
What is NICA?
National Independent 

Concessionaires Association

nicainc.org    813-438-8926





Mission Statement

The National Independent Concessionaires 
Association is a membership-driven organization 
dedicated to strengthening relationships with the 

Fair, Festival, and Special Events Industries through 
effective Communication, Education, Benefits, 

Leadership, and Solutions.



NICA Beginnings

▣ January 1993 Larry Orme and Gene O’Brien at 
South Florida Fair envisioned the idea of NICA

▣ February 1993 @ Florida State Fair 200 folks 
showed up at first meeting

▣ November 1993  360 members 

▣ BOD of 7 met for the first time in person at IAFE
◼ Communication Committee Concept

◼ Code of Ethics

▣ Left Vegas ready to speak on behalf of 
Independent Concessionaires regarding a broad 
spectrum of issues and concerns



NICA Today
▣ Developing Regional Councils

◼ West Council - 2006

◼ East Council - 2014 (NE), 2018 (SE), 2020 (merged)

◼ Midwest Council– 2022

◼ Commercial Vendor Council - 2024

▣ NICA Marketplace "Together!"  Las Vegas

▣ Business EXPO/Fare Foods Food Show  Tampa

▣ NICA Foundation Scholarship Programs

▣ Certified  Concessionaire Executive

▣ Hall of Fame/Good Neighbor

▣ NICA/IAFE  Read and Win Program

▣ Active in IAFE, OABA, and State Associations



Long Term Strategic Goals: 

Membership

▣ Increase Membership: 
NICA will become a stronger organization 
throughout the USA and Canada by 
increasing membership and member 
participation in organizational activities



Regional Councils



Generational Family Businesses



Who Is NICA?



Who Is NICA?

▣ Florida not-for-profit corporation

▣ Approximately 1100 members: Canada & USA

▣ Concession Members: 65%
 • Attractions
 • Commercial Exhibitors & Retail
 • Food Concessions
 • Games
 • Guest Services



Who Is NICA? (Cont.)

▣ Associate Members: 20%

 • Associations

 • Carnivals & Circuses

 • Consultants

 • Distributors

 • Suppliers

 • Insurance

▣ Fairs and Festivals: 14%

▣ Employee Members: 1%



Entrepreneur

▣ Person who organizes and manages any 
enterprise especially a business, usually with 
considerable initiative and risk.

▣ Visual and Kinesthetic Learners

▣ Traits or Qualities of Successful Entrepreneurs
◼ Tenacious   Opportunity Seeking Resourceful

◼ Self Reliant     Confident

◼ Thrive on competition   Innovative

◼ Able to Control Fear    Focused

◼ Like Autonomy    Passionate

        

                          



Long Term Strategic Goals: 

Professional Voice

▣ Be a Professional Voice in the Event Industry: 
NICA will present balanced and well thought out 
procedures and solutions for long-time industry 
issues and regulatory concerns at convention 
workshops and work for their adoption by Fair 
Associations.





Discussions About Options

▣ A discussion about the many ways to do or 
accomplish something

“Nothing is more dangerous than an idea when it is the only one you have.”  
      --Emile Chartier

▣ To have choices and/or possibilities

▣ When is there room for more than one way?

▣ Lead Convention Educational Sessions

▣ Participate in conversations that affect the 
Industries' net profits.



Thought Leaders at Industry Events

Jeff Thornberry, CCE Jeremy Parsons, CFE Daryl Whicheloe, CCEIsabella Barona



Discussions About Options

1. Rent and Deposit Structures
2. Contract Management

3. Point of Sale Options

4. Exclusive Sponsorships

5. Transfer of Ownership

“Anything that  violates the elements of justice, 
fairness and goodwill is deemed unethical.”



The Power of Food at Fairs



Contract Management

▣ Most concession members prefer rules and 
want them enforced

▣ Do not make more rules than can be enforced

▣ Product management

▣ Consistent pricing

▣ Safety and Security procedures

▣ Opening and closing clarity

▣ Fair Guest Impact: Contract management 
protects them, ensures good memories



Rent Structure 
▣ Understand rent makes fair facilities and programs 

possible
▣ When events raise rent, there becomes a 
   responsibility to increase attendance

▣ Many concession members and fairs prefer flat fee rent

◼Less work for all stakeholders, simple

◼Fair receives the amount they budgeted

◼Point of sale systems do not need to be all the same 

◼Concern does exist about over-booking and lack of 
seating



Rent Structure (Cont.)
▣ Many concession members and fairs prefer 

Percentage rent because it means all take the risk 
of good or bad results

▣ Do not raise percentage like it is a flat fee

▣ Misuse of guarantees: flat fee vs percentage, 
whichever is greater

▣ Multi-year Agreements

▣ Reasonable deposits

▣ Fair Guest Impact: Rent is the biggest factor in 
product price, quality and portion size



Point of Sale Options

▣ Most concession members prefer to be part of any 
discussion regarding point of sale changes

▣ NICA policy is to accept payment directly from the 
customer using the manner in which the customer 
chooses to pay

▣ Fair guest wants value and convenience

▣ Fair wants value and control

▣ Concessionaire wants a balance

▣ Fair Guest Impact: Simple and Honest transactions



Third Party Fees Devalue Money



Exclusive Sponsorship

▣ Most concession members understand the 
importance of sponsorship: weatherproof money, 
status, branding

▣ Prefer it not be food/beverage products that they 
are forced to buy at an inflated price

▣ Product giveaway: concessionaires give it away or 
give away as the guest exists

▣ Commercial concern: Premium spaces renamed to 
accommodate exclusivity of products

▣ Fair Guest Impact: fewer product choices and 
sometimes higher prices



Transfer of Ownership

▣ Most concession members prefer a 
transparent process that allows them to sell 
their business including locations when 
possible

▣ There is a variety of transfer scenarios: Owner 
to Family Member, Owner to Another Owner, 
Owner to Employee, Owner to Interested Buyer



Transfer of Ownership (Cont.)

▣ Transparency means publish the 
process: do not keep it a secret

▣ Template: Transfer of 
Ownership=  Succession Planning= Long-
range Planning  IAFE/NICA White Paper 
2017

▣ Fair Guest Impact: Seamlessly maintains 
tradition of grazing on favorite foods and 
signature quality items.



Communication Committees



Long Term Strategic Goals: 

Benefits

▣ Provide Meaningful Benefits to Members:
NICA will promote the collective buying power 
of its membership to attract member benefits 
that provide membership savings and 
organizational revenue.





Benefits



Mission Statement

To foster leadership development in the Fair and 
Event Industries by providing support through 

educational scholarships and by enhancing training 
and professional services.



Communication: NICA News, Benefits Guide & NICA Now!



Membership Educational & Networking Gatherings



Membership Educational & Networking Gatherings



NICA Marketplace "Together!" & 

NICA Business Expo



FAIRS are FUN

FAIRS are our BUSINESS



Learn More About NICA at 

www.nicainc.org
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