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Introduction





Are you 100 percent in control over your personal and professional life? Are you in control of the way you spend your time?


What about this …


Are you sick of working for someone else? Are you stuck in a career where you feel like you could be running the company more effectively? Are you tired of working long hours to help make someone else rich? Do you think you could make better decisions than those above you? And do you want to be the one making those decisions?


Not everybody does, and that is okay. But if you are nodding along to those questions, you have just picked up the right book.


On the flip side, maybe you are one of those rare people who actually likes their job. But perhaps you want to figure out how to build different revenue streams, diversify your portfolio, create a legacy opportunity for your family, or give yourself an exit strategy should the day ever come that you don’t like your job anymore.


Or, although this may be hard to imagine, maybe you want to prepare yourself for the day when your current employer doesn’t want you anymore. Then what?




“If your salary is your only source of income, you’re one step away from poverty.”


—Warren Buffett


Let’s be honest here: You probably didn’t stumble upon this book by accident. There was something about franchising that attracted your attention.


Maybe you have heard a little bit about franchising before but have been scared off by stories of high investment costs. Let me guess—you don’t have $3 million under your mattress, do you?


But what if we told you that you didn’t need that? What if we told you that franchising doesn’t take millions of dollars? What if we told you that it can be more attainable than buying a starter home? What if we told you that you don’t even have to own a franchise in an industry you know something about? What if we told you that you could become a franchise owner AND keep your current job?


If someone told you all of that, would you want to learn more? If so, that is what we are going to do in this book: dispel the myths and properly educate you on franchise ownership to determine whether this is the right path for you.


Frankly, what is the worst that could happen? Worst-case scenario, you read a book and learn something new. That is not going to kill you. But maybe, just maybe, you read this book and realize that franchise ownership is attainable for you. And perhaps you will even discover how to make that dream a reality.


Let me guess—when you hear the word “franchising,” you probably think of the golden arches. McDonald’s and its big-name fellows like Taco Bell and Burger King might be the quintessential examples of franchises, but they are far from representative of the franchising world as a whole. Unfortunately, many people don’t realize just how diverse and accessible franchising really is.


It’s no wonder why. After all, to become a McDonald’s franchisee, you will need a minimum of $500,000 in liquid assets. Plus, the company reports that the initial investment cost can be as high as $2.3 million. To start a Taco Bell, you will need up to $2.9 million as an initial investment.


Hold on a second. Don’t close this book yet.


Perhaps the most common myth about franchising is that it is all fast food and all uber-expensive. But as you are about to find out, that level of investment is the exception, not the rule—and fast food is only one of hundreds of different industries and niches that are franchised.


Guess what? You don’t need $2 million in cash to start a franchise. In fact, there are thousands of companies out there that offer franchise-based business models with a significantly smaller price tag.


Franchises exist in many industries you may never have considered—there are over 4,000 franchisors in over 200 different industries in the U.S. alone. There are models in which franchise owners can be full-time or part-time. They can be active or very passive. They can be consumer-focused or business-focused—or both. They can work with skilled labor, unskilled labor, or no labor at all. And there are Franchise Fees and investment costs to fit all different budgets.


Up to this point, you have probably been working for someone else. Maybe the paycheck is alright, but you are tired of decisions that are not being carried out properly. You want the control, freedom, and flexibility to skip out early to go to your kid’s soccer game, and you are done with being guilted for using your hard-earned vacation days to take a three-day weekend.




Franchise ownership will afford you all of that and more. So why doesn’t everyone become a franchise owner? Great question.


Brands are constantly looking for new owners who are dedicated, motivated, and excited to succeed. If you are reading this book, you have already taken a step in the right direction, and you just might be the perfect candidate that a franchise is looking for.


Now that you know you don’t need to be a multimillionaire to own a franchise, you are probably wondering what other qualifications are required. You might be wondering if you have the right industry knowledge, the right degree, or the right management experience.


Here is another trade secret: You don’t need any of that.


That’s right: None of those qualifications are requirements. We have worked with plenty of clients turned franchise owners who do not hold a four-year degree, have not worked in management, and are not already experts in the world of lawn care, cutting hair, senior services, picking up dog poo (yes, there are actual franchises for that), or whatever other industry they are about to enter.


This might sound crazy, but it is the truth. In corporate America, there is so much emphasis placed on your career trajectory and your industry experience rather than on your actual talents, skills, and the core values that make you who you are. But when you step out of that bubble, you will realize that franchising offers opportunities for everyone out there—that is, everyone who is motivated to take charge of their careers and their lives, ready to learn, and excited to execute a franchisor’s plan.


