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Industry Insights 
Turned Lead Gen 
Case Study: State of  
the Market Research
Our State of the Market reports wrap 
expert insight and great design around 
professionally executed research. 
Provide your target audiences with 
a unique thought leadership piece 
that positions your company at the 
forefront of trending topics.

This case study showcases how 
Fourth, a leading provider of cloud-
based forecasting and cost control 
software for the hospitality industry, 
worked with the Restaurant & Food 
Group to build relevant research 
that can help validate go-to-market 
messaging and be a source for 
premium content to engage busy 
restaurant operators.



Industry Insights Turned Lead Gen

restaurant-food.informaconnect.com The Restaurant & Food Group

Client Objectives
Fourth is a leading provider of cloud-based forecasting 
and cost control software for the hospitality industry. 
Fourth wanted to validate their go-to-market messaging 
and create premium content that would engage busy 
restaurant operators. They selected Nation’s Restaurant 
News for their deep reach into all levels of restaurant 
personnel and solution-oriented products.

Our Solution
The Restaurant & Food Group at Informa Connect 
developed and deployed a survey covering a top of 
mind topic for restaurant operators – staffing issues. 
The survey data was delivered as proprietary research 
to the client for messaging support. The highly valuable 
data was combined with industry insight and analysis, 
and user-friendly design to create a premium research 
report. The report included audience responses to 
technology solutions that aligned with Fourth offerings. 
The Restaurant & Food Group created marketing 
collateral to drive decision makers in restaurant 
operator roles to a landing page where form questions 
further qualified the audience for Fourth.

Campaign Results
Fourth was presented as a valued resource to its 
customer base and received 250 leads that met their 
qualification filters. The premium content instilled trust 
with the decision makers, and drove 39% of them to 
download additional content.

To learn more about Fourth and their industry leading 
solutions, visit www.fourth.com

REPORT LEADS

250
Qualified leads  
(25% over goal)

BINGED

39%
Downloaded  

1+ related assets

To learn more about how The Restaurant & Food Group by Informa Connect 
can connect you with the largest, most qualified audience in foodservice 

and food retail – visit restaurant-food.informaconnect.com.

Staffing Concerns in Restaurant Operations  6

Primary Recruitment and Retention Challenge   
Those departing employees must be replaced, and operators said some 
workers are more difficult to find than others. Back of the house workers 
were especially difficult to find, with 59% of respondents saying kitchen 
staff was the primary recruitment and retention challenge. A distant second 
was front of the house with 28% of operators citing those workers. Only 
8% of operators said they had trouble finding other workers. Corporate 
jobs were relatively easy to fill, with only 4% of respondents saying they 
had trouble finding these workers. 

Some operators commented that they were having trouble filling jobs that 
were not easily categorized as front or back of the house. Several operators 
wrote “delivery” as a category in which they were having trouble finding 
workers. This is a growing area in foodservice, so operators have to compete 
with non-restaurant companies such as GrubHub and DoorDash to find 
drivers. According to the self-reported salaries on Glassdoor, the average 
annual salary for a foodservice delivery driver is $25,942. That includes 
drivers for catering companies, pizza delivery, and third party services.

59%
28%

8%
4%

The Most Challenging Areas to 
Recruit and Retain Job Candidates
Base: All respondents (n=268)

Back of House

Front of House

Other

Corporate/Regional
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New Employee Training and Onboarding      
One misconception about foodservice jobs is that managers do not like 
to train hourly workers because they think the person will soon leave that 
employer for another job. In that scenario, not only did the trainer waste 
time, but the worker can impart the new knowledge on a competitor. 

Not so with the employers in this survey. Respondents said they do indeed 
spend time training new employees. In fact, 50% of respondents said 
they allocate more than 16 hours, or two full workdays, for new employee 
onboarding and training. A full 30% dedicate 8 to 16 hours, and only 20% 
say they spend less than 8 hours. 

The most common method for training was Practicum, which includes 
shadowing and peer mentoring, mentioned by 80% of respondents. Second 
was computer-based, by 46%, and paper-based, by 45%. (Respondents 
could mention more than one method.)  

Other formats, cited by 5% included on-the-job training, classroom style, 
introductions to people to know, and tastings, seminars, and trade events. 
A few said they do “all of the above,” and one mentioned that they only 
train managers, not hourly workers. 

Practicum (shadowing, peer mentoring) 

Computer-based 

Paper-based 

Other 

80%

46%

45%

5%

Conducting New Employee Onboarding and Training

16% 30% 50%

Less than 8 hours 8–16 hours More than 16 hours

Time Allocated for New Employee Onboarding and Training
Base: All respondents (n=261)

Base: All qualified respondents (n=258). Multiple answers allowed.

STATE OF THE MARKET  

Staffing Concerns in 
Restaurant Operations 
Operators face staffing challenges,  
and say technology can help. 
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