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FROM WARRIOR TO WINGMAN

Marine Corps officer Todd Waldemar didn't let his lack of business
experience stop him from cwning his own restaurant.

hen Todd Waldernar separated from the
Masines in 2006, he wanted to become
2 business owner.

There was just cne problem. Waldemar was
a combat engineer He had no business train
ing. no business exserience and no MBA. What
he did hawve were the considerable skills he

“I guess part of that is the whole military
thing toa, because in the mitary of course
it's common to be put in stuations where
you dori't know exactly how it's geing to be
done,” Waldemar said, “And sometimes things
seem impassitile. But you're forced to take the
resources which you're given and just get the

d during 12 yoars in the military, includ-
ng & determination that nothing would stand
n his way:
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.1 JOBS MAGAZINE

missh Hyou have to do & hand-
stand, you do @ handstand. i you have 1o do a
cartwheel, you do a cartwheel. But whatever

2008 Revenue: 146 milion

START YOURS
FRANCHISE FEE:
5,000

b

VETERAN DISCOUNT
§5,000 off the franchise fee.
LIQuID CAPITAL
REQUIRED

Mirirram net worth of 550,000
and §100,000 liqudey
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BEST PIECE
OF ADVICE

"You learn an awful lot b

to and talk

'

Waldamae owns four Wing Zone

restaurants - a chicken wing franchise

Even in a down market, there are always opportunities. And those
opportunities are waiting for people who are bold and who can go

after it. So have a can-do attitude, believe that you ca

doitand den't

let one setback or one failure deter you from getting your dream.”

you have 1o do, you do what |t takes in oeder
1o accomplish the mission.”

That can-do attitude has served him weil
Today Waldernar owrs four Wing Zone res-
taurants - a chacken wing franchise concept

in Noeth Carolina and Viegiria

‘Waldemar began by opening a Wing Zone
in Jacksonville, N.C. wheve he was Last sta-
tioned with the Marines at nearty Camp
Lejeune. Even before he separated, Walde-
mar began researching ways to realize his
dream of being a b 3 T

crunched a lot of numbers and, most impor-
tantly, talied to franchisees.

“Iwas trying to gauge as best as possible
whiat | could expect from the revenue and
profitability and things like that,” Waldemar
saidl, *And | was trying 1o stack the deck as
misch as | coald in my faver before | actually
toak the step.”

Waldemar used mast of his savings to lunch

hés franchitse, a risk he acknowledges not

everyone is willing to take, Still, he advises
franchisees not to let a lack of capi-

“When it came 1o getting out, | knew
| wnited to get into business and | was
Just trying to figure out a way | could get
some experience and get my feet on the
ground,” he said. “And 5o that's one reason
why | chase franchising. So | looked for &
franchise moded wh I hd some

tal s1op them from owning a business, even
in tight credin market. Look for firancing
through Eamily, mentors, veterans’ programs,
banks, franchisons or imvestorns. “There's al-
weays a wiry 10 finance anything.” he said
Most of all, cash in on that never guit

business skills and where they would teach
me encugh to be successful "

i military to realize
wour dream of owning a business,

“Even in.a down market, there are always
opportunities,” Waldemar said. “And those
cppartunities are walting for peaple who

Waldemar searched for a
wauld fill an empty niche in Jacksomlie.
Onee he 2eroed in on Wing Zone, he re-
searched the concept on the internet,

are bold go after it. 50 have
a can-do attitude, believe that you can do
it andl don't ket one setback or one fallure
deter you from getting your dream” 8




