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BY SAM BLACK
STAFF WRITER

Surly Brewing Co. and its Facebook fans got most of the 
attention in May for spearheading a change in state law 
that allows Minnesota brewers to sell pints of beer at their 
breweries rather than just giving it away to guests.  

But it turns out that other beer makers, including St. 
Paul-based Summit Brewing Co., will likely reap the 
benefi ts of the so-called “Surly bill” long 
before the fi rst spade is turned 
on Surly’s well-publicized plans 
for a $20 million brewery and 
restaurant. That’s because that 
project has no site and no fi -
nancing at the moment.

“A lot of people ask when 
we’re going to break ground,” 
said Omar Ansari, president of 
Surly. “A couple of years from 
now would be very optimistic. 
… There’s a lot of work still to be 
done.”

Surly isn’t sitting still while it 
continues to work on its big devel-

opment project, which would include a 250-seat restau-
rant and 60,000-square-foot brewery. It has applied to the 
city of Brooklyn Center for a permit to sell beer at its exist-
ing brewery, according to a spokesman. It isn’t saying how 
it would implement the license, but it doesn’t plan to open 
a restaurant or change its free tours.

Summit plans to immediately apply for such a 
permit to sell beer at its brewery, said Mark 
Stutrud, president of the St. Paul company 

he founded.
Summit is nine times the size of Surly, 

selling 98,000 barrels of beer last year com-
pared with Surly’s 11,000 barrels.

Summit isn’t opening a restaurant, 
though, and it won’t rent the large meet-
ing room at its brewery for wedding recep-
tions. However, it plans to host a couple 
of events a year where it will sell glasses of 
beer to the public. The fi rst will likely be its 
big 25th anniversary party this fall.

“It’s really a nice advantage for us to sell 
a glass of beer on a retail basis because it 
helps defray the cost of bringing in music or 
whatever we do,” Stutrud said. 

Summit also might sell beer to some 
of the various groups that lease its space 
for their events.
“In the past, all the beer was gratis for 

Surly restaurant plans 
may take years to brew 
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BY JIM HAMMERAND
STAFF WRITER

The owner of 80 Burger Kings plans 
to close after selling its Minnesota 
portfolio to an Illinois company. The 
buyer is promising to improve the 
properties.

Burnsville-based Duke and King 
Acquisition Corp.’s 40 regional res-
taurants fetched a selling price of 
$7.16 million from Downers Grove, 
Ill.-based Heartland Food Corp., ac-
cording to fi lings in Minnesota’s U.S. 
Bankruptcy Court.

The transaction makes Heartland 
the second-largest Whopper-slinging 
franchisee in the world, President and 
CEO Chris Ondrula said. 

The company has grown rapidly by 
snatching up troubled Burger Kings 
since its 2003 inception. It saw an op-
portunity in the Duke and King (D&K) 
offering, specifi cally the “most attrac-
tive values [and] best return” in the 
Minneapolis market, Ondrula said. 

“By and large, the restaurants were 
operating at a good level. A lot of times 
we come in and restaurants have 
problems with food costs and other 
problems of that nature. That wasn’t 
the case here,” he said.

Heartland will keep the 40 restau-
rants open and retain a majority of 
the existing managers as it launches 
what Ondrula called “Operation Curb 
Appeal.” Each of the newly purchased 
restaurants will be spruced up as 
needed by the end of August, from 
painting and landscaping to complete 
remodels.

“People will see very quickly that a 
good portion of the Minneapolis mar-
ket will be updated one way or anoth-
er,” he said.

Ondrula expects the upgrades, 
along with customer-service train-
ing and improved food-cost controls, 
will position the chain operator for 
an “imminent rebound” in business 
from new products and marketing 
campaigns in the coming year.

D&K also sold 13 Missouri restau-
rants for $3.1 million to San Ramon, 
Calif.-based Strategic Restaurants 
Acquisition Corp.; 17 stores in 
Wisconsin and Illinois for $995,000 
to Cicero, Ill.-based Cave Enterprises 
Inc.; and four Quad Cities restau-
rants on the Iowa/Illinois border 
for $500,000 to Saline, Mich.-based 
Crown Ventures Inc. A handful of 
standalone stores also sold at auction, 
some for as little as $6,000, plus the as-
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40 regional 
Burger Kings 
sold for $7M

provided by surly brewing co.

Surly Brewing lobbied for a 
change in state law. Other 
brewers will benefi t, too. BREWERS | PAGE 26 
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BY JOHN VOMHOF JR.
STAFF WRITER

Kim Bartmann is one of the Twin 
Cities’ busiest restaurateurs, thanks 
to a heaping helping of recent 
expansion.

Bartmann — who previously 
teamed with her sister Kari on Bryant 
Lake Bowl, Barbette and Red Stag 
Supperclub — formally opened 
Bread & Pickle, the new concession 
stand by the Lake Harriett Bandshell, 
over Memorial Day weekend. It’s the 
second restaurant she’s launched in 
southwest Minneapolis in the past six 
months and another is slated to debut 
in July.

“Everything just sort of happened at 
the same time,” said Bartmann, who 
is largely self-fi nancing the growth. 
“You have to seize opportunities 
when they arise.”

Bread & Pickle, however, was an op-
portunity that Bartmann almost let 
slip by. When she fi rst saw the request 
for proposals from the Minneapolis 
Park & Recreation Board, she avoided 
looking at it.

