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Provider Perspective

I’ve recently started watching a show 
on Food Network called Restaurant: 
Impossible. Have you seen it yet?
In this new reality show, celebrity 

chef Robert Irvine is given the mission 
of making the impossible possible by 
renovating a failing restaurant in two 
days on a $10,000 budget. His goal is to 
fix America’s most desperate restaurants. 
All the episodes we have seen center on 
creating fresh ideas and a new spirit us-
ing more creativity than capital.

In one episode, Irvine takes on an 
underperforming, family-run Ital-
ian restaurant with outdated decor, no 
theme, an overly broad menu, an un-
educated cook and a discouraged service 
staff. In 48 hours, he directs a complete 
turnaround of the business.

I spoke to the owner of a restaurant 
in my home town that participated on 
Restaurant: Impossible last year. The 
restaurant, Meglio’s, saw sales shoot up 
more than 10 percent right after the re-
opening. “He changed my dining room 
and reduced my menu size,” John Meglio 
explained, “and he taught my cooks how 
to prep and cook the new menu in two 
days. I really liked most of the changes 
– and the increase in sales.” Chef Irvine 
turned the impossible into the possible.

His approach involves fresh thinking 
and a new start. He is often seen tearing 
up old wallpaper, replacing bad lighting 
with newly updated fixtures and mov-
ing tables and chairs around to develop 
a new atmosphere. He has even knocked 
down walls to create a small lounge or a 
new bar area. 

Does Robert Irvine know a thing 
or two about the private cable operator 
(PCO) business? Just like the restau-
rants in Restaurant: Impossible, many 
PCOs get stuck in a rut. 

Imagine you had $10,000 to spend 
in 48 hours on one of your old cable sys-
tems that hasn’t seen an upgrade in quite 
a while – one that is living on an old 
analog service with modest digital of-
ferings and slow Internet speeds. What 
would you do to improve your busi-
ness, your product and your service to 
this community? How could you turn 
Cable: Impossible into possible?

As EAsy As 1-2-3
The first thing the Restaurant: Impos-
sible team does is to look at the restau-
rant’s decor. One of the show’s design-
ers, Vanessa Deleon of Vanessa Deleon 
Associates, told me, “I look at the clien-
tele, the demographics of the customer. 
I use this to determine the right theme, 
look and feel for the upgrade. Your en-
vironment is everything, and the restau-
rant needs to look the right part. I find 
ways to creatively give the space a lift.”

For PCOs, the equivalent of decor 
is the infrastructure. A quick face-lift 
might include fixing home-run wires 
draped across exterior walls, improving 
the plant electronics to increase Internet 
speeds, retightening security boxes or 
adding another satellite to the mix. 

Step two for Irvine is to look at the 
restaurant’s product – its menu. Often, 

he cuts the number of menu items in 
half and picks a few specialties to give 
the restaurant some uniqueness. 

A PCO could also take a look at its 
menu. Has it correctly matched broad-
band speeds to residents’ demands? Does 
it offer the right mix of programming for 
the community? Is it trying to duplicate 
Comcast’s offering or is it catering to the 
MDU client’s true needs, which might 
involve adding a Wi-Fi hotspot for the 
leasing office or creating an access-gate 
channel for residents to see their guests?

Finally, Restaurant: Impossible works 
with the restaurant’s wait staff, educating 
them about their products and instilling 
in them a sense of ownership, pride and 
enthusiasm. PCOs can do the same with 
service techs and CSRs. Are they trained 
to upsell customers to new products? Do 
they know the triple-play specials? Have 
they bought into the program?

Upgrading a tired old family restau-
rant can be very similar to upgrading 
a sleepy old PCO system. With lim-
ited resources, Restaurant: Impossible 
achieves success by creatively adjusting 
the atmosphere, modifying the product 
and improving service. PCOs with lim-
ited resources can also focus on the pos-
sible and give new life to their tired old  
systems. v

In a new reality show, a celebrity chef turns around desperate restaurants. 
Private cable operators could learn a thing or two from his methods. 
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Spruce up the infrastructure, bring the products  
up to date, inspire the staff – et voilà!


