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SUPPLIER FORUM

To be a successful entrepreneur, you need to have a 
desire for gain that’s greater than your fear of loss. That’s 
according to James Constantinou, managing director of 
Prestige Pawnbrokers and star of the Posh Pawn TV series.

Interviewed in this issue, James was expelled from 
school at 15. Using the £350 he’d saved to go travelling 
with, he started buying and selling - first classic cars and 
then property.

His next venture was upmarket pawnbroking, 
providing ready cash for asset rich friends and contacts 
who’d lost well paid City jobs as a result of the 2008 
financial crash.

The business soon attracted media interest, with 
Channel 4 making a documentary about it, which turned 
into a regular TV series. James now plans to export the 
brand worldwide.

If, like James, you’re got big plans for 2017, take a 
look at our feature on the 10 start-ups that have the best 
chances of success this year. Our focus on 10 proven high 
street franchises currently recruiting franchisees will 
give you further food for thought.

Jeff James
Editor
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All new and existing business customers can now use the 
Post Office’s network of more than 11,600 branches to 
deposit cash and cheques, as well as obtain change. 

Ian Walters, managing director Business Banking at Metro 
Bank, says: “Because we’re expanding at such a fast rate, we 
want to ensure our services remain convenient, which is why 
we’re now offering customers the option to bank through the 
Post Office network, in addition to our existing channels.”

Many post offices, some of which are open on Sundays, 
have dedicated business banking counters, enabling 
business owners to pay in takings quickly and easily.

6    MAKING MONEY

THE BRITISH & INTERNATIONAL 
FRANCHISE EXHIBITION
Olympia London, January 20-21

THE BUSINESS GROWTH SHOW
Cardiff City Stadium
January 26

THE FRANCHISE SHOW
ExCeL, London
February 17-18 

THE NATIONAL FRANCHISE EXHIBITION
NEC, Birmingham
February 17-18

THE NORTHERN BUSINESS EXHIBITION
EventCity, Manchester
April 6-7

THE BUSINESS SHOW
ExCeL, London
May 17-18

DIARY DATES

News
ALL THE LATEST FROM THE WORLD 
OF SMALL BUSINESS...

WINNERS REVEALED IN 2016  
BEST FRANCHISE AWARDS

Based on the satisfaction of current franchisees, the 2016 winners are:  
   Best Service Provider: Platinum Wave.
   Best New Entry: Pink Spaghetti.  
   Under £25k Investment: diddi dance. 
   Between £25k-£99k Investment: ActionCOACH. 
   Over £100k Investment: Right At Home.
Franchisees are asked to rate their franchisor on everything from training 

and support, to shared goals and how the experience of being a franchisee has 
compared with their expectations. 

Steven Frost, CEO of Smith and Henderson, which founded the Best 
Franchise Awards, says: “What makes these awards unique is that they are 
based on feedback from the real experts - thousands of actual franchisees. 

“2016 had a record number of entries into the awards, with the winners 
recording record levels of franchisee satisfaction.”  

It was celebrations all round for the company at this year’s 
Times/Sunday Times Estate Agency of the Year Awards, as 
it scooped four top honours, including gold for Best Estate 
Agency Franchise.  

The business was praised for offering its franchisees a 
“fantastic proposition” and for its “highest level of personal 
service…supported by a fantastic brand” at the Hilton 
London Metropole on December 2.

EweMove also won gold for Best Website, as well as silver 
for both Best Innovation and Best Agency to Work For.  

EWEMOVE TAKES 
DOUBLE GOLD

METRO BANK PARTNERS 
WITH POST OFFICE
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THE BRITISH FRANCHISE EXHIBITION
EventCity, Manchester
June 16-17

FRANCHISE SHOW IRELAND 
RDS, Dublin
September 8-9

Quote of the month:
WE WON’T ALWAYS MAKE THE RIGHT 
DECISIONS – UNDERSTANDING THAT 
FAILURE IS NOT THE OPPOSITE OF 
SUCCESS, IT’S PART OF SUCCESS. 
Arianna Huffington, co-founder of The Huffington Post.

The fast food franchise has opened its 750th store 
in a non-traditional location in the UK and Ireland at 
an East of England Co-op store in Norwich. 

Non-traditional stores are located in sites such 
as petrol forecourts, convenience stores, hospitals, 
transport hubs, universities and colleges. 

Peter Dowding, country director, SUBWAY UK 
and Ireland, says: “The opening of the 750th non-
traditional store in the UK and Ireland is a fantastic 
achievement. 

“It reflects the hard work of the SUBWAY brand’s 
development agents and our strong corporate 
partnerships that we have forged with companies 
such as East of England Co-op. 

“Non-traditional development has been a great 
area of growth for SUBWAY over recent years and 
we expect further growth into 2017 and beyond.”

SUBWAY celebrates in-store success

PROBLEMS CAUSED BY POOR 
FINANCIAL MANAGEMENT 
 A blurring of personal and business life is 
causing significant problems for the UK’s 
self-employed workforce, according to 
the Definitive Study of the Self-Employed, 
commissioned by accounting software 
specialist Intuit QuickBooks.

Research among 5,010 self-employed 
workers in the UK found that on average they 
spend over two hours per week separating 
business and personal finances - the 
equivalent of 15 working days a year. 

19 per cent reported that poor financial 
management of processes like expenses has 
nearly put them out of business.

And with 75 per cent of the UK’s self-
employed workforce using the same bank 
account for personal and business income, 
many are damaging their chances of success 
by wasting time untangling business expenses 
from day-to-day personal expenditure. 

Dominic Allon, vice president and managing 
director of Intuit Europe, says: “When people 
make the decision to become self-employed, 
they often focus on their idea, how to 
monetise it and the prospect of growing it into 
something brilliant. 

“The reality of managing the business’ 
finances can be an afterthought when 

compared with the complexities of getting a 
plan off the ground. Our research shows how 
damaging this approach can be. 

“No self-employed worker can afford to 
spend significant time unpicking personal and 
business expenses when there are business 
critical activities to focus on - and get paid for. 

“Financial management needs to be at the 
heart of any strategy, right from the start of 
any business endeavour, otherwise there is a 
risk of failure.” 

The study also revealed the major 
challenges faced by the self-employed were 
not having a predictable income (58 per 
cent) and the uncertainty of the future (44 per 
cent).

Concern around work/life balance was 
identified, with 23 per cent saying setting 
boundaries to stop work becoming a 24/7 
commitment was a challenge, while 14 per 
cent cited managing and scheduling life 
effectively as a worry. 
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WEB NEWS
FACEBOOK VALUE

The social media platform 
may be able to increase the 
visibility of small businesses, 
but many are struggling to 
see that visibility turn into 
profit, according to Weebly. 
The website building 
platform found more than 
half of small businesses 
don’t spend any money on 
Facebook adverts. Of those 
that do, 62 per cent are 
dissatisfied, feeling their 
money is not being well 
spent. Speaking to Weebly, 
one small business owner 
said: “Selling on Facebook 
is like handing out business 
cards at a party to people 
who would rather be 
socialising.” Dave Rusenko, 
CEO of Weebly, says: 
“Facebook has some work 
to do winning back the trust 
of small business owners, 
who several years ago used 
to rely on their platform to 
grow their customer base.”

CONSUMER 
DEMANDS

Online consumer behaviour 
is changing fast, with the 
18-22 age group the most 
demanding, research 
shows. In a study of 3,000 
people across Europe by 
customer insight business 
Qualtrics, 98 per cent 
wanted companies to put 
their contact numbers on 
their home pages or within 
one click. In addition, 97 
per cent of customers said 
it was important to trust 
organisations with personal 
data, almost 70 per cent 
said they would not buy 
goods or services from an 

unresponsive company and 
35 per cent said they’re 
unsure if companies are 
even listening to their views.

CYBER ATTACKS

A new study of over 1,000 
UK professionals has 
revealed 26 per cent of 
British businesses have 
left themselves open to 
a random cyber attack. 
Research by software and 
services provider Advanced 
also highlighted that 46 
per cent claim data security 
is not a deciding factor in 
adopting digital technology, 
despite government 
research into cyber security 
that found two thirds of 
businesses had experienced 
a cyber breach or attack in 
the past year.  

COST OF FAILURE

40 per cent of retailers 
would lose more than 
£10,000 if they suffered 
an hour-long IT failure, 
according to new research. 
17 per cent of small and 
medium-sized enterprises 
estimate such an outage 
would cost them up to 
£100,000, while the 
average retail SME could 
lose around £16,000. For 
small, independent retail 
outlets, such a loss could 
be crippling. Simon Michie, 
chief technology officer at 
cloud computing company 
Redcentric, says: “Whether 
it’s fully outsourcing IT 
services to data centres or 
managed service providers 
or moving business critical 
elements of the company 
into the cloud, leaving IT 
infrastructure to chance 
equates to accepting 
failure.”

‘Duty to report’ 
to combat late 
payment 
Large companies will be required to publish details about how 
quickly they pay their suppliers under new draft regulations.

Coming into force in April, this ‘duty to report’ will require 
large companies and limited liability partnerships to 
publicly declare twice yearly their payment practices and 
performance, including the average time taken to pay supplier 
invoices. 

As of June 2015, the overall level of late payment owed to 
small and medium-sized businesses was reported as £26.8 
billion. A recent survey by the Federation of Small Businesses 
said that, on average, 30 per cent of payments are received 
late. 

The new draft measures aim to tackle this problem by 
increasing transparency and helping small businesses make 
informed decisions about who they do business with.

Mike Cherry, national chairman of the Federation of Small 
Businesses, says: “The regular duty to report is the first step 
to combat a business culture that feels like one where it’s 
okay to pay small firms late. 

“It’s not okay. We estimate 50,000 business deaths could 
be avoided every year, if only payments were made promptly, 
adding £2.5 billion to the UK economy. We need to see 
executive board level engagement and scrutiny of payment 
practices to deliver lasting cultural change.”
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[  P L A T I N U M  B U S I N E S S  P A R T N E R S  ]

TIME, MONEY AND 
LOCATION FREEDOM

Successful franchise entrepreneur, Steve Bolton, does it again

Steve Bolton is a serial 
entrepreneur, published 
author and founder of the 
hugely successful Platinum 

Property Partners (PPP) franchise. 
Since being founded in 2007, PPP 

has become the fastest growing 
premium franchise in UK history, 
helping more than 270 people build 
their own specialist and highly 
profitable buy-to-let property portfolios 
worth in excess of £250 million 
combined. 

Here, Steve explains how he has, 
yet again, developed a proven and 
systemised business model that helps 
people achieve time, money and 
location freedom. The added bonus 

is that this fledgling online retail 
franchise, Platinum Business Partners 
(PBP), requires a much lower level 
of starting capital than PPP, while 
retaining the potential to give a great 
return on investment.  

TELL US, IF PLATINUM PROPERTY 
PARTNERS IS GOING SO WELL, 
WHY DID YOU DECIDE TO LAUNCH 
A NEW FRANCHISE? 
It’s actually because PPP is going so 
well that I felt there was a need to 
launch another franchise. This was not 
only to stop me from becoming dumb, 
fat and lazy (!), but to ensure a broader 
range of people with access to less 
capital could benefit from following a 
tried and tested business model. 

It also fits with my belief that you 
need to have multiple income streams 
to minimise risk as well as fulfil 
an additional need within the PPP 
network - they’re an ambitious bunch 
and have fully embodied my philosophy 
of diversification, inside and outside of 
the property sector. 

Simply put, they wanted something 
else to do because their PPP portfolios 
have given them the finances and time 
freedom to do other things. 

While we’ve worked a lot with our 
existing franchise partners on other 
ventures and investment projects, 
there is nothing better than building 
systemised businesses that give people 
greater wealth, health and happiness.

This is my mantra and after a 
recent strategic training programme I 
attended for entrepreneurs, I realised 
that one of my unique abilities was 
franchising - not necessarily being a 
subject matter expert in property, but 
in creating step-by-step processes 

other people can replicate to earn a 
significant income, for less effort, and 
have more time to do the things they 
enjoy. 

I also pride myself on being able to 
identify the perfect time to get into a 
certain industry and recognise how 
to create long-term businesses other 
people might think of as a ‘flash in the 
pan’ kind of thing. 

Take property, for example. Very few 
people would have started investing 
in the property market in 2007, when 
there were already whispers of a 
financial crisis. We did and every 
single one of our franchise partners 
remained profitable. In fact, those early 
joiners are among some of our highest 
performing franchise partners today. 

And now is the right time to get into 
the world of ecommerce and online.  

WHY DID YOU GO DOWN THE 
ONLINE RETAIL BUSINESS ROUTE?
I’d been looking at a variety of sectors 
and areas of growth for some time. 
Over the past 30 years, I’ve worked in 
a number of sectors and built several 
successful businesses.  

I kept finding myself thinking back 
to 2002. At the time, I had my own 
successful B2B ecommerce business. 
The money I made from this, and the 
equity I had in my home, was what 
enabled me to build my property 
business after being on the verge of 
bankruptcy. 

So I’ve always believed in the power 
of ecommerce and now that buying 
online is part of our everyday lives, it’s 
the perfect opportunity to build B2C 
online retail businesses. 

I set about researching how I could 
develop an ecommerce business 
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INFORMATION

NOW IS THE RIGHT 
TIME TO GET INTO 
THE WORLD OF 
ECOMMERCE AND 
ONLINE”

system that would pass my ‘Holy 
Grail’ test. It needed to offer profitable 
and sustainable business growth, be 
underpinned by sellable assets, have 
the ability to be structured in a tax 
efficient way and be operated from 
anywhere in the world.  

It soon became apparent that the 
ecommerce world was exploding with 
opportunity. There will be no other 
time in history where people move 
from buying offline to online. Four out 
of five Britons buy items online and 
the value of global ecommerce sales is 
expected to reach £1.2 trillion in 2016 
when the final figures are released.

But when I talk to people about 
selling products online, most of them 
automatically assume I’m talking about 
getting rid of unwanted items on eBay 
or Gumtree to fund summer holidays or 
Christmas shopping. 

The fact is, with as little as £30,000 
starting capital, you could build a 
reputable online retail brand selling 
products to tens of thousands of 
customers globally. Your ecommerce 
business can be based wherever you 
are too, because there’s no product 
creation, handling or shipping. 

And the reason it was franchisable 
is because, at first, I did it, and in under 
12 months more than 100 other people 
have followed the Platinum Business 
Partners model. So it’s proven.  

Since the beginning of last year, I’ve 
had my own B2C online retail business 

with a business partner. By the end of 
this financial year, we forecast we will 
achieve a sales revenue of more than 
£120,000.  

I currently sell pet products. This 
is because I have two dogs and an 
interest in this category, which makes 
it far more enjoyable. But our Platinum 
Business Partners sell in a range of 
categories, from health and personal 
care and sport and outdoors to beauty 
and home and kitchen.  

SO HOW DOES IT WORK? 
In a nutshell, we teach you how to 
build your own online retail business, 
through which you will be selling 
products to online shoppers all over 
the world. You don’t need to create 
products, handle them - apart from 
seeing samples - or traipse down to 
the Post Office to ship them. So it’s a 
flexible business that can be run from 
home or anywhere with an internet 
connection during the hours you 
choose. 

But it’s not as easy as it sounds, or 
why would people want to join us? The 
fact is, 99 per cent of people currently 
selling products online are making 
huge mistakes. This is because they 
fail to see that running a successful 
ecommerce business involves knowing 
a lot more than they think about 
product selection, global marketplaces, 
importing, exporting, branding and 
marketing. 

Through our comprehensive 
programme of technical learning, we 
give you everything you need to achieve 
success. This includes setting up a tax 
efficient business structure and picking 
the right products, through to sourcing 
and marketing them in the most cost-
effective way.

You’ll also learn how to build brands 
and a diversified portfolio of products 
that will become sellable assets in 
the future, but earn you a significant 
income in the meantime.

Our core promise is that you can 
earn £2,000 to £4,000 per month net 
income (not turnover). Much more is 
possible and already being achieved, 
but I’ve always been a believer in under 
promising and over delivering.  

All the while, we provide extensive 
training, guidance and support tools 
through our network of online retail 
experts and Power Team, who can 
keep you ahead of the ever-changing 
ecommerce game with legislation 
updates, best practice and fresh 
strategies.

HOW CAN PEOPLE  
FIND OUT MORE?
Get in touch. The team is lovely, but 
more importantly, experienced in how 
the business model works. They can 
answer any questions you have and 
talk through financial specifics of the 
model. 

If that peaks your interest, then 
like any franchise, we hold regular 
Discovery Events, which we highly 
recommend for anyone considering any 
kind of online retail and ecommerce 
business.

INFORMATION
Call 01202 652 103, email  
info@platinumbusinesspartners.co.uk  
or visit  
www.platinumbusinesspartners.co.uk.    
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WORLD OF OPPORTUNITIES
Pip Wilkins, chief executive of the British 
Franchise Association, has some words of 
wisdom if you’re considering investing in an 
overseas-based franchise

Franchising as a model to 
expand an existing business 
is something that has been 
successfully used in the UK 

by many brands. Its structure of a local 
business owner, combined with the 
proven system, support, brand and 
economies of scale of the network as a 
whole, is a powerful mix. 

As a result of this, some extremely 
successful businesses have used 
franchising as a way of expanding into 
new markets abroad. In the UK, we 
have seen a number of brands establish 
themselves here through franchising, 
such as Home Instead Senior Care and 
McDonald’s. This can be positive for 
the UK economy, as it means much of 
the revenues generated by the franchise 
businesses in the UK remain in this 
country. 

FOREIGN MARKETS
Similarly, British companies use 
franchising when expanding into 

foreign markets. These include VIP Bin 
Cleaning and Water Babies, plus others, 
such as Marks & Spencer, who don’t 
necessarily use the model within these 
shores. 

When looking at taking on a 
franchise from an overseas-based 
business, as with all franchises, 
you need to do your research on the 
company, the market and your own 
capabilities. However, if the franchise 
you’re looking at is new to the UK, it’s 
advisable to spend even more time on 
this step. 

Interviews and meetings with the 
franchisor are part of the process with 
any franchise, so if you’re dealing with a 
business coming over from abroad you 
need to know if you will be dealing with 
the business directly from its home 
country or a master franchisee based 
in the UK.

If you’re dealing direct, you need to 
be secure in your mind about how the 
franchisor will support you from the 

home country, how easy it is to meet 
with the company prior to and during 
the operation of the franchise and, of 
course, the ability to overcome any 
language barriers. You will also need to 
be sure it has fully understood the UK 
market in terms of its culture, laws and 
demand for the service.

MASTER FRANCHISEE
You may find you have an opportunity 
to become a master franchisee, which 
means you will be acting as a franchisor 
to a defined area - possibly the UK in 
its entirety. Again, you will need to 
fully understand the commitments, 
structure, timescales and costs.

Make sure you check the brand’s 
standing in its own country - find out 
if it’s a member of its home country’s 
franchise association. If you’re dealing 
with a master franchisee or franchisor 
in the UK, you would want them to 
have British Franchise Association 
membership.

As you look at the different 
opportunities, you may come across 
a business that could change your life 
and give you a whole new challenge  
and outlook.

IN THE UK, WE HAVE 
SEEN A NUMBER OF 
BRANDS ESTABLISH 
THEMSELVES 
HERE THROUGH 
FRANCHISING”

The British Franchise Association is 
hosting an international franchise 
week in 2017. A two-day symposium 
on March 16-17 will help you 
find out more about franchising 
internationally, the obstacles you 
may face and a range of information 
to expand your knowledge on the 
sector. 
For more details visit 
www.thebfa.org.

INFORMATION
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[  D U B L C H E C K  ] 

WORK-LIFE BALANCE 
WITH DUBLCHECK 
Dublcheck gives franchisees a guaranteed income and the 

flexibility to have a life as well. John and Jan Power tell us why they’re 
so happy with the Dublcheck commercial cleaning franchise

W hen John and 
Jan Power decide 
they want to do 
something, you can 

be pretty sure it’s going to happen.
The husband and wife team, who 

have been married for 48 years, decided 
to quit their jobs as an insurance broker 
and a librarian 17 years ago. 

WORKING TOGETHER
As Jan explains: “We had an insane 
idea to do something together, 
something to do with food and 
drink, something we were 
interested in and knew 
we were good at.” 

The result of 
their “insane idea” 
was owning and 
managing a 15-room 

boutique hotel just outside Swansea, 
which they proudly admit was a 
huge success and had a clientele that 
included superstars and politicians. 

After many years in the hospitality 
business, in 2006 they decided to sell 
up and retire. However, the dynamic 
couple realised after a few years that 
they missed working and needed a new 
project.

John takes up the story: “After seven 
years of retirement, we decided we 
wanted to do something again. We 
missed the excitement of running our 
own business, but after the intensity 
of running a hotel we felt going into 
franchising, with the obvious advantage 
of less risk, was the best plan.

“When you’ve been running a 
business that’s really busy and then 
suddenly you’re not really doing 
anything, let’s say you can only play so 
much golf.

“We knew we needed more money to 
maintain our lifestyle and had elderly 
parents and an aunt who needed our 
support, so we decided to look for a 
franchise.”

ATTRACTIVE OPPORTUNITY
The couple read about Dublcheck in 
Making Money magazine and were 
attracted to the company, but at first 
weren’t 100 per cent sure a cleaning 
franchise was right for them. It didn’t 
take too long for them to change their 
minds. 

“We looked the length and 
breadth of the country, but none of 

the franchises we looked at floated 
our boat,” John says. “Then Dublcheck 
came to the fore again.”

The couple attended a franchise 
exhibition in Swansea in 2013 and were 
immediately drawn to the Dublcheck 
stand. 

“We talked to the Dublcheck team 
on the stand and were very impressed,” 
John says. “We liked the company’s 
guaranteed turnover scheme. We 
decided we had to follow it up this 
time.”

That was the turning point for John 
and Jan. 

PREMIER SERVICES
Founded in 1993 by Carol Stewart-
Gill, Dublcheck has been providing 
premier cleaning services for offices, 
showrooms and health facilities 
throughout the UK for over 23 years. 

The company operates a guaranteed 
turnover scheme and support to enable 
franchisees to concentrate on customer 
service and develop their business 
further.

“We went to Chester to meet 
Dublcheck and found out they were 
such nice people - that was the 
clincher,” John explains. “At our time 
of life, we want to enjoy what we do and 
like the people we work with.”

The couple invested in a Dublcheck 
franchise and were guaranteed £3,000 
worth of business per month.

John adds: “At our age [John is 69 
and Jan is 68], we put parameters on 
things such as travel distance, as we 
wanted to work in the local area. We 
now have 10 staff working for us and 
the next plan for development is to 
get more business and make one staff 
member a supervisor, so they can be 
responsible for providing cover.

WE HAVE GUARANTEED 
INCOME, YET WE ALSO 
HAVE TIME TO DO THE 
THINGS WE WANT 
TO DO”

Carol Stewart-Gill: 
Dublcheck 
founder 
and 
chairman
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“We are both good at talking to 
people and have managed to get more 
business ourselves - our turnover is 
now £4,000 per month. That may not 
sound much to some people, but I don’t 
think there are many people our age 
in this business and it works for us. 
We’re not empire building, we like the 
flexibility.” 

EXPERT ADVICE
What advice would John give to 
potential franchisees? 

“Dublcheck does all our invoicing 
and paperwork and for them to take 
such a time consuming part of the 
business away from us is so valuable. 
We like the support the company 
offers too. There is always someone at 
the end of the phone who can find an 
answer to anything you need to know. 

“The key to franchising is positivity. 
Just the same as with other ventures, 
you have to make sure you choose 
wisely. 

“We have guaranteed income, yet 
we also have time to do the things 
we want to do. We have two elderly 
relatives who need our support and I 
still like to play golf a couple of times 
a week. We don’t let the business run 
us - we run it.”

Jan adds: “It’s opened up a whole 
new world. Meeting new people all the 
time keeps your brain active.”

What’s next for the couple?
“We still want to get bigger - we’re 

doing okay, but we could do with more 
business,” John says. “The Dublcheck 
model is based on the turnover 
guarantee and there are various ways 
of getting more business.

“Our preferred route is to buy 
appointments from them and see 
customers right from the start. We are 
slowly building up business in a way 
that works for us.” 

You get the feeling speaking to 
John and Jan that their drive and 
determination will take them a long 
way.

Carol Stewart-Gill says: “If you put 
the effort in, the rewards are there”

Case A (this business is managed with 95 per cent of the cleaning done by employed 
cleaners)
  Turnover Net Profit % Profit
 Year 1 £63,000 £17,000 27%
 Year 2 £104,000 £33,000 31%
 Year 3 £128,000 £54,000 42%

Case B (this business is 50 per cent managed and 50 per cent hands-on cleaning)
  Turnover Net Profit % Profit
 Year 1 £25,000 £6,000 24%
 Year 2 £38,000 £20,000 52%
 Year 3 £45,000 £25,000 55%

Case C (this business is 100 per cent hands-on at the start, moving to 95 per cent in year 
three)
  Turnover Net Profit % Profit
 Year 1 £17,000 £8,600 50%
 Year 2 £18,200 £9,500 52%
 Year 3 £25,000 £10,300 41%

THREE ACTUAL AUDITED DUBLCHECK FRANCHISE ACCOUNTS

Call 0800 317236, 
email franchise@dublcheck.co.uk or 
visit www.dublcheck.co.uk.

INFORMATION

Mark Howarth 
and Graham Hey 
attending a sales 

training course

Dublcheck franchisees 
spending time together at a 
Macmillan coffee morning
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[  S U B W A Y  ] 

CAREER CHANGE
Take advantage of the ‘fresh start effect’  

by becoming a SUBWAY franchisee

NEW SUBWAY 
FRANCHISEES ARE 
PROVIDED WITH 
ROBUST SUPPORT 
AND TRAINING TO 
GET THEIR VENTURES 
UP AND RUNNING”

M any people dream of 
starting their own 
business and becoming 
their own boss, but 

have yet to take the plunge. 
The New Year is one of the best times 

to start a new career. Known as the 
‘fresh start effect’, tying a career goal to 
a temporal landmark makes you much 
more likely to succeed.

Changing career and particularly 
starting a new business can be a 
daunting prospect, stepping into the 
unknown from the relative comfort 
of regular employment and financial 
stability. 

ATTRACTIVE ALTERNATIVE
Franchising can offer an attractive 
alternative, providing the autonomy 
to run your own business, but with the 
added reassurance that you’re working 
within a tried and tested business 
model.

Franchising is growing in popularity 
and one franchise business that’s 
benefiting from this growth is the 
SUBWAY brand. One of the largest and 

best known franchise brands, there are 
now over 2,300 stores in the UK and 
Ireland and more than 44,000 stores in 
over 110 countries. 

Its successful franchise model is 
enabling thousands of ambitious and 
entrepreneurial individuals to fulfil 
their dreams of becoming their own 
boss. 

New SUBWAY franchisees are 
provided with robust support and 
training to get their ventures up 
and running. Every new franchisee 
attends a comprehensive two-week 
training course at the UK and Ireland’s 
SUBWAY training centre in Cambridge. 

