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IN A HAY STACK

Armed with a wok, a noodle and a smart idea, Luke McGrath is now selling his reape for success
by opening up Wok Me Noodle Bars to the franchise market.

w”k Me fisst appeared on the Brishane market in 2003,
taking residents by stoem with ies healthy fas food
alternative and extended opening hours,

|h-‘. CONCEPL a8 ome that had proven successfal in southern
States, and when Luke, origimally fram Melbourne, saw thas the
trend was yet to reach Queensdand, he made an instant decision
10 change the industry

*1 was living in Kangaroo
Point and working hage hours
in the property industry and
the thing that amazed me abous
Brisbane wis that you couldn’t
get anything to cat late at night,”
be said, *1 was sick and tired of
fatty fast foods and realised tha
1 probably wasn't the only onc
looking foe a healthy alternative

50 | set about changing the

options available to Brishane residents. *The Quecnsland food
retailiog industry st the thme was worth 33,2 billion and there
were no take-wway food chaiss shifting towands the consumer’s
demand for healehier food options. “Realising this void in the
market, we decided to create our own healthy alternative and
really shift the marketplace in making a move to healthy options.

*I knew the right strategy and proper planning would allow
Wok Me Noodle Bars 1o take hold of a large percestage of market
share. “The Queensland industry has since steadily increased
to be woeth over 33,76 billion as of Fcbraary this year so there
is definirely no concerns with business slowing down,” he sald.
Armed with 15 years experience within the hospitality industry,
Luke developed the Wok Me Noodle Bar concept and within &
whirlwind 12 weeks he had comvinced suppliers, shop fitters and
landloeds to be able 10 h(l:ir,'_ his business ¢ ancept to frwition. “I
knew it was a good ides and 1 wasted to make it happen. In tha

“A franchise is a business
partnership, our franchisees
will grow with us, and systems
and processes will evolve.”

13 weeks | flew back and forward to Melbourne and Adelalde, got
some chefs to help with recipes and menn design, and dealt with
the business of opening a takeaway food culet,” he said.

“When we first opened, aad our store was open until ropm,
everyone thoaght 1 was suts = cven the car park was empty m
8pm and people asc 6,30-730pm. In that first year, $0% of our
business walked in the door before Spm, but now that people
know we're open we make
0% ol our turnover after
Npm

“We're unique in the
market = we're healthy, fresh,
fast, and Mirtatious. We
doa't use any oil i cooking
and we have a nutritionist
looking at our meals, all
our fresh peoduce comes in
dzlh and is cooked in from
of the customer. We can have a meal ready in four minutes, and
we provide a fun and happy environment foe staff and castomers
alike”

Withis 12 months ul'ur'rn-n;_ the second Wok Me Noodle
Bar epened at Direct Fn‘nn‘y'()u'-?( (DFO), and ia 3006 the
Noeth Lakes stare apemed, with all three stoees expericncing
amesnse Sr"m:h

“DFO, Fortirude Valley and North Lakes all serve very
different desnographics and all three trade beyond expectations,”
he said.

Luke attributes the saccess of the Wok Me Noodle Bar
chain 1o his focus on the contineal evolution of the business in
previding the healthiest fast food altcrnative, In 2007, five new
stores are opening in Robisa, Gympie, Buderim, findalee and
Springwood. Luke said his background im the property industry
from leasieg 10 development has given him a good head stare in

Which Franchise Magazine
May Issue

Media Coverage




Wk Me owmer Luke MoGrach sow & void b e
Bev e 5 crewt @ healthy b rrative

sourcing sites for Wok Me Noaodle Bars

*1 starved at the base of the retail property indusery in Jeasing
shops, where 1 really got 1o understand the airty gricty and basics
of retail,” Luke sald.

*I then weat on 1o work on the commercial side of retail
giving me che right tools 10 3pply fundamental insight and
k.‘.a.’wl:ﬁ[c from the indestry to source the best sites for Wok Me
Noodk Bars,” be said.

With sales on the rise and growieg interest in the concept,
Luke was faced with deciding on the best optaom for managing
the furure growth of the business

*A couple of moaths ago | started wondering what | was
doing and whether | should sell the stoces off. Bet | had all the
sysdgms in place, our customers were boving s, and it scemed
crazy to sell off two years of hard work,” he said

*T realised thar a franchise msodel would be perfect

franchisees have the passion and can work in-stoee and dedicare
more time 1o cach individaal store.”

I'be three existing Wok Me Noodle Bars are mow being
offered Sor framchise, along with new stores.

To assist in achieviag a smooth transition imto the franchise
model, and 10 protect the Wok Me brand name, Luke has
established a camprehensive operational guide outlining systems
and peocesses, The 180 page docament covers how the noodles
are cookod < and why they're cooked kn thas way ~ bow to take an
oeder, and all other aspects of ruaniag a Wok Me

“Haviag spent 15 yeans warking im retail property | saw so
many (ly-by-naght businesses that didn't have that sort of thing
in place, so | know how important it is,” Luke sald.

That's not to say the systems are Inflexible.

“A franchise is a business parmership, our franchisces will
grow with us, and systeens and processes will evohve, We will be
looking 1o lavolve franchisees in coming wp with ideas for mens
planning, specials and keoping it freah,"WF
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Be Passionate and

Have Fun

Luke's number one piece of advice for potential franchisees
and franchisers i the same:

“Most important is to be passionate, enjoy what you're deing
and just do it! No hesitation, no second chances - | Bve by
that motto.

“I've had a lot of friends starting out
in business and retall but if they're
Just in & for the momey and not
passionate about the product
it doesn'twork. | eat Wok Me
every single cay and | love it*
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