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So, you’ve dreamed about operating your own business for years, but the start-up costs and logistics are intimidating.  The statistics are also daunting:  a third of new small businesses fail within the first two years of operation.  A franchise-based venture <link> may be the answer to your entrepreneurial dreams.

Looking to Purchase a Franchise?  <link>
For more than 30 years, the professional franchise consultants of FranBiz have helped match qualified candidates with the franchise-based businesses <link> that best suit their aptitudes, sensibilities and financial criteria.  Contact us <link>  today for a free, no-cost consultation and start putting those dreams into action.
Want to Franchise Your Exisiting Business? <link>  

Maybe you’ve already jumped those initial hurdles to small business success, and now you’d like to turn your own venture into a franchise-based enterprise. <link>  The franchising experts at FranBiz can evaluate your concept, determine its viability in the marketplace and help you replicate your existing achievements into a thriving franchise system.
Looking to Expand Your Current Franchise System? <link>  

Your small business was an out-of-the-box success.  You’ve opened additional locations or offices, but you’re not sure how to take your enterprise to the next level. <link>  FranBiz has helped countless business owners take their expanding franchise systems to greater success.  So whether you’re looking to build your brand locally, nationally or even globally, FranBiz is uniquely qualified to assist you in achieving your corporate objectives.
Looking to Purchase a Franchise?

For the individual with an entrepreneurial spirit, sufficient resources and the right sensibilities, a franchise-based business can provide an exciting and rewarding career opportunity.  But franchising is not for everyone.  FranBiz will provide you with the good counsel to make the right decision. 

Five Important Questions to Ask Yourself

Answer the following five questions <link>   honestly BEFORE you consider purchasing a franchise-based business. 
1.  Do I have the right kind of personality to become a franchisee? 

Working within the structure of a franchise system requires the Franchisee to have a large measure of faith in the company in which they’ve invested—the Franchisor.   Franchising is inherently a bit of a dichotomy.   In other words, franchisors seek out entrepreneurial individuals, yet they insist upon strict adherence to a pre-determined business plan that they have formulated, without deviation. 
Ask yourself—are you willing to place your fate and money in the hands of the franchisor you select?   Are you willing to follow the franchisor’s proprietary operating manual without deviating from its recommendations for a period of at least one year?   If do not answer “yes” to both these questions, you should select a different franchisor, or become an independent operator in a similar industry.  FranBiz can provide you with options for a better fit. 
The Right Fit
Franchisors recognize that it is virtually impossible to predetermine who might be the ideal franchisee for their system.   Some of the best franchisees may ultimately question every detail in the Franchisor’s Operating Manual, but initially, they must be willing to follow the manual to a “T”.  
Some of the worst franchisees are those who question everything from the Day One.   These are individuals who often attempt to take short cuts, refusing to follow proven measures and procedures established by the company.  Novices who believe they know how to do things better, faster, or less expensively are the same people who may end up in financial ruin and blame the franchisor for non-support.  

The flipside of that maverick approach is the franchisee who questions nothing, takes the company business model and simply just duplicates it.  And they may refuse to change as the system changes—“ I like the way we used to do things…the old way was better.”   Of course, we all know that a system that does not evolve with the time and adapt to a changing marketplace becomes obsolete.   Individuals who never offer suggestions on how to improve a franchise system are often left wondering why their sales volume has flattened.  

The consultants at FranBiz are experts at putting qualified candidates on the right path to finding the business model that suits them best.
The Road to Franchise Success
Franchising is like getting the keys to a new car, full of gas, with a working GPS system.  But if the driver insists on taking his own route, he may run out of gas, find himself lost, and damaging the car on a road under construction.

If you are the kind of an individual who absolutely will not read an Operations Manual or never asks for directions or help when lost, then it may be fair to say that Franchising is not for you…

If you like to work alone—if you’re not a collaborator by nature—franchising may not be for you.  Franchising is an extended family.  If you refuse to listen to the members of that family, you will wind up outside its protection.  Have you ever noticed how some people will take counsel from perfect strangers, but won’t listen to those family members who will care for them the most?  

FranBiz will provide you with an honest, objective evaluation of your skill sets and characteristics, determining if a franchise-based business is right for you.
The Franchise Key

It’s worthless to buy a turn-key system if you refuse to turn the key.  Taking an active part in franchise network meetings, conventions, advisory boards and franchise steering committees are all part of the system’s strength.