In addition, regional development 
agents provide support and assistance 
on the ground with site selection, 
leasing, operations and store 
development. There are also regular 
opportunities to meet with fellow 
franchisees and share best practice.

Luke Kendall, a SUBWAY franchisee 
who owns two stores with his brother, 
Ryan, and mum, says: “One of the 
reasons we decided on a SUBWAY 
franchise was the level of support it 
offered, which was very reassuring for 
Ryan and I, especially as we’d never 
worked in the industry before.

“The SUBWAY brand supported us 
from day one with everything from the 
shop fit-out plans to sales growth. If 
we ever had a question or problem, our 
field consultant was on the other end of 
the phone to help.

“If they couldn’t, they’d find someone 
who could. You always have support 
there when you need it with the 
SUBWAY brand - it’s like a big family.”

Starting a new business requires 
commitment and motivation. 
Successful SUBWAY franchisees 
are self-motivated, organised and 
hardworking. Willing to get involved in 
all areas of the business, from serving 

customers and local store marketing 
to human resources and recruitment, 
they’re also passionate about the brand. 

EXPERT ADVICE
Stephen Coulter, a SUBWAY franchisee 
in Belfast, says: “My advice to anyone 
considering buying a franchise is 
simple - just do it, but be prepared to 
work hard and that means being very 
hands-on in your store, especially in the 
early days.

“It’s hard work running your own 
business, there’s no doubt about it, but 
it’s one of the best things I have ever 
done and, what’s more important, I 
really enjoy it. We’re learning new 
things every day and making the most 
of all the opportunities.”

The SUBWAY brand is continuing 
to expand and is always looking for 
ambitious, hardworking individuals to 
become part of its success story.

Call 0800 0855 058 (UK) or 
1800 413 076 (Eire), email 
franchiseopportunities@subway.
co.uk or visit   
www.subwayfranchising.com. 

INFORMATION
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For further information on any of the businesses 
featured, visit www.what-franchise.com and search 

the online directory by industry sector

10 HIGH STREET 
FRANCHISES

B R A N D  P R O F I L E S

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: £20,000 (plus 
VAT), plus fit-out and equipment 
costs according to the size of the 
proposed outlet. 

WHAT YOU GET: classroom and 
in-store training; ongoing business 
support; staff training programme.

INFORMATION: 
www.bakeandtake.co.uk/
franchise-opportunity.

TWO
BAKE&TAKE
Are you looking for a scalable 
franchise that sells hundreds 
of products people want daily, 
regardless of the economic 
climate? 

bake&TAKE is a fully self service 
bakery and coffee shop selling high 
quality, freshly baked goods and a 
wide range of regionally focused 
complementary products. The 
franchise fills the gap in the market 
between bakery and sandwich 
takeaway and large, sit-in coffee shop 
and patisserie. 

The business model is proven, with 
more than 350 stores thriving all over 
Northern Europe in a wide range of 
formats and designs. Bake & Take has 
large stores and petrol station kiosks 
in Manchester and London and 
recently launched the first of its ‘in-
house ASDA’ branches in Lewisham. 

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: £75,000.

WHAT YOU GET: generous exclusive 
territory; extensive training; full 
support; advice on retail property 
purchase; Help in arranging finance.
INFORMATION:  
www.ableworldfranchise.co.uk.

ONE
ABLEWORLD
Since 2008, the country’s largest 
specialist mobility retailer has 
offered its trusted brand and 
proven model as a franchise 
business.  

The company and its franchisees are 
capitalising on the unprecedented 
growth in the number of elderly people 
in the UK. The market for mobility 
equipment is buoyant and growing. For 
example, take the number of people aged 
65 and over - currently 11 million and 
set to rise by 50 per cent in the next 20 
years. 

Take the number of people with a 
disability in the UK. At 9.4 million, this 
is approximately 18 per cent of the 
population. Or consider the fact 750,000 
people will retire in the next 12 months. 

What do these numbers mean? To 
Ableworld, they represent the potential 
that exists in this fast growing sector. 

As the population ages and people live 
longer, the need for products to help 
with mobility or illness increases. 
Products such as stairlifts, rise-and-
recline chairs, mobility scooters and a 
host of smaller aids to help people live 
more comfortable and active lives. 

Paul Boniface, Ableworld’s franchise 
director, says: “We see franchising as 
our main engine of growth. By the time 
we reach our medium term goal of 60-70 
retail outlets, at least 70 per cent will be 
franchisee owned.”
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FIVE
CARTRIDGE WORLD
Cartridge World has built 
its reputation recycling and 
remanufacturing printer 
cartridges and laser toners for 
retail and business customers. 

Over the past few years its model 
has evolved as Cartridge World 
has recognised a need to change 
the perception of what it offers to 
customers and its full capability and 
place in the market. 

Having shifted its focus more 
towards the lucrative business-to-
business market, Cartridge World 
now has a nationwide network 
of around 120 high street stores 
and concessions. The B2B market 
provides franchisees with many 
opportunities beyond basic cartridge 
and toner sales, such as managed 
print service contracts. 

Recently Cartridge World 
introduced a tool that enables 
franchisees to manage a business 
customer’s printing requirements 
remotely. Using it means franchisees 
can provide an automated supply of 
printer cartridges, paper and ongoing 
maintenance from the comfort of 
their stores or offices that deliver 
significant cost savings.

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: typical 
start-up cost is between £30,000-
£75,000. Minimum personal 
investment is £20,000.

WHAT YOU GET: extensive training; 
ongoing support provided by key 
international manufacturers; access 
to a range of tools and software for 
purchasing, business management 
and sales development; exclusive 
supplier arrangements.

INFORMATION: 
www.cartridgeworld.co.uk.

THREE

FOUR

BANG & OLUFSEN
Peter Bang and Svend Olufsen 
began a modest production of 
radios in 1925 from the attic of the 
Olufsen house in Denmark. The 
dream was to create a brand built 
on innovation, quality, design and 
performance.

Today Bang & Olufsen is the 
world’s leading premium audio 
visual brand, creating products that 
are synonymous with quality, style, 
elegance and performance. 

With opportunities across the 
UK, the business is currently 
looking for retail partners who share 
a passion for design, technology and 
innovation. Franchisees can call on an 
experienced team at any time to help 
with the day-to-day running of the 
business, as well as taking advantage 
of national marketing programmes 
designed to drive footfall and increase 
profitability.  

They’re also assigned a retail area 
manager, who offers support and 
advice on business development, staff 
coaching, marketing and general/
technical sales support. 

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: around £325,200. Up to 50 
per cent can be financed by the major high street 
banks. A personal investment of between £109,000 
and £125,000, dependent on location and size, is also 
required.

WHAT YOU GET: full training and support; launch and 
ongoing marketing assistance; access to sales and 
marketing management systems.

INFORMATION: 
www.bang-olufsen.com.

CARD CONNECTION
A market leader in the UK for 
the franchised distribution of 
greeting cards, Card Connection 
was established in 1992 and has 
been a full member of the British 
Franchise Association since 1995. 

A large network of franchisees 
distribute cards and accessories 
to more than 14,000 retail outlets - 
from independent retailers to major 
groups such as BP, Budgens, WH 
Smith (Motorway), Shell, BWG Spar 
in Ireland and CJ Lang in Scotland. 

Card Connection is part of UK 
Greetings, a subsidiary of American 
Greetings Inc, one of the largest 
greeting card publishers in the world. 

The company’s business model 
has enabled hundreds of franchisees 
to run successful businesses over 
the past two decades. The business’ 
focus on product development 
leads the industry and a dedicated 
full-time head office team of staff 
manage 100 national retail accounts. 

Card Connection’s ethos is 
to support its franchisees, both 
nationwide and individually, to enable 
them to run profitable businesses. 

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: only 
established territories are available 
for sale, for which you’ll need a 
minimum of £35,000.

WHAT YOU GET: training course; 
full on-the-job support; regional 
meetings.

INFORMATION: 
www.card-connection.co.uk.
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WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: between £150,000-£265,000, 
dependent on location and size. Single sites have a 
franchisee fee of £19,500. Multi-store investors can 
expect to pay a fee of £12,500 for subsequent sites.  
WHAT YOU GET: full training; initial and ongoing 
support; assistance with site selection; marketing 
expertise; help with store design.

INFORMATION: www.esquirescoffee.co.uk.

SEVEN
ESQUIRES COFFEE
Since it was founded in Canada 
in 1993, Esquires Coffee has 
become a franchise success 
story operating in 11 countries, 
including China, New Zealand, 
the UK and parts of the Middle 
East. 

With the aim of becoming the 
world’s leading organic and Fairtrade 
coffee retailer, the key to the brand’s 
success is its localised approach to 
every market it enters. 

Esquires provides a tailor-made 
solution for every franchisee’s needs, 
including full training, assistance 
with site selection and procurement, 
lease negotiation, store design, 
marketing, recruitment and staff 
training, while ongoing support is 
considerable for new franchisees.

Single, multi-store and master 
license partnerships are available 
throughout the UK, Ireland and 
globally. 

SIX
CASH GENERATOR 
Focused on being the first place 
customers visit to sell and buy 
second-hand items, sellers can 
exchange their items for cash, 
while discerning buyers can pick 
up bargains.

Established in 1994, Cash 
Generator has 121 franchise stores 
across the UK. As well as regular 
opportunities to network with fellow 
franchisees, Cash Generator provides 
a comprehensive training and 
support package. 

Franchisees benefit from an initial 
six-week training course, which is 
a mix of classroom learning at the 
company’s training academy attached 
to head office in Edinburgh, and 
in-store training at a location that’s 
convenient for the franchisee. 

Once you’ve opened your store, 
you’ll have a mentor to lean on - 
someone who’s already a successful 
Cash Generator franchisee. And you’ll 
join a 12-month training academy 
programme with a targeted and 
specialised support plan to assist you 
through your first trading year.   

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: price on application

WHAT YOU GET: extensive training; full support; 
access to an experienced mentor; networking 
opportunities. 

INFORMATION: www.cashgenerator.co.uk.

EIGHT
GREEN SQUARE
Green Square provides renewable 
energy solutions to a wide variety 
of sectors, including homeowners, 
small businesses, house builders 
and architects, as well as some trade 
installers. 

Its franchisees - each operating from a 
secondary retail site within a protected 
territory - supply exclusive technologies 
to help customers reduce their energy 
bills and impact on the environment. 

Green Square’s energy and heating 
industry pedigree go back decades. The 
franchise is backed by two established 
companies, including Specflue which, as 
one of the UK's leading suppliers of flue, 
chimney and renewable heat solutions, 
has been successfully serving the UK 
market since 1992. 

Green Square has its own 
manufacturing division and bespoke 
design software, all supporting European 
market leading products, which are 
exclusive to franchisees. What’s more, 
its bespoke training division is now the 
largest privately owned renewables 
training centre in the UK, meaning 
franchisees don’t have to have any 
renewable industry experience before 
joining. 
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TEN

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: £38,500 
(plus VAT), plus cost of shop fit.

WHAT YOU GET: full training; 
initial and ongoing support; launch 
programme; marketing and PR 
assistance.  
INFORMATION:  
www.thezipyard.co.uk.

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: 
£143,500 for a new store. 
WHAT YOU GET:  
extensive initial and ongoing training; assistance with site acquisition; 
one-to-one area support; brand and local marketing support.

INFORMATION: 
www.snappysnaps.co.uk.

NINE
SNAPPY SNAPS
This company has a reputation for being an innovator in the photo 
and digital print market, offering a wide choice of photo imaging 
products and services. 

Catering for the consumer and business markets, Snappy Snaps offers a 
range of personalised products, which are available in-store or on a click and 
collect, same-day service. 

In 2013 Snappy Snaps was taken over by the Timpson Group. With a 
larger group behind the business, sales and franchisee profits have grown. 
A rebrand programme was introduced, along with the introduction of new 
products and services to enhance the offering. 

Many existing franchisees have been given the opportunity to expand 
and, in the past few months, 11 new franchisees have joined the group, 
demonstrating the success of the business model. 

WHAT YOU NEED TO KNOW
INVESTMENT LEVEL: 
£75,000-plus. 
WHAT YOU GET: 38 days’ technical 
and business-focused induction 
training; ongoing training and 
in-territory support; marketing and 
PR launch; lead generation and 
national advertising.

INFORMATION: 
www.greensquare.co.uk.

THE ZIPYARD
Appealing to people from all 
walks of life, The ZipYard model is 
based on operating from carefully 
chosen primarily town centre 
retail units with an on-site team 
of fully trained seamstresses. 

The clothing and alteration 
specialist’s distinctive yellow and 
black branding and purpose designed 
shop fit creates a clean and bright 
atmosphere, which instils confidence 
in customers. 

Franchisees have access to a range 
of marketing collateral, programmes 
and tools to help them attract custom, 
including a comprehensive initial 
launch programme and dedicated PR 
agency. 

The ZipYard Bedford franchisee, 
Graeme Mulheron, says: “The brand 
has a very professional image, which 
is reflected in the quality of the shop 
fit, online presence and all of the 
marketing collateral provided by the 
franchisor. 

“In addition, there is a high level of 
business support and all franchisees 
have free access to a very proactive 
PR agency. None of this could be 
replicated easily if you set up on your 
own.”
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[  A B L E W O R L D  ] 

PEOPLE  
BUSINESS

A commitment to first class customer service has proved  
a winner for specialist mobility retailer Ableworld

L ike most businesses, 
Ableworld, the country’s 
largest specialist mobility 
retailer, owes much of its 

success to the people who built and 
run the company, but equally to the 
franchisees and staff who serve the 
most important people of all - the 
customers.  

Ableworld’s core customers tend to 
be over 60 and, like many people that 
age, often need a little help with things 
like mobility or managing in the home. 

GAP IN THE MARKET
It was founder Mike Williams’ 
experience of trying to find something 
to make his elderly dad’s life easier that 
led to him to notice a gap in the market 
for a modern one-stop mobility store. 

“I couldn’t find much at all and 
when I could it was poorly presented 
and overpriced,” Mike says, who is still 
the group’s managing director. Having 
been in the retail trade all his working 
life, Mike saw the need for change 
to meet the demand of an ageing 
population.

He opened Ableworld’s first 
company-owned store in 2001. In 
2008 Ableworld awarded its first 
franchise to Andy Rees in Birkenhead. 
Andy saw the enormous potential 
that exists in the mobility sector. He 
diligently researched the market and 
eventually decided he wanted to team 
up with Ableworld. 

In 2010 Ableworld successfully 
applied for membership of the British 
Franchise Association and started its 
search for other franchisees to join 
Andy. Along the way Ableworld has 
been keen to partner with professional 
people affiliated to the bfa, including 

its legal advisers, marketing firms and 
other specialist franchise professionals.

All franchisees are taken through 
Ableworld’s comprehensive six-week 
training programme, ensuring the 
customer service delivered is of the 
highest quality. Customer service 
that leads to comments like this from 
Tracey Smith in Cardiff:

“Leanne was so lovely to my mum, 
who is elderly and sometimes not 
comfortable with strangers. She put her 
at ease immediately, was very patient, 
explained everything and answered all 
my mother’s questions. 

“I felt I had to get in touch to let you 
know what brilliant customer service 

this young woman Leanne provides. 
It was a breath of fresh air to find 
someone so approachable, who could 
actually answer all the questions we 
asked.”

Leanne and her husband, James, 
run the Ableworld franchise in 
Cardiff and last year they opened 
their second store in Bridgend. 
Prior to joining Ableworld, Leanne 
was a hairdresser for many years 
and James had a background in 
manufacturing and sales. 

BRILLIANT SUPPORT
What do the people who take on an 
Ableworld franchise think? Donna 
Wilson from Ableworld Lincoln says: 
“Head office have been brilliant. You 
can pick up the phone and get help 
with any aspect of the franchise. 

“Nothing is too much trouble 
and you can pick the brains of 
professionals with many years’ 
experience.” 

David Gaffney from Ableworld 
Broxburn adds: “When we opened 
the business, we never for a minute 
realised how rewarding and 
humbling it would be to deal with 
some of the wonderful customers 
who come through our door who are 
in need of guidance and advice on 
products to support their daily living. 
We would definitely recommend the 
franchise.”

Call Paul Boniface, franchise 
director, on 01270 627185 or visit 
www.ableworldfranchise.co.uk.

INFORMATION

ALL FRANCHISEES 
ARE TAKEN THROUGH 
ABLEWORLD’S 
COMPREHENSIVE 
SIX-WEEK TRAINING 
PROGRAMME”
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WE HAD A FRANCHISEE 
WHO WAS WALKING 
ON A TOWPATH WHEN 
SHE ACCIDENTALLY 
PUSHED SOMEONE 
ELSE’S DOG INTO THE 
CANAL”
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A DV I C E

F R A N C H I S I N G  F U N N I E S
There are many traits required of franchisees 
and franchisors. One of them is undoubtedly a 
keen sense of humour, Linda Whitney says

Franchising can have 
quirky, odd and sometimes 
downright hilarious 
moments, as these stories 

prove.
Ed Mauleverer, founder of the 

franchise Ed’s Garden Maintenance, 
recalls this conversation between 
himself and a client: 

Client: “Do you treat small lawns?” 
Ed: “Yes, how big is the lawn?” Client: 
“About six feet by three. And can 
you pick me up and take me over 
with you?” Ed, rather puzzled: “Yes, 
of course.” The journey ended at a 
graveyard. 

Ed says: “We mowed the grave and 
put a border of flowers round it. He 
paid his respects and we took him 
home.” 

ANIMAL STORIES
Pet care franchises are always a rich 
source of stories. Richard Dancy of 
dog sitting franchise Barking Mad 
recounts: “We had a franchisee who 
was walking on a towpath when she 
accidentally pushed someone else’s 
dog into the canal. 

“She rescued the dog and in the 
process of apologising to the owner 
won herself a new customer.”

Denis Chirgwin literally wrote the 
book on animal franchise stories. 
Denis, founder and managing director 
of Animals at Home and author of 
Guinea Pigs Don’t Bounce, says: “As 
a franchisee, I was asked by Fred, a 
blind former fisherman, to take his cat 
Timmy to the vet. 

“The cat was skinny, always 
ravenous and had a fearsome temper. 
It was diagnosed with a thyroid 
problem. Soon after I returned to take 
Timmy on a return visit to the vet and 

found Fred’s kitchen covered in blood 
and bloody handprints all along the 
hall. I was terrified - it looked like a 
murder scene.

“I found Fred on the sofa, still alive. 
It turned out he had cooked some fish 
for the cat and put it in the fridge. 90 
minutes later he opened the fridge 
again, only to be leapt upon and 
attacked by the furious cat, which had 
sneaked in there, unseen, when Fred 
had put the fish in. 

“The cat was in a foul mood after 90 
minutes in the chiller and set about him 
with claws and teeth, but while Fred 
felt the pain, being blind meant he had 
not seen the blood. The cat had eaten all 
the fish, by the way.”

Denis also recounts: “I was once 
employed to look after Tashy, a 
29-year-old pony. Her favourite 
treat was digestive biscuits. One day 
I released her without getting the 
biscuits first. 

“I opened the tiny glass sun lounge 
where the biscuits were stored and 
turned round to see her astride the 
coffee table in the middle of the lounge, 
clearly not intending to budge until she 
got her biscuits. 

“Now I was trapped in the wrong 
end of a glass sun lounge, furnished 
with wicker chairs and a glass table, 
by a pony mad keen to get its biscuits. 
I panicked for a couple of minutes, 
wondering how to either turn Tashy 
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round or get her to leave backwards 
without wrecking the furniture. 

“Finally, using the biscuits as a lure, 
I edged myself and the pony round 
the sun lounge inch by inch, carefully 
avoiding the furniture, until I could lead 
her out of the door.”

BIRD REQUESTS
Even outside pet services franchises, 
animals feature in some strange stories. 

Nigel Toplis, managing director of 
The Bardon Group, which includes 
The ZipYard tailoring and alterations 
franchise, says: “Our Bournemouth 
franchisee once had a customer come 
in with two hens. He was concerned 
they were getting cold because it was 
winter. Could we make two coats for 
them? Of course, the franchisee did.”

The ZipYard appears to specialise 
in bird related requests. Nigel adds: 
“Another franchisee was asked to make 
an outfit for a ‘birdman’, so he looked 
suitably bird-like when he leapt off the 
end of a pier flapping a pair of giant 
wings.”

POND CLEARING
Customers presenting franchisees 
with unexpected requests appears 
to be common. Paul Brunton, 
Bristol franchisee with Ed’s Garden 
Maintenance, was asked if he could do 
“a little bit of pond clearing.” 

He had visions of a quaint little fish 
pond in a country garden with a rolling 
lawn and a nice cup of tea and slice of 
cake on hand. However, the job turned 
out to involve wading chest deep in a 
pond tackling plants six feet high. 

WITHSTANDING 
EMBARRASSMENT
Good customer communication skills 
are essential in franchising - as is the 
capacity to withstand embarrassment. 

Mark Stewart-Woods, managing 
director of the Colourfence franchise, 
says: “One of our franchisees visited a 
couple to provide a quote for some of 
our fencing. He rang the doorbell and a 
man opened it - stark naked. 

“It turned out the couple in question 
were keen naturists and proceeded to 
show him round their garden, both in 
the buff.”

His embarrassment pales into 
insignificance, however, compared 
to this poor franchise manager. A 
franchisor, who must remain nameless, 
says: “Our franchise manager was 
conducting an annual review with a 
couple who were our franchisees. 

“In the process, the husband 
suddenly revealed he was planning to 
leave his wife - who was sitting next to 
him. It was the first she’d heard of it. 
The franchise manager didn’t know 
where to look.”

Delivery franchises inevitably get some strange 
requests. Len Rainford, who now runs franchise 
consultancy The Franchise Specialist, used to be 
managing director of the Sameday UK delivery 
franchise.  

He says: “We delivered horse semen to stud farms 
- it must arrive within 24 hours or it doesn’t work 
- and collected a lost pigeon from Middlesbrough 
for a pigeon fancier and returned it to his home in 
Birmingham.”

But Len’s strangest request came from a woman 
in Liverpool: “She rang me and asked if we could 
deliver a £20 note to her husband in prison. I told her 
the minimum delivery charge was £30. She thought 
for a minute and asked: ‘Will it cost any less if I send 
a tenner?’”

STRANGE DELIVERIES

Len 
Rainford

“A little bit of pond clearing, they said!”

A ZipYard 
franchisee 
was once 
asked to 
make coats 
for two hens



MM Master FEB 17 002-116_Layout 1  06/01/2017  16:09  Page 28



MM Master FEB 17 002-116_Layout 1  06/01/2017  16:09  Page 29



B R A N D  P R O F I L E

30    MAKING MONEY

[  F I R S T L I G H T  H O M E  C A R E  ] 

CULTURE OF CARE
With a base network of over 200 offices in America,  

FirstLight Home Care is launching its franchise in the UK

Regardless of age, 
background or location, 
most people today have 
something in common 

- they want independence, freedom, 
flexibility and quality of life.

FirstLight Home Care was created 
to help adults achieve all of those 
things and with a keen focus on 
delivering the very highest levels 
of client satisfaction and carer 
retention. 

UK EXPANSION
FirstLight is a domiciliary and home 
care provider with a base network 
of over 200 offices in America and 

has being recognised as one of the 
top home care brands when it comes 
to quality and client satisfaction. It’s 
now bringing its new approach to 
expansion to the UK.  

FirstLight provides quality, 
affordable domiciliary and home care 
to fulfill a variety of needs. In fact, one 
of FirstLight’s key differentiators is its 
focus not just on the older adult who is 
ageing, but also on a number of other 
groups of people who need support to 
help them achieve their goals for daily 
living. 

FirstLight is a lifeline for elders; 
people with disabilities; those 
recovering from surgery, illness or 
injury; new mothers; or anyone who 
needs a little extra assistance. 

Domiciliary and home care fills the 
gap between medical services and 
the everyday tasks a person may be 
able to complete for him or herself. 
It provides families with extensive 

resources - wherever and whenever 
they’re needed. 

Domiciliary and home care services 
can be provided for a short period to 
help people get through a busy time by 
the hour or day, around the clock or on a 
long-term basis as part of ongoing care. 

NEW APPROACH 
FirstLight was designed from the 
ground up to bring a new approach 
to high quality care in the home 
or community. Every facet of the 
domiciliary and home care segment 
was extensively studied to create a 
culture of care and a service focused 
system that provides clients with 
dependable and exceptional service. 
And that exceptional service begins 
with the company’s carers.

FirstLight’s carers are people who 
have ‘been there’ and understand the 
challenges families face when caring 
for loved ones, whether they’re across 
town or across the country. FirstLight 
carers are direct employees, thoroughly 
screened and checked, and must 
successfully complete the company’s 
rigorous care training.

Central to the FirstLight care 
approach is matching clients with a 
carer who fits the personality, needs 
and vision of the client and family. Its 
technology platform is unmatched 
in providing core functionalities, 
combining payroll processing, 
scheduling, billing and operational 
management with the top priority to 
deliver quality of care.

SERVICES THAT FIT  
DIVERSE NEEDS
Domiciliary and home care provides 
support to people with a wide range 
of needs. And it lightens the load for 
family carers, who would otherwise 
be the sole source of support for their 
loved ones. 
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THE COMPANY 
IS ACCEPTING 
APPLICATIONS 
FOR BOTH MASTER 
FRANCHISE AND 
LOCAL FRANCHISE 
OWNER CANDIDATES”

Visit  
www.firstlighthomecareglobal.com. 
Alternatively, email co-founder 
and CEO, Jeff Bevis, direct for a 
confidential discussion at  
jbevis@firstlighthomecare.com.  

INFORMATION

FirstLight services provide the 
resources needed to sustain clients’ 
independence and freedom, as well 
as help family members maintain 
flexibility and balance in their own 
lives.

FirstLight carers provide support 
through:

  Personal care, which provides 
assistance with the activities of daily 
living, giving families additional peace 
of mind and providing clients with 
dignity and comfort. 

These services include bathing 
and hygiene, walking and mobility 
assistance, transfer and posturing, 
special diets, eating assistance, oral 
hygiene and toileting care.

  Companion care, which provides 
presence and companionship 
through activities such as regular 
visits for conversation and company, 
medication reminders, meal 
preparation, light housekeeping, 
laundry services, shopping, errands 
and transportation, and mail and 
paperwork organisation.

  Respite care, which allows family 
members to step out of their everyday 
routines and take the time to relax, 
energise and refresh. The service 
provides family carers with a break, 
while professionals ensure their loved 
ones are cared for - for a couple of 
hours, an entire day or even overnight.

  Travel companion programme, 
which helps make travel manageable 
and memorable by providing support 
during a holiday or travel to a special 
event. The service assists with 
coordination, transportation, baggage 

and daily needs like bathing, dressing 
or meals. 

  Dementia care, which provides care 
plans to help people who are suffering 
from dementia, including Alzheimer’s, 
cope with the anxiety, depression, 
confusion and isolation often associated 
with the disease. 

Services are highly personalised 
and designed not only to help the 
dementia sufferer, but the entire family 
environment.

