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W H Y  G H O S T  K I T C H E N S  - 

• Open A Ghost Kitchen in One Month
 • Get cooking in weeks, not months. It’s
 easy to get your own kitchen up and running,
 whether you’re launching one from scratch,
 or expanding an established brand to a new
 market.

• Get Your Cooking to a Larger Audience
 •  Get instant access to an entirely new pool of
 customers. The kitchens are placed in delivery
 hotspots with large numbers of hungry eaters who
 frequently order food online.
 
• Expand With Low Risk and Low Capital
 • Moving into a ghost kitchen is simple and cost-
 effective. You’ll avoid spending upfront to build out
 a brick and mortar restaurant. By eliminating front 
 of-house labor and overhead, you take home a
 bigger slice of the pie in profits.

• Leverage Technology to Streamline Your Business
 • Manage your entire restaurant business through
 a single tablet. Access all your orders in a single
 app, integrate all your delivery platforms, and get
 insights and tools to help run your business.

R E S TAU R A N T S  R E I M AG I N E D
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T E C H N O L O G Y  F O R  S E A M L E S S  D E L I V E RY- 

• Bring Order to Your Online Orders
 • Connect all your delivery services into one tablet,
 and seamlessly manage all your orders through a
 single workflow. No need to enter orders manually
 into a POS or juggle multiple tablets.

• Easily Manage Your Restaurant Business
 • Get a 360-degree view of your restaurant
 business with valuable insights that help you
 understand your sales, order volume, earnings,
 locations, and brands, all in a single dashboard.

• Connect All Your Delivery Platforms
 • Connect to all the major delivery services
 available in your area through a single tablet. Add
 additional platforms easily without the need to
 manage multiple workflows.

• Leverage Multiple Brands in the Same Kitchen
 • Grow even bigger by utilizing our list of globally
 successful delivery-focused restaurant brands that
 let you tap into an entirely new consumer base.

T H E  T E C H N O L O G Y
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D E L I V E RY  D R I V E  T I M E  R A D I U S
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F O RT  WO RT H , T X



PG. 10  /   SHOPCOMPANIES.COM

D E L I V E RY  D R I V E  T I M E  R A D I U S
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D E L I V E RY  D R I V E  T I M E  R A D I U S
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K I T C H E N  R E N D E R I N G S
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K I T C H E N  R E N D E R I N G S
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K I T C H E N  R E N D E R I N G S



T h o m a s  G l e n d e n n i n g
4 8 0 9  C O L E  AV E  S T E  3 0 0 ,  D A L L A S ,  T X  7 5 2 0 1

T H O M A S @ S H O P C O M PA N I E S . C O M

2 1 4 - 9 6 0 - 4 5 2 8  ( D I R E C T )

2 1 4 - 2 0 5 - 8 2 1 7  ( M O B I L E ) 

R a c h e l  To m l i n s o n
4 8 0 9  C O L E  AV E  S T E  3 0 0 ,  D A L L A S ,  T X  7 5 2 0 1

R A C H E L @ S H O P C O M PA N I E S . C O M

9 7 2 - 4 3 0 - 2 9 6 2  ( D I R E C T )

9 2 5 - 5 8 8 - 4 7 2 8  ( M O B I L E ) 



Regulated by the Texas Real Estate Commission 
Information available at www.trec.texas.gov

IABS 1-0 | 11-2-2015

I N F O R M A T I O N  A B O U T  B R O K E R A G E  S E R V I C E S

T E X A S  L AW  R E Q U I R E S  A L L  R E A L  E S TAT E  L I C E N S E  H O L D E R S  T O  G I V E  T H E  F O L L O W I N G  I N F O R M AT I O N  A B O U T 
B R O K E R A G E  S E R V I C E S  T O  P R O S P E C T I V E  B U Y E R S ,  T E N A N T S ,  S E L L E R S  A N D  L A N D L O R D S .

TYPES OF REAL ESTATE LICENSE HOLDERS: 
 • A BROKER is responsible for all brokerage activities, including acts performed by sales agents sponsored by the broker. 
 • A SALES AGENT must be sponsored by a broker and works with clients on behalf of the broker. 

A BROKER’S MINIMUM DUTIES REQUIRED BY LAW (A client is the person or party that the broker represents):
 • Put the interests of the client above all others, including the broker’s own interests;
 • Inform the client of any material information about the property or transaction received by the broker;
 • Answer the client’s questions and present any offer to or counter-offer from the client; and 
 • Treat all parties to a real estate transaction honestly and fairly. 

A LICENSE HOLDER CAN REPRESENT A PARTY IN A REAL ESTATE TRANSACTION: 

AS AGENT FOR OWNER (SELLER/LANDLORD): The broker becomes the property owner’s agent through an agreement with the owner, usually in a written listing to sell or property management agree-
ment. An owner’s agent must perform the broker’s minimum duties above and must inform the owner of any material information about the property or transaction known by the agent, including informa-
tion disclosed to the agent or subagent by the buyer or buyer’s agent. 
AS AGENT FOR BUYER/TENANT: The broker becomes the buyer/tenant’s agent by agreeing to represent the buyer, usually through a written representation agreement. A buyer’s agent must perform the 
broker’s minimum duties above and must inform the buyer of any material information about the property or transaction known by the agent, including information disclosed to the agent by th e seller or 
seller’s agent. 

AS AGENT FOR BOTH - INTERMEDIARY: To act as an intermediary between the parties the broker must first obtain the written agreement of each party to the transaction. The written agreement must state 
who will pay the broker and, in conspicuous bold or underlined print, set forth the broker’s obligations as an intermediary. A broker who acts as an intermediary:

 • Must treat all parties to the transaction impartially and fairly;
 • May, with the parties’ written consent, appoint a different license holder associated with the broker to each party (owner and buyer) to communicate with, provide opinions and   
       advice to, and carry out the instructions of each party to the transaction.
 • Must not, unless specifically authorized in writing to do so by the party, disclose: 
  o that the owner will accept a price less than the written asking price;
  o that the buyer/tenant will pay a price greater than the price submitted in a written offer; and
  o any confidential information or any other information that a party specifically instructs the broker in writing not to disclose, unless required to do so by law. 

AS SUBAGENT: A license holder acts as a subagent when aiding a buyer in a transaction without an agreement to represent the buyer. A subagent can assist the buyer but does not represent the buyer 
and must place the interests of the owner first. 

TO AVOID DISPUTES, ALL AGREEMENTS BETWEEN YOU AND A BROKER SHOULD BE IN WRITING AND CLEARLY ESTABLISH: 
 • The broker’s duties and responsibilities to you, and your obligations under the representation agreement.
 • Who will pay the broker for services provided to you, when payment will be made and how the payment will be calculated. 

LICENSE HOLDER CONTACT INFORMATION: This notice is being provided for information purposes. It does not create an obligation for you to use the broker’s services. Please acknowledge receipt of this 
notice below and retain a copy for your records.

Licensed Broker/Broker Firm Name License No. Email Phone
    SHOP COMPANIES            9002835        shop@shopcompanies.com         214.960.4545     

Designated Broker of Firm License No. Email Phone
    RAND HOROWITZ            513705        rand@shopcompanies.com         214.242.5444     


