
By JUSTIN YANG Staff Reporter

RESTAURANT chain Tender Greens could soon
sprout far afield from its Culver City roots, its
growth stemming in part from unusual part-

nerships it has struck with farms that supply it.
The budding privately held fast-casual chain

has grown to 13 stores since it opened in 2006
and is planning an expansion beyond California
that would take it to 30 restaurants by 2016.

The growth is being fed, in part, by its part-

nership with Scarborough Farms, a family-
owned operation in Oxnard. One of Tender
Greens’ biggest suppliers, Scarborough was also
one of the chain’s first investors. 

Erik Oberholtzer, who runs Tender Greens
with co-founders Matt Lyman and David
Dressler, established a relationship with the farm
when he worked as a chef at Shutters on the
Beach in Santa Monica more than a decade ago.
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Farms feed eatery Tender Greens’growth plan

Seed Money

Full Plate: Erik
Oberholtzer at
Tender Greens’
Culver City
restaurant.

Frank McCourt
seeks field of
dreams in New
York. PAGE 8

Certified Public Accountants
and Financial Advisors

phone  310.826.4474
                        squarmilner.com 

It’s the little details that are vital.  Little
things make big things happen.

- John Wooden
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By ALFRED LEE Staff Reporter

A customer who plunks down $5 at I-Biz Internet
café in Bellflower gets more than just an hour of com-
puter time or the use of a copying machine. He also
qualifies to enter a promotional sweepstakes, and can
learn whether he’s won a cash prize by playing a sim-
ulated game at a computer at the café.

Business centers like I-Biz offering such pro-
motional sweepstakes have exploded across Los
Angeles. But they have also come under attack
from local law enforcement agencies that believe
the cafés violate local gambling laws.

The L.A. County Sheriff’s Department has
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PUBLISHING: $20 million puts
you in ARareWorld’s orbit.
By JONATHAN POLAKOFF Staff Reporter

If the hotels featured in most luxury magazines
seem a little down market, you might consider
getting ARareWorld, an exclusive travel title pub-
lished in Westwood. But, in this case, exclusive
means you’ll need $20 million in the bank.

That’s the minimum net worth for subscribers, who
are vetted by wealth managers privy to their finances.

Given this limited market, it’s noteworthy that
the magazine has grown among wealthy travelers.
Its pages are filled with reviews of pricey interna-
tional vacation hot spots and ads for jewels and
other luxury items. 

By JAMES RUFUS KOREN Staff Reporter

It might sound crass, but A. Arjan Schütte wants to
make lots of money from poor people who don’t have bank
accounts. Of course, he wants to save them money, too.

Those are the ideas behind his Core Innovation
Capital, a Hollywood venture firm that invests in tech
companies offering financial services to consumers
who today rely on payday lenders and street-corner
check cashers.

Those consumers, most of them poor, spend nearly
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L.A.’s Asian- and
African-American
communities
haven’t always
enjoyed the great-
est relationship.
But three times,
Asian banks
helped save L.A.’s
only black-owned

lender, Broadway Federal Bank. There were
no other investors, said Broadway’s
WAYNE-KENT BRADSHAW, above. This is
the story of how that happened. 
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“We approached Scarborough in 2002 and
said we want to build a restaurant around
what you grow,” Oberholtzer said. “They said
awesome. They said they’ve wanted to do this
for years and we were the first people to even
bring it up.”

Jeff Stein, whose family owns Scarborough,
was immediately taken with the idea.

“Erik presented us with this idea, some-
thing called fast casual. I was a bit blown
away,” Stein said. “We were on the same page
on the future of eating and farming and what
we wanted it to be.”

Initially offered a 50 percent stake in the
startup dining concept, Stein said his family
wanted to focus on what they know: farming. So
they took a minority stake but extended a credit
line to help Tender Greens open more stores. 

Scarborough, which has 250 acres in the
Oxnard Plain area and Santa Maria, grows
two types of lettuce exclusively for Tender
Greens. It also provides the chain with kale,
heirloom tomatoes, spinach and fruits.

That close relationship with a farm sepa-
rates Tender Greens from other fast-casual,
farm-to-fork restaurants that have popped up
in Los Angeles in the last few years, includ-
ing Mixt Greens, a San Francisco concept,
and Beverley Hills’ Green Leaf Chop Shop.

Guarantees
Tender Greens guarantees it will buy a

certain volume of Scarborough’s crops. By
essentially preselling a portion of its yield to a
trusted partner, the farm can avoid the risks of
selling into an unpredictable market. That, in
turn, helps save on overhead costs and pre-
vents waste. It also allows Tender Greens to
hold prices down by purchasing at lower
prices.

John Self, a professor at the Collins
College of Hospitality at
California State Polytechnic
University, Pomona, said the
partnership, an unusual one
in the industry, works
because it helps bolster both
companies.

“It’s one of the first in
the industry and it’s a heck of a partner to
have for Tender Greens,” Self said. “Both
have a strong interest in making sure they live
up to their reputation.”

As Tender Greens has grown, it has turned
that relationship around, striking deals to
invest in farms throughout California.

It has put money into Point Loma Farms,

an urban farm in San Diego that provides
Tender Greens stores in Southern California
with pork and a variety of citrus.

Oberholtzer said about 90 percent of the food
prepared at Tender Greens comes from California.

Replicating that farm-to-fork, “locavore”
(eating locally produced food) approach to
dining might prove more challenging as the
restaurant chain looks to expand.