MORE THAN CARERS
An innovative approach to domiciliary 
and home care with a deep commitment 
to its culture of care has made FirstLight 
one of the most recognised national 
home care providers. The company has 
won a series of accolades and awards for 
the very highest levels achieved in client 

satisfaction, caregiver retention and 
business growth.  

Its rapid growth has also led to 
recognition as one of the fastest 
growing privately held companies 
in the world, as named by Inc. 
Magazine’s Inc. 5000, and as one 
of the top franchise systems in the 
United States by Franchise Times. 

FirstLight provides families and 
communities with the support, care 
and quality service they need.

The company is now accepting 
applications for both master 
franchise and local franchise owner 
candidates who desire to establish 
and grow the FirstLight brand across 
the UK by providing domiciliary and 
home care services to serve families, 
elders and others in need of the 
highest level of care.
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Q   What should I expect from a 
franchisor ‘discovery day’?

JOHN PRATT WRITES:
The purpose of a discovery day is 
twofold. First, to give you as much 
information as possible concerning 
the franchise opportunity. Bear in 
mind that the franchisor is trying to 
sell the franchise, so you do need to 
treat what you are being told with 
suspicion and check it out. 

The best way of doing that is 
to obtain a list of the franchisor’s 
franchisees - not just the ones the 
franchisor wants you to talk to - and 
ask them how good is the support 
from the franchisor, how much 
money do they make, will they renew, 
etc.  

The second purpose of a discovery 
day is for the franchisor to find 
out more about you and establish 
whether you would be a suitable 
franchisee. That doesn’t mean you 
should be on your best behaviour, but 
it does mean that if you’re offered a 
glass of wine or a beer at lunchtime 
that you don’t have too many and 
start behaving badly.

You should remember the golden 
rule in picking a franchise, which 
is never to hold back in asking 
whatever questions are troubling 
you. 

Q  UWhat form does the typical 
fanchisee recruitment 

process take?

BRIAN DUCKETT WRITES:
There probably isn’t such a thing 
as typical, as they vary so much, 
particularly these days when 
franchisors are moving towards a 
more automated process for the early 
stages. But let’s look at all the things 
that should be part of it. 

Modern franchisee recruitment 
means the applicant will often not 
even contact the franchisor before 
they know an awful lot more about 

the business, its management and its 
franchisees than they did in the past. 
This is because of all the information 
that’s available on official and 
unofficial websites and social media.

The good news is that by the time 
an applicant makes themselves 
known, they will have decided they 
are indeed a serious prospect and 
not just a tyre kicker who has clicked 
umpteen boxes on a franchise 
recruitment web portal. 

From here on in the franchisor 
simply needs to satisfy itself the 
applicant has the necessary skills, 
attitude and financial resources to be 
successful in their own right and as 
part of a network. 

This will be established through 
a comprehensive application 
form, leading to various meetings, 
including with existing franchisees. 
There will then be the completion of 
a well prepared business or funding 
plan, followed by the explanation of 
the terms of the franchise agreement 
by an experienced franchise lawyer.

Outsourcing the process to an 
experienced franchise recruitment 
consultant will often ensure 
everything is completed in the 
optimum time for both parties.

Q Will the lawyer checking 
my franchise agreement be 

able to assist me with other legal 
documents, such as leases?

VICKY WILKES WRITES:
Before entering into a franchise 
agreement, you should take advice 
from a specialist franchise lawyer, 
who will understand the commercial 
rationale behind the franchise 
agreement and not waste your time 
and money in getting into pointless 
arguments with the franchisor over 
key terms.

Equally, if you need to enter into 
other legal agreements, such as 
a lease, it’s sensible that the legal 
agreements are reviewed by a lawyer 

who is an expert in that particular 
field - for example, a property lawyer 
advising on a lease. 

There may be some lawyers who 
will be able to advise you in relation 
to more than just your franchise 
agreement, but you should ask your 
chosen lawyer what their areas of 
expertise are. You could also ask 
for recommendations for a lawyer 
from other franchisees within your 
franchise network. 

Q Is it a good sign that a 
franchise recently launched 

in the UK is active in other 
countries?

SHELLEY NADLER WRITES:
Yes. It may be that a franchisee can 
take advantage of an internationally 
renowned brand or a unique concept 
that was not otherwise available in 
the UK. This doesn’t mean, however, 
you should accept that because a 
foreign franchise has successfully 
transferred to other international 
markets it will work in the UK.  

There have been a number of 
franchise brands - particularly from 
America - that have come to the UK 
following international expansion 
that have not been successful in 
the UK. In some cases, it has taken 
several attempts before the franchise 
has proved successful in this 
country. 

It can be difficult to transplant and 
operate a franchise in a new country. 
The franchisor in the UK may be 
a master franchisee appointed by 
the foreign franchisor or the UK 
subsidiary of the foreign franchisor. 

In each case, the master or 
subsidiary should have carried 
out extensive market research to 
ascertain if there is a market for 
the goods and/or services offered 
by the franchise in the UK and if 
any adaption is needed for the local 
market. 

The UK master or subsidiary 
should have operated the franchise 
itself through a pilot operation 
to test whether the business is 
viable in the UK and fine-tune the 
operational side to conform to the 
local environment. 

A potential franchisee should ask 
how the franchise has been modified 
for the local market and for evidence 
of the results of pilot testing by the 
UK master or subsidiary.

A S K  T H E  E X P E R T S

Your franchise questions answered by 
our panel of industry specialists

BRIAN 
DUCKETT
is chairman of 
The Franchising 
Centre, part 
of the world’s 
largest network 
of specialist 
franchise 
consultants.

JOHN PRATT
is senior partner 
at specialist 
franchise firm 
Hamilton Pratt 
and has advised 
franchisors for 
over 25 years.

VICKY WILKES
is a senior 
associate at 
law firm Squire 
Patton Boggs 
(UK) LLP, 
specialising in 
both domestic 
and international 
franchising.

SHELLEY 
NADLER
is a legal 
director in 
Bird & Bird’s 
international 
franchising 
team and has 
many years’ 
experience of 
advising on 
all aspects of 
franchising. 

Send your questions to Ask The Experts, Making Money, Aceville Publications, 
3rd Floor, Queensberry House, 106 Queens Road, Brighton, East Sussex BN1 3XF.
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[  T H E  F I T N E S S  S P A C E  ] 

BRINGING THE ELITE 
TO EVERY DAY
The Fitness Space is creating an environment  

where results are inevitable

When Tim Benjamin 
retired from 
a successful 
international 

athletics career, he knew the lessons 
he’d learned as an elite athlete would 
serve him and others well if he made 
the right choices. 

Six years later and Tim’s vision 
for The Fitness Space is being 
realised through member success 
stories, prosperous clubs and a 
unique franchise opportunity. As an 
athlete, Tim knew that his success 
was dependent on the environment 
he created for himself - and it’s 
this philosophy that’s translated so 
successfully.

He says: “I wanted to bring the 
elite to every day by creating clubs 
that have a community feel and a 
performance edge. The rise of budget 
gyms has opened a market for The 
Fitness Space. 

“Our clubs are for people who want 
an unintimidating and supportive 
environment focused on getting them 
the results they deserve. The same is 
true for our franchise owners - The 
Fitness Space team is here to support 
them on their specific journey. 

“The fitness industry has been 
fascinating to be part of over the last 
decade. You’ll always have people 
who enjoy exercise and have always 
exercised being a target for gyms and 
health clubs.  

“Now the market growth is 
coming from people with healthy 
living aspirations motivated by the 
infiltration of obesity warnings and 
the like in the media. These people 

seek an environment that supports 
them to sustain a fitness programme 
and that’s our market. It’s why our 
model works in seemingly competition 
rich areas.” 

The growth of The Fitness Space’s 
franchise network in 2016 has thrust 
the franchise offering into the forefront 
of the fitness franchise industry, with 11 
clubs opening and 33 territories sold in 
the UK and Ireland. 

UNIQUE MODEL
The Fitness Space proposition is 
unique in that it thrives in smaller 
premises than those of traditional 
gyms (1,500-4,000 square feet), boasts 
higher than industry average secondary 
spend, maintains low attrition rates 

and uses cutting edge equipment with 
partnership discounts and state of the 
art technology. 

Every member can follow a 
structured, yet tailored journey. A five-
step member development programme 
includes The Fitness Coach, The 
Fitness Discovery, The Fitness Pursuit, 
The Fitness Review and The Fitness 
Check Up. An unwavering member 
focus has translated successfully into 
the company’s focus and support for its 
franchise owners.

UNRIVALLED SUPPORT
Creating an environment where results 
are inevitable, The
Fitness Space’s mission statement 
permeates every aspect of its franchise 
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offering. Unlike any other fitness 
franchise, The Fitness Space offers 
a comprehensive support package to 
help franchise owners maximise the 
financial rewards of the model. 

Franchise owners enjoy a 
headquarter training week, pre-sales 
planning, annual marketing plans, 
business planning, funding sourcing, 
site selection and a dedicated 
Business Development Manager as 
part of their franchise package.

Once operational, The Fitness 
Space’s continual professional 
development programme is where 
owners, and their staff, get the chance 
to deepen their knowledge and 
skill set. Every month, owners are 
invited to send their staff to Coach 
Workshops held at the headquarters 
of Technogym, The Fitness Space’s 
equipment partner. 

The workshops bring the coaching 
network together, outside of their 
club environments, to enhance 
their technical ability through a 
mix of theory and practical sessions 
delivered by a Fitness Space Master 
Trainer. 

The success of The Fitness Space’s 
network depends on the execution 
of its model through highly skilled 
club Managers. In addition to Coach 
Workshops, monthly Management 
Training Days are provided for all club 
owners and managers. The days focus 
on all managerial aspects involved in 
operating a Fitness Space club, from 
sales and marketing to goal setting 
and performance management. 

Franchise owner Mike Hatton says: 
“The monthly training workshops are 
one of the main reasons I decided to 
open my own club with The Fitness 
Space. 

“When considering opening 
my own fitness franchise, I was 
concerned about being left alone 
after being sold the dream. I had 
heard many horror stories from 
franchise owners in the industry and 
researched heavily before making a 
decision. 

“I can honestly say it was the 
best decision I have ever made. My 
dedicated Business Development 
Manager made the process of 
launching my club effortless and I can 
continue both my own and my team’s 
development through their calendar 
of training workshops.” 

PARTNERSHIPS
Franchisor commercial partnerships 
and associated discounts are a crucial 
aspect to explore when considering 
any franchise. The Fitness Space 
has developed a network of industry 
leading partnerships to support its 
unrivalled business model.

The most noteworthy partnership 
is with industry leading equipment 
manufacturer Technogym. The 
partnership has allowed The Fitness 
Space to ensure its model is at 
the cutting edge of technological 
developments. 

The relationship has seen the 
development of a bespoke smartphone 
application, allowing members 
to view their programmes, track 
their workouts, book sessions and 
communicate with their coach all via 
their smartphone. 

Recent developments include 
the introduction of RFI wristbands, 
allowing members to track their 
workouts to their smartphone by 
tapping the screens on both cardio and 
strength equipment lines.

Steve Barton, Technogym UK 
Managing Director, says:  “The Fitness 
Space has been a highly valued partner 
for Technogym since 2012 and we 
continue to challenge one another to 
deliver the highest quality facilities 
with state of the art equipment and 
member engagement software. 

“We are very excited about the 
future and expansion of the innovative 
business model, which is disrupting the 
industry and setting new standards in 
customer service and the results driven 
business.”

UNCAPPED  
REVENUE POTENTIAL
A unique business model, set in a high 
end ‘boutique style’ environment, 
allows Fitness Space clubs to attract an 
audience dedicated to leading a healthy 
lifestyle. 

Heavy member engagement and 
lasting relationships build trust in 
the services and expertise on offer. 
Not only does this lead to industry 
leading retention rates, it also 
provides numerous secondary spend 
opportunities. 

Helping members to fast track their 
results, a range of additional products 
is available for members to enhance 
their journey. The ever evolving 
products include DNA testing, Hot 
Yoga, Personal Training, Small Group 
Training, Nutritional Consultations, 
Health MOTs, Fit Camps and 
Nutritional Products.

The umbrella of products typically 
account for 37 per cent of sales across 
Fitness Space clubs, meaning owners 
enjoy revenue generation outside 
of membership sales. Strategic 
demographic mapping of site locations 

THE RISE OF BUDGET 
GYMS HAS OPENED 
A MARKET FOR THE 
FITNESS SPACE”



Visit www.thefitnessspace.com  
or email  
franchise@thefitnessspace.com.

INFORMATION
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and innovate sales strategies have seen 
franchise owners continue to grow 
individual revenue streams well above 
initial projections.

Franchise owner Joe Hawkins says: 
“Secondary spend products combined 
with its model are what sets The 
Fitness Space offering apart when it 
comes to profitability potential. 

“The operational processes allow 
for fantastic opportunities to upsell 
additional products, allowing members 
to enhance their experience and fast 
track results. What I love about owning 
a club is not only the returns, but the 
fact we are making a difference to 
people’s lives. It is a very rewarding 
business to be involved in.” 

LOWER CAPITAL REQUIREMENT
Buying a fitness franchise can be 
expensive. From equipment to property 
related costs in fitting out your club, 
the funds can soon spiral out of 
control. Due to its smaller premises 
requirements and unrivalled partner 
discounts, Fitness Space clubs can be 
started from an investment as little as 
£50,750.  

Club design, layout and project 
management of fitting out a Fitness 
Space club are included in the franchise 
package and property costs, meaning 

owners or managers are able to entirely 
focus on the growth of their new 
business during the pre-launch phase 
of opening their club.

Franchise owner Chris Wright says: 
“The project management services 
provided by The Fitness Space via their 
property package were a huge help 
during the initial stages of setting up my 
club. Knowing all was in hand, my time 
was freed up in order to implement the 
pre-sales plan created by my Business 
Development Manager. 

“Without the service, I would not 
have been able to achieve my pre-sales 
plan target. With plans to open my 

second club later this year, the whole 
club set up process will prove even 
more crucial, as I will be splitting my 
time between the two.”

The Fitness Space is actively 
recruiting like-minded individuals to 
join its rapidly expanding franchise 
network across the UK. 

FITNESS SPACE CLUBS 
CAN BE STARTED FROM 
AN INVESTMENT AS 
LITTLE AS £50,750”
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W hen owner and 
founder Liliana 
Lovell started a 
small bar in New 

York City, she knew she was onto 
something that would be a huge 
success. Now, after 20-plus years 
in the business, Coyote Ugly is 

expanding to all parts of the globe 
and the momentum is building. In 
recent months, the world-famous 
franchise has signed development 
deals in Wales, Kyrgyzstan, and 
Japan. Opening in the next few 
months are bars in Ft. Worth, 
Bishkek, (Kyrgyzstan), Cardiff and 

the famous Roppongi area of Tokyo. 
The company is also in development 
conversations with potential 
franchisees in China, Thailand, 
Singapore, Hong Kong, Malaysia, 
Germany, Canada, and Mexico, and 
shows no signs of slowing down. With 
major cities like London, Sydney, 
Shanghai, Bangkok, Montreal, 
Cancun, Rio, and many more 
available, there are opportunities for 
Coyote Ugly franchisees all around 
the world, although early involvement 
is strongly advised.

The world famous Coyote Ugly 
Saloon brand – which features 
crowd-pleasing entertainment from 
the ‘Coyotes’ – appeals to tourists and 
locals alike. As both a bar and place 
to be entertained, visitors can enjoy 
their drinks while the Coyotes dazzle 
with dancing, singing, games and 
more. It’s a unique experience which 
keeps patrons coming back for more.

This  powerhouse brand  is 
seeking partners who have the 
experience and passion to enter 
(or expand) into the bar/nightclub 
industry at the top. The saloons 
thrive in major cities with high 

[  C O Y O T E  U G L Y  ] 

THE BEST BAR IN THE 
WORLD, BAR NONE!
A winning concept and smart business planning are seeing the  
Coyote Ugly saloon expand across the world. Here’s how you  

could become part of that success

The total investment in a Coyote Ugly 
Saloon franchise is between $500,000USD 
and $1,500,000USD dependent on 
location, market and size, and condition 
of the unit. Single and multi-unit franchise 
partnerships are available. Single sites 
carry a franchisee fee of $60,000USD, 
while multi-store investors pay a franchise 
fee of $120,000USD for the rights to open 
up to three units. Coyote Ugly is looking 

to expand the brand with franchisees who 
embrace the culture of Coyote Ugly Saloon 
and share their vision of promoting the 
Coyote experience. Owners will benefit 
from the history of a world-wide legend in 
the industry and a tested business model. 

Think you may have what it takes to 
own the most famous bar on the planet?  
Do you want access to the knowledge, 
systems and leadership of the world leader 

in the bar-nightclub industry? Do you want 
to be a part of the upcoming aggressive 
expansion of the Coyote Ugly saloon 
brand?  If you’d like to talk about the 
details and see if we are a good match for 
each other, you should visit the website at 
www.coyoteuglyfranchise.com and request 
information to Justin Livingston, vice 
president of global development at justin@
coyoteuglysaloon.com.

YOUR INVESTMENT
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be a lot of fun.) “It’s really a unique 
opportunity for a brand this size 
to have such wide availability in 
major international markets” says 
Livingston. “We’re taking the most 
famous bar brand in the world and 
offering not only the power and 
history of the brand, but one of 
the strongest support and training 
systems in franchising.”

Over 20 years after its conception 
in New York City, the Coyote Ugly 
brand has never been stronger. The 
concept has a unique offering, able 
to provide systems and methods 
of running a world-famous brand 
that is adaptable to local cultures 
and traditions. The robust training 
and operations system includes full 
training of owners, managers, and 
staff, assistance with site selection 
and procurement, store design, 
brand and marketing guidance, 
and unrivalled ongoing support. 
Franchisees who have a deep 
understanding of their local market 
and commit to follow Coyote Ugly’s 
franchise system are those who are 
most likely to become key players in 
the bar and nightclub retail sector. 

tourism and high numbers of local 
patrons. A Coyote Ugly can be 
regarded as a neighbourhood bar 
which, thanks to enormous brand 
recognition, also attracts tourists 
who want to have the Coyote Ugly 
experience. “This is an opportunity 
to open a new business that 
immediately benefits from brand 
recognition and has people lining 
up to check it out,” says Justin 
Livingston, vice president of  
global development.

Coyote Ugly has 20 years of 
experience and more than 20 saloons 
world-wide but uniquely, the brand 
also benefits from a blockbuster 
movie of the same name and  three 
seasons of a reality show on Country 
Music Television. Backed by such 
solid experience and extraordinary 
brand presence, this exciting 
company now has its sights set on 
expanding saloons all over the globe. 

Coyote Ugly offers an international 
franchise programme for selected 
franchise candidates with strong 
support, high profits, and the 
recognition of one of the world’s 
best known brands. (It’s also said to 

 IT’S A UNIQUE 
EXPERIENCE WHICH 
KEEPS PATRONS 
COMING BACK 
FOR MORE”

THE BACKSTORY
The Coyote Ugly legend began 
with a girl, a dream, and a little 
bit of Wild Turkey. In 1992, 
Liliana ‘Lil’ Lovell, a 24-year-old 
Wall Street apprentice-turned-
bartender, was living a good life. 
She was doing a job she loved, 
making money, and gaining 
notoriety for her antics on the 
bar, as well as behind it. Tired 
of working for other people, she 
was ready to make her move. 
The plan was simple: open her 
own bar, make money, and have 
fun doing it. Determined not to 
let anyone or anything get in 
her way, she drew up a business 
plan: beautiful girls + booze = 
money. It was a simple concept 
that challenged the way the bar 
industry had worked for years 
and launched a culture that soon 
became world-famous.
“It never hit me how far this 
thing had gone until we started 
opening saloons abroad,” Liliana 
says. “As Coyote Ugly’s fame 
continues to grow, we look 
forward to taking the world by 
storm, one boot-stomping bar  
at a time.”
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A DV I C E

W H A T  T H E  L A W  S A Y S
Vicki Mitman, an associate solicitor with 
Birketts’ franchising team, details the legal 
documents you may encounter when taking on 
a franchise

There are a number of legal 
documents that form part of 
the franchise relationship. 
The most important of  

these documents is the franchise 
agreement, which will be discussed in 
more detail below. However, there are 
several other documents which may 
also be used.

PROSPECTUS
Usually forming part of the franchisor’s 
marketing literature, the prospectus 
may be the first document a franchisee 
comes across. The prospectus typically 
contains a general overview of the 
franchise company and may also 
contain financial information of a 
pilot operation or trading franchisees. 
Further, a prospectus may contain 
financial projections. 

These documents are often seen at 
franchise exhibitions or provided by 
the franchisor during the early stages of 
enquiry about the franchise.

CONFIDENTIALITY AGREEMENT 
OR INTENT TO PROCEED/
DEPOSIT AGREEMENT
A prospective franchisee may be asked 
to sign one or both of these documents 
in order to proceed with their enquiry. 
As franchisors spend a lot of time and 
money developing their offering, it’s 
important the information they share 
with prospective franchisees is kept 
confidential.

A deposit agreement (or an intent 
to proceed agreement) may be used 
when a prospective franchisee wishes 
to reserve a territory and the franchisor 
may also look to take a deposit at 

that stage. If the franchisee does not 
proceed, the deposit (if any) should be 
refundable, less any direct third party 
expenses incurred by the franchisor.

INFORMATION 
MEMORANDUM/DISCLOSURE 
DOCUMENT
Although not required in any 
particular form, franchisors often have 
a bank of information relating to their 
business and the franchise offering. 
It’s likely this information will only be 
provided after a prospective franchisee 
has signed the confidentiality or intent 
to proceed agreement.  

This can take the form of one larger 
document containing several chapters 
or a number of shorter documents. 
It’s also likely to contain details of 
financial performance or projections.  

Prospective franchisees are advised 
to discuss any such projections with 
the franchisor in order to gain a clear 
understanding of where the figures 
originated.

FRANCHISE AGREEMENT
The franchise agreement governs 
the long-term relationship between 
franchisor and franchisee. It should be 
uniform across a franchisor’s network 
and, to that end, franchisors often say 
the agreement is non-negotiable. This 
is so all franchisees are treated fairly 
and on similar terms.

If there are any variations to the 
franchise agreement (for example, to 
address specific circumstances of a 
particular franchisee), such variations 
may be dealt with in the schedules 
to the franchise agreement or in an 
appropriate side letter, which is signed 
at the same time as the franchise 
agreement and forms part of it.

A prospective franchisee may be asked to sign a 
confidentiality agreement in order to proceed with their enquiry
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The franchise agreement should 
clearly set out details of the parties, 
grant of the licence to operate the 
business in a particular territory under 
the franchisor’s system and brand, 
along with the other key terms and 
features. 

The franchisee’s obligations 
clause will be substantial and 
typically includes initial and ongoing 
training, staffing, financing and 
accounts, payment of fees, minimum 
performance, use of bespoke or 
approved software, marketing, 
servicing national account customers 
(if appropriate), attendance to 
business, use of and compliance with 
the business system and insurance. 

In addition, usually there will be 
provisions regarding the franchisee’s 
right to sell the business, death and 
incapacity and the franchisor’s 
right to terminate in the event of 
certain behaviour on the part of the 
franchisee.

TRADEMARK LICENCE
One of the most important aspects of 
franchising is the franchisor’s name 
and brand. Often, franchisors will 
protect their brand - logo or trading 
name - via a registered trademark 
and it’s an important part of the due 
diligence process to check this.  

There may be a separate licence to 
deal with intellectual property or it 
may be dealt with in the body of the 
franchise agreement.  

OPERATIONS MANUAL
Every franchise should have a manual, 
which details the operational aspects 
of running the business. Franchisees 
are typically provided with a copy of - or 
access to - the manual after completion 
of their training and once the franchise 
agreement has been signed.

Manuals may be hard copy or 
electronic and sometimes accessible 
via a franchisor’s computer system, 
intranet or web portal. Franchisors 
may allow prospective franchisees to 
view the manual under appropriate 
conditions of confidentiality before 
signing the franchise agreement, but 
would not normally allow long-term 
access or copies to be made.

AND THE REST…
There may also be standard form 
documents used throughout 
the franchisee network, such as 
employment contracts, order and 
booking forms and standard terms and 
conditions.

If franchisees are required to take 
on a premises from which to conduct 
their franchise business, there will 

likely be a lease and related property 
documentation to consider as well.  In 
some franchises, there may also be a 
vehicle lease/hire agreement.

Prospective franchisees should 
carefully review the franchise 
opportunity and make relevant 
enquiries of the franchisor and other 
franchisees in the network. The due 
diligence process is very important for 
prospective franchisees, so that they 
have a clear understanding of what 
they are getting into, bearing in mind it 
could well be a five or 10-year (or more) 
investment.

It’s strongly recommended that 
prospective franchisees take advice on 
the franchise agreement from solicitors 
experienced in franchising. Franchising 
is a niche area of commercial law and 
not many solicitors deal with franchise 
agreements, so it’s often more costly to 
take advice from someone unfamiliar 
with the industry. 

Often, franchise specialists will 
offer a fixed fee review of a franchise 
agreement and, if required, provide 
advice on ancillary documentation, 
premises acquisition, company 
set up and employment advice to 
dovetail with advice on the franchise 
agreement.

Aside from the legal aspects, 
prospective franchisees should 
consider the franchise offering 
as a whole. The British Franchise 
Association website provides useful 
resources, including a list of questions 
to consider asking a franchisor to 
ensure you get as much information as 
possible.  

Most importantly, prospective 
franchisees should be clear about the 
terms on which they are taking up the 
franchise and go into the relationship 
with their eyes open.

FRANCHISEES SHOULD 
BE CLEAR ABOUT THE 
TERMS ON WHICH 
THEY ARE TAKING UP 
THE FRANCHISE”
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[  G A S - E L E C  ] 

DAY IN  
THE LIFE

David McVicker explains what it’s like to be a gas-elec franchisee

Email carol.otway@gas-elec.co.uk, 
call 0800 015 2030 or visit  
www.gas-elec.co.uk/franchise.

INFORMATION
I HAVE BUILT UP A 
STRONG, LOYAL CLIENT 
BASE, WHO TRUST MY 
ADVICE AND ABILITY”

M y day begins the night 
before when I check the 
online bookings system 
to see what jobs the 

office have arranged for me. 
I know exactly how many 

appointments, where and what time, in 
advance, which is a great help. I can also 
check the specifics of each job before I 
start my day online or with a quick call 
to the office.

EARLY START
I tend to leave the house around 
seven in the morning. Sometimes I 
deal directly with residents in rented 
properties, although often I work 
with lettings agents or landlords with 
regards to gaining access and the 
logistics of getting each job done.  

I also have customers who own their 
properties, which means the range of 
clients I work with is quite varied.

I have been a gas-elec engineer for 
over 10 years now and am happy to say I 
have built up a strong, loyal client base, 
who trust my advice and ability. 

I could be coming back each year to 
check gas meters, cookers or boilers 
and it’s dealing with the client that 
makes the job enjoyable. Every day is 
different and I can honestly say I still 
find my work exciting.

I prepare paperwork for any follow-
up repairs that might need to take place. 
I send these to my local office, who then 
liaise with the relevant suppliers and 
issue quotes direct to the customer. My 
level of paperwork and administration 
would be far greater without the 
support I get from my local office, as 
well as the head office.

