing, Inc, dba Priority Capital, a 
leading provider for franchise financing nationwide, 
announced today that they have been selected as a 
preferred finance partner for the Denny’s Franchisee 
Association. Priority Capital and Denny’s have formed 
a strategic alliance to provide affordable finance solu-
tions for franchise owners across the country. "We at 
Priority Capital hold our franchise support team to high 
customer service standards. Every franchisee should 
have access to affordable financing customized to each 
individualized situation," said Steven McCabe, Vice 
President of Sales & Underwriting at Priority Capital. 
"We are very pleased to partner with Denny’s Fran-
chise Association and offer our services to Denny’s 
franchisees."  
 
Over the last 15 years, Priority Capital’s Franchise Divi-
sion has become a proven and reliable source for nu-
merous QSR concepts nationwide. Priority specializes 
in helping franchisees increase sales and productivity, 
while maintaining each concept’s mandates to keep 
their stores up to current specifications.  
 
Priority Capital possesses the resources and expertise 
to become a viable asset to the Denny’s Franchise As-
sociation.  
 
About Priority Capital  
Established in 1997, Priority Capital has rapidly grown 
to become a leader in franchise financing nationwide; 
twice being recognized as one of Inc. 500’s “Fastest 
Growing Private Companies”. With a proven track re-
cord in the QSR industry, the franchise division assists 
with new store builds, remodels/refreshes, acquisitions, 
along with equipment financing. To learn about the ad-
vantages of working with Priority Capital, or to apply for 
business financing, please visit prioritycapital.com  
 

Submitted:  Steven McCabe (800) 761-2118 x121  

smccabe@prioritycapital.com 

 

News to Know from Allied Partners 

Annual  

Convention 

Nov.3-Nov.6 

Dennys.org 
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Affordable Care Act 
Employers Face Complicated and Burdensome Reporting  

 
The Internal Revenue Service 
(IRS) has finally issued long-
awaited regulations and instruc-
tions detailing employer’s reporting 
requirements under the Affordable 
Care Act (ACA). Under the ACA, 
IRS Section 6056 requires all ap-
plicable large employers (ALEs) to 
report to the IRS information about 
their compliance with the employer shared responsibility provisions of 
section 4980H of the Code and about the health care coverage they 
have offered to employees and their dependents. These requirements, 
like the law itself, are extremely complicated and burdensome to employ-
ers who are required to comply. 
 

The reporting responsibilities consist of an employer transmittal report in 
addition to separate statements that will need to be issued to employees. 
The employer report will be completed on IRS Form 1094-C and the 
employee statements will be completed on IRS Form 1095-C. Months 
after the rules were released, the IRS provided draft forms for employers 
to review on July 24, 2014 with instructions released on Sept. 3, 2014. 
 

What is the purpose of the employer reporting? Information contained on 
the employer report and separate employee-related statements will be 
used to administer and ensure compliance with the eligibility require-
ments of the employer shared responsibility provisions and the premium 
tax credit. In plain English, this is the data the IRS will use to determine 
whether employers should be assessed either the 4980H(a)/$2,000 pen-
alty or the 4980H(b)/$3,000 penalty and whether your employees and 
their spouses and dependents qualify to receive premium subsidies in a 
state exchange or the Federal Exchange/Marketplace. 
 

Who Has to File? All applicable large employers must file annual returns 
with the IRS to report the health care coverage offered to full-time em-
ployees and their dependents. An ALE is an employer that employed 
(aggregated with members of its controlled group) an average of at least 
50 full-time employees—including “full-time equivalent employees (FTEs) 
on business days during the preceding calendar year. 
 

Regardless of whether an ALE offered coverage, all ALEs must file a 
return with the IRS that reports substantial information for each em-
ployee who was a full-time employee for one or more months during the 
calendar year. 
 

Based upon a review of the final rules, Section 6056 returns will include 
the following information, at a minimum, within an Employer Transmittal 
Return and/or Employee Statements: 
 

  The name, address, and EIN of the ALE member; the name and tele-
phone number of the contact person of the ALE member; 

 Certification as to whether the ALE member offered its full-time em-
ployees (and their dependents) the opportunity to enroll in minimum es-
sential coverage under an eligible employer-sponsored plan, by calendar 
month; 

 The number of full-time employees for each month during the calendar 
year; 

 The number of employee statements being submitted; and,  
 
For each full-time employee, by calendar month:  

The name, address, and taxpayer identification number of each full-time 
employee during the calendar year, and months, if any, during which the 
employee was covered under an eligible employer-sponsored plan; 

The months during which minimum essential coverage was available to 
the employee; 

The employee’s share of the lowest cost monthly premium for self-only 
coverage providing minimum value offered to that full-time employee 
under an eligible employer-sponsored plan; 

Whether minimum essential coverage was offered to: the employee;  
the employee and dependents;  the employee’s spouse, or  to all; 

If coverage was not offered to the employee, whether the employee 
was: a new variable-hour employee, in a waiting period, not a full-time 
employee, or not employed during that month; 

If coverage was offered to a non-full-time employee during that month; 

Whether the employer met one of the affordability safe harbors with 
respect to the employee. 
 
