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Andrew Pudalov

“Health food and general wellness products continue to grow in

demand, reflecting the consumers increasing focus on their well-being.”

THE RUSH OF SUCCES

Former finance executive invests heavily in health

Written by KERRY PIPES

ANDREW

PUDALOV
Founder & CEO

Company: Rush Bowls

Units: 48

Years in Franchising: 7

Years in Current Position: 19
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or 15 years, Anthony Pudalov builc
F a successtul career in the finance in-
dustry in New York Ciry, bur he fele
the need to make a life change and wanted

to do something to serve people and work
with customers.

In the fall of 2004, he moved to Boulder,
Colorado, and opened an all-natural acai
bowl and smoothie bar near the Universi-
ty of Colorado campus. The concept took
off, and by 2016, Rush Bowls was success-
ful enough to begin franchising. Today. the
smoothic and acai bowl chain has 48 loca-
tions and more than 100 stores in various
stages of development in more than 20 scates.
The brand’s fiest New York location opened
chis fall.

“Healch food and general wellness prod-
ucts continue to grow in demand, reflecting
the consumers” increasing focus on cheir
well-being,” Pudalov says,

The business model’s smaller footprine
helps increase profitabilicy and enhances the
customer experience, he says, The fast-casual
concepe allows guests to dine in, bur most
prefer to take their orders to-go.

A number of Rush Bowls ingredients are
made in-house wirh a focus on nutrition,
raste, and rexture, he says. Customers can
create their own bowls or choose from the
brand’s popular bowls, smoothics. and pea-
nut butrer ball bites, Everything is made ro
order.

“The demand we are experiencing for
Rush Bowls has been incredible, so we're go-
ing o continue targeting new development
deals char make our brand’s healthy menu
irems as widely available as possible,” he says.

Pudalov says he's commirred to spreading
the joys of pure, honest nutrition and mak-

ing Rush Bowls the best possible company
it can be.

LEADERSHIP

Whatis your role as CEO? As the CEO,
my role is multifaceted. 1 provide direction
and vision for the company, foster a collab-
orative environment for innovagion, ensure
clear communication boch incernally and
excernally, address complex issues wich solu-
tion-oriented thinking, and actively drive
business growth across all avenues.

How has Covid-19 affected the way
vou have led your brand? Covid-19 has
reshaped my approach o beand leadership in
several ways. It necessitared swift responses
ro challenges, fostered more open communi-
cation internally and externally, and encour-
aged a culrure of experimentation to adapt to
the evolving business landscape.

Describe your leadership style. My lead-
ership style is characrerized by open com-
munication and actve listening, 1 believe
in giving individuals the autonomy ro run
their divisions, intervening only when nec-
essary or requested. [ provide opportunitics
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fioe success while offering guidance along the
way, I'm willing to take caleulated risksand,
when needed, involve myself on a granular
level although 1 try ro delegare more as the
ream gains expertence and confidence.
What has inspired your leadership
style? My leadership style is inspired by my
experiences working in various large corpo-
rations, which has allowed me to observe
whar pracrices are effecrive and which ones
are not. This has helped me develop a leader-
ship approach that I find mast comfortable
and effective.

‘What is your biggest leadership chal-
lenge? My bigpest leadership challenge is
mainraining a focus on the big picrure and
preventing the eam from gerring oo con-
summed by day-ro-day challenges.

How do you transmit your culture
from your office to frontline employ-
ees? | believe in maincaining consisrency
and Fairness, ensuring that everyone is treat-
ed equitably regardless of their level of re-
sponsibilities within the organization.
How can a CEOQ help their CMO de-
velop and grow? A CECY should foster
collabertion o create a unified brand vi-
slon, nurteee 2 culrure of innovation and
experimentation, provide clear expecrations
and goals, and emphasize the imporcance of
understanding the roles of various market-
ing systems. By working rogecher, the CECY
and CMU can drive marketing success and
contelbute o che company’s overall growth
and suecess.

Where is the best place to prepare for
leadership: an MBA school or OT]?
1 don't chink ic's one or the other. Both are
beneficial v prepare for leadership. T gor my
MBA a while age, which was helpful on an
overview basis, bur OT] gives you day-to-
day, real-life experiences, Both are invaleable
0 fil.

Are tough decisions best taken by one
person? How do you make tough deci-
sions? [ believe ir s good ro have extensive
inpurt from leaders in any opmnization on
rongh decisions, but ultimately the deci-
sion should be made by the CECY Thas way,
the CECY can take responsibility. The team
should be given credit while che CEO bears
the risk of failure.

Do yvou want to be liked or respected?
Tharane is easy: respected. We want whar is

“The interesting part of building a
company is there are a lot of different
inputs and factors in the company’s
success. The economy is one of them
that you can’t control, so within those
issues, the economy generally presents
opportunities. Opportunities happen
mostly when there is an event of
difficulty, so we all seek solutions and
benefit from those experiences.”

good for the company. Ir's nor abourt being
liked, While char is nice, it is much more
important o be espected.

Advice to CEQOwannabes: Beinga CEO
is a big responsibility, It's importans to un-
derstand that nothing is ever perfect, Lead
by example, maincain consistency and fair-
ness, and strive 1o create an environment
where everyone is continually learning
and improving.

MANAGEHENT

Describe your management style: My
mamagement stybe can be characterized as
hands-on and candid. T believe in open com-
munication and sharing excensively with the
team despite the challenges chat may arise
becanse | value a collaborative and cohesive
working environment whese everyone con-
tributes to our collective success.

What does your management team
look like? My management team con-
sists of the key division heads who have
been long-scanding members of the com-
pany. They possess a decp understanding
of the company culture and are well-versed
in the expectations and valses that guide
CHLE G EATRON.