ISSUING CERTIFICATES
At the end of each day, the first thing 
I do after making a much needed cup 

of coffee is to log onto my computer 
to input data collected from my visits. 
As long as everything I have inspected 
meets current safety legislation, I can 
issue certificates.

These are made instantly available 
for customers to download, which is a 
godsend for busy landlords.

I then ring the office for a quick 
chat about how my day went. Then it’s 
almost time to see what’s been booked 
for me for the next day and the process 
starts over again.
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[  M I N S T E R  C L E A N I N G  S E R V I C E S  ] 

TIDY PROFITS
Minster Cleaning Services franchisees can look  
forward to a secure future, whether they invest  

in an established franchise or a new area

THE COMMERCIAL 
CLEANING MARKET 
IS MASSIVE. IT’S AN 
ESSENTIAL BUSINESS 
SERVICE THAT 
APPEALS TO A BROAD 
CLIENT BASE”

Not only has Minster been 
providing office and 
commercial cleaning services 
in the UK for nearly 35 years, 

its 43-branch franchise network also 
includes the current British Franchise 
Association HSBC B2B Franchisee of the 
Year.

Award winning Kevin Lawley, who runs 
Minster Norfolk and Suffolk, bought the 
management franchise when it came up 
for sale in 2011. Today turnover stands at 
£1.4 million and its 180 employees service 
170 contracts.

SIGNIFICANT PROGRESS
Thanks to Minster’s expertise in 
implementing cleaning regimes and 
practices that meet the requirements 
of the Care Quality Commission, Kevin 
has been particularly successful in the 
health care sector, where he has around 
40 medical practice contracts. He’s 
also making significant progress in the 
education market.

Mike Parker, Minster’s managing 
director, says: “Kevin has demonstrated 
just what can be achieved through a 
combination of strong management skills 
and Minster’s comprehensive support.

“He’s been able to get just the right 
balance between customer relationship 

management and new business 
acquisition by approaching the business 
in a planned manner with consistent, 
targeted growth.”

A full member of the bfa since 1992, 
Minster’s annual turnover is well over 
£35 million, taking the average branch 
turnover to in excess of £800,000.

The company has both branch resale 
and new areas available. Established 
franchises in Derbyshire, Dundee and 
Liverpool are on the market at a fee of 
£10,000 (plus VAT), in addition to the 
purchase price of the business.

New franchise opportunities are 
available in Cambridge, Doncaster, 
Durham, Leicester, London, Middlesex, 
Guildford, Peterborough and Swansea.

What type of franchisee is Minster 
looking to recruit? According to Paul 
Stairmand, marketing manager at 
Minster Services Group, as some larger 
branches employ over 200 people, 
franchisees need to have excellent people 
management skills in order to deal 
with staff effectively, understand the 
requirements of a diverse range of clients 
and maintain good relationships across 
the board.

Paul adds: “They must be resilient 
and hardworking to be able to withstand 
the normal ups and downs of running a 

business and aim to provide a high quality 
service that’s reliable, consistent, flexible 
and great value for money.”

START-UP COST
The start-up cost for a new franchise 
is £28,225 (plus VAT), which includes 
a licence to use the Minster brand, 
training, computer hardware, stationery, 
machinery, equipment and materials, 
plus initial and ongoing support.

Working capital of between £40,000-
£60,000 is also required. Finance is 
available from leading banks, subject to 
status.

Paul says: “Support for franchisees 
has always been central to Minster’s 
success and we have used our many 
years’ experience to establish systems 
to simplify many of the important 
day-to-day business activities, leaving 
franchisees free to concentrate on 
building a substantial, valuable asset.

“The commercial cleaning market 
is massive. It’s an essential business 
service that appeals to a broad client base 
and, together with the size of Minster’s 
territories, offers almost unlimited 
growth potential.”
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[  A C T I O N C O A C H  ] 

WINNING POSITION
Entrepreneur learns the true meaning of business ownership

Stuart Wright was drawn to 
business ownership from 
an early age. He started his 
first business at the age of 

21 with just £26, selling his basket of 
sandwiches around local offices in 
Harrogate. 

Six years later his business had 
grown to £1.5 million turnover and 40 
staff and, by most people’s standards, 
Stuart was in a winning position. 

COMMON FRUSTRATION
But Stuart saw the business plateau. He 
was a young man with a new daughter 

working lots of hours for very little 
rewards - a typical picture of a small 
business owner in the UK. His 
frustration led to him selling his 
business for much less than it was 
worth in 2003. 

His next business saw him 
importing silver jewellery from 
Mexico and showcasing it in hotels 
across the North of England. Yet 
again the business grew and yet 
again he became frustrated. 

Stuart explains: “I started to 
blame the same things as I did in 
my previous business - the staff, 
the market conditions. Then my 
accountant gave me a copy of ‘The 
E-myth’ by Michael Gerber and 
I started to wonder if maybe the 
common denominator in these 
businesses was me - I was the 
problem.

“I understood I had reached 
a ceiling in what I knew about 
running a business. So I committed 
to lifelong learning. I began reading 
all sorts of business books and 
attending seminars and things 
improved, but it was slow progress. 
So I decided to get some help. In 
2007 I hired Action Coach Chris 
Fordy.

“Under the guidance of my Action 
Coach, my jewellery business 
flourished. I was free from the day-
to-day operations of the business, 
so I looked at other opportunities. 
I decided to buy an EnviroVent 
franchise, a domestic ventilation 
business. 

“With ActionCOACH’s help, 
this grew to generate an annual six-
figure profit and double digit growth 
year on year. I ended up with five 
EnviroVent franchise territories, 
and only had to do half a day a week 
in my business owner role! 

PLANTING A SEED
“So, one year ago, I found myself sat in 
my garden wondering what to do next. 
My initial thought was to spread the 
word about ActionCOACH - it seemed 
mad to me that more business owners 
weren’t using an Action Coach in my 
area of Yorkshire and Lincolnshire. 

“I offered to host a seminar and 
thought it would be a great way for 
Chris to win more clients. I enjoyed 
the seminar and, sure enough, people 
showed interest in being coached and 
that’s when the seed was planted. 

“It wasn’t until a good while later 
that Chris told me about the option 
to build a firm of coaches with the 
ActionCOACH franchise, not just 
become a self-employed Action 
Coach. The thought of building an 
ActionCOACH team appealed to me 
and I spoke to Ian Christelow, the UK 
co-founder of ActionCOACH, to see 
what the next steps were.

“Ian explained that my only 
limitations on growing my 
ActionCOACH firm were the limits 
I put on myself. I completed the UK 
training in the last week of July and 
came away with the overriding sense 
that I couldn’t fail with all the systems 
to follow.

“On August 1, 2016, I started my 
ActionCOACH business in Yorkshire 
and Lincolnshire with a huge goal 
- I want to build a firm of 50 Action 
Coaches supporting 1,000 businesses 
a year. 

“At that level, we will be making 
a massive difference to our local 
economy. I believe that business is a 
force for good. If a business is truly 
successful, then that is down to a great 
team. If a team is successful, then they 
are enjoying work, are rewarded for 
their work and life becomes a seven-
day weekend! 

Stuart Wright: “I’ve been able 
to leverage the power of the 
franchise system very quickly”
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“Of course, I had to start 
somewhere. Before I started the 
initial training, I had spoken about 
ActionCOACH at my BNI networking 
group, which has proven to be a 
fantastic client generation activity 
for me. 

“In only four months I have secured 
12 one-to-one coaching clients (an 
average one-to-one ActionCOACH 
client invests £1,500 per month) and 
seven group coaching clients. I never 
set out to concentrate on just one lead 
generation activity, but I haven’t had 
time to do anything else!

“It’s a testament to ActionCOACH 
- I’ve been able to leverage the power 
of the franchise system very quickly 
having been coached myself. 20 years 
ago, no one knew what business 
coaching was and our Action Coaches 
have represented and grown the 
business coaching profession in the 
UK almost single-handedly. 

“In fact, in the early days of 
ActionCOACH, when Brad Sugars 
first started up, it took him two years 
to hit the same number of clients I 
have built in four months - that shows 
our amazing progress in 23 years as 
a team!

IT SEEMED MAD 
TO ME THAT MORE 
BUSINESS OWNERS 
WEREN’T USING AN 
ACTION COACH”

INFORMATION
If you’d like to join this successful 
team of franchise owners and you: 

A. Get a buzz from helping others 
succeed;

B. Love learning and developing 
yourself; and 

C. Have enjoyed success in your 
career or sport… 

Then find out more by watching 
the opportunity overview video at 
actioncoach.co.uk

Stuart learning from the Professional 
Speakers Acadamy Trainer of the Year at 
ActionCOACH’s quarterly UK conference Enjoying quality time with 

his wife and daughters

Coaching a client to success

BUILDING THE TEAM
“How long will it take me to build my 
team of 50 Action Coaches? Well, my 
first employed coach is being recruited 
now. I then want to steady the pace of 
my coaching commitments to enable 
me to build the firm from there. 

“One of my daughters is joining 
me to get some sales experience. She 
couldn’t find a better business than 
ActionCOACH to benefit from a wealth 
of knowledge on sales and teams. 

“My other daughter wants to start 
her own business, so I’ll be coaching 
her to develop the ActionCOACH 
definition of a ‘real business’ –  a 
commercial, profitable enterprise 
that works without her – once she’s 
progressed from self-employed, she 
truly can call herself a business owner.”
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A DV I C E

E A R LY  A D O P T E R S

Whether you decide to invest in a fledgling 
franchise will depend on your attitude to risk 
and taste for adventure. Linda Whitney assesses 
the pros and cons

Would you sign up as an 
early franchisee? New 
franchises commonly 
offer discounts to 

their first few franchisees, so you 
can start a business with a lower 
investment. 

On the other hand, a new franchise, 
with no long-term trading history, is 
naturally a higher risk than one with a 
proven track record. 

Deciding whether to be an early 
franchisee can be difficult. As Suzie 

McCafferty from franchise 
consultancy Platinum Wave 
says: “We understand the extra 
level of complexity this can 
add to a potential franchisee’s 
decision. 

“Many investors would like to 
get their hands on established 
brands where a particular return 
on investment is considered 
likely. With a new brand, there 
isn’t the same track record 
or demonstrable return on 

investment, so many potential 
franchisees see it as too risky.

“However, ask any of these 
investors if they wish they could 
have been one of the first to market 
with any of the brands that have 
gone on to become household 
names and, of course, they’ll say 
yes.”

To an extent the decision will 
depend on your attitude to risk and 
taste for adventure. What are the 
advantages and disadvantages?

A NEW FRANCHISE 
IS NATURALLY A 
HIGHER RISK THAN 
ONE WITH A PROVEN 
TRACK RECORD”
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Mark Frost, owner of Wilkins Chimney Sweep, Worthing, says: “As one of the first three 
Wilkins franchisees, I got a larger territory and a better price, plus more attention from the 
franchisor.

“However, starting a new franchise is a steep learning curve for franchisor and franchisee. 
There were some aspects of the business I felt could do with tweaking. My suggestions were 
taken seriously, and in some cases acted upon, but the franchisor has spent time and money 
building the franchise model and suggesting tweaks will by no means change it.

“Buying an untried franchise carries an element of risk, but I did as much research as 
possible and was hopeful it was a workable, sustainable business model that would prove 
profitable and enjoyable. I was right. 

“I didn’t have the benefit of a large network of other franchisees to ask for advice, but I’ve 
probably had more freedom to do things my way, before habits across the network have 
become too entrenched.”

He advises others considering becoming early franchisees: “Research the sector, the 
franchisor and their business history - use LinkedIn, ask questions and make sure you  
trust them.” 

HOW IT FEELS TO BE AN EARLY FRANCHISEE

ADVANTAGES

  You could get into business with 
a lower investment. Riccardo Scala, 
founder and CEO of the new Beat 
Theory Fitness franchise, which has 
recruited its first franchisee and is 
in discussions with another 15, says: 
“At present, the standard franchise 
fee is £15,000 plus VAT and the 
total set-up cost required from a 
franchisee is £78,000 plus VAT. 

“But for the first five franchisees 
we are offering a £7,000 discount, 
as we are waiving the induction 
training fee and reducing the 
opening stock package. So for them 
the total investment is £71,000 plus 
VAT.”

  You get a chance to influence 
the development of the franchise. 
Len Rainford, who runs franchise 
consultancy The Franchise 
Specialist, says: “Being the first 
means you are closer to the owner 
of the business and will probably 
be able to exert your influence and 
ideas as the network develops. 

“You are likely to be part of 
the decision making process and 
determine the direction of the 
franchise, so you’re helping to create 
something with huge potential as 
the brand grows.”

David Baxendale, the second UK 
franchisee with SMART repair 
specialist Revive!, says: “As an early 
franchisee, founder Mark Llewellyn 
invited me to become a director of 
the business, so I was a franchisee 
and director at the same time and 
helping to refine the franchise 
model. 

“Revive! UK has always had 
a franchisee steering group that 
discusses how it could be changed 
and improved. Some of the earliest 
franchisees are still in that.” 

  You get more attention from 
the franchisor. Suzie says: “Even if 
the franchisor doesn’t have a large 
experienced support team, you 
can be sure they will be absolutely 
dedicated to you. There’s no 
chance of you feeling like just a 
number when you’re one of the first 
franchisees.” 

David adds: “In the very early 
days, Mark let me and some of the 
earliest franchisees stay in his house 
in order to keep costs down while we 
were training.”  

DISADVANTAGES

  Increased risk. Len says: “Being a 
pioneer in a new system often means 
being a guinea pig and involves a 
certain amount of risk.” 

With an established franchise, you 
can see its performance over time and 
ask existing franchisees what it’s like 
working with the franchisor. Early 
franchisees must try to make up for 
the lack of these comfort factors by 
researching the track record of the 
franchise executives. 

Ask about the performance of 
the business before it turned to 
franchising. For instance, Riccardo 
says: “Our training concept has been 
operating since 2011, so we have a 
five-year proven track record that the 
public want our service.” 

Len says: “You must be satisfied 
that the company is well established 
and has run a successful pilot 
operation. Check they have used 
advisers with a proven track record in 
franchising.” 

If the franchise is being operated 
successfully abroad, go over and meet 
franchisees. 

  The system may be slow to grow 
and there may be changes. Len says: 
“Creating a brand through franchising 
doesn’t happen overnight and it can 
be frustrating in the early days, as you 
want everything to happen quickly. 

“Systems and methods will change 
as the business evolves and you need 
to be prepared to embrace these.”

  The support team may be 
inexperienced. “Everyone involved 

As one of the first Wilkins franchisees, Mark Frost got a larger 
territory and better price

will be, to a certain extent, learning on 
the job,” Suzie says. Check how many 
of the franchise executives and support 
team have been recruited from other, 
successful, franchises.

  Deciding whether to be an early 
franchisee is always challenging. Len 
advises: “Do due diligence on every 
aspect of the business. Meet and talk 
to as many people involved as you can - 
and listen to your gut instincts.”
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B R I G H T  S P A R K S

Mr. Electric franchisees Nadia and Rachid Bellili 
say consideration for the customer is what sets 
them apart. Trevor Johnson reports

Mud on the carpet, brick 
dust on the shelves, 
rings from tea mugs on 
a polished table. Who 

hasn’t such tales to tell about clearing 
up the house after the workmen have 
finally gone? 

“I remember the arguments I’ve had 
with people who have done work and 
then left the place looking like a tip,” 
Nadia Bellili says. “I was determined 
that after we had done a job you 
wouldn’t have known we’d been there 
- apart from remedying the problems, 
of course.”

PAYING OFF
It’s a philosophy that’s already paying 
off. Only four months after Nadia 
and her father, Rachid, took over the 
Mr. Electric Canterbury and South 
Kent electrical services franchise, 

there’s enough business to keep three 
electricians and an apprentice busy, 
while Nadia is already working on plans 
for further expansion.

“Consideration for the customer is 
what sets us apart,” she says. “Before 
our electricians go into a house, they 
put down a mat and change their shoes 
for clean, soft bootees. We drum the 
routine into our staff and even show 
them videos of how it’s done.

“They must keep their tools on dust 
sheets and clean up afterwards to 
make sure everything is exactly as it 
was. I check with customers to make 
sure the job was done properly and the 
electricians stuck to our rules. People 
seem to like the way we work and 
we’re getting more and more return 
business.”

If Nadia’s bringing a fresh new 
approach to franchising, it’s hardly 

surprising. Not long ago she was doing 
something very different - singing in a 
magic show in remote regions of China.

Perhaps she should explain: “Show 
business had been a childhood dream 
and so had gymnastics. When I was 18 
I went to dance college in London for 
two years. I wanted to see something of 
the world and after college worked on 
cruise ships as a singer and dancer and 
thoroughly enjoyed it.”

Then followed two years singing and 
dancing in a top Greek hotel, before 
Nadia had the chance to go to China as 
a vocalist in a magic show and toured 
remote regions of the country for seven 
months. 

“It was an extraordinary experience,” 
she says. “Several of the girls in the 
company were blonde and audiences 
had never seen anyone with fair hair 
and blue eyes. Some children were so 
upset by it that they ran crying out of 
the theatre. 

“One of the worst things about the 
trip was the cold - I never expected 
China to be like that - and I won’t be 
going there again.”

RETURN HOME
Nadia travelled the world as a singer 
and dancer for 10 years but began to 
miss life in the UK and eventually 
returned to be with her family. After 
jobs in property management, she 
joined her father in an insurance loss 
assessment franchise.

“I haven’t heard of many daughters 
who can work with their fathers, but we 
get on well and when we were looking 
for another challenge we both agreed 
Mr. Electric was the one to go for,” 
Nadia says. 

“I had worked with electrical 
contractors in the insurance industry 
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and the franchise wasn’t a complete 
mystery to me.

“My dad and I have our separate 
areas of responsibility - I take care 
of the business management and he 
looks after the day to day running of the 
company and deals with electricians 
and customers.”

Established in 1994, Mr. Electric 
is based in Waco, Texas and is a 
subsidiary of the Dwyer Group, which 
has 13 service franchise brands 
involving 2,500 franchisees in 10 
countries serving over 2.5 million 
customers. 

Mr. Electric now has over 200 
franchisees. The company says: 
“There’s a growing demand for 
domestic and commercial electrical 
work and the market is predicted to 
reach £20.6 billion by the end of next 
year. 

“A franchise owner will have the 
potential to achieve a turnover of more 
than £1 million and the estimated time 
to break even is 12 months.”

Nadia’s franchise supplies 
electricians for all aspects of 
commercial and domestic electrical 
servicing and maintenance work - from 
basic repairs to rewiring, installations, 
upgrades tests and inspections, right up 
to complete support services for large 
scale businesses.

Many Mr. Electric franchisees 
already worked in electrical 

contracting, but others, like Nadia and 
Rachid, had no previous experience. 
Franchisees get full training and 
technical and marketing support.

The company points out: “If you’re a 
skilled electrician, you are well placed 
to carry out the work, but you may 
not have the skills to grow a profitable 
business. Our system is ideal for an 
electrical contractor in this position, 
because we provide you with all the 
business support you need.”

LIFE CHANGING
But whatever their background, buying 
a Mr. Electric franchise invariably 
turns out to be a life changing 
experience. For instance:

   Mark Ryland felt he was unfulfilled 
in his job as an IT professional. 

“I sat down with my wife, Liz, and 
she asked me why I wasn’t happy at 
work,” he says. “She pointed out that as 
an electrical engineer with an MBA, I 
ought to be running my own company.”

Now Mark and Liz run a highly 
successful Mr. Electric London South 
West franchise serving a territory of 
750,000 potential customers.

   Lee Ives had been a qualified 
electrician for 19 years and worked for 
Mr. Electric for nine years before he 
bought the franchise from his boss. He 
now has five technicians in his team. 

“You’ve got to be a bit of a salesman - 
you can’t just be an electrician,” he says.

   Jeff Longley had nearly 30 jobs 
before he decided franchising was 
for him. Although not an electrician, 
he saw the potential in a Mr. Electric 
franchise and now has a 12-van 
business turning over £1 million a year. 

“Success is all about having the right 
attitude,” he says.

   Gloucester franchisee Bob Gibson 
says: “I chose Mr. Electric because 
it’s more than just a man in a van. 
It married up electrical work and 
franchising perfectly and the marketing 
and support has been great. Other 
franchises might struggle to provide 
that level of support.”

“One of the great things about 
owning a Mr. Electric franchise is the 
lack of competition in the market - you 
won’t be an independent contractor 
battling with other independents, but 
will be part of a sought after brand,” is 
how the company puts it.

“And studies have shown 66 per cent 
of customers said they would always 
choose a franchise over an independent 
contracting firm. Mr. Electric has 
the proven track record of going that 
extra mile for customers, whatever the 
electrical or energy problem.

“Our franchisees have also become 
renowned for their innovative products 
that cut household bills and help 
businesses meet energy saving targets.”

ABOVE AND BEYOND
A Mr. Electric franchise costs around 
£18,000, which includes on-site 
franchise training, marketing and 
operational support. Once up and 
running, a franchisee receives leads for 
the territory, information exchanges 
and access to key regional accounts.

“This means we can concentrate on 
looking after our customers,” Nadia 
says. And if this sometimes goes beyond 
the call of duty, that’s fine with Nadia 
and her dad. 

She adds: “We get calls from elderly 
customers who are sitting in the dark 
and don’t know what to do.

“Often all it needs is for an 
electrician to flick the main switch 
back on and how can you charge an old 
person for that? If we can help out in 
these small ways to make someone’s 
life a little easier, that’s all the reward 
we need.”

PEOPLE SEEM TO LIKE 
THE WAY WE WORK 
AND WE’RE GETTING 
MORE AND MORE 
RETURN BUSINESS”



PART OF THE TRAINING 
TAKES PLACE IN AN 
EXISTING CENTRE TO 
PROVIDE HANDS-ON 
EXPERIENCE”

Call Emma Downes on 01530 
513307 or email edownes@
thezipyard.co.uk. Total invesment: 
£38,500 (plus VAT) plus shop fit.

INFORMATION

B R A N D  P R O F I L E
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MAXIMISING PROFITS
The ZipYard is the fastest growing garment alteration franchise in the UK

W ith distinctive 
branding and a shop 
fit that minimises 
square footage and 

maximises profit, The ZipYard provides 
owners with a business that’s welcome 
on any high street.

Launched in Britain by The Bardon 
Group in 2011, growth has been strong 
and the company is on its way to 
achieving its first target of opening 50 
centres in the UK. 

The Bardon Group runs three 
other well known franchise 
brands - Recognition Express, 
ComputerXplorers and Kall Kwik - and 
has a management team that’s long 
established in the franchise industry.

TOTAL FLEXIBILITY
The ZipYard concept offers total 
flexibility, with the opportunity to run 
one centre or build a bigger business 
through owning additional centres 
throughout the country.

Specifically designed to project a 
stylish, high quality image, The ZipYard 
offers a wide range of alteration and 
tailoring services, all done on-site by 
trained professionals in purpose built 
centres branded in The ZipYard’s 
signature yellow and black colours. 

From dress restyling and taking in 
or letting out, to bridal wear fitting or 
formal wear alterations, The ZipYard 
provides convenient, quick and cost 
effective clothing alterations and 
repairs. 

The turnkey franchise package 
comprises a complete shop fit, state-of-
the-art machinery, computer systems 
and comprehensive marketing support, 
which includes regional PR activity.

It also includes industrial sewing 
machines, specialist alteration and 
repair machinery, a computer, software, 
EPOS system, signage, fixtures and 
fittings, various consumables, starting 

stock, plus training and ongoing 
support from the franchisor.

FIRST FRANCHISE
Former driving instructor Richard 
McConnell opened England’s first 
ZipYard franchise in Altrincham in 
2011, followed by a second centre in 
Wilmslow in 2013.

He says: “We did lots of research 
in the franchise press and online and 
looked into a wide variety of franchises.

“The Altrincham ZipYard has 
exceeded all our expectations and 
the model is so well thought out that 
it was easy to replicate in Wilmslow. 
Our reputation went before us and the 
customer base in the new ZipYard is 
building nicely.

“It was my wife who noticed the 
ZipYard advert and she thought it was 
a fantastic idea. We did some research 
and quickly realised there was no 
competition in our area. Most of the 
time clothing repairs are done as a 
bolt-on service at dry cleaners. The 
turnaround time isn’t very good and 
they don’t offer a very wide range of 
services.

“We went to meet Nigel Toplis, 
the franchisor, and visited a centre 

in Wales. We were impressed by the 
professionalism of the franchise. The 
brand is very strong and the shop fit is 
amazing - from the fitting rooms to the 
equipment and layout.”  

INDUCTION PROGRAMME
All franchise owners complete a 
comprehensive two-week induction 
programme that covers business 
practices, computer systems, running 
a centre, marketing, promotions and 
recruitment.  

Part of the training takes place in an 
existing centre to provide hands-on 
experience.  Every aspect of the set-up, 
from finding premises to launching and 
promoting the centre, is fully supported 
by the franchisor.

Once up and running, the support 
continues with additional training, 
business and product support, ongoing 
advice and planning.



Ableworld – At the heart

of the community

Helping others to lead more

active and comfortable lives

Ableworld is the country’s largest mobility

retailer selling products to the elderly and

disabled which change people’s lives for

the better.

There are currently 15 million people aged

over 60 in the UK today and the

Government predicts that in just over

10 years’ time nearly 25% of the population

will be over 65. As the population ages the

demand for products such as mobility

scooters, stairlifts, adjustable beds,

wheelchairs and home aids will see a

dramatic increase. Ableworld is at the heart

of this fast growing retail sector with its

modern one-stop mobility superstores.

Franchises will get:

• A generous exclusive territory

• Good earnings potential

• A first class training programme

• The chance to make a difference in your

community

And much more

For more information please contact
franchise@ableworld.co.uk or phone

01270 613599 for a free information pack
or visit our website

www.ableworldfranchise.co.uk

Up to 70% finance is available*

*subject to status

Ableworld are looking to expand further over the

next 12 months and have franchises available

across the UK mainland. You do not need to

have previous experience as full training will be

given on all aspects of the franchise.
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CAN YOU AFFORD 
TO MISS IT?

The Franchise Show 2017 will be the biggest and best yet

OVER THE LAST 
SEVEN YEARS, 
THE FRANCHISE 
SHOW HAS HELPED 
THOUSANDS OF 
PEOPLE MAKE 
THEIR MOVE INTO 
BUSINESS”

For your free ticket visit  
www.thefranchiseshow.co.uk  
and click on ‘tickets’.

If you’re interested in an 
international master franchise 
licence, call The Franchise Show 
organiser office on +44(0) 330 1222 
049. Alternatively, you can sign up 
at the event in the International 
Franchise Lounge, where you can 
arrange a one-on-one appointment 
with the brand of your choice.

INFORMATION

The Franchise Show 2017 
is shaping up to be the 
biggest and best yet - you’ll 
have over 180 different 

franchise brands to choose from at 
the event, as well as over 60 seminars 
to take advantage of.