Much of the information that will be reported on Form 1095-C, the em-
ployee statement, will be reported via an indicator code. 
 

ALEs are permitted to utilize a third party to facilitate filing returns and 
furnishing employee statements, however, ALE members are ultimately 
responsible for the filings. Using a third party does not transfer any po-
tential liability for failure to report. Additionally, if you use a third party, 
you must report that you did so. 
 

How will employer information be reported? Final rules require elec-
tronic filing of Section 6056 returns on Form 1094-C, except for ALE 
members filing fewer than 250 returns during a calendar year. All IRS 
returns are aggregated for the purpose of applying the 250 return thresh-
old. 
 

For example, an ALE member required to file 150 Section 6056 em-
ployee statement returns on Form 1095-C, plus 200 Form W-2s, is filing 
350 returns and thus must file the 6056 returns electronically. Employers 
that file fewer than 250 returns may file paper returns but are encour-
aged to file electronically. 
 

When is reporting due? It is extremely important to emphasize that ALL 
applicable large employers are responsible for complying with employer 
reporting in 2015. This includes ALEs with 50-99 full-time-equivalent 
employees that may qualify for the one-year delay from 2015 to 2016, 
announced by the U.S. Treasury in early 2014. Employers with 50-99 full
-time-equivalent employees may delay their compliance with the em-
ployer shared responsibility provisions of the ACA (i.e., Employer Man-
date) for one year as long as they meet requirements outlined by the 
U.S. Treasury. The requirements include: 
 

1. Maintenance of Workforce: From Feb. 9 - Dec. 31, 2014, an employer 
may not reduce the size of its workforce or the overall hours of service of 
its employees in order to reduce the number of full-time-equivalent em-
ployees to less than 100. Note that a reduction in workforce size or over-
all hours of service for bona fide business reasons is allowed. 
 

2. Maintenance of Previously Offered Health Coverage: Employer may 
not eliminate or materially reduce the health coverage, if any, it offered 
as of Feb. 9, 2014, during the coverage maintenance period. The cover-
age maintenance period for calendar year plans is Feb. 9 - Dec. 31, 
2014. For fiscal year plans, the coverage maintenance period is Feb. 9, 
2014, through the end of the last day of the 2014 plan policy year. For 
example, if an employer has a fiscal year plan that renews May 1, 2014, 
the coverage maintenance period is Feb. 9, 2014 - April 30, 2015.  
Section 6056 returns must be filed with the IRS annually, no later than 

News to Know from Allied Partners 
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(Continue on page 11) 

Feb. 28 (March 31 if filing electronically) of the year immediately following 
the calendar year to which it refers. 
 

Due to 2014 employer mandate transition relief, the first returns are re-
quired to be filed for the 2015 calendar year and must be filed no later 
than March 1, 2016, (Feb. 28, 2016, is a Sunday) or March 31, 2016, if 
filing electronically. 
 

Employee Statements must be furnished annually to all full-time employ-
ees on or before Jan. 31 of the year immediately following the calendar 
year to which the employee statements refer. The first Section 6056 Em-
ployee Statements must be supplied no later than Feb. 1, 2016 (Jan. 31, 
2016, is a Sunday). 
 

Employers that qualify for the additional one-year delay must certify on 
their Section 6056 Form 1094-C Employer Reporting that they meet the 
requirements for the additional one-year delay from 2015 to 2016. Even if 
the ALE qualifies for the one-year delay and is not required to com-
ply with the employer shared responsibility provision of the ACA in 
2015, the employer reporting is still required to be completed for the 
year 2015. 
 

Penalties An applicable large employer that fails to comply with the filing 
and statement furnishing requirements of Section 6056 may be subject to 
the general reporting penalties for failure to file a correct information re-
turn and failure to furnish correct payee statements. Penalties may be 
waived if the failure is due to reasonable cause and not willful neglect.  
 

What now? The reporting requirements are complex and add even more 
paperwork and confusion to an already burdensome process. Employers 
should begin to review the draft forms 1094-C and 1095-C as well as the 

recently released instructions to begin to understand the type of data and 
information you will need to report for the year 2015. The reporting is not 
due until 2016 but you cannot and should not wait until 2016 to under-
stand the information that is required to be included. You should contact 
your accountant, CPA firm or payroll processing partner to ask what re-
sources may be available to you to assist in complying with the Section 
6056 reporting. 
 