How does your management team help
vou lead? My management team plays a cru-
cial rede in my leadership by fostering open
and fearless communication and working
topgether to idenrify solutions thar deive the
company'’s growth. Their diverse experienc-
s allow for a well-rounded peespective thar
helps us approach challenges from mulciple
angles, enhancing our decision-making and
problem-sohdng capabilities,

Favorite management gurus: Do you
read management books? My favorire
management gurns are Howard Shulez and
Richard Branson. Both have a few books—
all grear reads!

What makes you say, “Yes, now that's
why I do what I do?™? Seeing success with
the team and our partvers makes ivall worth
it. | also enjoy teaching and learning along
the way.

OPERATIONS

What trends are you seeing with con-
sumer spending habits in your stores?
We're lucky to see a positive trend in con-
sumer spending habits in our stores. Healch
food and general wellness products conginue
to grow in demand. Addiconally, customers
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are looking for enhanced value in cheir pur
chases, such as personalized interactions,
coupons, and friendly customer service,
which we're committed to providing to meet
their expectations

How is the economy driving consumer
behaviorin your system? The lack of clar-
ity and stability in the economy has led to
consumer concerns and a sense of ambiguity,
which can create challenges tor businesses.
It's essential for us to adapr and provide a
sense of securiry and value to address these
CONSUIMET CONCErNS

What are you expecting from your
market in the next 12 months? We an-
ticipate a complex and challenging market,
especially with the upcoming election year
and the potential for increased fear-mon-
gering. While the demand for healchy food
remains promising, we are closely moniros-
ing various undescurrents, such as inflation,
debr, legislation, labor issues, supply shortag-
es, and manufacturing challenges, which all
contribute to the overall market uncertainty.

Are your franchisees bullish or bearish
about growth and adding additional
units? Qur franchisees typically maintain
a bullish perspective on growth and add-
ing addirional unics, given chac the support
remains strong. We believe in fostering a
supportive environment for franchisees to
ensure their confidence in expanding their
units, While concerns about drop-in support
12 | Franchiso Uy

OF COMPetiion may anse, we view these as
challenges that can be overcome with the
right strategics and support in place,

Are commodity/supplics costs any
cause for concern in your system? Yes, |
am concerned about this. Wich my previous
experience, I am very aware of the potential
challenges and have successfully managed
similar issues in che past. It's crucial for ev-
eryone to be observant and ensure char we
CaN SUppore Our partiers across va rious as-

pects, including supplics and commodities.
While there are current shortages, I'm op-
timistic that over the next two years chese
issues will gradually diminish.

In what ways are political /global issues
impacting the market and your brand?
Polirical and global issues have a direct im-
pact on our market and brand by affecting
our supply chain dynamics, We have to leamn
to be flexible in our operations, such as keep-
ing alternative supplicrs in mind if certain

opuions become unavailable or exceed our
b\xdgd. While chese issues are most often
out of our conerol, it's imporrant to focus on
keeping your business adaptable to maintain
as much stability as possible

PERSONAL
What time do you like to be at your
desk? Generally, 8a.m,

Exercise in the morning? Wine with
lunch? No morning exercise or wine with
lunch, but exercise in the evening,

Do you socialize with your team after
work/outside the office? Yes, [ enjoy so-
cializing with the team, inside and ousside
of work. It is a family environment as much
as ircan be.

Last two books read: The last two books
| read were Astrophysice for People in a Hurry
by Neil deGrasse Tyson and S
by Robert Kurson,

ot Divers

What technology do you take on the
road? I take my phone, laprop, and head-
phones everywhere I go.

How do you relax/balance life and
work? Not enough time to relax as building
a company from scratch is a large endeavor
Favorite vacation destination(s): [t de
pends on my mood, but I love international
travel, especially European and Caribbean
beach vacations

Favorite occasions to send employees
notes: Birchdays and holidays.

Favorite company product/service:
My favorite bowl that we offer is the Sum-
mit Bowl. It's acai, strawberries, and cherries,
but I like to add raspberries.

BOTTOM LINE

What are your long-term goals for the
company? My ultimate long-term goal is to
establish Rush Bowls as a prominent player
in the health arena. We aim to expand our
brand’s presence in the broader health and
wellness industry. This includes becoming a
recognized name for health-conscious con

sumers, offering 2 range of products and ser-
vices that support overall well-being,

How has the economy changed your
goals for your company? The interesting
part of building a company is there arc a lot
of different inpurs and factors in the compa-
ay’s success. The economy is one of them that
you can't control, so within those issues, the

economy generally presents opportunities.
Opportunities happen mostly when there is
an event of dithiculty, so we all seck solutions
and benefit from those experiences.

Where can capital be found these
days? We are self-funded and don't have
debr, which allows us the freedom to make
decisions in the best interests of our partners.

How do you measure success? [ measuse
success through the monetary and pessonal
achievements of our clients with cheir stores,
the happiness and financial well-being of our
employees, and the satisfaction of our cus-
tomers who find value, investment in their
health, and delight in our products,

What has been your greatest success?
My greatest success has been creating a brand
and product char didn't really exist ar che

time of inception and growing it to now 23

states.

Any regrets? [ have a ton of regrets, bur
don't focus on thac. I try to learn from them,
move forward, and hopefully don't make the
same mistakes again, Hindsighr is 20,20,
but learning, growing, and adapting our
philosophy can enhance and make us more
successful. We shouldn't dwell on regrets.

What can we expect from your compa-
nyin the next 12 to 18 months? Expect
a lot of groweh, expansion, new menus, and
anew loyalty program. We are so excited for
the nextyear. ®
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