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Client:
Major Franchisor of Quick Service 
Restaurants

Products/services:
Quick service food provider and 
franchisor

Challenge:
Decreased market share and diffi-
culty acquiring franchises owners due 
to a new competitor’s marketing and 
sales efforts

Maia’s Methodology:
Comprehensive Competitive Analysis 
and Scenario Planning exercise

Results:
•  Reduced success rate of competi-

tor’s franchises via targeted pricing 
strategy

•  Increased revenue and number of 
new franchises

Maia’s client, a major franchisor of 

quick service restaurants, was ex-

periencing challenges in the United 

States due to a small competitor that 

was growing rapidly in certain regions. 

The competitor had been very suc-

cessful in increasing market share by 

providing a differentiated food offering 

versus our client and through aggres-

sive franchise development efforts. In 

specific regions, our client was losing 

market share and experiencing dif-

ficulty in acquiring franchise owners 

due to the competitor’s efforts. 

Maia’s client required a greater under-

standing of the competitor’s business 

to support the development of a more 

comprehensive competitive response. 

Since the competitor was a privately 

owned organization, knowledge of 

the competitor’s future plans was not 

readily available. To improve its over-

all understanding of the competitor, 

the major franchisor contracted Maia 

Strategy Group to conduct an exhaus-

tive analysis of the competitor’s busi-

ness, including its franchising strategy, 

operations model, marketing efforts, 

growth plans, organizational struc-

ture, product development strategy, 

and overall revenue and cost model. 

BaCkGROuNd 

Maia’s approach consisted of a com-

petitive analysis whereby it would 

gather and analyze primary research 

from the competitor’s employees, 

franchisee owners and business sup-

pliers to develop a thorough under-

standing of the competitor’s business 

model. A key element of Maia’s ap-

proach consisted of building a financial 

model to understand the competitor’s 

overall financial performance, includ-

ing the typical revenue and cost model 

of its franchises. 

To support the client in developing an 

effective competitive response, Maia 

suggested that its analysis include a 

scenario planning exercise as well as 

recommendations based on the dif-

ferent growth scenarios of the com-

petitor. For each scenario, Maia would 

provide the client with methods to de-

termine if the scenario was occurring 

based on the detection of sign-posts 

as well as strategic and tactical rec-

ommendations to address the threats 

posed by each growth scenario. 

aPPROaCh 

“ This new competitor entered our space with a differentiated offering 
and was very successful not only in terms of impacting our revenue 
but also in our overall ability to develop franchises… It was a major 
challenge, and we needed to quickly develop a plan to minimize 
this threat, which is why we used Maia” VP of Franchise Development



»

MaiaStrategyGroup Case study  Franchisor of Quick Service RestaurantsNO.2

Maia strategy Group | 139 Fulton Street, Suite 511 | New York, NY 10038 | 800.711.5328 | page 2 of 3

By employing Maia’s tactical recommendations immediately, the client was able to increase the revenue growth of 

franchises competing directly against the competitor by 5% within four months of the completion of the study. In addi-

tion, Maia’s tactics decreased customer volume at the competitor’s franchises which severely impacted the near-term 

viability of the competitor’s franchises in their infancy.

Within twelve months of the project’s completion, the client implemented certain recommendations resulting in a 7% 

increase in the number of new client franchises in the regions where the competitor was most heavily concentrated.

“We noticed some immediate results in terms of revenue growth for our franchises competing directly against the com-

petitor. Over the long term, we also experienced some positive results due to the pricing strategy Maia recommended” 

VP of Franchise Development

Results 

Maia’s recommendations included a 

variety of strategies based on three 

different growth scenarios the compet-

itor may experience: “Slow Growth,” 

“Moderate Growth,” and “Fast Growth.” 

For each scenario, the strategic recom-

mendations were prioritized based on 

the ease of implementation and the 

possibility it would minimize the com-

petitor’s growth. 

Maia’s also provided tactics to mini-

mize the overall financial performance 

of the competitor’s franchises based 

on an understanding of its revenue 

and cost model. These tactics were 

employable regardless of the growth 

scenario and were easily executed 

across the client’s franchises. For in-

stances, Maia understood that many 

of the competitor’s franchises were in 

their infancy and were operating at 

minimal or negative profit margins. 

Maia recommended a “price war” 

through heavy promotions in specific 

regions where many of the competi-

tor’s franchises were concentrated. 

ReCOMMeNdatiONs 

Maia Strategy Group is a boutique strategy consultancy that specializes in conducting customized market re-

search and analysis to support organizations with their mission-critical decisions. Maia supports clients by filling 

in their gaps of knowledge through its study of critical external market environment – competitors, customers, 

partners and suppliers.

Maia Strategy Group is located in New York City’s Financial District and works with a select group of clients, includ-

ing Fortune 500 organizations and Government agencies. 
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