The employer reporting requirements are one provision of the Affordable 
Care Act that impact you, the employer. Are you fully educated on your 
complete requirements and know what you should be doing now to com-
ply in 2015 or 2016? Have you researched plan designs and run the num-
bers to understand how to minimize your company costs to comply with 
ACA? Have you considered a “skinny” or Minimum Essential Coverage 
(MEC) plan? If not, I urge you to contact NAMG Franchisee Services to-
day to learn more about the Health+ program and the exciting and unique 
new plan designs that have been developed specifically for YOU and 
YOUR employees! You may reach a Health+ representative by calling 
678-797-5160, email christyw@namgllc.com or visit den-
nys.yourhealthplus.org.  
 

The statements and information presented in this article are intended for general information 
purposes only. Any reliance you place on such information is therefore strictly at your own 
risk. The information presented is included with the understanding and agreement that 
NAMG Franchisee Services is not engaged in rendering legal or other professional services 
by presenting this material. Additional legal, accounting and/or other advice should be 
sought if additional assistance is required. 

 
Submitted: Christy Williams (678) 797-5160 
christyw@namgllc.com 

News to Know from Allied Partners 
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News to Know from Allied Partners 
Do You Know Who You Are Hiring? 

Employee Background Checks  

 

Background checks on 
employees have become 
a more common practice 
in business, but many 
small and mid-sized busi-
nesses have not yet en-
gaged in the practice.  
When you hire a new em-
ployee, the intention is to 
ensure the person can fit in and contribute to the success of 
your business. Remember, this person will likely deal with 
your customers and clients, as well as your current staff, 
and thus, it is imperative that you do your due diligence 
prior to hiring the candidate.  

 

Think of common workplace issues that arise in your indus-
try. Often, we hear of fraud, varying degrees of theft and 
varying degrees of violence. In fact, a typical business loses 
about 5% to fraud and the percentage increases with 
smaller businesses. Over 30% of employees admit to steal-
ing from their employers. Would you knowingly hire some-
one who has a record of criminal theft or violence to work a 
cash register? Knowing beforehand, a candidate’s prior be-
haviors may lessen your decision to hire, and therefore, 
reduce these events from occurring in your workplace.  

 

One of your goals as an employer is to provide a safe work-
place environment. Background check parameters can in-
clude checking against sex offender databases, drug test-
ing, state and national criminal records, as well as credit 
checks (if pertinent to your business or the job function). 
Background checks can also verify past employment, li-
cense verification, and education verification. These must 
follow corporate policy and state, federal, and local regula-
tions.  

 

Additionally, running background checks on potential em-
ployees can also help to reduce employee turnover. Hire 
the right person for the job, the person who is able to han-
dle certain responsibilities, and the person who has the abil-
ity to fulfill the roles and duties of the job. Hiring is an ex-
pensive process; hiring right the first time saves time and 
reduces overhead costs. Though a background check does 
not guarantee a risk-free workplace, it does drastically im-
prove the awareness and competency surrounding the 
workplace conditions.  

 

It is also important to note that a potential flag in a record 
may or may not show the full story. If you are seriously in-
terested in a candidate, use your judgment to determine 
whether the check yielded accurate          information by 
either asking the candidate or reviewing the information 
yourself. The background check provides more information 

to you so that you may determine whether the employee is 
suitable for the position in your company.  

 

As with everything in business, it is essential to have your 
policies disclosed and your practices are consistent com-
pany-wide. Having proper policies and procedures is an-
other key to maintaining a good work environment. If you 
choose to check the backgrounds of potential candidates, 
make sure they are aware of the policy and provide con-
sent. You want the best for your business; one way to 
achieve this is having the best employees.  

 

Pay1 Payroll Services offers fast, accurate, & affordable 
payroll, human resources, and benefits solutions for your 
business. Pay1 can help you with the entire employee 
background and employee verification processes. There 
are various federal, state and local laws that may apply to 
administering a pre-employment background check, and 
should carefully be followed. For more information, or to 
speak with our team, visit Pay1online.com or call (888) 700-
Pay1. 

Submitted: Yasmin Ismail  

(888) 700-Pay1, yasmin@pay1online.com 

 
 

 



 Franchisee and Denny’s Suppliers, 

We look forward to seeing you at the Annual DFA 

Convention and Trade Show! 

