
Insane Restaurant Franchise
By Flavor-Bombing the QSR Industry

How to Grow an



$282 BILLION
QSR INDUSTRY

Find out why 
the Dank Burrito 
franchise opportunity 
is getting it done, and 
how you can too.

Understand the 
differences and benefits 
of investing in a franchise 
versus going it alone.

Discover more 
information about the 
QSR market, and why 
food quality, brand 
personality, and a sense 
of community are so 
popular for consumers 
and investors alike.

Quick Service Restaurants (QSRs) aren’t for those who chill. The industry is moving way too fast for 
that. This year it will reach nearly $282 billion, and shows no sign of slowing. People are hungry for 
seriously good food, and in a hurry. Consumers have reached the point where they want it all – quality, 
speed, and surprise. There’s a way to get it done, but you might have to look in unexpected places, 
where fine dining and street food collide.

in this outlook

In this outlook:
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The Dank Burrito 
Franchise Opportunity

Steps to Franchise

A Franchise Can Be 
Worth its Weight in…

So, You Want 
to Own a Restaurant

Becoming a Restaurateur

Benefits of Franchising

Important 
QSR Industry Insights

The Format

The Following

What the heck is WOMM?

The Food

Food Trends 
with Staying Power
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FOOD TRENDS WITH STAYING POWER

Customers are willing to 
pay double for their food 
knowing it is made in a 

trusted establishment that 
follows health department 

cleaning practices.

More than any other factor, 
freshness of ingredients 

and higher quality of food 
remain the top reasons 
consumers stay loyal.The Food

More than any other factor, freshness of ingredients and 
higher quality of food remain the top reasons consumers 
stay loyal to their favorite QSR restaurant. They choose 
food quality, even if it isn’t advertised in the “healthier 
options” market with the understanding that if the food is 
fresh, it’s likely better for you. The call for fresh food is why 
you see brands shouting from their rooftops that they don’t 
freeze their ingredients, or that menu items are made to 
order, or made fresh daily.  

What makes fresh food taste even better? Knowing it was 
made in a clean establishment. Now more than ever, with 
cleaning practices under a universal microscope, patrons 
appreciate the ability to trust restaurant owners and staff 
with cleaning best practices and those perfect health 
department scorecards. In fact, they are willing to pay 
double for it. That brings us to our next point of not only 
what makes a restaurant awesome, but why getting into the 
QSR market may be the right move for you: The Format.

Say goodbye to the greasy spoon, at 
least for the current and up-and-coming 
QSR consumer palate. The food that 
moves is made fresh, totally not bad for 
you, Instagram worthy, and so crave-able 
you might cry when it’s gone. Let’s talk 
about the three biggies: the food, the 
format, and the following.
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expect it to boost 
direct sales

43%

When we talk about format, we mean to ask, 
“With what message will we bring our food to 
the masses?” Brand personality may not be as 
important as the food you serve, but what good is 
the food if you fail to attract people to it? This is 
important when marketing food to consumers, but 
it’s equally as important when considering a brand 
to invest in. Prospective franchise owners – we’re 
talkin’ to you here – need to understand that brand 
personality is a key differentiator when it comes to 
deciding which brand to explore. 
 
Do you want a brand like everyone else who 
boasts the uniform “quick and convenient” mantra? 
Or do you want a brand who knows that quick 
and convenient is expected, it’s only a baseline, so 
they take their messaging to the next level with 
something that makes people stand up and say, 
“whoa, check that out!” Which brings us to 
The Following.

The Format

The Following

Current Rep of 
Word-of-Mouth Marketing

Ask anyone in marketing, for just about any business from food to finance to feet (okay gross, sorry), and 
they will tell you that word-of-mouth marketing (WOMM) is crucial to getting people through the door. 
$6 trillion of consumer spend is driven by WOMM.

of marketing 
execs say it’s most 

important

64%
admit it builds 

brand awareness

82%

5



In the QSR industry, how do 
the best brands create a following?

FUN (OR NOT SO FUN) FACTS:

They Stand Out

They are Consistent

First, they get noticed, and for all the right reasons. Great 
food? That’s a no-brainer. Excellent service? Yes. A clear 
brand personality? Definitely. Wait, what does that mean?
 
It means their messaging had better be CRYS-TAL. For 
example, do they serve fierce flavor combos that blow your 
mind with every bite? Then everything they do – from their 
food to their service to their pics on social media – should 
rattle your taste buds, and rock your world. Are they a 
brand that is redefining an industry with innovation and 
attitude? Then they will reflect that in everything they do.

Consistency is key. If you are seeking out a franchise 
investment opportunity, you will see the brands that 
know who they are, that can be counted on for consistency. 
Those are the ones people will follow. Find a brand that 
does this right, and their loyalists will never let them down. 
Further, they will go online and announce their fellowship 
to the masses.

In today’s digital age of social media, a bad review can reach 
thousands. Good reviews are mega valuable. A one-star improved 
rating on Yelp can drive a restaurant’s profit up by 9%! This 
matters because 92% of consumers read restaurant reviews. 86% of 
Millennials (you know you love ‘em) will try a restaurant based on 
food-related content they have seen on social media and 90% of 
consumers research a restaurant online first before trying it.
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According to a recent survey:

• 56% of consumers eat 
restaurant food 2-3 times per week

• 10% eat out 4-6 times per week
• 6% dine out every day
• 78% of consumers say they would rather 

spend their money on an experience like 
eating in a restaurant, than on items 
purchased in a store.

• 75% of consumers would rather dine out 
during leisure time with family and friends 
than cook.