INTERNATIONAL MASTER 
FRANCHISE LICENCES
The Franchise Show features the 
best and most exciting franchise 
brands, not only from the UK, but 
from all over the world - ranging 
from Spain, France and Italy to the 
United States.  

Many of these international 
brands are not currently trading in 
the UK and are therefore looking 
for people keen to acquire a master 
franchise licence. A master licence 
provides you with the benefits of 
being responsible for not just one, 
but a whole network of franchises in 
the UK.

Whether you’ve already spotted a 
franchise you’re interested in or not, 
rest assured, as new brands are still 
being added to the exhibitor list daily, 
so you’re bound to find a franchise 
that’s right for you. 

THE FRANCHISE SHOW 
Following the success of last year’s 
London franchise show, The 
Franchise Show will be back in the 
UK on February 17-18 at ExCeL, 
London. Attending the show is free - 
all you need to do is register online at  
www.thefranchiseshow.co.uk and 
click on ‘tickets’.

Over the last seven years, 
The Franchise Show has helped 
thousands of people make their move 
into business, offering access to the 
latest information and opportunities 
within this fast moving industry. 

It would take too long to talk you 
through the 160-plus exhibitors that 
have already signed up to exhibit at 

the show. But don’t just take our word 
for it - have a look at the current list of 
exhibitors accompanying this article. 

Each brand can offer you the 
security of buying into a proven 
business and the support needed 
to become successful. This is your 
opportunity to meet with proven 
franchises, who will be vying to meet 
you to discuss why you should invest 
in their franchise.



MM Master FEB 17 002-116_Layout 1  06/01/2017  14:41  Page 58



MM Master FEB 17 002-116_Layout 1  06/01/2017  14:41  Page 59



B R A N D  P R O F I L E

60    MAKING MONEY

[  A L L  S T A R  F O O T B A L L  A C A D E M Y  ] 

ON THE BALL
All Star Football Academy has an ambitious five-year  

plan to expand its brand nationwide

[  W I L K I N S  C H I M N E Y  S W E E P  ] 

GROWING PLACES
Award winning franchise seeks new franchisees

Wilkins Chimney Sweep is 
looking forward to meeting 
physically fit, hardworking 
people looking to build 

successful businesses at The Franchise Show 
at ExCeL, London on February 17-18.

The British Franchise Association affiliated 
franchise, which currently has 14 franchisees, 
benefits from being owned by one of the most 
supportive franchisors in the industry. 

BOLT ON
Alongside the chimney sweeping business, 
franchisees are also given the opportunity 
to bolt on PowerClean to their business, 
a year-round jet washing service that sits 
perfectly alongside the more seasonal chimney 
sweeping calendar.

Run by husband and wife team Peter and 
Louise Harris, franchisees are not only guided 

Email  
louiseharris@wilkinschimneysweep.co.uk 
or visit www.wilkinschimneysweep.co.uk.

INFORMATION

Call CEO Christian Fox on 01904 217031, 
email info@allstarfootballacademy.co.uk  
or visit
www.allstarfootballacademy.co.uk.

INFORMATION

through an in-depth and rigorous training 
programme, including practical skills such as 
learning to sweep a chimney and accredited 
ladder training, they also receive one-to-one, 
intensive training on all the business skills 
needed to run and grow their businesses. 

Wilkins’ sweeps are fully insured and police 
checked for their client’s peace of mind.

From a brand new customer relationship 
management system to regular in-territory 

visits, conferences and support calls, Peter 
and Louise, who were themselves once 
franchisees, take their jobs as franchisors 
seriously. 

In 2013, Louise won Best New Franchisor 
in the Encouraging Women into Franchising 
Awards, after which she became the co-chair 
for two years.

She has also recently completed a year 
as a board member at the British Franchise 
Association. In 2014, the business won 
Best Franchisee Marketing Support at the 
Franchise Marketing Awards.

All Star Football Academy  
was established in 2014 by  
ex-professional footballer 
Christian Fox. 

The company’s aim is to create and develop 
technically brilliant players, who are great 
decision makers with and without the football. 
It uses a variety of coaching styles and methods, 
where the players take centre stage. The focus is 
on their physical, psychological, social, technical 
and tactical skills. 

PROGRAMMES
A range of coaching programmes are available, 
including Rising Stars (for children aged 3-5), 
development sessions (for boys and girls aged 
5-18), holiday camps, in-school coaching, 
one-to-one coaching, walking football, parties 
and futsal. 

The franchise was launched in 2016. The 
franchise system was developed by British 
Franchise Association affiliate Ken Rostron 
of The Franchise Company. Ken is now a 
non-executive director at All Star Football 
Academy. 

Currently operating with three franchisees, 
the company is looking to expand its network 
nationwide to over 50 franchisees within the 
next five years. 

The franchise package is competitively 
priced at £4,900. The fee includes your own 
website, a laptop, 10 days’ training, on-site 
support and launch, footballs, bibs, cones, 
goals, social media set up, coaching and 
operating manuals, stationery, marketing 
materials and the right to use the All Star 
Football Academy name and trademark within 
your exclusive territory. 

The franchise can be operated on a part-
time or full-time basis.
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[  T A X A S S I S T  A C C O U N T A N T S  ] 

FREEDOM AND 
FLEXIBILITY

TaxAssist Accountants helps women balance work with family

J oining the TaxAssist 
Accountants franchise 
network has enabled 
business women to enjoy 

the perfect balance between their 
family and work life, while building a 
valuable business asset for their future.

Sarah Robertson, group operations 
director at TaxAssist Accountants, is 
passionate about the opportunities 
and benefits the franchise can offer 
ambitious female accountants and 
finance professionals.

DREAMS TO REALITY
“Many women have become TaxAssist 
franchisees to realise their dream of 
having a better work/life balance,” 
Sarah says. “They may want to work 
closer to home or just wish to be their 

own boss and enjoy the freedom to run 
their day as they wish.

“We have mothers with young 
children join us and franchisees who 
have decided to start a family. Striking 
the right balance between family 
commitments and running a business 
can be challenging, as this is not a part-
time franchise and we do expect our 
franchisees to be 100 per cent focused 
on the business from day one. 

“As a mum myself, I know first-
hand about how tricky juggling these 
responsibilities can be. However, 
running a franchise gives you the 
freedom to take the time you need out 
of the day to do the school run or attend 
special events.

“Our franchisees who are mums - 
or dads - enjoy this flexibility as they 

concentrate on delivering a first class 
service to their clients, while in many 
cases they will have a team to complete 
their clients’ accounts.” 

A franchisee’s time within the 
business is primarily managing staff, 
reviewing work and meeting clients, as 
well as networking and marketing the 
business. Many franchisees achieve a 
good work/life balance and often work 
three or four days in the office each 
week.

“Two of our top 10 performing 
franchisees are women,” Sarah says. 
“They have both built highly profitable 
practices in a relatively short space of 
time, while simultaneously growing 
a valuable asset for their future, as 
accountancy fee banks have highly 
desirable resale values.” 

ESCAPE THE RAT RACE
One TaxAssist Accountants female 
franchisee success story is Cheryl 
Hopkins FCCA from Nuneaton, 
Warwickshire, who joined the 
franchise in July 2009 when she 
realised she needed to escape the 
corporate rat race and work for herself 
following the birth of her first child. 

Another child and seven years later, 
Cheryl and her staff of six now look 
after the small business needs of more 
than 300 clients from her two shops.

She says: “Before I invested in a 
TaxAssist franchise, I was a senior 
accountant in a manufacturing 
company in Leicester. I was involved 
in the weekly accounts and costing 
products, so I’d never previously had 
dealings with personal tax returns.

“Returning to work after maternity 
leave, I realised it was difficult juggling 
home and work life with the pressures 
of working overtime and monthly 

TWO OF OUR TOP 
10 PERFORMING 
FRANCHISEES ARE 
WOMEN”



MAKING MONEY    63

deadlines. I thought: ‘I need to work 
for myself to have more flexibility and 
freedom’.”

Cheryl chose the franchise route, 
rather than setting up her own 
business, as she felt she lacked the 
necessary practice, sales and marketing 
experience needed to establish a 
business from scratch.

“I wanted the support I would 
get from a network of accountants, 
a working model and best practice 
guidance,” Cheryl says. “I thought 
the franchise would give me a good 
grounding to start the business off - and 
it has.

“TaxAssist was by far the best 
franchise I looked at and attending one 
of their discovery days confirmed that 
the support centre team were genuine 
and open, which gave me confidence 
that they would deliver the assistance 
they promised. It was a very relaxed 
day, had a real family feel to it and the 
staff truly cared that you were making 
the right decision.

“As part of my research, I spoke 
with several franchisees, who were 
all consistent in their messages - the 
TaxAssist model worked and the 
support centre does what it says on 
the tin. Basically, it’s down to you and 
the results will depend on your effort, 
approach and investment. 

“The support I have received has also 
played a significant part in the growth 
of my business. Having this support 

means I have more time to spend on 
servicing my clients and working on my 
business.”

TRAINING PACKAGE
TaxAssist Accountants provides all 
its franchisees with solid foundations 
upon which they can build their 
businesses, including a comprehensive 
training package, as Cheryl explains: 

“Even coming from an accounting 
background like myself, there was so 
much to learn. Selling and marketing 
were skills I never had before, but were 
covered in the initial six weeks’ training 
and gives you the confidence to go out 
there and achieve.

“I still feel I am learning something 
new every week and to have the 
knowledge base and experience from 
the support centre and the franchise 
network is great and a major benefit of 
joining TaxAssist.

“Seven years since starting, I 
have a stable business. Walk-ins still 
occur daily in the shops, mainly self-
employed tax return clients, but over 
time these clients’ businesses grow 
and with that so does their need for our 
services. I am also finding that referrals 
happen more and more, as satisfied 
clients are recommending our services 
to business associates, friends and 
family.

“Being part of the TaxAssist network 
has also meant many of my clients 
remain with me, as the support team 

Call Daren Tillson on 0800 0188297 
or visit www.taxassistfranchise.co.uk.

INFORMATION

can assist with technical updates for 
both my staff and clients. We have 
access to business partners, to whom 
we can refer clients to, and, most 
importantly, the high regard and profile 
of the TaxAssist brand has been and 
continues to be a real draw. 

“I now work closer to home, I open 
the shop 9-5, rarely have to work 
overtime and don’t work weekends. 
It’s just so much easier to juggle home 
and work life. I’m having so much more 
time now with my family.”

FUTURE PLANS
Cheryl’s future plans include investing 
in another franchise territory and 
recruiting more staff: “Eventually I 
would love to sell my business to one of 
my staff and then retire. But that won’t 
be for a long time yet.

“I love the variety of clients I get to 
meet and work with and have benefited 
so much from the input and support 
that the Norwich-based team have 
given me. I definitely could not have 
done this without being part of the 
TaxAssist franchise network.” 
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[  O V E N U  ] 

CHOICE IS YOURS
Ovenu’s two franchise opportunities offer  

exceptional value and return on investment

Ovenu is celebrating over 20 
years in the oven valeting 
sector and currently offers 
two opportunities to own 

your own business.   
Both are tried and tested and 

offer exceptional value and return 
on investment for the right people.

Ovenu’s standard franchise 
model is well established and based 
on a territory with around 60,000 
households.

Ovenu’s Easy Reach or rural 
franchise model is an attractive 
entry level business opportunity 
based on 30,000 households.

WORK-LIFE BALANCE
Franchisees manage their own diary 
and work commitments, so have 
control of their work-life balance. And 
because Ovenu operates a monthly 
fixed fee support payment system, the 

harder franchisees work, the more of 
the profits they keep. 

Ovenu is now launching its new 
computerised management system 
to help improve the sales and profit 
performance of every franchisee 
throughout the UK and Australia.

The company’s induction 
training and support programme 
provided to new franchisees is the 
same, no matter which franchise 
model you decide best suits your 
requirements.  

Rik Hellewell, Ovenu’s managing 
director, explains: “We have 
undertaken tests and trials in 
numerous locations throughout 
the UK to ensure our Easy Reach 
package represents an outstanding 
business opportunity, which 
means maintaining excellent profit 
margins for franchisees, and I am 
extremely pleased with the results.

“Prospective franchisees now 
have the opportunity to benefit from 
working with us having invested 
a modest £9,950 plus VAT. All our 
bespoke equipment, products, ISO 
9001:2008 training, etc is included. 

“The package comes complete 
with an exclusive, highly 
manageable territory. We aim to fill 
all our available territories during 
the next few years.

“Our enquiry levels from 
prospective customers continue 
to rise year on year, but not at the 
expense of the repeat business 
our franchisees enjoy from their 
existing clients.  

“However, if you’re looking for 
a bigger challenge and franchise 
opportunity that offers the 
possibility of further expansion 
by bringing in family members or 
sub-contractors to help deliver 
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THE HARDER 
FRANCHISEES WORK, 
THE MORE OF THE 
PROFITS THEY KEEP”

Visit www.ovenufranchise.co.uk or 
call Ken Rostron on 07780 673001.

INFORMATION

the service, the Ovenu standard 
franchise model is for you and 
comes with a territory that contains 
at least 60,000 households - often 
more.”

START-UP PACKAGE
The start-up package provided by the 
franchisor for both models includes 
one week’s comprehensive training and 
a proven launch programme. 

The Ovenu website is among the 
best in the industry and franchisees 
also benefit from excellent group 
buying deals for their ‘green’ oven 
cleaning materials. In addition, 
the company’s new marketing 
and management systems make 
managing your client base much 
more effective and profitable.

New franchisees have a choice of 
vehicles to suit their investment, so 
long as their final choice is white 
and approved by the franchisor. 
Ovenu’s ability to be flexible reflects 
the company’s experience and 
consistently successful track record 
over many years. 

RECRUITMENT PROCESS
The Ovenu recruitment process 
is transparent and provides all the 
information you need to decide which 
franchise model would work best for 
your area and suit the funds you have 
available. 

Once you’ve read Ovenu’s 
brochure, you can either complete 
the company’s online questionnaire 
or have an informal discussion to 

find out more about Ovenu and 
ask any questions you have before 
deciding if you want to progress. A 
Skype session can also be arranged.

Once you’ve decided the Ovenu 
franchise is right for you, you’ll 
meet Rik Hellewell and spend time 
with a franchisee to watch the oven 
valeting service being delivered. 

ONE-TO-ONE APPROACH
Rik adds: “We prefer this one-to-one 
approach because we believe that 
it’s both ethical and essential for the 
long-term success of our franchise 
partnership that every Ovenu 
franchisee has spent time out with a 
franchisee to experience the business 
at the coalface. 

“Only after the meeting is there 
any commitment from either side. 
We will confirm our position in 
writing and if we both agree that we 
want to progress to completion, we 
will ask for a deposit and agree an 
induction training date with you.”
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We offer a management franchise for which
no cleaning is carried out by yourself you
will need no stock no invoices need to be
raised and you are paid in advance for your
effort!! 
The cleaning industry has a projection of
1.3 billion pounds over the next five years 
What makes us different from other cleaning franchise
companies?
We book all your appointments from our call centre we know of no
other cleaning company that offers you this.
We offer to run your own dairy system so that it enables you to do the
important thing like running your business we know of no other
cleaning company that offers you this.
We offer the full post code territory (Not just part of it) we know of no
other cleaning company that offers you this.
We offer to deliver on your territory 5,000 leaflets by our own leaflet
distribution team we know of no other cleaning company that offers
you this
What we do not offer  
We do not limit your earnings  
We do not limit the amount of households you have in that post code
area (limiting your earnings)
We do not intend to have 100s of franchisees in the country (limiting
your earnings)
We will not sell you a franchise that has other franchisees in the same
post code area. (Limiting your earnings)
So if you are fed up of working for someone else and don't know how
to escape this franchise is your opportunity to escape the rat race.
We will show full proof of some of our franchisees earning in excess of
100,000 pounds per annum. (This is after the housekeeper has been
paid)
With our franchise License at £10950 plus vat you can earn a
substantial income
For a prospectus please contact Peter Dalton on 01933 667538
or go to www.bellecasa.uk The Gloucester’s Strixton Manor
Strixton Northants NN29 7PA
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WE OFFER TO RUN 
YOUR DIARY SYSTEM, 
SO THAT IT ENABLES 
YOU TO DO THE 
IMPORTANT THINGS, 
LIKE RUNNING YOUR 
BUSINESS”

B R A N D  P R O F I L E

68    MAKING MONEY

[  B E L L E  C A S A  ] 

THE BELLE CASA WAY
The domestic cleaning specialist has a comprehensive franchise 

offering for the right candidates

J enny Wilson, managing 
director of Belle Casa (UK), 
believes the domestic 
cleaning company has a 

bright future. 
She explains: “We wanted to be 

different from other domestic cleaning 
franchise companies. It’s not our policy 
to have hundreds of franchisees in the 
country covering a small territory, as 
this will limit franchisee earnings. 

“If you look at the whole of the UK, in 
our opinion there are only 85 postcode 
areas from which you can earn. What 
makes us different is that when a new 
franchisee joins us, they have that 
entire postcode area. Therefore, the 
earnings they can achieve are much 
greater due to the size of the territory.”

HIGH INCOME
Peter Dalton, founder of Belle Casa, 
says: “If you take the Sheffield territory, 
they have 56 postcodes to go at. Of 
course, there will be bad areas, but we 
believe the size of the area gives our 
franchisees an excellent chance to earn 
a very high income.”

Combined with a large area, Belle 
Casa also has a system that books all 
franchisees’ appointments for them.

Peter continues: “This is such a great 
service for all our franchisees, as it 
allows them to be getting on with the 
day-to-day running of their business 
and not have to answer phones. 

“It saves them so much time and 
makes us look more professional. 
We don’t know of another domestic 

cleaning company that offers this 
unique service. 

“We as a company have conducted 
32 interviews in the last nine months 
and decided to take on just four 
franchisees. We will continue only to 
have the best available people to slot 
into territories that we have.  

“It has always been and will remain 
the fact Belle Casa will only have 85 
franchisees in the UK.”

                                     
RIGHT DECISION
Franchisee Chris Bevan of Belle Casa 
High Wycombe joined 12 years ago.  
She says: “For me, it was simply the 
right decision. 

“I had a long meeting with Peter and, 
in fairness to him, he told me the good 
and the weak side with regard to the 
franchise. I looked at other cleaning 
franchises, but nothing came anywhere 
close to what Belle Casa had to offer.” 

Andrew and Tracey Holding of Belle 
Casa (Herts) confirm the above. They 
say: “We too had a long meeting with 
Peter and he was forthright in what he 
said. Above all, he left us alone to carry 
out our own due diligence. 

“It was the right choice for us to 
join and we are delighted with our 
franchise.”

Belle Casa books 
all franchisee 
appointments 
from its call centre



For a free prospectus call Peter 
Dalton on 01933 667538 or visit 
www.bellecasa.uk. 

INFORMATION
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Andrew adds: “ Before joining a 
cleaning franchise, you should check 
out the size of the territory. Can you 
earn enough? Does the company spend 
a long time trying to convince you that 
100,000 households will be enough for 
you to earn a living?

“Check out if they have penalty 
clauses in the contract, which will keep 
you paying until the end of the term.

“Also, check out franchise money 
back offers. This simply means that 
if you don’t conform exactly to the 
contract, the company will not be 
obliged to pay you.”

Barry Turpin, who owns and runs 
Belle Casa Cambridge, has been with 
the company for 13 years. He says: “It’s 
such a great system. It allows me to 
spend a lot of my time with my family 
and has enabled me to earn a great 
income. On average, I will add 25 to 30 
new clients each month.

“I’m delighted I took the decision to 
join Belle Casa. It took me out of the 
rat race and I have a very comfortable 
lifestyle.”

Jenny continues: “Franchisees 
Josephine and Hugh McLaughlin have 
taken Glasgow by storm. Having joined 
us five years ago, they have made big 
inroads into Glasgow.   

“Hugh had the idea to have three 
Glasgow taxis wrapped in the Belle 
Casa colours. The response has 
been overwhelming. They had over 
200 clients in the first 12 months of 
trading.”

STAR IN THE MAKING
Lisa Carr, who owns Belle Casa 
Medway, is a star in the making. Not 

only did Lisa hold down a full-time 
job, but she also managed to have 450 
clients on her books. Lisa now earns 
over £17,000 a month. 

Jenny says: “I am amazed at what 
Lisa has achieved. When Lisa joined us, 
she was working over 40 hours a week 
and still running a Belle Casa franchise 
on a part-time basis.  

“It’s an amazing story and we are 
filled with admiration for Lisa.”  

Peter continues: “What makes 
us different from other cleaning 
franchise companies? We book all your 
appointments from our call centre and 
we know of no other cleaning company 
that offers this.

“We offer to run your diary system, 
so that it enables you to do the 
important things, like running your 
business. We know of no other cleaning 
company that offers you this.

“We offer the full postcode territory 
- not just part of it. We know of no other 
cleaning company that offers you this.

“What we don’t do is limit your 
earnings. We don’t limit the amount of 
households you have in that postcode 
area, we do not intend to have hundreds 
of franchisees in the country and we 
will not sell you a franchise that has 
other franchisees in the same postcode 
area.”



Visit www.apolloblindsfranchise.co.uk.
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[  A P O L L O  B L I N D S  ] 

THRIVING BUSINESS
Apollo Blinds, the UK’s biggest window  

blinds franchise, is set for growth in 2017

APOLLO BLINDS 
LEADS THE INDUSTRY 
WITH INNOVATIVE, 
UP-TO-DATE, 
COMPREHENSIVE 
COLLECTIONS”

Apollo Blinds is currently 
offering both retail and 
van-based opportunities 
for motivated individuals 

who are keen to run their own successful 
businesses. 

The company’s franchise network 
has a proven track record, based on 
many years’ experience of supporting 
new franchisees to set up and grow their 
own window blinds businesses, selling 
and installing Apollo Blinds’ collections 
of premium, made-to-measure window 
blinds, shutters and awnings. There 
is continuing support and ongoing 
training for existing franchisees.

Apollo Blinds leads the industry with 
innovative, up-to-date, comprehensive 
collections. All are high quality 
products, including wood, roller, 
venetian, vertical, pleated, Roman and 
DUETTE blinds, as well as shutters and 
awnings. 

With the launch of the latest roller 
and vertical collections, Apollo now 
has the most extensive range of fabrics 
available in the UK, with more than 
1,200 choices across both products.

In the last 12 months alone, Apollo 
has launched four new collections that 
are the envy of the industry. In fact, 
they are so good that Apollo Blinds’ 
products have recently been featured 
in The Sunday Times and on Channel 
4’s latest home makeover programme, 
Inside Out Homes.

Apollo Blinds has already outlined 
plans to launch a further five 
collections in the first half of 2017 
to ensure a place at the cutting edge 
of both interior design trends and 
product innovation.

PRODUCT TRAINING AND 
BUSINESS SUPPORT
In order to support new franchisees 
with product training, selling 
techniques and how to install products, 
Apollo Blinds has an extensive initial 
training programme, backed up with 
on-the-job support from a technical 
team. There is also a rolling programme 
of training and support for new products 
as they are launched.

Each franchisee is also supported 
by field and office-based telephone 
support, as well as monthly visits 
from an area manager, who acts as a 
mentor. They offer a range of advice, 
from effective time management and 
human resources support to utilising 
technology to make the business as 
efficient as possible.

WHAT MAKES A SUCCESSFUL 
APOLLO BLINDS FRANCHISEE?
The most successful Apollo Blinds 
franchisees are those who embrace 
the values of a trusted brand and 
understand the importance of delivering 

great customer service, from the initial 
enquiry through to post-installation. 

Good practices are instilled from 
day one from a dedicated team, who 
work closely with the new franchisee 
to launch their business and start 
generating customer enquiries. 

Apollo Blinds is able to generate 
sales leads centrally through its main 
website and micro-sites and with 
other marketing and advertising 
support. But the new franchisee also 
needs to be proactive in marketing 
their own business, maximising 
opportunities within their territories 
by attending local business 
networking events, advertising with 
local media and using the power of 
social media to connect with potential 
customers.

It’s this successful formula that 
sets Apollo Blinds apart. Indeed, 
some franchisees have owned their 
businesses for more than 30 years, 
allowing them to create comfortable 
lifestyles and even providing 
opportunities for their children to 
become part of their businesses. 

Apollo Blinds is a safe option for 
anyone who wants to run a thriving 
franchise business of their own.

CURRENT OPPORTUNITIES
The company has both mobile and 
store-based opportunities available 
across the UK, but its wish list of 
areas includes Salisbury, New Milton, 
Kingston, Cambridge, Guildford, St 
Albans, Hereford, Oxford, Tonbridge, 
Shrewsbury, Hemel Hempstead, 
Chelmsford, Harrogate and Slough.
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I VALUE GOOD 
CUSTOMER SERVICE 
AND WANTED MY 
BUSINESS TO FOCUS 
ON THAT”
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[  R O S E M A R Y  B O O K K E E P I N G  ] 

AGE IS NO BARRIER
Rosemary Bookkeeping’s Steve Brown was named British Franchise 

Association Olderpreneur Franchisee of the Year 2016

A former IT specialist, 
Steve Brown runs a 
Rosemary Bookkeeping 
franchise business in 

Newbury in conjunction with his 
daughter, TJ Sutherland. 

He was named Olderpreneur 
Franchisee of the Year at the British 
Franchise Association’s 2016 
Franchisee of the Year Awards.

KEY AIMS
“It’s great to be recognised for your 
success,” Steve says. “My key aims 
at the start of the franchise were 
that I wanted to build a sustainable 
business to pass down to my children 
and grandchildren and support the 
local community. With Rosemary 
Bookkeeping, I have fulfilled this 
ambition.” 

Steve has been running his business 
for over six years and seen his turnover 
increase by 37 per cent per annum. 
Client numbers have almost doubled 
since 2012. 

Steve and TJ work as a team, but 
each has key roles and responsibilities.

“Upon renewal with Rosemary for a 
second franchise term, the strategies 
for the business have changed, so 
that both myself and my daughter 
can take a back seat in relation to 
actually doing the processing and focus 
more on managing and growing the 
business by building a reliable team, 
ensuring quality control, marketing 
and increasing our presence in the local 
business world,” Steve says. 

A question Steve asked himself 
when he became a franchise partner 
was: Why should a client choose my 
bookkeeping business from all the 
others out there?  

“I value good customer service and 
wanted my business to focus on that,” 

Steve explains. “As such, I put some 
initiatives into place.”

His business:
  Offers unlimited face-to-face 

meetings with clients, showing genuine 
interest in helping them with their 
bookkeeping solutions.

  Answers client queries on the same 
day.

  Provides solutions to streamline 
clients’ businesses. For example, 
Steve recently worked with a client to 
streamline the recording of engineer 
visits by developing a custom document 
that records the engineer’s time and 
money collected. The information 
is then uploaded directly into Sage 

software, saving the client time and 
money.

As the business has grown, Steve 
has diversified by offering additional 
services, such as:

  Bookkeeper training for companies 
that have grown to the point that they 
require an in-house bookkeeper.

  Helpline support for in-house 
bookkeepers.

  On-site staff.

INNOVATIVE APPROACH
Using his previous business 
experience, Steve introduced a 
number of IT innovations into his 
franchise, including a free app for 
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clients and the use of Dropbox and 
Google Drive to share information.  