Remember, there is no such thing as a perfect franchise system.  Any practical franchisor recognizes that their system is the best they have built to date, but it is not perfect.  The Franchisee Network feeds the Franchisor valuable ideas from the field through those aforementioned groups. 

The History of Franchising

To help you better understand the strength of franchising; consider the history and the scope of the franchise model of business.

When did Franchising begin?  The word Franchise comes from a French word meaning privilege or freedom.  A sovereign lord would grant the right to individuals to hold markets or fairs.  Hence, they had a “franchised right” to conduct business.  
Around 1840, in Germany, many brewers granted franchises to certain taverns giving them an exclusive right to sell their ale.  In 1851, the Singer Sewing machine company began issuing written franchise contracts to sell their sewing machines.  This is the first recorded written example of a franchised brand.
Here are some examples of the larger franchise-oriented corporations and the number of units in their systems in the U.S.:  
Subway  

16,000

McDonalds

12,000  

Wendy’s

  6,000

Dominoes 

  8,000

UPS Stores

  5,500

Holiday Inn

  3,600

Of the estimated 3500 franchise-based companies operating worldwide, less than 15% have more than 150 units.  Only 3% have more than 300 units.  By sharp contrast, the world’s leading franchisor, McDonald’s, operates more than 23,000 units.  
The principals of FranBiz have personally been responsible for building, training and supporting over 525 franchised locations!

2.  Do I really like the business I am considering purchasing?
Do you like the industry you’re considering—its people, and its products?   Will you be proud to tell your friends and associates what your new venture is?  Are you “in” the business or is the business “in” you?  A famous preacher once said, “Set yourself on fire and the whole world will come to see you burn…”  If you can truly say that you are passionate about the products or service with which you choose to be involved, people will want to do business with you. 
The famous car salesman, Joe Girard, wrote a book entitled, “How to Sell Anything to Anybody.”  In the book he says the single most important factor in an individual’s success is their enthusiasm for the product or service in which they trade.  Girard used to put 50 business cards in his pocket in the morning and wouldn’t go home until he had found a way to pass them all out, even if he had to stand on a street corner and give them away.

3.  Can I physically, financially and emotionally afford this business? 

Don’t get into a business that requires heavy lifting if you have a bad back.

Don’t overextend yourself financially to the point where every last nickel you have is in the business.  Plan on your new venture taking longer to break even than you expected. 

If you don’t like dealing with people, don’t go into retail.  If your spouse doesn’t want you in this business, don’t do it.

4. Am I willing to follow this franchisor’s guidelines?  

Do I believe this franchisor’s Owner’s Manual will provide me the roadmap for a successful journey?  At first glance, it may seem easy to say “yes”, but aspects of franchising that are vital –yet often overlooked—are the guidelines for conducting outside marketing, especially before your franchise’s launch. 
It’s a well-known fact that most people will not drive more than three-to-four miles to purchase your product or service.  That being the case, you’d only have to “farm” a plot of land that is only about four square miles.  By “farming your land”, we mean calling on every office building, hospital and dorm room, and canvassing every neighborhood within that radius.  Block out some time every day –even just an hour or two—when you can personally visit a potential customer.  By the time you’ve covered the “land” in your “farm”, you will have gained many loyal and faithful customers who were so impressed that you cared enough to see them personally.  

There is no substitute for this type of customer outreach.  Having a website, doing media advertising or staging events is all very good and important, but asking someone for their business, face-to-face, is the best form of advertising.

5.  Am I satisfied with the location and/or territory that the franchisor has helped me identify?
The Number One reason new franchisees cite as to why their franchise didn’t work out as planned is “poor location”.  Too often they pick a location because it is close to home or in a nice part of town.  

Take the time to study demographics and match your neighborhood to the kind of people who buy your products or service.  Note traffic patterns.  Can your location be seen from a highway in time for them to stop?  Is there easy access?  Will the property manager give you favorable lease terms?
Unfortunately, many franchisees settle for sites without conducting their own research.  It is a foolhardy business practice for a potential franchisee to blindly accept a franchisor’s recommendations with regard to location if the franchisee has a greater familiarity with locale.  

Never hesitate to ask questions before purchasing a franchise.  If you are not satisfied with a franchisor’s answers, keep looking.
Want to Franchise Your Own Concept?

