
Circa 1st Jan 2018 
X is a food-delivery brand competing with Y with both brands focusing on the India 
market. The India market seems ripe for online food delivery with a vast variety of 
cuisines and eateries catering to budgets of all sizes available offline. Analysts 
estimate that given the rapid growth of online ordering the food delivery category will 
add more than an 100MN additional orders per quarter to the category by the end of 
2 years.  
 
Y has a head start of two years in operationalizing a full-stack delivery experience, X 
entered the space 6 months ago but is scaling up quickly. X is a challenger brand - it 
has half the volumes that Y does and also less than half the capital that Y has. But its 
appetite is to become the biggest food delivery brand by the end of 2019.  
 
You are preparing a growth plan for X to achieve this - you have some basic metrics 
handy for the quarter gone-by.  
 

Data for time period Q417 (Oct-Dec 2017) (MN) 

Total users (who ordered in Q417) 2.35 

Total new users (who ordered the first time) 1.25 

Lifetime Users (who have ever ordered)  5 

Orders 20 

 
You are required to –  

1. Break down the goal of achieving 50%+ market share in 2 years into a tangible 
growth plan. For this, you will need to first find the fundamental building blocks 
of any growth plan. Some information provided above should help you get 
started - you may also take some assumptions along the way. Remember to 
set yourself quarterly targets on KPIs to enable you to track progress.  
 

2. Identify business levers that could help influence each of the growth KPIs 
identified above. You may want to identify a sub-KPI for each lever.   

 
3. Set up a framework for measuring efficiency of each lever. You may want to 

assign an efficiency KPI.  
 

4. [Bonus] Structure your teams in a manner that maximizes execution of each 
lever you identify above.  