He has also been innovative in 
his approach to bookkeeping for 
clients who have a web presence 
and use Amazon, eBay, etc, but can’t 
afford to buy expensive accountancy 
packages to manage this. Steve’s low 
cost method takes the data from their 
websites and converts it, so it can be 
uploaded into bookkeeping software. 

Lisa Curteis, Rosemary 
Bookkeeping director, says: “Steve’s 
award was deservedly won and 
acknowledges the commitment 
and passion he has shown for the 
franchise.  

“Steve is an inspiration to our other 
franchise partners, gladly acts as a 
source of information and is always 
willing to help us, the franchisor, at 
various franchise events and support us 
with new initiatives.”

The Rosemary Bookkeeping 
franchise responds to the increasing 
need in the UK for an affordable, 
professional bookkeeping service 
that supports both the client and 
accountant. 

Franchise partners work in harmony 
with their clients’ accountants, 
providing them with what they need 
in the format they want, saving clients’ 
time and money.

As well as a proven business 
model and distinctive brand identity, 
Rosemary Bookkeeping also offers:

  A recurring income, with average 50 
per cent net profit margins.

  Excellent growth opportunities to 
build a management style business.

  Flexible hours. Franchise partners 
can also work from home, which keeps 
costs down.

  Dedicated support in bookkeeping, 
operations, sales and marketing. 

  A comprehensive training 
programme and ongoing support. 

ESTABLISHED CONCEPT
The franchise is based on a business 
concept that has been established 
and refined since 2002, providing a 
bookkeeping system within a fully 
supported franchise package. 

The founding partners have over 60 
years of business experience between 
them in accounting, operations, sales 
and marketing. As an associate member 
of the bfa, Rosemary Bookkeeping has 
a proven ability to sustain a franchise 
network successfully.

Rosemary Bookkeeping has 
recently opened up more territory 
opportunities in the Midlands, north 
of England and south east. For more 
information call 0345 8620072.

INFORMATION



✔ Best UK Business Opportunity according to CompareTheFinancialMarkets.
✔ Winner 2014 & 2015 Best UK Franchise Award, sponsored by RBS.
✔ Ranked No.1 Business Services Global Franchise by Franchise Direct in 2016.
✔ Guaranteed £8,333 per month by month 7 for the best applicants. (Ask us about Ts & Cs)

Call 01284 701648
Watch the opportunity overview video at:

actioncoach.co.uk
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

BAR
Bar Sport  barsportfranchise.co.uk
Bavarian Beerhouse  bavarian-beerhouse.co.uk
Coyote Ugly  coyoteuglysaloon.com

BUSINESS &  
PROFESSIONAL SERVICES 
Assist With Solutions £22,950 assistwithsolutions.co.uk
Auditel (UK) Ltd £37,950 auditelfranchise.co.uk
Expense Reduction Analyst £39,900 erafranchise.net
Franchise Resales N/A
Pitman Training £22,500 pitman-franchising.com
Rosemary Bookkeeping  rosemaryfranchise.com
Unite Empower  empowernetwork.com

BUSINESS FRANCHISES 
ActionCOACH £21,000 actioncoach-franchise.co.uk
Aspray Limited  aspray.com
Bartercard £60,000 - £90,000 bartercard.co.uk
Billscutter
Business Doctors  businessdoctors.co.uk
Business for Breakfast  bforb.com
Business Partnership (The)
Clark James £5 clarkjames.co.uk
CNA International £30,000 cna-international.com
CPA £14,750 cpa.co.uk
Interface Financial Group £70,000 interfacefinancial.co.uk
Leadership Management International (UK) Ltd £15,500 lmi-ukfranchise.com
Mail Boxes Etc £60,000 mbe.co.uk
Mr Electric UK £26,500
Networks 3R  networks3r.com
Personal Career Management £25,000 personalcareermanagement.com
Quintadena £10,000 quintadena.com
www.citylocal.co.uk £3,000 citylocal.co.uk
X-Press Legal Services £12,000 xpresslegal.co.uk

CARE & ELDERLY SERVICES 
Abacus Care  abacuscare.com
Ableworld £29,950 ableworldfranchise.co.uk
Availl  £20,000  availl.co.uk
Bluebird Care  £25,000  bluebirdcare.co.uk
Brightstar   franchise.brightstarcare.com
Caremark   caremarkfranchises.com
Carewatch Care Services Ltd
Clarriots Care  £32,500  clarriotscarefranchise.co.uk
Eirsen Health Care  £69,500  eirsen.co.uk
Heritage Healthcare  £27,995  heritagehealthcarefranchising.co.uk
Homecare Preferred  homecarepreferredfranchise.com
Home Instead   homeinstead.co.uk
KarePlus kare-plus.co.uk
Motivation & Co   motivation-and-co.com
Promedica   promedica24.co.uk
Right at Home  £100,000  rightathomeuk.com
Senior Shop  £75,000
Surecare  £32,000  surecarefranchise.co.uk

CHILDCARE 
Activity Mix  £20,000  activitymix.com
Pyjama Drama   pyjamadrama.com
Sherpa Kids   sherpakids.co.uk
Tigerlilly Childcare   tigerlilychildcare.co.uk
YogaBugs   yogabugs.com

CHILDREN 
Apex Dance & Performing Arts   apex360.co.uk

F
ra

n
F

in
d

er
Making Money’s 
Franfinder provides 
everything you need 
to know about the  
franchising industry  
in a user-friendly  
16-page reference 
guide designed to help 
you find the perfect 
franchising opportunity

For more information on any of the 
companies listed in this section visit www.
what-franchise.com and click on ‘Looking for 
a franchise’. Then select the category(ies) 
you are interested in and find the companies 
you wish to know more about.
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WEB ADDRESS

BAR
Bar Sport  barsportfranchise.co.uk
Bavarian Beerhouse  bavarian-beerhouse.co.uk
Coyote Ugly  coyoteuglysaloon.com

BUSINESS &  
PROFESSIONAL SERVICES 
Assist With Solutions £22,950 assistwithsolutions.co.uk
Auditel (UK) Ltd £37,950 auditelfranchise.co.uk
Expense Reduction Analyst £39,900 erafranchise.net
Franchise Resales N/A
Pitman Training £22,500 pitman-franchising.com
Rosemary Bookkeeping  rosemaryfranchise.com
Unite Empower  empowernetwork.com

BUSINESS FRANCHISES 
ActionCOACH £21,000 actioncoach-franchise.co.uk
Aspray Limited  aspray.com
Bartercard £60,000 - £90,000 bartercard.co.uk
Billscutter
Business Doctors  businessdoctors.co.uk
Business for Breakfast  bforb.com
Business Partnership (The)
Clark James £5 clarkjames.co.uk
CNA International £30,000 cna-international.com
CPA £14,750 cpa.co.uk
Interface Financial Group £70,000 interfacefinancial.co.uk
Leadership Management International (UK) Ltd £15,500 lmi-ukfranchise.com
Mail Boxes Etc £60,000 mbe.co.uk
Mr Electric UK £26,500
Networks 3R  networks3r.com
Personal Career Management £25,000 personalcareermanagement.com
Quintadena £10,000 quintadena.com
www.citylocal.co.uk £3,000 citylocal.co.uk
X-Press Legal Services £12,000 xpresslegal.co.uk

CARE & ELDERLY SERVICES 
Abacus Care  abacuscare.com
Ableworld £29,950 ableworldfranchise.co.uk
Availl  £20,000  availl.co.uk
Bluebird Care  £25,000  bluebirdcare.co.uk
Brightstar   franchise.brightstarcare.com
Caremark   caremarkfranchises.com
Carewatch Care Services Ltd
Clarriots Care  £32,500  clarriotscarefranchise.co.uk
Eirsen Health Care  £69,500  eirsen.co.uk
Heritage Healthcare  £27,995  heritagehealthcarefranchising.co.uk
Homecare Preferred  homecarepreferredfranchise.com
Home Instead   homeinstead.co.uk
KarePlus kare-plus.co.uk
Motivation & Co   motivation-and-co.com
Promedica   promedica24.co.uk
Right at Home  £100,000  rightathomeuk.com
Senior Shop  £75,000
Surecare  £32,000  surecarefranchise.co.uk

CHILDCARE 
Activity Mix  £20,000  activitymix.com
Pyjama Drama   pyjamadrama.com
Sherpa Kids   sherpakids.co.uk
Tigerlilly Childcare   tigerlilychildcare.co.uk
YogaBugs   yogabugs.com

CHILDREN 
Apex Dance & Performing Arts   apex360.co.uk

The World of 
Franchising
F ranchising is one of the most successful 

routes to owning your own business. Statistics 
confirm that the failure rate in franchising is 
2.1 per cent against over 80 per cent for stand-

alone start-ups.
However, franchisors are highly selective when 

appointing franchisees who, as owner operators, will be 
responsible for maintaining the franchisor’s image and 
standards of service. 

Franchisors will always appoint applicants with the 
drive, discipline and ambition to succeed through a formal 
but tried-and-tested business plan.

FUNDING
Around 60 per cent of all new franchisees borrow to start 
their businesses. Typically, if you have £30,000 capital to 
invest, a bank specialising in franchising will lend you a 
further £70,000 – raising your start-up capital available 
to £100,000.  

USING FRANFINDER
For more information on any of the companies listed in 
this section visit www.what-franchise.com and click on 
‘Looking for a franchise’. Then select the category(ies) you 
are interested in and find the companies you wish to know 
more about.

FRANCHISE BUSINESS CATEGORIES
Franchising opportunities fall into well-defined business 
sectors and the Making Money FranFinder is divided into 
these categories for your easy reference:

WEBSITES TO VISIT
Making Money
www.what-franchise.com

British Franchise Association
www.thebfa.org

Business Startups
www.startupbusinessuk.net

FRANCHISE FACTS 
 

 Franchising contributed £15.1 billion to  the 
economy in 2015 and employs 621,000 people, of 
which 321,000 are in full-time employment. Both 
figures are up more than 10 per cent since 2013.

 The number of franchisee-owned   
businesses totalled 44,200 in 2015, over  one 
third of which are run from home.

  97 per cent of franchisee-owned businesses 
are profitable and over half turn over in excess 
of £250,000.

  Less than one per cent of franchisees closed 
their businesses because of commercial failure in 
the last 12 months.

  29 per cent of franchisees run multiple units.

  More younger people are entering the 
franchise sector, with one in five franchisees who 
started their business in the past two years being 
under 30.

  Franchisee-franchisor relationships are at 
their strongest level, with nine in 10 franchisees 
declaring satisfaction.

  Home-grown success is converting into 
export success. Four out of every five brands in 
the UK are domestically owned, with 38 per cent 
expanding their business model overseas and a 
further 11 per cent considering doing so in
the future.

Source: British Franchise Association/NatWest Franchise Survey 2015.
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We offer a management franchise for which
no cleaning is carried out by yourself you will
need no stock no invoices need to be raised
and you are paid in advance for your effort!! 
The cleaning industry has a projection of
1.3 billion pounds over the next five years 

What makes us different from other cleaning franchise companies?
We book all your appointments from our call centre we know of no other
cleaning company that offers you this.
We offer to run your own dairy system so that it enables you to do the
important thing like running your business we know of no other cleaning
company that offers you this.
We offer the full post code territory (Not just part of it) we know of no other
cleaning company that offers you this.
We offer to deliver on your territory 5,000 leaflets by our own leaflet
distribution team we know of no other cleaning company that offers you this

What we do not offer  
We do not limit your earnings  
We do not limit the amount of households you have in that post code area
(limiting your earnings)
We do not intend to have 100s of franchisees in the country (limiting your
earnings)
We will not sell you a franchise that has other franchisees in the same post
code area. (Limiting your earnings)
So if you are fed up of working for someone else and don't know how to
escape this franchise is your opportunity to escape the rat race.
We will show full proof of some of our franchisees earning in excess of
100,000 pounds per annum. (This is after the housekeeper has been paid)
With our franchise License at £10950 plus vat you can earn a substantial
income

For a prospectus please contact Peter Dalton on 01933 667538 or go
to www.bellecasa.uk The Gloucester’s Strixton Manor Strixton
Northants NN29 7PA
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

Baby Sensory  £6,000  babysensory.com
Babyprints   babyprints.co.uk
Creation Station   thecreationstation.co.uk
Dancing Tots  £7,000  dancingtots.co.uk
Diddi Dance  £6,400
Footybugs   thebugsgroup.com
Helen O’Grady Drama Schools   helenogrady.co.uk
Kids Bee Happy  £2,495  kidsbeehappy.com
Leaps and Bounds   leaps-and-bounds.co.uk
Leonis Children’s Chocolate Party   http//lccparties.co.uk
Little Angels  £6,750  becomeanangel.co.uk
Little Impressions  £7,500  little-impressions.com
MAD Academy  £7,000  madacademy.com
Monkey Music Ltd  £12,975  monkeymusicfranchise.co.uk
Monkey Puzzle  £30,000  monkeypuzzlenurseryfranchise.com
Moo Music  £1,499  letsmakemoomusic.co.uk
Photography for Little People  £15,000  photographyforlittlepeoplefranchise.com
Progressive Sports  £9,950  progressive-sports.co.uk
Razzamataz Theatre Schools Ltd  £10,000  razzamataz.co.uk
Rockabubz  £3,997  rockabubz.com
Rockin Jump   rockinjump.com
Seriously Fun Swimming Schools   seriouslyfun.net
Spanish Amigos   spanishamigos.co.uk
TetraBrazil Soccer Schools  £5,995  tetrabrazil.co.uk
Tinies Childcare tinies.com
Tumble Tots (UK) Ltd   tumbletots.com
Window To The Womb   windowtothewomb.co.uk

CLEANING 
Belle Casa   bellecasa.uk
Betterclean   bettercleanservices.co.uk
Bone Dry
Bright and Beautiful  £15,995  brightandbeautifulhome.com
Chem-Dry   chemdry.co.uk
Chemex  £19,995  chemexfranchises.co.uk
Clear Brew Ltd, Beer Line Cleaning Professionals   clearbrew.co.uk
Club-Clean  £14,995  club-clean.co.uk
Countrywide Floorcare  £10,000  countrywidefloorcare.co.uk
Daily Poppins   dailypoppins.co.uk
Diamond Home Support  £1,295  diamondhomesupport.com
Dolly Char (UK) Ltd  £7,995  dollychar.com
Domestique   thebusinessforyou.co.uk
Dublcheck  £9,950  dublcheck.co.uk
Dyno Rod
Ecocleen   eslsolutions.co.uk
Envirogroup  £23,950  envirogroupfranchising.com
Furniture Clinic   furnitureclinic.co.uk
Jani-King (GB) Ltd   janiking.co.uk
Maid In Your Place   maidinyourplace.co.uk
Maid2Clean  £9,999  maid2clean-franchise.co.uk
Merry Maids  £16,560  servicemaster.co.uk
Metro Rod   metrorod.co.uk
Minster Cleaning Services  £28,225  minsterfranchise.co.uk
Molly Maid UK  £16,975  mollymaid.co.uk
My Home   myhome.com/franchise
NATIONWIDE CLEANERS  £7,999  nationwidecleaners.co.uk
Nielsen nielsenchemicals.com
NIC Services Group Ltd  £20,000  nicfranchise.co.uk
Ovenclean ovenclean.com/franchise
Rainbow International  £80,000  rainbow-int-franchise.co.uk
Renue Systems   renuesystems.com
Safeclean  £17,350  safeclean.co.uk
ServiceMaster  £23,650  servicemaster.co.uk
Time For You   time4youfranchise.com
Total Clean   totalclean.co.uk
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WEB ADDRESS

Baby Sensory  £6,000  babysensory.com
Babyprints   babyprints.co.uk
Creation Station   thecreationstation.co.uk
Dancing Tots  £7,000  dancingtots.co.uk
Diddi Dance  £6,400
Footybugs   thebugsgroup.com
Helen O’Grady Drama Schools   helenogrady.co.uk
Kids Bee Happy  £2,495  kidsbeehappy.com
Leaps and Bounds   leaps-and-bounds.co.uk
Leonis Children’s Chocolate Party   http//lccparties.co.uk
Little Angels  £6,750  becomeanangel.co.uk
Little Impressions  £7,500  little-impressions.com
MAD Academy  £7,000  madacademy.com
Monkey Music Ltd  £12,975  monkeymusicfranchise.co.uk
Monkey Puzzle  £30,000  monkeypuzzlenurseryfranchise.com
Moo Music  £1,499  letsmakemoomusic.co.uk
Photography for Little People  £15,000  photographyforlittlepeoplefranchise.com
Progressive Sports  £9,950  progressive-sports.co.uk
Razzamataz Theatre Schools Ltd  £10,000  razzamataz.co.uk
Rockabubz  £3,997  rockabubz.com
Rockin Jump   rockinjump.com
Seriously Fun Swimming Schools   seriouslyfun.net
Spanish Amigos   spanishamigos.co.uk
TetraBrazil Soccer Schools  £5,995  tetrabrazil.co.uk
Tinies Childcare tinies.com
Tumble Tots (UK) Ltd   tumbletots.com
Window To The Womb   windowtothewomb.co.uk

CLEANING 
Belle Casa   bellecasa.uk
Betterclean   bettercleanservices.co.uk
Bone Dry
Bright and Beautiful  £15,995  brightandbeautifulhome.com
Chem-Dry   chemdry.co.uk
Chemex  £19,995  chemexfranchises.co.uk
Clear Brew Ltd, Beer Line Cleaning Professionals   clearbrew.co.uk
Club-Clean  £14,995  club-clean.co.uk
Countrywide Floorcare  £10,000  countrywidefloorcare.co.uk
Daily Poppins   dailypoppins.co.uk
Diamond Home Support  £1,295  diamondhomesupport.com
Dolly Char (UK) Ltd  £7,995  dollychar.com
Domestique   thebusinessforyou.co.uk
Dublcheck  £9,950  dublcheck.co.uk
Dyno Rod
Ecocleen   eslsolutions.co.uk
Envirogroup  £23,950  envirogroupfranchising.com
Furniture Clinic   furnitureclinic.co.uk
Jani-King (GB) Ltd   janiking.co.uk
Maid In Your Place   maidinyourplace.co.uk
Maid2Clean  £9,999  maid2clean-franchise.co.uk
Merry Maids  £16,560  servicemaster.co.uk
Metro Rod   metrorod.co.uk
Minster Cleaning Services  £28,225  minsterfranchise.co.uk
Molly Maid UK  £16,975  mollymaid.co.uk
My Home   myhome.com/franchise
NATIONWIDE CLEANERS  £7,999  nationwidecleaners.co.uk
Nielsen nielsenchemicals.com
NIC Services Group Ltd  £20,000  nicfranchise.co.uk
Ovenclean ovenclean.com/franchise
Rainbow International  £80,000  rainbow-int-franchise.co.uk
Renue Systems   renuesystems.com
Safeclean  £17,350  safeclean.co.uk
ServiceMaster  £23,650  servicemaster.co.uk
Time For You   time4youfranchise.com
Total Clean   totalclean.co.uk

[  O S C A R  ] 

Winning score
During 2016 pet food specialist OSCAR 

celebrated the addition of 20 franchise sales to 
its growing network of nutritional advisers

W ith a 
comprehensive 
training and 
support 

infrastructure, OSCAR ensures 
it accommodates the varying 
needs of people from diverse 
backgrounds and skill sets. 

Covering a wide range of 
topics, the company’s training is 
supported by online resources 
and user friendly technology. 
In 2015, OSCAR was the first 
and only pet food franchise to 
launch a CertCan (QCF level 
3) qualification, providing 
franchisees with a recognised 
accreditation.

NEW INVESTORS
A highly successful network 
of franchisees means resale 
business opportunities are 
available because of possible 
retirement or changes in 
personal circumstances - 
leaving the door open for 
new investors. 

A business with an 
existing income and client 
base is a positive sign of a 
healthy franchise network.  

While the pet food industry is 
competitive, OSCAR keeps abreast 
of the market when it comes to pet 
nutrition awareness. And with its 
extensive range of pet foods, pet 
care products, accessories and 
services, your OSCAR business is 
all set for success. 

GREAT POTENTIAL
Dedication and enthusiasm 
combined with self belief means 
every OSCAR business has great 
potential. 

There is no time to sit back and 
wait. OSCAR is already creating new 
and exciting advancements for the 
year ahead - definitely something to 
watch for in 2017.

Visit www.oscar.co.uk, call 0800 068 
1106 or email discover@oscars.co.uk.

INFORMATION

A BUSINESS WITH AN 
EXISTING INCOME 
AND CLIENT BASE IS 
A POSITIVE SIGN OF A 
HEALTHY FRANCHISE 
NETWORK”
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

UK Domestic Cleaning  £6,995  ukdomesticcleaning.co.uk
VIP Bin Cleaning Ltd  £10,000  vipbincleaning.com
Well Polished   well-polished.com

COFFEE 
Artigiano Espresso & Wine Bars   artigiano.uk.com
Cafe2U  £23,600  cafe2u.com
Coffee Bike   https://coffee-bike.com
Esquires Coffee Houses  £60,000  esquirescoffee.co.uk
Gloria Jean’s Coffees   gloriajeanscoffees.com.au
Mrs Fields Franchise mrsfieldsfranchise.com
Ringtons £28,950 ringtons.co.uk/franchise

COMMERCIAL & INDUSTRIAL 
Aire Serv  £16,500
Autosmart Ltd  £12,000  startautosmart.co.uk
Bio-rite   bio-rite.com
BMI Hose   bmiuk.co.uk
Castle and Pryor  £17,500  castle-pryor.co.uk
FiltaFry   filtafryplus.co.uk
IRT Surveys  £30,000  irtsurveys.co.uk
JaniKing   janiking.com
MACC UK Ltd  £30,000  macc-uk.com
Mixamate Holdings Ltd
Pirtek (UK) Ltd   pirtek.co.uk
Signal 88   signal88.com
Skidproof   skidproof.co.uk

COMMUNICATIONS 
Business Development Partnership  bdp-ltd.co.uk
Telcoinabox   telcoinabox.co.uk

DELIVERY HAULAGE 
CargoCall   cargocallfranchising.co.uk
Diamond Logistics   diamondlogistics.co.uk
Driver Hire  £35,000  goo.gl/MAontV
InXpress UK   inxpress.com
Pack and Send   packsend.co.uk
TWO MEN AND A TRUCK®  £50,000  twomenandatruck.co.uk

EDUCATION 
ComputerXplorers  £29,500  computerxplorers.co.uk
Helen Doron Educational Group   helendoron.com
Jo Jingles Ltd   busop.jojingles.com
Kumon Educational UK   kumon.co.uk
MagiKats Maths and English  £10,000  magikats.co.uk
Wall Street English   wallstreetenglish.com

ENTERTAINMENT 
Art 4 Fun £50,000  art4fun.com
Fitkid   fitkid.co.uk
Go-Kart party  £10,000  go-kartparty.co.uk
Gymboree Play UK   gymboree-uk.com

FAST FOOD 
Auntie Annes  £50,000  auntieannes.co.uk
Baguette Express   baguette-express.co.uk
Baskin Robbins   baskinrobbins.co.uk
Burger King Corporation  £800,000  burgerking.co.uk
Donut King donutking.com.au/
Dunkin Donuts
Favorite Fried Chicken Limited  £100,000  favorite.uk
Little Caesars   franchise.littlecaesarsinternational.com
McDonald’s   mcdonalds.co.uk
Southern Fried Chicken  £80,000  southernfriedchicken.com
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UK Domestic Cleaning  £6,995  ukdomesticcleaning.co.uk
VIP Bin Cleaning Ltd  £10,000  vipbincleaning.com
Well Polished   well-polished.com

COFFEE 
Artigiano Espresso & Wine Bars   artigiano.uk.com
Cafe2U  £23,600  cafe2u.com
Coffee Bike   https://coffee-bike.com
Esquires Coffee Houses  £60,000  esquirescoffee.co.uk
Gloria Jean’s Coffees   gloriajeanscoffees.com.au
Mrs Fields Franchise mrsfieldsfranchise.com
Ringtons £28,950 ringtons.co.uk/franchise

COMMERCIAL & INDUSTRIAL 
Aire Serv  £16,500
Autosmart Ltd  £12,000  startautosmart.co.uk
Bio-rite   bio-rite.com
BMI Hose   bmiuk.co.uk
Castle and Pryor  £17,500  castle-pryor.co.uk
FiltaFry   filtafryplus.co.uk
IRT Surveys  £30,000  irtsurveys.co.uk
JaniKing   janiking.com
MACC UK Ltd  £30,000  macc-uk.com
Mixamate Holdings Ltd
Pirtek (UK) Ltd   pirtek.co.uk
Signal 88   signal88.com
Skidproof   skidproof.co.uk

COMMUNICATIONS 
Business Development Partnership  bdp-ltd.co.uk
Telcoinabox   telcoinabox.co.uk

DELIVERY HAULAGE 
CargoCall   cargocallfranchising.co.uk
Diamond Logistics   diamondlogistics.co.uk
Driver Hire  £35,000  goo.gl/MAontV
InXpress UK   inxpress.com
Pack and Send   packsend.co.uk
TWO MEN AND A TRUCK®  £50,000  twomenandatruck.co.uk

EDUCATION 
ComputerXplorers  £29,500  computerxplorers.co.uk
Helen Doron Educational Group   helendoron.com
Jo Jingles Ltd   busop.jojingles.com
Kumon Educational UK   kumon.co.uk
MagiKats Maths and English  £10,000  magikats.co.uk
Wall Street English   wallstreetenglish.com

ENTERTAINMENT 
Art 4 Fun £50,000  art4fun.com
Fitkid   fitkid.co.uk
Go-Kart party  £10,000  go-kartparty.co.uk
Gymboree Play UK   gymboree-uk.com

FAST FOOD 
Auntie Annes  £50,000  auntieannes.co.uk
Baguette Express   baguette-express.co.uk
Baskin Robbins   baskinrobbins.co.uk
Burger King Corporation  £800,000  burgerking.co.uk
Donut King donutking.com.au/
Dunkin Donuts
Favorite Fried Chicken Limited  £100,000  favorite.uk
Little Caesars   franchise.littlecaesarsinternational.com
McDonald’s   mcdonalds.co.uk
Southern Fried Chicken  £80,000  southernfriedchicken.com

[  P A P A  J O H N ’ S  ] 

TARGETED 
SUPPORT

Papa John’s 2017 incentive deals will 
help franchisees deliver the dough

S pecial deals on 
marketing, equipment 
and discounted royalties 
are all on the table for 

qualifying franchisees setting up 
stores within the next year.

ASSISTANCE
Anthony Round, business 
development manager at Papa 
John’s, confirms: “Our aim is to 
provide franchisees with all the right 
ingredients to enable them to taste 
success quickly. 

“Many of our franchisees start out 
with just one store and go on to open 
multiple Papa John’s.  We now have 
almost 350 stores in the UK and are 
still growing rapidly.

“Our franchisee incentive deal 
for 2017 includes a 15-month 
royalty reduction programme, a free 
pizza oven - subject to terms and 
conditions - plus a marketing launch 
package provided by Papa John’s.