Denny’s is not only uniquely positioned but also 
uniquely designed for success. We have positive 
momentum and remain one of the top performers 
among all full service brands. Our momentum is gen-
erated by three primary sources of fuel: Our 

GUESTS’S FIRST COMMITMENT, the POWER OF WE and because we 
truly LOVE FEEDING PEOPLE. That’s right, deep in our heritage is a true 
love for feeding guests whatever they are hungry for. In fact, when our 
founder,  Harold Butler, was asked why he was expanding so rapidly, why 
the good deal and why always open, this was his simple answer. “We love 
feeding people.” We love feeding families for breakfast, business men and 
women gathering to seal the deal, boomers in for conversation and a fair 
deal, and couples looking to sort out their lives. Our unique diner position 
provides the warm welcome we all want; that place to be ourselves; that 

place affectionately known as Denny’s.  

Though our momentum is undeniable, still we need time together to connect 
and realign to maintain our forward momentum. How much more powerful 
might we be pulling in exactly the same direction?  Let’s not miss this oppor-
tunity to reconnect and most importantly to recommit to the things most 
important in competing for our guests. Let’s achieve 100% participation by 
every franchisee. If you cannot make it, please send one of your team that 

can who can. 

This year’s agenda includes a greater focus on the things that matter most. 

These are some of the agenda items, just to name a few: 

It only happens once a year! Don’t miss it! I look forward to seeing 
each of you and appreciate you making the time for this very impor-

tant annual event.                              Sincerely,  

 

 

John Miller, President and CEO                       

President’s Invitation - Convention 

Annual  

Convention 

Nov 3-Nov 6 

Dennys.org 

Margin Improvement Initiatives and the latest news about 
commodities and cost management; Strategies that build 
sales momentum; Continued menu simplification to im-
prove consistency, guest satisfaction and speed; Areas 
of operating focus that improve consistent and reliable 
service; Updates on Denny’s Pride; The unveiling of the 
2015 Marketing Plan; Exciting new ways of  connecting 
with our key consumer segments, The opportunity to 
meet with key vendor partners during the well-
orchestrated trade show…..and many more important 
updates.  
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News to Know from Allied Partners 
Advertising Awareness 24/7 

The story of the Employee Awareness Post Program  

 

According to the latest Bureau of Labor Statistics, nearly 

three million nonfatal workplace injuries and illnesses were 

reported by private industry employers, resulting in a rate of 

3.4 workplace injuries for every 100 full-time workers. 

 

The costs of these injuries are astounding! Recently, The 

National Safety Council (NSC) calculated the direct and 

indirect costs of an average workplace to be close to 

$200,000 per incident!  With so much at stake and the po-

tential for losses due to injuries so high, we were happy to 

take on the challenge of increasing awareness of safety for 

all crew members across the U.S.   

 

Our mission at CrewSafe – A division of Spellbound Devel-

opment Group, Inc. - was clear: Take what can be a very 

dry topic (safety) and develop an innovative and refreshing 

program that delivers effective safety messaging in a fun 

and memorable way, 24 hours a day, 7 days a week. Un-

derstanding the challenge was the key to making sure we 

were successful at our mission.  

 

Current safety awareness programs consisted of OSHA, 

insurance and state produced training materials in addition 

to safety training videos and digital programs presented to 

employees as infrequently as once per month or not at all. 

These programs and offerings severely lacked staying 

power. With only a brief encounter once a month, an em-

ployee would never remember what they watched or looked 

at a couple of days ago, let alone over the span of 20 or 30 

days. 
 

Our research focused on tactics used by major consumer 

products companies to grab the attention of an often young 

and mobile employee base. Taking cues from the most suc-

cessful advertising agencies in the world, we have found 

the solution is all about entertaining messaging and daily 

repetition. The result is the development of an employee 

awareness “advertising” program we’ve dubbed the OFF 

THE WALL
®
 poster program. This program has the flexibil-

ity and power to be customized to advertise safety, human 

resource and customer service messages to employees 

throughout an organization with ease and low cost. Repeti-

tive advertising of these messages each and every day is 

the key to the success of this program.  Employees and 

corporate managers are abuzz with excitement over this fun 

and effective program. Our first program focused on Slip 

and Fall Prevention, and since then, we have rolled out 

over 400 additional programs across the nation into some 

of the world’s leading retail and food service organizations. 

Results of this groundbreaking program has been hugely 

positive, with participating client injury 

rates and costs dropping up to 40% 

 

What’s new at CrewSafe 
 
CrewSafe, your leader in brand protection, 

has been undergoing positive changes this summer includ-

ing a new Director hire and the building of a new headquar-

ters!  

 

We are proud to announce the new hire of Keith Henderson 
our Director, Client Strategy & Sales. Keith's career has 
seen him travel the USA and Europe sharing his passion for 
showing organizations how employee safety and produc-
tively can not only co-exist, but are actually essential for 
profitability and overall employee job satisfaction!  