Tender Greens is con-
sidering opening a
Chicago location, per-
haps as soon as the end
of next year. Success in
the Midwest would pave
the way for a further
national rollout.

But in moving out from California, the
largest agricultural producer in the nation,
Tender Greens will be hard-pressed to find
suppliers in the same state as its restaurants.

“We’ve dealt with drought, so Chicago is
not the best place to get your supplies,” said
Darren Tristano, executive vice president of
Chicago research group Technomic Inc. “But

if you deal with multiple farms in the
Midwest you might get away with it, though
the percent of local suppliers still might be
lower than California.”

Oberholtzer said the chain was working on
establishing relationships with suppliers in the
Midwest and trying to overcome challenges
that arise from a shorter growing season. To
that end, Scarborough and Tender Greens are
trying to develop a proprietary water-based
aquaponic farming system, though Stein said
the system was not fully fleshed out yet.

Expanding reach
Tender Greens and Scarborough are will-

ing to take on the Midwestern expansion in
large part because their relationship has
worked well thus far. The chain is projecting
2013 revenue of $40 million, nearly four
times greater than the 2010 level.

“Both companies have to make money for
this to work,” Stein said of the expansion.
“We’ve been able to sustain each other very
nicely. It just skyrocketed beyond anything
we could understand.”

That success, Self said, was due in large
part to an uncomplicated yet diverse menu
of items for $11 (in Los Angeles) that, in
addition to salads, includes such dishes as
chipotle barbeque chicken and backyard
marinated steak.

“It is food that people can appreciate, but
don’t want to cook it at home,” he said. “It’s
not like meatloaf or rice. It’s difficult to cook
and it’s interesting food. And they’ve done it
at a great price point.”

The chain keeps prices down by avoiding
waiter service, shunning traditional advertis-
ing and using reusable shipping materials for
its purchases from Scarborough.

It has resulted in a concept whose rapid
growth Oberholtzer said took even him by
surprise.

When Tender Greens opened its first loca-
tion in Culver City, it ran out of food early on
its first day because of a massive crowd. 

“We were winging it at first. We had no sys-
tems in place. It was brutal,” he said. “But by
week four we knew we were going to be OK.
We knew that we had done something right.”

Dining: Farm Team Feeds Chain’s Growth Plan

You won’t find it on airport newsstands –
and that’s exactly the point, said Matt
Wollman, owner, chief executive and writer at
ARareWorld. His money came from the sale of
a Long Beach massage chair company in 2003. 

“We only visit the very best properties in
the destinations where we think our friends are
going,” Wollman said. “It’s coming from your
peer who has the same lifestyle as you.”

The magazine’s circulation has grown to
11,000 copies today from 600 at its 2009
launch. 

Wollman is hoping to preserve the title’s
cachet so he can give targeted reach to luxury
advertisers, who pay about $20,000 for a full-
page ad. Based on the limited circulation, he
said his advertisers pay more to reach each
reader than for any other publication.

The strategy appears to be working.
ARareWorld began selling advertising last

year and already has
scored brands such as
NetJets and Assael
pearls. The ads have
helped the magazine
turn profitable.

ARareWorld is pub-
lished 10 times a year.
It has 48 pages with a
maximum of 20 ad
pages. The company
has six employees.

Now, Wollman sees an opportunity to grow
the subscription side of the business – not by
opening the title up to less wealthy readers, but
by doubling the magazine’s cover price to
$400 a year.

The other part of that effort is converting free-
bie readers into paying subscribers. About 90 per-
cent of the magazine’s 11,000 copies are given as
gifts as a perk by wealth managers or other finan-
cial professionals to their wealthiest clients.

On top of that, Wollman is planning the

launch of a new title through his publishing com-
pany, Strategic Media Intel in Westwood, next
year. Two more are also planned. The three will
focus on business, geopolitics and philanthropy. 

But that might be too much too fast, said
Samir Husni, director of the Magazine Innovation
Center at the University of Mississippi, due to the
costs of launching products.

“This is the downfall of most publishers,”
Husni said. “They sniff success and before
they establish themselves, they expand.”

Wollman said he’ll pay for the expansion
with cash generated by ARareWorld.

Printing perks
ARareWorld is Wollman’s first foray into

publishing and it was decidedly low cost.
He sold the massage chair company that he

founded, Interactive Health of Long Beach,
to private equity firm J.H. Whitney & Co. of
New Canaan, Conn., in 2003 for $94 million,
which he split with partners. He invested a tiny
amount of his proceeds, $50,000, to launch the

magazine in 2009. A year-and-a-half later, he
bought out his partner’s equity for an undis-
closed sum.

Wollman said the sale of Interactive Health
put his net worth well beyond his magazine’s
$20 million threshold and closer to the average
net worth for a subscriber, which is around
$100 million. Still, he noted, many readers are
worth far more.

“Our sweet spot is in the $300 million
range,” he said.

He had no prior publishing experience, but
after talking with friends and acquaintances, he
identified a void in the market for people look-
ing to book vacations that cost hundreds of
thousands of dollars. Existing luxury titles
such as Departures – distributed to American
Express platinum and black card holders – and
Robb Report don’t cater exclusively to the
highest end of the travel market, he said.

Wollman said the magazine only reviews

Publishing: Magazine Pages Wealthy Subscribers
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Is locally grown food important to
you? www.labusinessjournal.com

Local Focus: Tender Greens co-founder Erik Oberholtzer at farm-to-fork restaurant chain’s location in Culver City.
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