“I guess I was acting like a 12-year-
old. I didn’t know if I could win, so I 
didn’t want to compete,” she said. 
“But then I read it and there was a lot 
of language about sustainability and 
concerns from the community about 
not wanting to expand the [conces-
sions] footprint at Lake Harriet.”

It just so happens that sustainabil-
ity and small kitchens are two traits 
Bartmann incorporates at all of her 
restaurants. She ultimately beat out 
10 other proposals, including one 
from the previous concessionaire 
Rodney White, to win the contract.

Bread & Pickle’s menu, developed 
by Barbette chef Kevin Kathman, fea-
tures hamburgers, sandwiches, salads, 
popcorn and ice cream, as well as cof-
fee, espresso and a variety of breakfast 
items. All items cost $9 or less.

Like Bartmann’s other restaurants, 

Bartmann has full plate of opportunity

nAncy KueHn | MinneApolis/sT. pAul business JournAl

Kim Bartmann opened Bread & Pickle at the Lake Harriet 
Bandshell after beating out 10 rival restaurant proposals.BARTMANN | PAGE 26 
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Fafinski’s rule of law
by Rachel Keranen
Staff Writer

For Robert Fafinski Jr., it’s not that slow and steady wins the race, 
it’s that there is no race. Measured growth and a constant focus on 
better serving its business clients has brought his commercial law 
firm sustainable success in an unstable economy.

When Fafinski founded Fafinski, Mark & Johnson in 1999 with 
partners Don Mark and Kevin Johnson, he envisioned a model 
that would provide all the services a company needs. By offering 
business-oriented practice areas such as employment advising 
and litigation, real estate and mergers and acquisitions, the firm is 

a one-stop shop for large companies 
seeking an alternative to larger, more 
expensive firms.

Fafinski, Mark & Johnson is best 
known for its work in the aviation 
industry, but serves industries across 
the board.

After meeting the pilots of the 
then-fledgling Sun Country Airlines 
early in his career, Fafinski and his 

team landed a long-term relationship with the airline and a window 
into the aviation industry. In addition to aviation clients worldwide, 
they work for businesses in other industries such as Burnsville-
based Northern Tool + Equipment Co. and Chanhassen-based 
Snap Fitness. They also serve those for whom commerce has failed, 
including the unsecured creditors in Tom Petters’ and Denny 
Hecker’s high-profile bankruptcy cases. 

Making a boon out of others’ busts has become one of the firm’s 
primary strategies for surviving economic downturns. When other 
practice areas flagged, the bankruptcy division led the way.

“I’m old enough now to have lived through a couple of recessions 
and I kept looking over my shoulder thinking, ‘it’s gonna come.’ 
That’s why we went out and brought this bankruptcy group in,” said 
Fafinski, the firm’s CEO. “When things blow up, we have the people 
in place that can actually work in a down-cycle economy.”

The deliberate pre-recession addition of the bankruptcy practice 
exemplifies Fafinski’s keen business acumen, a strength that sets him 
apart from other lawyers, said Scott Richardson of Houlihan Lokey.

“[Bob] is very commercial and pragmatic,” said Richardson, man-
aging partner at the Minneapolis investment bank. Richardson, 
who has worked with Fafinski on deals for several clients, has 
found him to be “very calm and level-headed” in what can be tense 
negotiations. 

Fafinski also is pragmatic when it comes to his firm’s growth. He’s 
committed to giving the firm and its employees a secure future, but 
said he’s “not in a race to become the next biggest firm in the state.” 

Instead, Fafinski emphasizes quality service and a qualified staff. 
By keeping overhead low and operating without debt, the firm has 
invested in new practice areas and 
attorneys to meet changing busi-
ness needs while keeping the busi-
ness sustainable.

That has required ethical lead-
ership and a loyal team. When 
the recession forced the firm to 
make cuts, the partners chose to 
reduce their own pay rather than 
cut staff. Internal mentorship and 
training are company priorities, 
and employees receive merit-
based raises rather than perfunc-
tory pay increases.

The approach helped the firm 
weather the recession and it also 
foregrounded its recovery. When 
the economy started springing 
back, the firm’s committed, high-performing attorneys were “ready 
to rock and roll,” Fafinski said.

In particular, Fafinski’s employment practice has boomed. 
With steady growth in other areas, including the intellectual prop-

erty and estate planning practices, the firm has reversed its reces-
sion-era losses. February, March and April of this year were the best 
months in the firm’s history with revenue up 30 percent over the 
same period last year and 2011 is projected to be 30 percent higher 
overall than 2010.

As the firm continues to grow, Fafinski hopes to add additional 
practice areas in boom-and-bust industries, such as energy, to keep 
the firm in business through the ups and the downs.

To pave their entry into new industries, Fafinski looks to the firm’s 
reputation. “We can’t afford to just be average. We have to be great,” 
he said.
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Nancy Kuehn | Minneapolis/St. Paul Business Journal

Robert Fafinski Jr. led his law firm through the recession by focusing on bankruptcy cases. Now, 
Fafinski, Mark & Johnson’s revenue is on the rise, and the firm is adding new practice areas.

Prepped for recession, new practice areas help commercial law firm thrive
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and successes of a small-
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Fafinski, Mark 
& Johnson
CEO: Robert Fafinski Jr.
Headquarters: Eden Prairie
Year founded: 1999
Employees: 46
Growth rate: February, March 
and April are up 30 percent 
in revenue over the same 
period last year. 2011 is 
projected to be up 30 
percent in revenue over 
2010.
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