So your business is an established success in its local community.  Customers love you, profits are steady, and you’re ready to expand your enterprise.  But replicating that success in new locations is never guaranteed.  FranBiz can help guide you past the hidden pitfalls of franchising your business.
Four Things People Want When Buying a Franchise

Here’s what people will be looking for when considering the purchase of your franchise:

1.  A Proven Concept
One has to build a working model over a specific period of time to be able to offer a PROVEN concept.  Too often, people rush to market with a product or idea that has never been tested over an adequate period of time in the marketplace.  They are just so convinced that their concept is great, they want to move forward and bring others into business with them. 
Your idea may appear to be sound, but will the public buy it?  Will they buy enough of it, and often enough, to sustain a business model over many years?

2.  A Regionally Recognizable Brand Name or Trademark
Owning the only company franchise in large region is rarely an advantage. Opportunities such as brand name recognition, co-operative advertising and volume purchasing power allow franchisees to piggyback on one another’s profiles and success in the marketplace.  Ongoing corporate support is usually more robust in regions where they have multiple franchise outlets.
3.  Co-operative Purchase Benefits
Inventory, advertising, equipment, and supplies all cost less when purchased by a group rather than just one franchise.  This is why “clustering” stores in one locale is a sound practice, as opposed to being so spread out that co-operative projects cannot be undertaken.  If you have ten stores in a 20-mile radius, Billboard advertising might make sense.  But if you have only one or two stores, it’s probably not the most effective use of marketing funds.
4.  A Universally-Intriguing Concept that will have Longevity
Brands that have struggled have usually been invested in a singular product or technology.  Example: 

Singer Sewing Machines
An obsolete industry cannot be franchised:  

Typewriter Sales & Repair
Other franchises to avoid are ones that bear celebrity endorsements: 
Kenny Roger’s Roasters
Funding Your Franchise Expansion
How much does it cost?
· Cost can vary greatly depending on the concept and scope of the business.

· Regional, national, or worldwide franchise expansion becomes increasingly more expensive as the area in which you’re operating expands.
· In-house sales people vs. area development teams.  For example, FranBiz’s founders are intimately familiar with the Mail Boxes Etc®. / UPS Store® concept which committed early in its stages of expansion to growing the business through an Area Franchisee Network.  Area Franchisees purchased the rights to recruit new franchisees in a specific geographic area, earning commissions in the process.  

In addition, these same people were required to provide ongoing support to their franchisees, and would earn a royalty in doing so to be paid by the parent franchisor.  These area developers were also required to build and operate a pilot center to be used as a model and training center in their areas.  This type of structure would cost more to put in place than if a franchisor intended on selling individual stores—one at a time.  But, in the long run, it could be worth the extra expense.
Where does the money come from to get the franchising process started?
Many franchise systems are funded solely by the individuals who have fostered the idea; personal savings, second mortgages or liquidation of other assets have all been used by individuals starting a franchise.  There are also private lenders or investors or “angel investors” who, for significant interests in the company or other benefits, may consider funding the franchise when it is launched.  Our principals in FranBiz have decades of experience in this type of investment.  
Common variety regional or national banks generally will not consider any kind of loan to help you get started unless you have equivalent assets for collateral that they can easily access in the event that your concept does not succeed as planned.  

Governmental lenders such as the Small Business Association won’t usually consider funding a franchise or a newly-minted entrepreneur, but will often finance a franchisee or a franchise system that has been operating successfully for a reasonable period of time. 

Professional Venture Capitalists (VCs) are most likely not going to consider investing in a start-up franchise system.  VCs usually look for proven concepts that have been franchising for no less than three-to-four years and can boast numerous happy, successful franchisees. 
A bare-bones attempt to become a Franchisor would cost a minimum of $50,000 just for the legal, accounting, and basic website production that is required to launch an enterprise.  A more realistic figure would be upwards of $100,000, and this would be affected by whether or not you planned on utilizing Area Franchise Agreements, Master Franchise Agreements, Area Development Agreement or an Area Representative Marketing Agreement. FranBiz has extensive experience with all these varieties of agreements and a comprehensive knowledge of how they work. 
If you have between $50,000-$100,000 of your own capital, or you know where you can raise this amount of money, you may be a candidate who is capable of starting your own franchise concept.  FranBiz stands ready to assist you in your endeavor, and we welcome the opportunity to personally discuss the concept of your business with you, as well as the many options for funding it.  If you would like a personal consult with one of our franchising experts, click on the link below and provide your information. FranBiz Group Request for Consult.
If you do not have access to that kind of capital but believe your concept has the earmarks of a franchise-able concept, click on the following link to have one of our Fran-Financial Investor Relations counselors contact you for a personal consult.