 
Secondly, we have relocated! Spellbound Development 
Group, Inc., our parent company, has designed and devel-
oped an exciting new home! Designed to streamline our 
collaborative processes, we’ll be sharing a high-tech train-
ing and brainstorming conference room outfitted with web 
conferencing and state of the art technologies. Our new 
headquarters will also include a conferencing lounge that 
will provide our team more face to face time with clients, 
regardless of their location. In addition, the new building will 
feature an onsite innovation lab that will speed up the idea-
tion and creative process while providing a place to proto-
type, build models and develop cutting edge ideas for our 
clients! 
 
CrewSafe.com 
Submitted by: Breanna Adams 
(800) 977-3759 b.adams@spellboundinc.com 
 
 



News to Know from Allied Partners 

  

 

Visit us at the Trade Show stage! 

It’s all about 

Coca-Cola Freestyle 
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Convention  Site 

  “Five Star” Arizona Biltmore Resort 

One of the only existing luxury hotels in 
the world with a Frank Lloyd Wright-
influenced design, The Arizona Bilt-
more has been an Arizona landmark 
since its opening on Feb. 23, 1929 
when it was crowned "The Jewel of the 
Desert." The resort was designed by 
Albert Chase McArthur, a Harvard 
graduate, who had studied under Frank 
Lloyd Wright from 1907 - 1909 in Chi-
cago. 
 
Perhaps the most obvious and dramatic 
design link to Wright is the use of in-
digenous materials that led to the creation of the "Biltmore Block." 
The pre-cast concrete blocks were molded on-site and used in the 
total construction of the resort. The "Biltmore Block" features a 
geometric pattern that is said to represent a freshly cut palm tree. 
 
In 1930, when the estimated $1 million construction cost doubled, 
Chicago chewing gum magnate William Wrigley, Jr., one of the 
original investors in the project, became the sole owner. Over the 
next 44 years, the Wrigley family owned and operated the Arizona 
Biltmore and it became world renowned as the preferred luxury 
oasis for celebrities, heads of state, captains of industry and other 
famous travelers. 
 
In May of 1973, the Wrigley family sold the Biltmore to Talley In-
dustries, which closed the resort for renovations that summer. 
During the installation of a new sprinkler system, a welding torch 
ignited a fire which resulted in $2.5M in damages. As in 1929, con-
crete blocks were molded on-site; patterns from the early 1920s 
were woven into carpets ordered from Ireland, and designs for 
furniture, fabrics and murals were selected with the integrity of the 
architecture in mind. The project was completed in a record 82 
days and the result was a finer, more complete hotel than had 
previously existed. 
Since 1973 there has been a number of renovations, including in 
more recent years, a 20,000 square-foot Arizona Biltmore Spa, 
fitness center and full-service beauty salon opened. The Arizona 
Biltmore boasts 740 guest rooms and is one of the largest hotels 
in Arizona and one of of the largest event venues. Thanks to con-
scientious owners who have been committed to preserving its ar-
chitectural integrity, the resort is, in many ways, more "Wrightian" 
than when it was built. And, throughout the years, the Arizona Bilt-
more has set the standard for elegance and style. 
 
Fun Fact:  Did you know that the famed song composer Irving 
Berlin penned many tunes, including "White Christmas" while sit-
ting poolside at the Biltmore? He said that “When I’m working, the 
sunshine is vital to me.”  
 
The Catalina pool, named for 
the colorful tiles which came 
from Catalina island (Off the 
coast of Southern Ca.) was built 
by the Wrigleys in 1930. (The 
island, like the Arizona Biltmore, 
was owned by chewing-gum 
magnate William Wrigley, Jr.). 
Marilyn Monroe called this her 
favorite pool.   

Site Activities 

During your stay at the Arizona Biltmore, a Waldorf Astoria Resort, 
you'll discover that there is recreation for any lifestyle.  
 
Tours: The Arizona Biltmore offers History Tours three times per 
week.  Tours are 1.5 hours long and available on Tuesdays, 
Thursdays & Saturdays at 10am. Tours are free to registered hotel 
guests  Please contact the Arizona Biltmore Concierge at 602-955
-6600 to reserve your spot. 
 
Fitness: A variety of contemporary fitness classes and personal 
training sessions are provided through the expertise of our sea-
soned personal instructors. Experience Mindful Yoga, Cardio Cir-
cuit, Full-Body Challenge, Flexibility 101, Hydro-Fit water classes 
and more. View our Recreation Activity Schedule.  
 
Tennis: Let our tennis Pros guide you or your 
youngster in private lessons, group clinic or 
cardio tennis. Tennis racquets, balls and ball 
machine are available for rental in any of our 
six cushioned courts.  
 
Hiking: Create memories and enjoy the de-
sert beauty during a guided nature walk or 
choose an advanced hike to Piestewa Peak 
Summit to take in the Phoenix valley views. 
 
