McGETTIGANS

The Issues




CHALLENGES

The group had 15 years of operation under
its belt which brought positives along with
unique challenges.

Challenge 1

Aversion to change management
from some of the existing senior
team.

Challenge 2

Little to no marketing for franchising
as the previous partners had
approached the CEO directly and
organically.

Challenge 3

Brand standards were poorly
disseminated, uniform SOPs and
brand integrity was a low priority.

What was done

With the hire of a native Mexican chef, the
menu was revamped along will all brand
collateral. The Staff re-trained on the new
menu and the service structure adapted to
focus on the guest experience.

Phase 1

Analyze current partners across
the GCC and determine outlets
with significant brand drift.

Phase 2

Develop initial SOPs , standards
deemed brand critical to be re-
addressed with in person visits.

Phase 3

Identify weak partner managers
and invite them for re-training at
flagship outlet.

RESULT

After 6 months the group had, under my
consultancy, developed a solid digital
presence that attracted significant new
enquires from international operators.

Brand Compliance

Partners progressively improved
brand compliance through the
introduction of a mystery diner
and audit schedule.

Several New Openings

Several new opening were
scheduled across the GCC with
new partners and more in the
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