
J
erry Fournier may not be a tra-

ditional restaurateur, but the

new president of the Michigan

Restaurant Association holds tradi-

tional customer service values.

Active in the MRA since 1978,

Fournier has served on the board

since 1982.

The executive vice president of

HDS Services brings to his new posi-

tion over 35 years of food service

experience, primarily in healthcare

and other non-traditional settings.

Add a dash of hands-on private club

and hotel work, blend in a mess

sergeant’s training and practical

experience, and you have a presi-

dent well prepared to lead (to say

nothing of being able to feed a

thousand hungry people).

Michigan Restaurateur spoke

with Jerry Fournier about the task

that lies before him:

Has food service always been in
your cards?

I actually enrolled in Michigan
State University in a pre-dentistry
major. I was having a problem with
chemistry, didn’t really like it, and
the resident advisor knew some-
thing was wrong. I told him I was
supposed to be a dentist, it was all
my parents ever talked about, and
now I realized I couldn’t be and
didn’t want to be.

He encouraged me to go to an
introductory class with him at
MSU’s School of Hospitality
Business. I thought it sounded
interesting, and I enrolled. Because
I needed practical experience, dur-
ing school I worked as a coat
check then a bellman at the
Kellogg Center, and that first sum-
mer I got a job as a waiter at the
Meadowbrook Country Club in
Northville.

When did you decide to go into
institutional food service?

Bill and Lois Triplett were mem-
bers of Meadowbrook. At the time
he worked for another company. I
worked at Meadowbrook all four
summers and, after he got to know
me, he confided in me that he was
going to start his own company.
He said I should think about join-
ing him. I was interested in club
management, and when I found
out his new company was more
institutional and non-commercial,
I wasn’t really interested. But I took
the interview, and that’s how it
started.

You’ve been with HDS for 32
years and are an executive vice
president, yet you still hit the
road to call on clients. Isn’t that
awfully time-consuming?

Client contact has been a core
value of HDS. Besides Mr. Triplett,
there are three officers here in
Farmington Hills. We divide up the
list of 250 clients and one of us
sees each client every year. We
take their temperature, see how
they feel about the food and hos-
pitality services we’re providing.
That’s in addition to the people in
operations who are directly
involved with meeting with them
and working with the manage-
ment and hourly staff. We also go
into the kitchens and talk to the
cooks, the dishwasher. We try to
make it very personal.

Of those 250 accounts, we’ve
sold our services to each adminis-
trator one at a time. Unlike other
companies, we’ve never gobbled
up a company with 50 accounts
and added them that way. We
done it all one by one.

How do you put your master 
sergeant training to work?

The MSU School of Hospitality
Business involves a lot of class-
room work. In four years of all that,
you can’t possibly come out of
there with adequate culinary skills
-- so I went in the National Guard
and got to be a mess sergeant.
That’s where I learned large quan-
tity cooking, in charge of a mess
that would feed 1,000 people. I
went through the U.S. Army food
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service school at Fort Knox, which
was a very good school to learn
cooking.

YouÕve been on the MRA board a
long time.

I think IÕm the longest-serving
board member the MRA has ever
had. IÕve been on it since 1982, but
it seems like yesterday; I still
remember my first meeting. Mr.
Triplett, who was also active in the
association, felt it was a good
opportunity to network and meet
people. He was the one who
pushed me to get involved, and so
in 1978 I did.

Why is it important to be
involved?

The MRA provides a lot of very
good programs for the members,
and itÕs important to have mem-
bers involved who are helping cre-
ate those programs and determin-
ing the strategic plan and direc-
tion the association takes to fur-
ther help the members.

There are a lot of people IÕve
met, people weÕve hired over the
years that I wouldnÕt have met and
wouldnÕt have been able to hire if
we hadnÕt been involved. Also,
because our company is not a tra-
ditional food service operation --
though we do have some very
fine, gourmet dining rooms -- our
involvement with the Michigan
Restaurant Association reinforces
that HDS is committed to quality
and hospitality, and not just insti-
tutional food service.

What would you like to accom-
plish during your term?

IÕd like to continue to grow the
membership. We have 1,800 or
1,900 members,and weÕve had the
goal for some time to reach 2,000.

I really believe the programs are
very worthwhile for restaurateurs
to join, but we obviously need to
market those programs more so
restaurateurs see the benefit in
them.

I also believe there are a lot of
affiliated people and organiza-
tions that could be members and
arenÕt. Private club managers and
dieticians, for example. I represent
the non-commercial side of the
business: food service for corpora-
tions, private schools, healthcare,
hospitals, retirement facilities.
Each of those food services has a
department head, but very few of
those people realize the restau-
rant association can also provide
them benefits. Being the first non-

commercial president I hope
would be enlightening to other
people in the industry, that they
can gain from being a part of the
association.

Back to HDS for a moment. Your
original interest was private
club management, but is what
youÕre doing now really so far
from that?

A lot of the principles in the pri-
vate club industry apply in our
business.You still have to motivate
the kitchen staff. If youÕre going to
be successful in the club, you have
to go and speak to the member-
ship, In our business you still need
to get out and talk to the people
who are eating your food and see

Traditional Values in a Non-Traditional Setting

This excerpt from The Resource, an HDS Services client publication,
illustrates the similarities between the "non-traditional world" of the
Michigan Restaurant AssociationÕs new president, Jerry Fournier, and
our more traditional restaurant members.

At HDS Services, our clients look to us to creatively shape the
hospitality experience for their customers. And our manage-
ment professionals must respond with the latest in trends and
industry standards. Whether in hospitals and medical centers,
senior care communities, schools, business and industry cafete-
rias, or clubs, there is a specific culture that requires an innova-
tive hospitality approach.Over the past 35 years of our business
experience, HDS has developed creative concepts and pro-
grams that reflect creativity and sensitivity to each customerÕs
vision.

ThatÕs why we continue to serve many of our initial customers ...
and why so many HDS employees who were instrumental in
shaping our success in the early years are still actively involved
in our company. Along with many others, these tenured
employees drive the hospitality approach that has become a
hallmark of HDS management and consulting.