Biking: Up for an adventure? Try our guided mountain biking tour 
through the Phoenix Mountain Preserve or perhaps a scenic bike 
tour to Scottsdale. Bikes may be rented for the hour or for the day. 
Various paths are available from the resort for riders of all levels. 
 
Croquet: Located between the Paradise Pool and Frank & Albert's, 
this fun family activity is complementary to our resort guests. Res-
ervations are not required, with the exception of tournaments.  
 
Lawn Chess & Checkers: Located directly across from the croquet 
lawn, this life size game has been a tradition at the Arizona Bilt-
more since 1929  

Arizona Biltmore Spa: A calming 
destination that will awaken your 
spirits and invigorate your senses. 
Classes including yoga, aqua aero-
bics, power step and sculpting. 
 

Fun Fact:  The site is a Presidential retreat.  Every U.S. president 
from Herbert Hoover through George W. Bush has stayed at  the 
Arizona Biltmore. There’s a history hallway picturing every one of 
them.  

Annual  

Convention 

Nov  3-Nov 6 

Dennys.org 
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Convention Golf 
meant to be — a time when graphite was for pencil lead 

and golf balls only came in one color. Several holes with 

water hazards and too many bulk-headed greens to 

count, DFA golfers will be provided an experience not 

soon to be forgotten.   

Fun Fact: A number of famous couples have spent their 

honeymoon at the Arizona Biltmore including Ronald and 

Nancy Reagan, and Clark 

Gable and Carole 

Lombard. A frantic Gable 

lost his wedding ring on 

the golf course — only to 

have it returned by an ea-

gle-eyed employee.  

Golf Tournament 

While this year the DFA has been looking for better ways to 

offset rising costs and taking a harder look at cost savings, 

for our Golfers it will be more about learning that staying out 

of strategically positioned bunkers and hazards is more im-

portant than either. 

On November 3
rd

, 156 eager golfers will show up at the Ari-

zona Biltmore Golf Club to play in the annual DFA Golf 

Tournament. With the fabulous weather conditions normally 

experienced this time of the year, golfers will come pre-

pared to take on some heady challenges in order to take 

home the gold.  
 

Considered stately and grand, and the forefather of modern 

design, the Adobe championship golf course is second to 

none when it comes to real prestige, privileges and prox-

imity. Built in the late twenties, the character and layout of 

the course has been refined over many decades, and is 

sure to provide our DFA guest a stately and distinctive ex-

perience.  
 

With simplistic beauty, the lush, 50 year-old fairways and 

spacious layout are a reminder of the game the way it was 
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Convention Golf 

Golf Patrons Support in a BIG way 
Last month, the DFA reached out to its Allied Part-
ners seeking additional support to continue its path of 
perfection for this year’s Golf Tournament, which will 
be held at the fabulous Arizona Biltmore on Novem-
ber 3rd ….. The response was fabulous! 
 
Through our Patron Sponsor program, eleven (11) of 
our APs elected to sponsor one of the many opportu-
nities that are afforded – representing a level of in-
volvement that not only met their business needs, 
but also generates goodwill within the DFA Franchi-
see community. 
 
Of course, it goes without saying that their generous 
support is certainly appreciated and will play such an 
integral part in our success this year. With their sup-
port, it will truly be a win-win for everyone!  What’s in 
it for them?  Well, basically the DFA franchisee com-
munity recognition and appreciation for their initia-
tive, and an ideal opportunity to showcase their 
brand while demonstrating their support to the DFA 
family. Aside from the obvious brand recognition, 
they will also receive key mentioning in the Conven-
tion program that goes into every Welcome Bag, key 
recognition in the Golf Rules hand out at the start of 
the event, along with significant on course signage.  

Thank you to Golf Sponsor and Patrons  

Tournament Sponsor Ventura Foods 

Golf Shirt - Custom A1 Restaurant Equipment 

Golf Towels - Custom Freshmark / Sugardale 

Golf Balls - Custom Pactiv 

Beverage Cart Drinks Coca-Cola 

Golf Skins Health Kit Patcraft 

60-foot Putt Contest Food Service Concepts 

Closest to the Pin Contest S & D Coffee 

Longest Drive Contest Schreiber Foods 

Hole in One Contest Lamb Weston 

Golf Awards Advantage Equipment 
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Convention Sessions & Workshops 

Tues: Session  Opening Session: DFA Chairman’s Address, Craig Barber - CEO Address, John Miller - Keynote Speaker Con-
nie Podesta - Marketing Report, John Dillon - Denny’s Finance Report, Mark Wolfinger - Denny’s Development 
Report - Steve Dunn 

