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Å 7thƭŀǊƎŜǎǘ !ǇǇƭŜōŜŜΩǎ 
franchise system

Åст !ǇǇƭŜōŜŜΩǎ ƻǇŜǊŀǘƛƴƎ ƛƴ 
five Mid-Atlantic States

Å Roughly 3,500 employees
Å $145 MM in revenue
Å 2.75% of net revenue 

spent on National media
Å 0.50% of net revenue 

spent on local working 
media

Å Significant push to drive 
Local Store Marketing 
(LSM) 



άaŀȅ ȅƻǳ ƭƛǾŜ ƛƴ ƛƴǘŜǊŜǎǘƛƴƎ ǘƛƳŜǎΦέ

Ancient Chinese Proverb  (aka The Chinese Curse)



The Case for Local Store Marketing
ÅSlow economic growth
ÅReal wages negative
ÅLow population growth
ÅIncrease in competitive intensity / intrusion 
ÅChange in nature of competition: share-shift game
ÅChanging media landscape
Å/ƻƴǎǳƳŜǊǎΩ ŘŜǎƛǊŜ ǘƻ ŦŜŜƭ ŎƻƴƴŜŎǘŜŘ ǘƻ ōǊŀƴŘǎ ǘƘŜȅ 

support
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Restaurant sales trends closely follow 
D5t ǘǊŜƴŘǎΧ



GDP growth coming out of the 
άƎǊŜŀǘ ǊŜŎŜǎǎƛƻƴέ ƛǎ ǘŜǇƛŘ ŀǘ ōŜǎǘ



LƴŦƭŀǘƛƻƴ ŀŘƧǳǎǘŜŘ άwŜŀƭέ aŜŘƛŀƴ 
Household Income is negative



Slow-Down in population growth 
decreases demand for all goods



New and adjacent market entrants have traditional 
casual dining players in their cross-hairs
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