“This targeted support has 
been specifically designed to help 

franchisees in their first year of 
trading, in order to improve cash flow, 
reduce capital spending and drive 
sales from day one.

“Franchisees don’t need any direct 
experience of the industry, as we 
provide all the necessary training. 
However, individuals do need to be 
motivated, enthusiastic, hardworking 
and want to be part of a growing team. 
Good interpersonal and people skills 
are also essential.

“In return, our dedicated team 
supports franchisees through the 
process of opening their franchised 
Papa John’s, including help with 
location selection and full turnkey 
solution to opening the store.” 

Visit www.papajohns.co.uk/
franchise, 
call 0844 567 0937 or email 
enquiries@papajohns.co.uk. 

INFORMATION
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

Subway   subway.co.uk
The Country’s Best Yoghurt  franchise.tcby.com
Wimpy International Ltd   wimpy.uk.com

FINANCIAL SERVICES 
Brilliant at Bookkeeping   brilliantatbookkeeping.com
Cash Express
Certax Accounting  £30,000  certaxaccounting.co.uk
Cloud Bookkeeping  £9,900  cloudbookkeeping.co.uk
Dennis & Turnbull   dennisandturnbull.com
DNS Accountants   dnsaccountantsfranchise.co.uk
Financial Advisor School   thefaschool.co.uk
Franchise Finance   franchisefinance.co.uk
Moneysave Solutions  £24,995  moneysavesolutions.com
TaxAssist Accountants  £36,950  taxassistaccountants.info

FITNESS 
Bodystreet Training   bodystreetuk.co.uk
Kung Fu Schools  £10,995  kungfuschoolsfranchise.co.uk
Naturhouse  £60,000
Pro-Fit Franchise  £5,000  pro-fitfranchise.co.uk
Quit Smoking Pal   quitsmokingpal.com
The Fitness Space   thefitnessspace.com
Yourzone45  yourzone45.co.uk

FOOD & BEVERAGE 
bbake & TAKE   bakeandtake.co.uk
Bennigans   bennigans.com
Boost Juice bars   boostjuicebars.co.uk
Booster Juice   boostjuice.com.au
Brumby’s Bakery   brumbys.com.au
Delifrance   delifrance.com.sg
Greene King Meet & Eat  £85,000  greenekingpubsfranchise.co.uk
Heavenly Deserts   heavenlydesserts.co
Hooters   hooters.com
Jaspers Corporate Catering  £100,000  jaspers-franchise.co.uk
Kona Grill   konagrill.com
Melting Pot fonduefranchise.com
Michel’s Patisserie michels.com.au/
Punch Taverns
Riverford Organic Vegetables   riverford.co.uk
Sub Zero Ice Cream & Yohurt   subzeroicecream.com
Thorntons
Veeno Company, The   theveenocompany.com
Vom Fass   vomfassuk.com
VQ Juice Ltd  £15,000  vqjuiceworld.com
Wiltshire Farm Foods   wiltshirefarmfoods.com

GYM 
Fit4Less  £95,000  energiefranchise.com
Snap Fitness   snapfitness.com
The Little Gym   thelittlegym-eu.com

HEALTH & BEAUTY 
Biothecare Estetika  £21,500  biothecareestetika.com
Depicool  £7,500  depicool.co.uk
GlamnGlow   Franchise.GlamNGlow.ca
Guinot guinot.com
Jacks of London   franchisewithjacks.co.uk
Massage Heights  £750,000  massageheightsfranchise.com
Mirage miragebeauty.co.uk
Rush  £15,000  rush.co.uk
Saks Hair and Beauty   saks.co.uk
Silverdaze  £11,500  silverdazeuk.com
Spice Isles  £25,000
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WEB ADDRESS

Subway   subway.co.uk
The Country’s Best Yoghurt  franchise.tcby.com
Wimpy International Ltd   wimpy.uk.com

FINANCIAL SERVICES 
Brilliant at Bookkeeping   brilliantatbookkeeping.com
Cash Express
Certax Accounting  £30,000  certaxaccounting.co.uk
Cloud Bookkeeping  £9,900  cloudbookkeeping.co.uk
Dennis & Turnbull   dennisandturnbull.com
DNS Accountants   dnsaccountantsfranchise.co.uk
Financial Advisor School   thefaschool.co.uk
Franchise Finance   franchisefinance.co.uk
Moneysave Solutions  £24,995  moneysavesolutions.com
TaxAssist Accountants  £36,950  taxassistaccountants.info

FITNESS 
Bodystreet Training   bodystreetuk.co.uk
Kung Fu Schools  £10,995  kungfuschoolsfranchise.co.uk
Naturhouse  £60,000
Pro-Fit Franchise  £5,000  pro-fitfranchise.co.uk
Quit Smoking Pal   quitsmokingpal.com
The Fitness Space   thefitnessspace.com
Yourzone45  yourzone45.co.uk

FOOD & BEVERAGE 
bbake & TAKE   bakeandtake.co.uk
Bennigans   bennigans.com
Boost Juice bars   boostjuicebars.co.uk
Booster Juice   boostjuice.com.au
Brumby’s Bakery   brumbys.com.au
Delifrance   delifrance.com.sg
Greene King Meet & Eat  £85,000  greenekingpubsfranchise.co.uk
Heavenly Deserts   heavenlydesserts.co
Hooters   hooters.com
Jaspers Corporate Catering  £100,000  jaspers-franchise.co.uk
Kona Grill   konagrill.com
Melting Pot fonduefranchise.com
Michel’s Patisserie michels.com.au/
Punch Taverns
Riverford Organic Vegetables   riverford.co.uk
Sub Zero Ice Cream & Yohurt   subzeroicecream.com
Thorntons
Veeno Company, The   theveenocompany.com
Vom Fass   vomfassuk.com
VQ Juice Ltd  £15,000  vqjuiceworld.com
Wiltshire Farm Foods   wiltshirefarmfoods.com

GYM 
Fit4Less  £95,000  energiefranchise.com
Snap Fitness   snapfitness.com
The Little Gym   thelittlegym-eu.com

HEALTH & BEAUTY 
Biothecare Estetika  £21,500  biothecareestetika.com
Depicool  £7,500  depicool.co.uk
GlamnGlow   Franchise.GlamNGlow.ca
Guinot guinot.com
Jacks of London   franchisewithjacks.co.uk
Massage Heights  £750,000  massageheightsfranchise.com
Mirage miragebeauty.co.uk
Rush  £15,000  rush.co.uk
Saks Hair and Beauty   saks.co.uk
Silverdaze  £11,500  silverdazeuk.com
Spice Isles  £25,000

[ F R A N C H I S E  F O R U M  ] 

Be prepared
Richard Holden, head of franchising 

for the Lloyds Banking Group, explores 
the real cost of investing in a franchise

T here is no 
standardisation across 
the franchise media 
regarding advertised 

investment levels, which can be 
confusing for any prospective 
franchisee. You need to know 
the likely total investment costs, 
including all equipment and working 
capital needed, so ask the franchisor 
for a full breakdown.

It’s important you fully research 
the likely costs before making any 
commitment to invest. Your business 
plan and financial forecasting should 
reflect the sales and operating costs 
you are likely to see, based upon the 
trading performance of existing 
franchisees in similar territories and 
your own local market research.    

VARY
Costs for setting up a franchise 
opportunity can vary widely 
based upon the type of franchise 
you’re interested in. You will need 
to consider the following when 
researching the true costs of 
investing in your chosen franchise:

  Initial franchise package fee.
  Premises costs.
  Refurbishment costs.
  Fixtures and fittings.
  Signage.
  Opening stock.
  Equipment.
  Licences (software).
  Telecommunications (landline, 

mobile phone, broadband, etc).
  Tools.
  Vehicle costs (consider leasing 

as an alternative to purchasing the 
vehicle outright).

  Vehicle livery and fit-out costs.
  Marketing (including launch 

programme, PR, social media and 
networking).

  Stationery.

  Professional fees (solicitor, 
accountant, architect and surveyor).

  Memberships (trade associations, 
chamber of commerce, consumer 
groups, etc).

  Insurances.
  Staffing costs.
  Consumables.
  Ongoing management services 

fees.
  Ongoing national and local 

marketing and advertising costs.
  Working capital.
 For established franchise brands, 

banks that specialise in franchising 
will consider lending up to 70 per 
cent of the total start-up costs, 
including working capital. For newer, 
less established ones, the available 
finance from a lender may be lower. 

The term of the lending will be 
linked to the franchise licence, so if 
the initial licence term is five years, 
the maximum term for a bank loan 
will not exceed five years.

ESSENTIAL
Once you’ve established the overall 
level of investment required, you can 
start preparing your business plan. 
The business plan is an essential 
document to obtain finance from 
a bank, but also it should be used 
as a working document to identify 
development areas, as well as 
business opportunities. 

Additionally, you will need to 
produce detailed cash flow and profit 
and loss forecasts for at least the first 
three years of trading.

A good understanding of all 
aspects of the business, including 
the financials, is necessary to be able 
to present your case to a lender. A 
bank manager will ask challenging 
questions and expect you to be able 
to answer them confidently, so be 
prepared.

FOR ESTABLISHED 
FRANCHISE 
BRANDS, BANKS 
THAT SPECIALISE IN 
FRANCHISING WILL 
CONSIDER LENDING 
UP TO 70 PER CENT OF 
THE TOTAL START-UP 
COSTS”
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

Supercuts   supercutsfranchise.co.uk
Taylor & Colt   Franchise.TaylorandColt.ca
The Tanning Shop   thetanningshop.co.uk
Toni & Guy   toniandguy.com
xtreme lashes   xtremelashes.com

HOMEBASED 
No Letting Go  £20,000  nolettinggo-franchise.co.uk

HOMECARE & PROPERTY  
MAINTENANCE
Agency Express  £18,500  agencyexpress.co.uk
Apollo Blinds  £20,000  apolloblindsfranchise.co.uk
Arrow Homecare Ltd  £7,000  arrowhomecare.co.uk
Briary Garden Services  £9,500  briary.co.uk
Building and Handyman  £21,000  buildinghandymanfranchise.com
Colourfence  £25,000  colourfence.co.uk
Complete Weed Control   completeweedcontrol.co.uk
Concept Building Solutions  £27,995  concept-solutions.co.uk
Countrywide Grounds Maintenance Ltd  £45,000  countrywidegrounds.com
Countrywide Lawn Doctor   countrywidelawndoctor.com
Drain Doctor  £35,000  draindoctor.co.uk
Dream Doors £70,000  dreamdoorsfranchise.co.uk
Dream Doors International Ltd   dreamdoors.co.nz
Dyno Locks
Ed’s Garden Maintenance  £11,000  edsgardenbusinessfranchise.co.uk
Envirocare Grounds Maintenance   franchise.envirocarems.co.uk
Envirovent  £19,950  homeventilation.co.uk
Fifty Plus   the50plus.co.uk
Flat Roof Company (The)   flatroof.co.uk
Furniture Medic  £22,075  servicemaster.co.uk
gas-elec Safety Systems  £16,500  gas-elec.co.uk
Granite Transformations   gtfranchise.co.uk
GreenThumb Ltd  £31,700  greenthumb.co.uk
Handywoman Franchising   handywoman.co.uk
Hemsley Gardening   tlrla.co.uk
Hillarys Blinds
Hire a Hubby   hireahubbygroup.com
In-toto  £15,000  intotofranchise.co.uk
Jim`s Mowing  £15,000  jimsmowing.co.uk
Just Fitted Kitchens
Just Shutters  £7 500,00
Lawnkeeper  £15,000  lawnkeeperfranchise.co.uk
Lawnscience  £11,995 + VAT  lawnscience.co.uk
Magic Man  £19,500  magicman.co.uk
Matts Mowing   matts.biz
Mould Doctor   moulddoctor.co.uk
Reeds Rains   the-property-franchise.co.uk
Sliderobes Ltd
Sliding Sash Solutions
Tom Thumb Lawncare  tomthumblawncare.co.uk
TruGreen  £27,000  trugreen.co.uk
Urban Planters   urbanplanters.co.uk
Wilkins Chimney Sweep  £15,000  franchisechimneysweep.co.uk

I.T & COMPUTERS 
Computer Troubleshooters   computertroubleshooters.co.uk

INTERNATIONAL 
Desita   desita.it
Sky Zone   skyzone.com

LETTINGS & PROPERTY 
Bairstow Eves
Belvoir Property Management  £22,500  belvoirfranchise.com



MAKING MONEY    83

WEB ADDRESS

Supercuts   supercutsfranchise.co.uk
Taylor & Colt   Franchise.TaylorandColt.ca
The Tanning Shop   thetanningshop.co.uk
Toni & Guy   toniandguy.com
xtreme lashes   xtremelashes.com

HOMEBASED 
No Letting Go  £20,000  nolettinggo-franchise.co.uk

HOMECARE & PROPERTY  
MAINTENANCE
Agency Express  £18,500  agencyexpress.co.uk
Apollo Blinds  £20,000  apolloblindsfranchise.co.uk
Arrow Homecare Ltd  £7,000  arrowhomecare.co.uk
Briary Garden Services  £9,500  briary.co.uk
Building and Handyman  £21,000  buildinghandymanfranchise.com
Colourfence  £25,000  colourfence.co.uk
Complete Weed Control   completeweedcontrol.co.uk
Concept Building Solutions  £27,995  concept-solutions.co.uk
Countrywide Grounds Maintenance Ltd  £45,000  countrywidegrounds.com
Countrywide Lawn Doctor   countrywidelawndoctor.com
Drain Doctor  £35,000  draindoctor.co.uk
Dream Doors £70,000  dreamdoorsfranchise.co.uk
Dream Doors International Ltd   dreamdoors.co.nz
Dyno Locks
Ed’s Garden Maintenance  £11,000  edsgardenbusinessfranchise.co.uk
Envirocare Grounds Maintenance   franchise.envirocarems.co.uk
Envirovent  £19,950  homeventilation.co.uk
Fifty Plus   the50plus.co.uk
Flat Roof Company (The)   flatroof.co.uk
Furniture Medic  £22,075  servicemaster.co.uk
gas-elec Safety Systems  £16,500  gas-elec.co.uk
Granite Transformations   gtfranchise.co.uk
GreenThumb Ltd  £31,700  greenthumb.co.uk
Handywoman Franchising   handywoman.co.uk
Hemsley Gardening   tlrla.co.uk
Hillarys Blinds
Hire a Hubby   hireahubbygroup.com
In-toto  £15,000  intotofranchise.co.uk
Jim`s Mowing  £15,000  jimsmowing.co.uk
Just Fitted Kitchens
Just Shutters  £7 500,00
Lawnkeeper  £15,000  lawnkeeperfranchise.co.uk
Lawnscience  £11,995 + VAT  lawnscience.co.uk
Magic Man  £19,500  magicman.co.uk
Matts Mowing   matts.biz
Mould Doctor   moulddoctor.co.uk
Reeds Rains   the-property-franchise.co.uk
Sliderobes Ltd
Sliding Sash Solutions
Tom Thumb Lawncare  tomthumblawncare.co.uk
TruGreen  £27,000  trugreen.co.uk
Urban Planters   urbanplanters.co.uk
Wilkins Chimney Sweep  £15,000  franchisechimneysweep.co.uk

I.T & COMPUTERS 
Computer Troubleshooters   computertroubleshooters.co.uk

INTERNATIONAL 
Desita   desita.it
Sky Zone   skyzone.com

LETTINGS & PROPERTY 
Bairstow Eves
Belvoir Property Management  £22,500  belvoirfranchise.com

I f you’ve been considering 
starting your own business, 
there’s never been a better 
time to buy a franchise.

X-Press Legal Services is looking 
for new people to join its network 
providing a wide range of property 
searches and reports - a large and 
important part of the property 
buying process in the UK - to 
solicitors, licensed conveyancers and 
property developers.

ACCURATE
In the rapidly growing property 
sector, the need for meticulous 
attention to detail and the fast 
delivery of accurate and reliable 
information is essential. 

This is X-Press’ stock in trade 
and why it wants people with 
strong sales, accounting and/or 
management experience to help the 
company meet an escalating demand 
for its services. 

X-Press likes confident people 
who share its vision for the future, 

welcome change and are willing 
to adopt new ways of working. 
Franchisees are also people who 
recognise and value the benefits of 
investing time in their own personal 
development to acquire new skills.  

X-Press has invested large 
amounts of money and resources 
in new technology, imaginative 
marketing programmes and personal 
development opportunities for 
franchisees. 

The company’s business 
expansion continues to be driven by 
sophisticated advanced technology, 
which enables it to provide an 
innovative range of systems for 
franchisees to maximise for their 
clients’ benefit. 

Call Julie Edge on 01925 393333 
or visit www.xpresslegal.co.uk.

INFORMATION

[  X - P R E S S  L E G A L  S E R V I C E S  ]

TIMING’S 
RIGHT

X-Press Legal Services is looking for people to 
join its network providing a range of property 

searches and reports
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

CENTURY 21 UK  £23,500  century21uk.com
Countrywide Signs Limited   countrywidesigns.com
County Homesearch  £35,000
Elite Property Franchise  £5,000  elitepropertyfranchise.co.uk
Enfields   enfields.co.uk
Engel & Volkers   engelvoelkers.com
Estate.com   estate.com
Estatesdirect.com ltd  £5,000  estatesdirect.com
Ewemove  ewefranchise.com
Go Direct Lettings  £6,000  godirectlettings.net
Goodchilds   franchise.goodchilds-uk.com
HomeXperts  £19,995  home-xperts.co.uk
Living Room Letting Agency (The)  £22,500  tlrla.co.uk
Martin & Co  £25,500  propertyfranchise.co.uk
Medics On The Move  £25,995  medicsonthemove.co.uk
Northwood  £25,000  northwoodfranchises.co.uk
Optimhome
PHP Lettings  £10,000  phplettings.com
Platinum Property Partners  £32,970  platinumpropertypartners.net
Property Inventories  £18,000  propertyinventories-franchise.com
Redstones  £11,995  redstones.co.uk

MOTORING SERVICES
Autovaletdirect  £14,950  autovaletdirect.co.uk
ChipsAway International  £29,995  chipsaway.co.uk
Dent Devils   dentdevils.co.uk
Dent Wizard  £20,000  dentwizardventures.co.uk
Fibrenew International  £50,000  fibrenew-franchising.com
Fleet Mobile Tyres  £35,000
Green Motion   https://greenmotion.com
Hometyre  £29,950
iAutoUK  £120,000  garageboss.co.uk
Mac Tools  £50,000  mactools.co.uk
Mobile Car Valeting   mobilecarvaleting.com
Motorkwik   motorkwik.co.uk
Red Driving School   reddrivingschool.com
Revive!  £23,500  revive-uk.com
Snap-on Tools Ltd  £20,000  www1.snapon.com
The AA   theaa.com
Vanarama   vanarama.co.uk
Wheel Specialist (The)  £100,000  thewheelspecialist-franchise.co.uk
Wicked Coatings   wickedcoatings.eu

ONLINE FRANCHISES 
bestof.co.uk (the)   getthebestof.co.uk
Traderpost   traderpost.co.uk
Project M   projectmglobal.com

PEST CONTROL
Prokill Pest Prevention  £25,000  prokill.co.uk
Whelan Pest Prevention   whelanpestpreventionfranchise.co.uk

PETCARE 
Bark Busters Dog Training  £18,000  barkbusters.co.uk
Barking Mad   barkingmad.uk.com
Dial a Dogwash   dialadogwash.com
Dog Groom   doggroomuk.com
Horsatack   horsatack.co.uk
Husse   husse.com
Oscar Pet Foods  £14,995  oscars.co.uk
Pals4Pets  £11,950  pals4pets.co.uk
Trophy Pet Foods  £15,000  trophypetfoods.co.uk
Wagging Tails  £12,995  waggingtailsfranchise.co.uk

PIZZA 
0800 Pizza   800pizza.com
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WEB ADDRESS

CENTURY 21 UK  £23,500  century21uk.com
Countrywide Signs Limited   countrywidesigns.com
County Homesearch  £35,000
Elite Property Franchise  £5,000  elitepropertyfranchise.co.uk
Enfields   enfields.co.uk
Engel & Volkers   engelvoelkers.com
Estate.com   estate.com
Estatesdirect.com ltd  £5,000  estatesdirect.com
Ewemove  ewefranchise.com
Go Direct Lettings  £6,000  godirectlettings.net
Goodchilds   franchise.goodchilds-uk.com
HomeXperts  £19,995  home-xperts.co.uk
Living Room Letting Agency (The)  £22,500  tlrla.co.uk
Martin & Co  £25,500  propertyfranchise.co.uk
Medics On The Move  £25,995  medicsonthemove.co.uk
Northwood  £25,000  northwoodfranchises.co.uk
Optimhome
PHP Lettings  £10,000  phplettings.com
Platinum Property Partners  £32,970  platinumpropertypartners.net
Property Inventories  £18,000  propertyinventories-franchise.com
Redstones  £11,995  redstones.co.uk

MOTORING SERVICES
Autovaletdirect  £14,950  autovaletdirect.co.uk
ChipsAway International  £29,995  chipsaway.co.uk
Dent Devils   dentdevils.co.uk
Dent Wizard  £20,000  dentwizardventures.co.uk
Fibrenew International  £50,000  fibrenew-franchising.com
Fleet Mobile Tyres  £35,000
Green Motion   https://greenmotion.com
Hometyre  £29,950
iAutoUK  £120,000  garageboss.co.uk
Mac Tools  £50,000  mactools.co.uk
Mobile Car Valeting   mobilecarvaleting.com
Motorkwik   motorkwik.co.uk
Red Driving School   reddrivingschool.com
Revive!  £23,500  revive-uk.com
Snap-on Tools Ltd  £20,000  www1.snapon.com
The AA   theaa.com
Vanarama   vanarama.co.uk
Wheel Specialist (The)  £100,000  thewheelspecialist-franchise.co.uk
Wicked Coatings   wickedcoatings.eu

ONLINE FRANCHISES 
bestof.co.uk (the)   getthebestof.co.uk
Traderpost   traderpost.co.uk
Project M   projectmglobal.com

PEST CONTROL
Prokill Pest Prevention  £25,000  prokill.co.uk
Whelan Pest Prevention   whelanpestpreventionfranchise.co.uk

PETCARE 
Bark Busters Dog Training  £18,000  barkbusters.co.uk
Barking Mad   barkingmad.uk.com
Dial a Dogwash   dialadogwash.com
Dog Groom   doggroomuk.com
Horsatack   horsatack.co.uk
Husse   husse.com
Oscar Pet Foods  £14,995  oscars.co.uk
Pals4Pets  £11,950  pals4pets.co.uk
Trophy Pet Foods  £15,000  trophypetfoods.co.uk
Wagging Tails  £12,995  waggingtailsfranchise.co.uk

PIZZA 
0800 Pizza   800pizza.com

[  P R O M E D I C A 2 4  ] 

Fresh approach
With Promedica24, you don’t have to choose 

between making a profit and a difference

P romedica24 is no 
ordinary care franchise. 
Forget staggering 
working capital 

requirements, staffing headaches and 
a complicated regulatory framework. 
All that’s taken care of by the 
franchisor, meaning you can spend 
your time where it matters most - at 
the heart of your community.

The UK care market is 
extremely lucrative and set to grow 
exponentially. The number of older 
people with care needs is expected to 
rise by more than 60 per cent in the 
next 20 years. 

LOW RISK
Unlike other care franchises, 
responsibility for delivery of care does 
not sit with franchisees, but instead 
with Promedica24. As part of this 
structure, Promedica24’s team also 
manage all regulatory and compliance 
matters. 

This fresh approach means the 
franchise has a surprisingly low 
investment level of just £15,000. 
Designed to be run as a home-based 

business, franchisees can get started 
with as little as £5,000 working 
capital. 

The Promedica24 franchise 
opportunity is a serious 
consideration for anyone looking to 
build a business with both moral and 
financial value. 

RIGHT MOVE
Mark Muller, Promedica24 
franchisee for Dorset, explains: 
“I bought into the concept of 
supporting people at home. 
Promedica24 are established 
specialists in the field. 

“The infrastructure was evident 
and the dedicated UK franchise 
support team gave me confidence 
that this was the right move for me. 
I believe we make a difference and I 
enjoy being part of a solution.” 

Contact Dan Archer to attend a 
discovery day. 
Call 01923 381200 or email 
d.archer@promedica24.co.uk.

INFORMATION

THE UK CARE MARKET 
IS EXTREMELY 
LUCRATIVE AND 
SET TO GROW 
EXPONENTIALLY”
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

Crust Gourmet Pizza   https://crust.com.au
Dominos Pizza  £280,000  dominos.uk.com
Papa John’s  £175,000  papajohns.co.uk
Perfect Pizza Limited  £30,000  corporate.perfectpizza.co.uk
Pizza Capers Gourmet Kitchen   pizzacapers.com.au
Pizza Hut  £130,000  pizzahutfranchise.co.uk

PLUMBING 
Your Plumber   yourplumber-uk.com

PRINT & PROMOTIONAL SERVICES
Barrett & Coe  £5,500  barrettandcoefranchise.co.uk
BH Publications   bhexclusive-franchise.co.uk
Big Fish
Business2Business  £13,250  businessmk.co.uk
Card Connection  £20,000  card-connection.co.uk
Cardgroup  £14,995  cardgroup.com
Colneis Marketing c  olneisgreetingcards.com
County Signposts   magazinepublishing.org.uk
Dor 2 Dor  £6,000  dor2dor.com
Embroid Me
Embroidme   discover.embroidme.com
Fastsigns  £40,000  fastsigns.co.uk
Fastsigns International   fsfastsigns.com
Kall Kwik  £50,000  kallkwik.co.uk
Local Life   locallife.co.uk
Minuteman Press International   printfranchise.minutemanpress.com
Mobile’ Affiche
Monk Marketing   monkmarketing.com
Mudfish Trading  £5,999  mudfish.co.uk
MyNews   mynewsmag.co.uk
Raring2go!  £9,995  getraring2go.co.uk
Real Color  £17,000  realcolor-uk.com
Recognition Express Ltd  £35,000  franchisoroftheyear.com
Sign-A-Rama  £25,000  signarama.co.uk
Signs Express Ltd  £75,000  franchise.signsexpress.co.uk
The Original Poster Company   originalposter.com
Venture Photography   venturephotography.com
Voucher Packs   voucherpacks.com

RECRUITMENT
Antal International Network  £50,000  antalfranchising.com
Drivers Direct Recruitment Agency   driversdirect.co.uk
MRI Worldwide Ltd   mrinetwork.com
Nuvi Global  £4,576  noviglobal.com
Prima Ardelle Associates  £15,000  recruitmentfranchise.co.uk
Travail Employment Group  £12,000  travail.co.uk

RESTAURANT
Beatons Tearooms  £40,000  beatonstearooms.co.uk
Canas y Tapas
Pan Chai  £35,000  panchai.com
Steak n Shake   steaknshake.mc
Tiger Bills   tigerbillsfranchise.co.uk
Wok and Go  £130,000  wokandgo.co.uk
Zaks Diner   zaks.uk.com

RETAIL
Attirance   attirance.com
Bang & Olufsen  £200,000  beoretailer.co.uk
Bargain Booze   bargainbooze.co.uk
Bathstore   bathstore.com
Beautiful Bling Company   beautifulbling.co.uk
Blazes  £7,500  blazes.co.uk
Bo Concept /franchise.aspx?ID=78030
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[  B O B  W E L F A R E  ] 

Realise your
ambitions

This is the business you’ve been looking 
for, but didn’t know existed, Bob says

Y ou can join an elite 
group of specialist 
people, making a 
remarkable income 

working from home part or full-time.