Wed:  Session Franchisee Members Only: State of the DFA 
Franchisees & Corporate Only: Denny’s Marketing Calendar for 2015, Denny’s Brand Operations Report 

Wed: Workshops International Franchise LSM Training 
DINE 2015: Life After MenuLink 

Thurs:  Session Closing Session: Recap, Craig Barber, DFA Chairman - John Miller, Denny’s Inc. CEO - Announcement of 
plans for 2015 - Grand Prize Drawings $2,000 to a Franchisee / $1,000 to a Supplier (Must be present to win) 

Displays: No Kid Hungry Information Station:  Visit the NKH station for the latest information. 
Power Fund Information Station: Visit the Power Fund station for the latest information. 
Hall Of Heroes: View case studies of Denny’s Franchisees 
 
D.I.N.E. Lab: Visit and see the new Wave terminals and see the demonstration of the new Labor tool  
eRestaurant as well as Xformity.  
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Convention Keynote Speaker 

Connie Podesta ~ Tuesday Keynote Speaker 

When we set out to find a suitable Keynote Speaker for this year’s Convention & Tradeshow there were a few 

things we were certain that we wanted: First, we wanted a powerful message, but without the traditional Punch & 

Judy slideshow; secondly, we wanted it to be motivational, but without all of the rah-rah craziness; thirdly, we 

wanted it to be interactive, but without all of the silliness; and finally, we wanted an expert without the ego…

someone fearless of getting down into the minutia of our business and looking at it from the playing field…where 

we are. 

We were looking for a game-changing, money-making, sales-generating, idea innovator who understood OUR 

business from the ground up and could offer some strategic insights that we could actually take to the bank. 

Someone with out-of-the-box strategies and a tell-it-like-it-is style who would not only entertain, but be a business 

motivator who actually had a handle on the marketplace today, and  who instinctively understood our need for 

Solutions, Results and the Ultimate Return on our Investment—and what we found was the PERFECT speaker - 

Connie Podesta. 

Connie comes to us with a rare blend of skills and abilities, but if we were to truly be honest about her, she’s like 

trying to capture a Bull in a China shop!  Having spoken to thousands of organizations in most major industries, 

this two-time award-winning author, Radio/TV personality, Comedienne, Playwright and Organizational Therapist 

will be here this year to speak because she has a proven ability to help enable us to GET WHAT WE WANT out 

of life. So please come prepared for some mind-bending, head-turning and intellectual rush, because when you 

think of “dynamic,” think of Connie Podesta; because that’s exactly what describes this year’s Keynote speaker! 

Connie Podesta is a board-certified therapist, licensed professional counselor, comedian and author of several 

books, including the popular series, ‘Selling to Women - Selling to Men.” Podesta is a well-known speaker provid-

ing positive and inspiring messages to hundreds of companies and more than two million people! 

Connie Podesta 
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Convention  Trade Show 

   

A-1 Restaurant Equipment Dr Pepper Pactiv 

AARP Duskin & Duskin, CPA's Ltd Patcraft 

AC Furniture Co. Ecolab Payless ShoeSource 

ACP Inc Ed Miniat, Inc./The Miniat Companies Pelican Group 

Albertville/Sunrise EnTouch Controls Pinnacle Commercial Capital 

Alliance Payroll Services, Inc EveryWare Global Inc Pinnacle Solutions 

Alpha Baking Fair Oak Farms RBS Citizens Bank Restaurant Finance 

Ametek NCC First Franchise Capital Red Mountain Lighting 

Atlantic Micro Systems FMP - Franklin Machine Products Rich Products 

Basic American Foods Fontanini Italian Meats Roses Southwest Papers 

Bill.com Franchise Signs International RTI Restaurant Technologies, Inc. 

Blendtec GE Capital, Franchise Finance S&D Coffee 

Bruce Foods Genesis Baking Company S&K Sales, LLC 

Bunn-o-matic GOJO Industries Inc S. Thomas & Associates 

C.F. Sauer Foods Golden State Foods Saputo Dairy Foods, USA 

C.H. Guenther & Son / Pioneer Haliburton International Foods Sara Lee  

California Milk Advisory Board Heinz North America Schreiber Foods 

CareerBuilder High Liner Foods Schwan's Food Service 

Cargill Kagome Seating Concepts 

CHi (Charter House Innovations) Kellogg's  Shoes For Crews LLC 

Cholula Hot Sauce Kemps Smithfield Farmland 

Christopher's Kraft Foods Group Snagajob 

Clipper Corp Lawler Foods SRMAX Slip Resistant SHoes 

Coca-Cola /  Stage Area 2 booths Leavitt Group of Atlanta, The Stampede Meats 

ConAgra / Lamb Weston Legend Seating Co. Steritech 

Corrigo Libbey Inc. Sugardale / Freshmark 

Crewsafe / Spellbound Development  Little Insurance Group Sun Rich Fresh Foods 

CTI Foods MBM Foodservice Corporation TCF Franchise Finance 

Daily's Premium Meats McCain Foods USA, Inc. Tiger Natural Gas, Inc. 