Important QSR Industry Insights

require good 
standards of 

cleanliness and 
safety to return

25%
focus on the 

value for money 
a restaurant 

provides them

31%
are driven to 
return by the 

quality of 
the food

51%
would be likely 
to return for 

fantastic taste 
and flavor combos

44%

All this sounds good, right? You aren’t alone if you are thinking you want to own a restaurant. There are many 
compelling reasons to join the more than 1 million restaurant owners in the U.S. That’s a lot of restaurants, 
and another reason to make sure you find a brand that has crazy-good food, a precise format, and a killer 
following. You can totally go it alone or find a franchise that meets the mark. Let’s hash out the difference.

6%

56%

78% 75%

10%

Why Customers Come Back
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So, You Want to 
Own a Restaurant

A Franchise Can Be Worth 
its Weight in ________________ 
(insert what appeals to you most.)

A franchise is a business system where potential 
franchise owners (YOU) pay a fee to utilize and 
grow an existing brand (THEM). The transaction 
is regulated by the Federal Trade Commission for 
the protection of both parties, and a Franchise 
Agreement spells out the intricacies of the deal. 
 
To spell it out, a franchisor (the brand you are 
exploring) has laid all the groundwork for you. 
Typical franchisors provide awarded franchisees 
the business blueprint for operations and training, 
along with a wealth of support that includes 
everything from site selection guidance to tech 
help and marketing, to recipe development.  Most 
importantly, a franchisor is obligated to disclose 
initial costs and ongoing fees so you’ll have a very 
good idea of what the business will cost before 
you even get started. A good franchise already 
has the food, the format, and the following. They 
already have incredible WOMM and social media 
presence and are ecstatic to share it with you.

There are a couple ways of going into business. One 
of them is a start-up, the other is a franchise. Going 
it alone with your own idea has its privileges. You get 
to be your own boss, make all the rules, create your 
own recipes, be the big guy on campus. Awesome. 
You’re also on your own, responsible for Every. Single. 
Thing. – food, inventory, staff, technology, permits 
and licensing, legal entity, payroll, marketing and 
more. It will be up to you decide how much work is 
worth having your name on the door. 
 
But what if you can have most of that, and with a 
LOT more? Take your name off the sign and take a 
look at the difference a franchise concept can make. 
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Hiring Your Team and 
Conducting Training 

(more cool stuff and hard work)

Finalizing Your Restaurant 
Location and Set-Up 

(SUCH a cool step)

Signing the 
Franchise Agreement 

(gotta make it official)

Meeting the Team for 
Discovery Day
(go, listen, and ask 

even more questions)

Connecting with a 
Director of Development 

(have all your questions ready!

Completing 
an Inquiry Form 

(you won’t know if you don’t ask)

Taking the steps toward owning a franchise is called 
“doing your due diligence,” and may include:

Preparing to Launch 
Your Restaurant! 

(totally the goal)

Reviewing 
Disclosure Document

(you’ll land a franchise attorney 
for this part)

Franchise ownership 
means going into business 
for yourself, but never 
by yourself.
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So many of them they have a name: Danksters, from 
our Dank Nation. THAT’s how many followers we have. 
But there is always room for more, and your community 
will join them!

The Following

Our brand messaging is on point. We are 
bold, unruly, and our customers love us for it. 
Yours will too.

The Format

Fresh-to-Death ingredients (ask us about that!), a 
chef-driven approach (seriously good), and crave-able 
flavors that make people stand up and say, “whoa.” 
It’s a menu that favors the bold in the form of flavor 
bombs – any way our customers want them – burrito, 
taco, bowl, salad, or side.

The Food

THE DANK BURRITO FRANCHISE OPPORTUNITY

We are Dank Burrito, and we bring everything we’ve been talking about here into 
focus. Don’t ever call us a typical burrito joint, or a Mexican food chain, because 
we are so NOT either of those. Our restaurant is not like anything you’ve seen, 
our food is not like anything you have tasted.

Plus, our franchise owners leverage multiple revenue streams including cool merch, convenient gift 
cards, and catering opportunities for mega events and smaller ones too. 

Look, we have built an incredible brand, and now we are sharing it with the right, qualified individuals 
who get what it is we are about and recognize a good thing when they see it. If our brand speaks to you, 
let’s talk some more.
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At Dank, We Got You

Total training on day-to day operations, 
including use of our tech (see below).

Extensive marketing support that 
includes guidance on local marketing 
campaigns, website presence, etc.

Modern technology tools that have 
been vetted and approved by our team 
(for inventory, HR/scheduling & payroll, 
POS, accounting, etc.).

List of supplies and equipment 
from approved vendors (products, food 
suppliers, uniforms, etc.).

Ongoing training, plus periodic 
support visits to cover marketing, 
operations, finances, maintenance, 
whatever you need.

On-site assistance to help you launch 
your Dank.

Comprehensive Confidential 
Operation Manual to check out 
whenever you need.

Serious flexibility when it comes to finding 
and building out your location.

Running a Dank Burrito isn’t complicated. We’ll show you how it’s done.:
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Dank Food Group, LLC.

DankBurritoFranchise.com

Going into business IS a big deal. It can be a life-changing kind 
of deal. It’s also a BLAST. We are ready to guide you through 
the process – every bold, tough, awesome aspect of it. Join us. 

For more information on how you can join the Dank Burrito 
group of franchise owners, contact us today!

This advertisement is not an offer to sell a franchise. An offer can only be made by a disclosure document filed first with the 
appropriate agencies of the respective filing states. Such filing does not constitute approval by any such agencies.

Join Us
We Know It Seems Like a Huge Deal