On Sunday night, are you already dreading Monday morning? Do you often wake up in the morning and feel the stress of your job hit you before you even leave your house? Maybe your job is just fine, pays the bills, and is worth eight or nine hours of your time every weekday. But maybe, just maybe, you long for something more from your career and your life.


Maybe you would like a little more control, whether that is over your hours, your lifestyle, your involvement, the money you make, or your leadership opportunities. Maybe you would like the chance to contribute to your community and become the face of your own business. Maybe you have always dreamed of starting something that is all your own.


If this sounds like you, it is time to find a path that makes you excited to get out of bed in the morning, excited to go to work, and excited to build something for yourself and your family. In short, it is time to find a path that allows you control over your life. There is no better time to take the first step toward creating your better tomorrow. There is no better time to consider franchise ownership.


In the course of this book, we will answer all of your burning questions about franchise ownership, including:




	What is franchising?


	Why do people become franchise owners?


	Who can become a franchise owner?


	What prior experience do I need?


	Which industries are the best for franchising?


	How do I choose the right franchise?


	Can I afford franchise ownership?


	How much money will I make?


	What does this process look like?


	And so much more.





If any of these questions pique your interest, you are in the right place. And we are excited to help you get started on your journey.







So Who Am I?



If you have gotten this far, you are probably wondering where all of this advice on franchise ownership is coming from. Let me introduce myself.


My name is Tim Parmeter, and I am the founder and CEO of FranCoach, a national search firm dedicated to working with individuals who are interested in owning a franchise. Our company is partnered with over 600 of the top franchisors in the country, spanning nearly 70 industries, and we have worked with hundreds of individuals to help each of them find the perfect franchise to own.


Our #1 goal is to properly educate people on franchise ownership to help them determine IF franchise ownership is for them. If so, then we work to find the absolute best franchise for them to own.


So why me? Why should you trust the advice and information that I am going to share throughout these pages?


I have been where you are. I understand the fear you are probably feeling. But here is my perspective: There is nothing to be lost from education. I want to guide you in your journey through this book as you explore whether or not franchise ownership is the right path for you.


Maybe you shouldn’t do this. But before you make that decision, you deserve to be properly informed on what franchise ownership is really all about—because maybe, just maybe, this IS the right path for you.


By the time you are done reading, you will be equipped with new information and knowledge that will allow you to make confident decisions regarding franchise ownership. You will develop a strong understanding of the who, what, where, why, and how of this topic, and I will be by your side every step of the way.




Are you ready to take the first steps toward creating your better tomorrow? If so, just turn the page.


Or don’t. If you don’t want to turn the page, then don’t do it. But you bought this book … so you are probably committed to more than just a page or two.

















CHAPTER 1Why Should I Become a Franchise Owner?









What Is Franchising?



Let’s go back to the beginning and make sure that we are on the same page when it comes to the concept at the core of this book: franchising. In simple terms, what exactly is it?


People sometimes describe franchising as a “business in a box.” It is a proven and systematic method of working for yourself. The training, systems, and plans are all in place just waiting for you to arrive and follow along.


Instead of being the creator of everything (as you would be if you started a business from scratch), you are the implementer of a tried-and-true strategy and the owner of an established brand. And, as we will discuss in a few pages, there are plenty of benefits.


Franchising also involves a relationship between a franchisor and a franchisee. Let’s break it down so that we all understand the role of each of these parties.


The franchisor is the brand. They create the business from scratch and hope it works. Then, they establish the brand’s trademark or trade name, and put together a business system that will typically include brand standards, values, systems, and support. They also provide resources and guidance for franchise owners in their systems in order to set them up for success.


A good franchisor does not spring up overnight. There are years of building the initial business, scaling, and plenty of trial and error needed just to start the process of becoming a franchise. And once that is completed, it takes hundreds of thousands of dollars and years of planning to be ready to take on franchise owners. In other words, the franchisor has done TONS of legwork in order to set its franchise owners up for success—and, as an owner, you get to benefit from those efforts.


The franchisee is the individual on the other side of the equation. That person will pay an initial fee and then ongoing royalties to the franchisor. A new franchise owner is paying for the right to do business using the franchisor’s name and their proven system, which encompasses numerous processes and plenty of industry knowledge in areas such as training, support, marketing expertise, software, vendor relations, and more.