Dakota Provisions McClancy Traulsen, Hobart, Vulcan, ITWFEG 

Dart Container Corporation McIllhenny Co. / Tabasco Trident Seafoods 

DayMark Safety Systems Middleby Corp (Pitco) Trinity Capital  

Denny's, Inc., DINE Mission Foods TTI Hoover, Oreck Floor Care 

Design Team Sign Company National Entertainment Network Unilever Food Solutions 

Destiny Packaging National Franchise Sales United Capital Business Lending 

Direct Capital Nestle Professional Ventura Foods, LLC 

Diversified Foods & Seasonings, L.L.C. Old Seville Expense Reduction Vienna Beef LTD 

Dominion Enterprises On Site Management Window Interiors 

Domino Foods Pacific Premier Franchise Capital  

Denny’s Restaurant Exhibitors (As of Sept 25) 

Trade Show Stamp 

 

Franchisees 

Don’t forget to collect your 

booth stamps on the trade 

show stamp card for your 

opportunity to win $2,000 at 

the closing session. Must 

be present to win. 
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Convention Networking 

Welcome Reception 

This official opening event is Monday, November 

3 on the Squaw Peak central lawn and patio . This 

is a casual meeting evening for attendees to re-

connect.  Dress is resort casual, 6:30 pm. 

 

 

 

Networking time is one of the most valuable benefits of our annual convention for our franchisees, our Denny’s 

suppliers and supporters and Denny’s Inc. leadership.  Be sure and take advantage of all of the networks activi-

ties.  There are no extra charges for the breakfast and lunch events.  The evening events, food, drinks and en-

tertainment are all included with your full registration credentials.   

Puttin’ On The Ritz” - Coke Party 

This event sponsored by Coca Cola is a casual, fun 
night. Dress to impress, be cool and join us in the 
Arizona Ballroom.  
The evening ends with a grand prize random fran-

chisee drawing for an Ocean 
Cruise package that includes 
airfare for two.  
 

This ticketed event starts at 

6:30 pm. You may pick up 

your tickets at registration 

‘Will Call’ when you arrive. 

MBM Ball 

The second evening , Tuesday November 4 is at 

the Frank Lloyd Wright foyer and ballroom. This 

special night, sponsored by our national distribu-

tor, is the most formal night with attendees wear-

ing cocktail attire. Don’t forget to bring your photo 

ticket for your portrait. Event start is 6:30 pm. You 

may pick up your tickets at registration ‘Will Call’ 

when you arrive. 



Convention Sponsors & Attendees 

Our convention registration at press time is the highest ever for a non-
gambling site. The first DFA convention was in Phoenix in 1997 and we 
had 275 attendees from the USA. This year, we have over 900 at press 
time representing 16 countries including the USA. Our Denny’s family 
countries flags are shown below. We have a special International LSM 
workshop on Wednesday, November 5th, and meeting on Thursday, 
November 6th. 



DFA Calendar 

Join us at the world famous Arizona Biltmore, “Jewel of the Desert!” 

Meeting Dates 

Oct 14 Board Telephonic 

Nov 2 & 6 Board Phoenix 

Dec 9 Board Telephonic 

Jan 19-21 Board Dallas 

April 26-30 Board & AP Summit Tucson 

Save The Date, April 28-30, 2015 
 
 

 
 

 
 

 

 

The Allied Partner Members Summit is an exclusive event for 
DFA Allied Partners supplier member. The purpose of the 

meeting is to share information, ideas and goals to build our 
Brand and discuss issues and 
initiatives that are pertinent to 

this group.  Along with the busi-
ness discussions and presenta-
tions, we network and have fun 
with social activities and a golf 
tournament! This event is de-
signed for current DFA Allied 
Partners, the DFA Board of 

Directors, DFA "special guest" 
Franchisees and Denny’s  Inc. 

purchasing executives. 

     Registration opens Jan. 5, 2015 

Denny’s Franchisee  

Association  

Annual Convention 

Nov. 3-Nov. 6 

 

Register or Reserve your Booth  

dennys.org 

~~~~~~~~~~~~ 

Questions? Go to dennys.org , 

info@dennys.org, or 888.4.Dennys 

~~~~~~~~~~~~ 

 

 

Don’t miss the closing general  

session, Thursday Nov. 6, 2:45 pm 

 

Closing Remarks - Announcement of  2015  

Grand Prize Drawings   

$2,000 Franchisee  - $1,000 Supplier  

*Must be present to win 