TheFranBiz Group Request for a free/no obligation consult.

(fields)

Name

Address

Bus phone

Cell phone

Best time to call:

Email address

Check the category that best describes your concept so we can assign one of our specialists in your field:

1. Food




Like Salad Works

2. Entertainment


Like a sports team

3. Service- mobile


Like Stanley Steemer

4. Service- fixed location 

Like UPS Store

5. Product



Like Snap-on-Tools

6. Hospitality



Like Holiday Inn

7. Specialty



Like Edible Bouquets

How soon would you like to get started?
Two years / No rush

Next year
30 – 90 days

Looking to Expand Your Existing Franchise Network?
So, you’ve already expanded the single-location success of your original business to multiple locations in your town or local region.  But now it’s time to cast a wider net and build a brand.  Whether you’re looking to dominate your area marketplace, go national or even global, FranBiz is poised to help you take that next giant step to franchise success. 

The principals and founders of FranBiz own and operate numerous franchised concepts themselves. 

The International Franchise Association estimates that there are over 3,500 franchise systems worldwide and over 2,500 franchise systems in the United States alone.  Less than 15% of those franchise systems have more than 150 units; less than 3% have more than 500 units.  By virtue of the fact that you clicked on this link you, most likely, are not in that top 3%, but would like to be…and may in fact have the potential to be! 
It’s a well-known fact that it takes approximately 100 leads to get just one qualified prospect, resulting in a single sale.  Advertising costs have sky-rocketed, and the fierce competition for prominence on the Internet has become almost as expensive.  The cost to generate that single lead has become extremely costly.  
Attendance at Franchise shows and, in particular, the quality of attendees at Franchise shows is down.  The low rate of unemployment, fewer corporate layoffs and a stock market at record highs has resulted in fewer franchise inquiries globally.  Even many of the fastest-growing franchise organizations in the world are reporting that their franchise inquiries are down considerably. 

The past five years has witnessed a revolution in the development of franchise leads.  Several Internet-based firms have seized the opportunity to represent literally hundreds of franchisors simultaneously. 

Some of these sites are nothing more than a link to franchisors, while others claim to “counsel” buyers in selecting the appropriate franchise system by carefully determining the franchisees capabilities.  These sites are quick to point out that they do not “sell” franchises, but counsel prospective franchisees for a hefty fee should a purchase be completed.  
The principals of FranBiz believe that while all parties involved in these ventures have the best of intentions, realistically and practically, the individuals behind those sites cannot possibly have intimate knowledge of each franchise with whom they are associated.  
FranBiz believes that knowledge is power.  And as prospective franchisees are potentially making the most important investments of their lives, they deserve the most accurate and comprehensive available.  For that reason, FranBiz only represents concepts in which the principals of FranBiz themselves have a financial stake.  We own and operate at least one unit of every franchise concept we represent. 
We feel that an invested commitment gives us as insider’s perspective on the companies and industries we represent, providing prospective franchisees with unparalleled information for making the best decisions for their futures.

Our affiliated offices are owned and managed by individuals who have no less than ten years’ experience in franchise business.  We currently have offices in Tampa, Ft. Lauderdale, Atlanta, Phoenix, San Diego, Canada, Mexico and, soon to be opening, in Boston, Philadelphia, and Chicago.  If you are a Franchisor that seeks to become part of that upper echelon, click the link below for a free and confidential initial consult.

FranBiz Network Franchise Expansion Consult
Contact Us

Whether you’re considering the purchase of a franchise-based business, franchising your existing business or expanding your current franchise system, FranBiz is uniquely qualified to assist you in your endeavor.  If you would like a personal consult with one of our franchising experts, click on the link below and provide your information. FranBiz Group Request for Consult.
About Us

The professional Franchise Consultants of FranBiz have been helping new and established entrepreneurs achieve their business dreams and objectives for more than 30 years.  Ours is not just an armchair expertise.  The principals of FranBiz are uniquely qualified to assist you in your ventures because they are invested owner/operators of numerous franchise-based businesses themselves.
Among the many nationally-recognized brands which FranBiz has consulted or has invested in are Mail Boxes Etc. / The UPS Store, Clix, Salad Works and (list others).
So whether you’re considering the purchase of a franchise-based business, franchising your existing business or expanding your current franchise system, FranBiz is prepared to help you and your enterprise reach your greatest potential.