When explaining this concept to clients, we often describe the arrangement between the franchisor and the franchisee as similar to a parent-child relationship. The franchisor gives the franchisee (that is you) the game plan. They tell you how to properly execute everything, and they promise to be there and support you along the way. They tell you how to do your marketing and help you with many different aspects of running the business.


As the franchisee, your number one duty is to follow the plan. The franchisor is the creator and tester of all things, and you are tasked with implementing and executing a proven, successful game plan.






DEFINITION







Franchising is a mutually beneficial agreement between a franchisee and a franchisor. The franchisor allows the franchisee to use its trade name and operating methods in exchange for a portion of the sales. The franchisee operates the business according to the terms of the contract. This arrangement is reminiscent of a parent-child relationship in that the franchisor provides a proven plan and the franchisee is responsible for following it.











What Is the #1 Reason People Become Franchise Owners?



Now you have a clearer picture of what franchising means. So why do people become franchise owners?


The answer is probably not what you think. It’s not money, although franchising can certainly be lucrative and financially rewarding.


The short answer? Control.








Control Over What?



Don’t worry, the fact that you want to get into the franchising business does not make you a control freak. But the number one reason that people become franchise owners is control—and that means control over many different aspects of life. Franchising is a pathway that affords you control over …










Your Schedule



As a parent, the flexibility of franchise ownership is something I appreciate in my own life—but, whether or not you have children, flexibility is one of the greatest gifts of franchising. As a business owner, your time is within your control. You can head to the gym in the middle of the day. You can work unconventional hours. You can schedule meetings only while your kids are in school—and you can make sure you’re free to take them to their activities. Instead of canceling plans with friends to cater to your boss’s needs, you can put your needs (and wants) first.








Your Lifestyle



I was talking with a guy the other day who hates his job and knows he wants to franchise—but his wife was not necessarily on board. She was worried about him walking away from his salary, but it was also about their lifestyle. They have three kids and she wanted to know if he would still be able to coach their sports teams.


“Are you kidding me?” I said. “You’re absolutely going to be able to do that.” How? Well, if you have your son’s baseball practice or game on Thursday at 6 o’clock, you are not going to schedule a meeting on Thursday at 6 o’clock. When you are a franchise owner, you have control over how you spend your time.








Time With Your Family



For so many people we talk to, one of the biggest frustrations of the corporate world is the constraints it places on time with their families. Have you ever missed a ballet recital, a soccer game, or a school event for work? Have you ever had to work late on a Friday or clock extra hours over the weekend because your boss needs that big project completed? As a franchise owner, you will have control—and you can use that control to prioritize the people who mean the most to you.








Your Income



Believe it or not, money is rarely the first thing people say when asked why they want to become a franchise owner. But you will have control over how much or how little you earn. If you want to make more, you are in control of that. As an employee, you don’t get much of a say in your compensation. But as an owner, you can keep growing and expanding by adding multiple units or even multiple brands. If you want to grow an empire, that is a real possibility.


On the flip side, if you get to a point where you are comfortable with the money you make and want to stay right there, you can do that as a franchise owner, too. A franchisor is never going to push you or demand that you make 20 percent more next year (like an employer might). At the end of the day, franchisors want their franchisees to be happy.








Your Freedom



Want to take a vacation? Want to spend more time with your family? Want to get more involved in your community? As a franchise owner, you have the ultimate freedom when it comes to these things—and so many more. Finally, you will not have to ask someone else’s permission to do what you want with your own life.










The People You Are Around



Control does not start and end with your lifestyle. You get the chance to decide whom you work with. You get control over whom you surround yourself with, too. This encompasses all the people involved in your business: your staff, your customers, your community, and even the franchisor and their team. You are in the driver’s seat when it comes to surrounding yourself with people you trust and want to partner with to build your business.








Your Role as an Owner



Franchise ownership is not a one-size-fits-all situation. There are many different roles that franchise owners take on. Some franchises offer semi-absentee models whereby you can even keep your current job and take on franchise work part-time. The options are much more diverse than what you would see in a traditional corporate job.


As an owner, you are in control over what you do every day. In fact, there is nothing more important than the owner’s role, because you determine the best franchise for YOU to own. What are you truly good at? What do you enjoy doing? What transferable skills have you already acquired that you can take with you? What would you prefer not to do, or to do less of? You are the boss—so take this opportunity to make your skill set shine and design a career that is perfectly suited to your strengths, goals, and priorities.
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