WHAT IS A  
FORENSIC ANALYST?
Being a forensic analyst is a highly 
lucrative occupation that few people 
know about. He or she works directly 
from a computer, forensically 
analysing the largest business on 
Earth, making quick transactions and 
great profits in the process. 

If you’re happy working short 
hours from home with a computer, 
becoming a forensic analyst is a great 
way to make an outstanding income. 
It pays to be a specialist in this day 
and age.

FROM WAGE SLAVE  
TO SUCCESSFUL  
BUSINESS OWNER
This is what Bob does the best. It’s 
all down to Bob’s unique ‘job killer’ 
methodology - taking ordinary people 
from JOB (just over broke) status 
or people who are already running 
a business, but not happy with it, to 
making a great living as a forensic 
analyst. 

THIS IS WHERE BOB’S 
UNIQUE XRTCS 
METHODOLOGY COMES IN
Bob’s skill in taking a novice in 
business to successfully making 
money is outstanding and the reason 
he enjoys such a high success rate 
with his trainees. Bob has developed 
a unique methodology called Xrtcs, 
which enables him to give a money-
back guarantee with his business. 

ANYTHING FROM £60K 
TO 100K-PLUS PER YEAR
Just a few hours per day, then switch 
your computer off and have a life. 
Being happy with your business is not 
just about making a great income, it’s 
about how you feel on a day-to-day 
basis. And not spending long hours 
exhausting yourself. 

Plenty of time to yourself, as well 
as an excellent income - that’s what 
a business should give you. Being a 
forensic analyst only requires a few 
hours a day.

FREE DVD SHOWS THE 
WHOLE THING IN ACTION
Bob has produced a free DVD called 
£60K to £100K-plus per year in the 
ultimate cash flow business. 

The free DVD provides details 
of this business in action and some 
of Bob’s trainees, who have gone on 
to enjoy their own highly profitable 
forensic analyst business. 

BEING A FORENSIC 
ANALYST ONLY 
REQUIRES A FEW 
HOURS A DAY

Because of Bob’s insistence on only 
working with a handful of people 
per year so he can give the kind of 
close one-to-one support he insists 
on giving, the availability of his 
training course is limited. So call 
today to avoid disappointment. Call 
07904 030309 for your free DVD 

INFORMATION
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WEB ADDRESSINVESTMENT 
LEVELFRANCHISOR

Boots Opticians   bootsopticiansfranchise.com
Cartridge World   cartridgeworld.co.uk
Cash Converters UK Ltd  £250,000  cashconverters.co.uk
Cash Generator  £70,000  franchise.cashgenerator.co.uk
Clarks Shoes   clarks.co.uk
First Choice Cards Ltd   first-choice-cards.com
Foot Solutions   footsolutionsfranchise.com
Gadcet  gadcetfranchising.com
Howards Storage World  £200,000  howardsstorageworld.co.uk
Noa Noa  £25,000  noanoa.dk
One Stop   openaonestop.co.uk
Raleigh Cycles  £70,000  cyclelife.com/Franchise
Sevenoaks Sound & Vision   sevenoaksfranchising.co.uk
Snappy Snaps Franchises Ltd  £30,000  snappysnaps.co.uk
The T-Shirt Store   tshirtstoreonline.com
United Carpets  £30,000  unitedcarpetsandbeds.com
Zipyard  £40,000  thezipyard.com

SERVICES
Franchise Source Brands International
Franchising Centre (The)   thefranchisingcentre.com
FT10   FT10.co.uk
MatchPoint  £15,000 

SERVICES
PlanAhead Events
Sandler Training  sandlerfranchising.co.uk
WSI wsifranchise.co.uk  wsifranchise.co.uk

SPORT
Leisure Leagues  £4,995  football-business.co.uk
Premier Sport   premiersport.org

TRAVEL
Global Travel Group plc   globaltravelgroup.com
Go Cruise   cruisefranchise.co.uk
Mydestinationinfo.com  £15,000
Travel Counsellors   tctravelacademy.co.uk
Treasure Trails   treasuretrails.co.uk
Your Perfect Travel   yourperfecttravel.co.uk

LEISURE
Camping and Caravanning Club (The)  £35,000  campingandcaravanningclub.co.uk
Detective Project (The)   thedtectiveproject.co.uk
Sports Xtra   recruitment.sports-xtra.com

VENDING
Snack-In-The-Box Ltd  £19,750  sitb.co.uk

THE DEADLINE FOR AMENDMENTS  
TO THIS SECTION FOR THE  

MARCH 2017 ISSUE IS  
27TH JANUARY 2017
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[  B R I T I S H  F R A N C H I S E  A S S O C I A T I O N  ] 

Promoting good 
practice

What the British Franchise Association 
can do for you

S tarting a franchise 
business is not a decision 
to be taken lightly - it’s 
something you should take 

your time with and research carefully.
Part of that research should 

involve a brand’s British Franchise 
Association membership status. 
The bfa is the body that protects and 
promotes good franchising practice 
in the UK and is recognised by 
government and internationally for 
its values and credibility. It accredits 
franchisors against a strict set of 
criteria before offering membership.

Here are some of the ways in which 
the bfa helps prospective franchisees 
and why you should consider 
membership to be a powerful 
indicator - and one you should 
actively seek.

NOT ALL FRANCHISES ARE 
EQUAL
The bfa’s work is entirely standards 
based and has been since its 
formation in 1977. If a franchisor 
can’t meet the required standards, it 
cannot join - each year applications 
are refused.

The process involves an in-
depth examination of the franchise 
model and the business’ proven 
performance. 

bfa membership is not a guarantee 
of success, as becoming a successful 
franchisee depends on many factors, 
not least your own passion, the right 
match and your work ethic.

FAVOURABLE FUNDING
The banks involved in franchising all 
respect the standards represented 
by the bfa. They understand bfa 
accreditation and the quality needed 
to gain and retain it, so therefore 
look more favourably on funding 
applications from franchisees of 
member brands.

DUE DILIGENCE
bfa member franchisors adhere to the 
guidelines in the franchising code of 
ethics and the rules of membership, 
which enshrine the principles of best 
practice in franchising.

For example, projections on 
turnover and profit should be based 
on historically attained numbers - 
either by an existing franchisee or a 
company owned outlet - with proof 
available.

FRANCHISEES CAN JOIN 
Franchisees of bfa members can 
join the association, accessing 
business and personal benefits 
galore. Legal, human resources and 
business support combines with 
deals on everything from car hire and 
shopping to holidays.

There’s also the opportunity of 
representation, as three franchisees 
sit on the bfa’s board of directors 
and many more on its governance 
committees. 

ANNUAL EVENTS
The bfa runs a host of events 
throughout the year to help 
prospective business owners enter 
the £15 billion franchise sector. 

There are four bfa supported 
franchise exhibitions annually, where 
only accredited brands can attend 
and a wealth of advice is on offer; 
a women in business conference 
in November; the Great Northern 
Breakfast in June; Scottish Franchise 
Week in spring; and prospective 
franchisee seminars, which move 
around the country on a monthly 
basis.

Visit www.thebfa.org.

INFORMATION

THE BFA SPEAKS FOR 
ALL STAKEHOLDERS 
IN FRANCHISING AND 
LISTENS TO WHAT 
THEY HAVE TO SAY”
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A DV I C E

K I C K  T H E  H A B I T

Mike Cleary identifies seven common 
practices that could prevent you from 
fulfilling your potential

If you want to run a successful 
business, check the following to 
see if you need to address any of 
the topics mentioned. We will 

continue with the same theme in the 
next edition of Making Money.

The list is based on random 
commentary and frequent observations 
expressed to me over the last few 
months by owners and managers 
of some small and medium-sized 
businesses. 

NOT PRIORITISING  
YOUR TIME 
Time is money and unplanned 
interruptions can destroy productivity. 
Make it clear to everyone around you 
that there should be a good reason to be 
disturbed from your priorities. 

Create a window each day for 
unplanned activity, so that you remain 
accessible, but on your terms. Make 
sure everyone around you knows what 
a real emergency is and what isn’t.

LACK OF DELEGATION 
Particularly affecting entrepreneurs 
and small businesses, some people find 
it difficult to delegate responsibility. 
Sometimes it’s due to a lack of trust or 
capability, but more often than not it’s a 
failure to properly manage resources - 
both internal and external. 

Without allocating responsibility, 
people given tasks will not assume 
ownership, resulting in a poorer work 
ethic and more cost and time-wasting 
for you.

SLAVE TO TECHNOLOGY 
Mobile phones and computers, in their 
various forms, are essential to today’s 
business needs. Like all other resources, 
they need to be managed and properly 
maintained, but kept in perspective. 

In recent times, I have worked 
with companies who allocate ‘Tech 
Off’ periods for some workers and 
departments. In all cases, productivity 
for those involved increased. 

It’s important to note that the 
restriction was applied to relevant 
management and supervision as well. 
Perhaps surprisingly, a few were also 
able to claim increased accuracy, better 
quality control and improved quality of 
communication between individuals. 

I can see such controls increasing in 
other companies as more working time 
is wasted because of distractions such 
as social media messaging and internet 
trawling.

PERSONAL FEELINGS OVER 
PROFITABLE BUSINESS PRACTICE 
It’s essential for every business to be 
commercially legal and honest. It’s also 
understandable for individuals to set up 
their own businesses in whatever fields 
they want to. 
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TIME IS MONEY 
AND UNPLANNED 
INTERRUPTIONS 
CAN DESTROY 
PRODUCTIVITY”

As an employee, it’s another matter to 
interfere with the operation of a business 
that doesn’t share your ethics. If you 
don’t like the company, seek employment 
elsewhere, before a dismissal shows on 
your employment record. 

The employers I know are transparent 
about contracts, employment conditions, 
sources of supply and methods of 
conducting business. Employees should 
undertake their own due diligence to 
make sure they understand what they 
would become involved with, should they 
be taken on. It’s not up to the employer to 
make concessions after the event. 

As an employer, it’s essential you 
are open about your business ethics 
before engaging an employee, both at the 
interview stage and prior to the end of 
the probation period. By doing so, it will 
strengthen your position if you have to 
terminate.  

TALKING AND  
THEORISING TOO MUCH 
Issues should be confronted after  
deciding on a plan of action, then 
implementing it. Unfortunately, we are in 
the midst of a period where avoidance or 
inaction is preferred in case something is 
missed or someone gets upset. 

You can blame decades of browbeating 
over nanny state interference, data 
protection, health and safety, Brexit, 
employment laws, political correctness 
and a fear of social media exposure. 

The bottom line is that sidelining or 
lack of action is often down to none of 
these regularly used potential excuses. 
It’s simply a lack of willingness to make a 
decision in case it’s the wrong one, albeit 
in the eyes of uninvolved third parties. 

PUTTING OFF  
DIFFICULT TASKS 
One of the easiest books to read on this 
topic is called Don’t Sweat The Small 
Stuff. For many, especially those who 
like task lists, it’s tempting to get rid of 
lesser jobs, leaving the more complex or 
difficult ones to another time. 

The trouble is that sometimes the 
more difficult jobs never get done. Don’t 
fall into the same trap. Prioritise your 
task list by time, money and impact - 
then act.

TRYING TO MERGE PERSONAL 
AND BUSINESS LIFE
Whether you’re an owner, manager 
or employee, most people go to work 
to earn money to survive. Some are 
lucky enough to enjoy their work, while 
others settle for what they have, often 
trying to improve their lot through 
progression or changing jobs. 

Whichever category you fall into, 
a few people may be able to combine 
some of their working life with their 
personal commitments or preferences. 

Having a business of your own is 
naively assumed by some to be the 

Mike Cleary assists clients to 
improve sales performance 
through effective marketing 
initiatives. MDC works with 
domestic and international 
organisations across a broad 
spectrum of industries. 
Marketing audits and mentoring 
have been core specialities 
since 1993.

Tel: (44) 01425 610960.
Email: info@cmseu.com

ABOUT THE AUTHOR

answer, as you can do what you want, 
when you want. Unless you have 
access to another regular income 
source, a business of your own is likely 
to be more demanding on your time. 
Also, unless properly funded it will 
be stressful and, particularly at the 
beginning, could severely restrict your 
personal life. 

Whether starting up on your own or 
becoming an employee, the common 
advice is to forget thinking about your 
personal aspirations. Get on with the 
job, with a view to becoming successful. 
That way, at some later date you will 
probably have more choice on how you 
want to live.
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[  S T A M P I N ’  U P !  ] 

NEXT GENERATION
Thanks to Stampin’ Up!, 23-year-old Cayleigh Galloway  

is carving out a career in direct selling.  
She reveals her secrets for success

I’M GOING TO CARRY 
ON PROGRESSING AND 
WHO KNOWS WHERE IT 
MIGHT LEAD”

The direct selling industry 
has undergone a dramatic 
transformation in recent 
years. Traditionally, the 

industry was the preserve of early post-
war Britain, where Tupperware parties 
were the order of the day. Fast forward 
to today and you’ll find an industry 
that has gone mainstream - appealing 
to a wide and diverse cross section of 
society. 

Indeed, a recent study by the Direct 
Selling Association revealed that the 
number of under-25-year-olds working 
as direct sellers has increased by 16 per 
cent since 2013. The report found the 
age group now makes up 22 per cent 
of the industry, equating to 88,000 of 
400,000 direct sellers in Britain.

PRIME EXAMPLE
Cayleigh Galloway, aged 23, is a prime 
example of this new generation carving 
out a career in direct selling. Based in 
Portsmouth, the aspiring entrepreneur 
reveals how direct selling enabled her 
to transform her love of paper crafting 
from eager learner to regularly running 
successful crafting events in the local 
area. 

She explains: “My interest in paper 
crafting was sparked by a colleague who 
mentioned a crafting club and things 
escalated rapidly. I took a catalogue 
home and loved the range of products. 
I quickly bought myself a paper punch 
and, soon after, called my colleague and 
asked about joining Stampin’ Up!”

Stampin’ Up! is a direct selling 
business that chiefly sells products 
through a network of demonstrators, 
rather than directly online. 
Demonstrators are incentivised and 
many keen crafters across the globe 

have progressed from hobbyists to 
developing flourishing businesses.  

Cayleigh hopes, one day, to join their 
ranks and is enjoying climbing the 
crafting ladder.

“Originally, I was buying items just 
to feed my crafting hobby,” she says. 
“But this has progressed to running 
classes and teaching fellow enthusiasts. 
Typically, the classes number about 
10-15 in size and might involve a glass 
of bubbly. 

“I feel like crafting is appealing to 
a younger audience now - people are 
enthused by the trend for making 
things. 

“My generation didn’t grow up 
with Tupperware parties, so we have 
a different outlook towards direct 
selling. For me, teaching is easy 
because it’s a passion. It certainly 
doesn’t feel like I’m selling to anybody. 
I’m going to carry on progressing and 
who knows where it might lead.”

Cayleigh’s top tips for direct selling 
success are:

PASSION FOR YOUR PRODUCT
Passion for the product is a key source 
of motivation for any successful direct 
seller. The industry is open to a range 
of products, including cosmetics, 
cleaning products, nutritional 
products, homewares and paper craft 
supplies, to name a few. 

Given this range, take time to 
select the type of product you wish 
to sell. Enthusiasm for your product 
will always drive the selling process - 
making it much more fun to continue 
expanding the business. 

The independence that’s 
synonymous with direct selling means 
you have to be self-motivated and this 
should follow naturally if you’re selling 
a product you believe in.  

THE ABILITY TO NETWORK
Direct selling is a business model that 
emphasises social interaction. Sales 
are typically conducted face to face, 
with products demonstrated to an 
individual or a group, so it’s a great way 
to meet new people. 

Greeting mums on the school run 
or hosting a party for friends are both 
great examples of networking in order 
to build your customer base. However, 
to go that extra mile the dynamic 
direct seller will also utilise digital 
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channels to grow their network and 
drive sales. 

Online platforms such as Twitter, 
Pinterest and Facebook will help 
you to share your product to a 
wider audience anytime, anywhere. 
The key is to successfully strike 
a balance between classic face 
to face interaction and digital 
communication. 

BE INNOVATIVE WHEN 
ENGAGING YOUR CUSTOMERS
So you’ve picked a product and 
established a customer network. 
Now you need to think about how 

you’re going to engage your customers 
and keep them coming back for more. 

The key here is to think outside the 
box. So, for example, you may host 
product parties, but what about themed 
parties, birthday parties or hen parties? 
Keep up regular communications via 
an email bulletin. The more innovative 
you are, the more likely it is your 
customers will keep coming back.   

  
EFFECTIVE TIME MANAGEMENT
Direct selling is flexible, which is a key 
part of its appeal as a business model. 
Direct sellers are able to expand their 
business as much or as little as they 

want, helping them to balance their 
work with other commitments, such as 
family life. 

However, it also follows that what 
you get out of it depends on how 
much you put in. It’s important to 
strategically manage your use of time 
and create a routine that works for you. 

Many direct sellers find that a 
business plan containing key goals and 
milestones is an effective way of staying 
on track.

BE MEDIA SAVVY
Develop a media profile, as it’s another 
great way of getting your product out 
there. 

With any media activity, it’s essential 
to target your messages to the right 
audience. To do this, deliver content 
along media channels that are most 
likely to reach your prospective buyers. 

This could include actively engaging 
in popular business or ‘mumpreneur’ 
forums with advice or tips or creating 
a knowledge sharing blog about your 
direct selling business. 

Meanwhile, interviews with the 
local press on subjects such as how 
you have transformed your hobby 
into a successful business are a great 
way of raising your profile in the local 
community.
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R E I N V E N T  Y O U R S E L F
Everything is possible, if you plan to achieve 
it one step at a time, Chris Day says

It was Napoleon who was 
credited with first describing 
Britain as a nation of 
shopkeepers, which at the time 

caused great offence.  
However, Barry O’Meara, who was 

Napoleon’s physician during his exile 
in St Helena, later wrote that, far from 
being disparaging about Britain, what 
he actually meant was that Britain 
grew its riches from commerce and 
the efforts of merchants, rather than 
mining gold or diamonds. He meant it 
as a compliment.

REINVENTING OURSELVES
Today we have lost many of the ‘open 
all hours’ shops that used to be on 
every other street corner. We have 
even lost many of the household name 
shops that used to be on our high 
streets. But one thing we Brits can 
always be relied upon to do is change 
with the times and reinvent ourselves 
to make the most of every new 
opportunity that comes our way. 

And this is what is happening right 
now. Instead of shopkeepers, we have 
become a nation of entrepreneurs, 
which is far more exciting. 

The world of work is in a state of 
change. Increasingly, instead of hiring 
staff to perform specific tasks, many 
businesses now outsource them to 
contractors or freelancers. Indeed, 
many seemingly large businesses 
have a surprisingly small core 
team, with almost everything being 
outsourced. 

Coming into the job market, few 
people have any expectation that they 
will have a job for life and are resigned 
to the fact they will go from employer 
to employer as opportunities arise. 
There is no longer a stigma about 

WE HAVE BECOME 
A NATION OF 
ENTREPRENEURS, 
WHICH IS FAR  
MORE EXCITING”

losing a job, but there is a stigma 
about not doing anything about it. 

Many people are using this new 
dynamic strategically and instead of 
taking any job that comes along just 
because it’s there, they’re looking for 
opportunities that will help them 
develop a wider range of skills and 
experience. We are seeing the birth 
of the portfolio career.  The more 
skills you can develop, the wider you 
are able to cast your net for the next 
opportunity. 

BIG PICTURE
If you step back and look at the big 
picture of your future career, what 
would be your perfect job? Don’t 
worry that it might be out of reach 
at the moment. If you have a clear 
picture of what you want to be, all you 

need to do is identify the steps along 
the way that could make it possible.

Do a skills and experience audit 
on your perfect job - or, indeed, 
business opportunity. What do you 
have to achieve to make you the 
perfect person for your perfect job? 
Once you know that, you can plot 
the steps you need to take to get 
there.

It might be that a job may come 
up that would enable you to learn 
one of those skills. The job might not 
be what you ultimately want, but it 
could be a stepping stone towards 
building your skills portfolio.  

Having gained the skills and 
experience you need, make sure 
your next move will give you one 
of the additional skills you have 
identified for your perfect job in 
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the future. Keep building your portfolio 
and add value to yourself each step of 
the way.

This process also applies if your 
dream is to go into business for yourself. 
Having your own business requires a 
new range of skills. The first step is to 
know what they are. 

LESSONS LEARNED
It’s a fact of life that ‘we don’t know what 
we don’t know’. Before embarking on 
anything, talk to people who have been 
on the journey ahead of you and find out 
what they wished they had known when 
they first started out. A great way to 
learn is from the mistakes others made 
when they were in your position. 

Discover the skills they found they 
needed and add them to the wish list in 
your portfolio. Having identified them, 
the universe has a wonderful way of 
bringing those opportunities to you.  

It’s just like when you buy a new 
car. All of a sudden you see that model 
everywhere. Of course, they were there 
before, but your subconscious mind 
didn’t know you were interested in 
them. It does now.

The same goes for those opportunities 
you need to be able to grow your skills 
and ultimately achieve your perfect 
opportunity. If you know what you’re 
looking for, it will present itself to you. 

If you have seen the film The 
Secret, you will know what I mean. 
If you haven’t, Google it. It’s known 
as the law of attraction and, far from 
being a bit of wishful thinking, it’s a 
way of tapping into the power of your 
subconscious mind to achieve your 
goals. And it works.

There’s nothing you can’t achieve, 
no opportunity too big and no task 
that is beyond you. Everything is 
possible if you plan to achieve it, one 
step at a time.  

You may think your perfect job or 
business is out of reach, but that’s 
only because you don’t have a plan 
to become the perfect person for it. 
So whatever you dream is, now’s the 
time to act. You can achieve it, one 
small step at a time.
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P R E S T I G E  PA W N B R O K E R
Meet the highflying entrepreneur who 
people said would never amount to anything. 
Linda Whitney reports.

James Constantinou was 
unemployable. Perhaps that’s 
why he went on to found 
an upmarket pawnbroking 

business that dispelled the shame of 
pawning belongings to the extent that 
its customers were happy to appear on 
television’s Posh Pawn.

“I was expelled from school at 15,” 
says James, now the managing director 
of Prestige Pawnbrokers. “It wasn’t a 

problem for me, though perhaps it was 
for my parents. I always had trouble 
accepting authority. It was clear to me 
by age 13 that I would not be able to 
work for anyone else for long.”

JOB REJECTIONS
Sent to interviews for tyre fitting and 
shelf stacking jobs, he ensured he 
was rejected: “I did get a job once at a 
warehouse, but after an hour decided I 

didn’t want it. I didn’t like to resign, so I 
asked to go to the toilet, climbed out of the 
back window, went home and watched 
Neighbours. I was unemployable. People 
said I’d never amount to anything.”

The future looked bleak for the boy 
who started life in an East End council 
house, even though his family later made 
enough money to move to a posh part of 
Surrey. But then something unexpected 
happened. 
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James explains: “I had £350 in the 
bank that I’d saved up from birthdays. 
I planned to travel with it, but I saw a 
classic car I liked. I bought it, spruced 
it up and sold it for three times what 
I paid. 

“It gave me a buzz like never before. 
I realised I could make a profit from 
buying and selling - all by myself and 
with no guidance from anyone.”

He was soon buying and selling cars 
for a living: “I made enough to keep 
myself and take three month holidays 
abroad. Working for myself, always in 
the driving seat - it was a great feeling.”

By 30 James had started investing 
in property: “I applied the same 
principles I used for trading cars. I 
bought a repossessed flat at auction 
for £30,000, did it up and sold it at a 
profit.” 

Soon he was buying and selling 
properties, had a rental portfolio and 
got into property development. Then 
along came the crash of 2008. James 
sold up just in time and was looking for 
a new investment opportunity.

READY MONEY
“I knew a lot of people who had lost 
well paid City jobs,” James says. “They 
had no money, but plenty of valuable 
assets. I knew about classic cars and 
furniture and my family knew about 
antiques and wine, so I thought a 
pawnbroking business would be a way 
to provide asset rich people with ready 
money.”

The business opened in 2009 in 
Weybridge, one of the most well 
heeled towns in the UK, where even a 
terraced house costs over £500,000. 
The idea of a posh pawnbrokers caught 
the popular imagination and soon 
Prestige Pawnbrokers was featured on 
television and in daily newspapers. 

But surely the rich would be 
ashamed to be seen going into a 
pawnbroker’s shop? It seems not. 

“Once the word got out about the 
kind of things people could bring in - 
designer handbags, jewellery, top end 
watches, classic cars and lots more 
- the old Dickensian stigma attached 
to pawning their belongings seemed to 
disappear,” James says. “It no longer 
seemed to matter to people.”

Channel Four got in touch and 
made a documentary. A regular 
series followed, in which deals were 
discussed on a hovercraft used in a 

Bond film, a Lamborghini Gallardo 
Spyder, a yellow submarine, several 
yachts, a guitar signed by Oasis, a 
World War Two biplane, a helicopter 
and a back garden railway. The show 
has now run for five series.

Dealing with clients in this 
business is a delicate matter. Many 
people think an item is worth what 
they paid for it or what it’s insured 
for - but that’s not the case when you 
want to pawn it. 

“People think if a diamond ring is 
in a shop window for £2,000, that is 
what we will lend on it,” James says. 
“But its actual value to us is what we 
could sell it for at auction, if they fail 
to redeem it. So on a £2,000 ring, we 
might lend £1,200.”

Explaining that a person’s 
treasured item - which may also have 
sentimental value - is worth less 
than they think takes care and tact 
if they’re not to be frightened off or 
insulted. 

“It’s hard to do, especially on the 
phone,” James says. “You have to take 

your time and explain things carefully. 
If not done well, it can be a negative 
experience for the potential customer 
and you must ensure it isn’t.”

It’s a skill he learned from 
experience - as is detecting fakes: 
“You develop a feel for what is genuine 
by simply being around these assets 
and their owners. Now I can spot if 
something, or someone, is not quite 
right from an early stage. I have 
detected frauds.”

GROWING THE BRAND
Prestige Pawnbrokers is now 
expanding. As well as the original 
Weybridge shop, there are now 
others in Richmond, Hatton Garden 
and, most recently, Manchester. In 
addition, the Prestige Pawnbrokers 
website boasts an online shop offering 
all kinds of luxuries.

“In the next five years we want to 
export the brand worldwide, so expect 
to see new locations opening up,” 
James says.

James has none of the qualifications 
now seen as almost essential for 
business success - no degree in 
business studies, MBA, accountancy 
qualifications or background in The 
City - just natural business nous. So 
what’s his recipe for success?

“You’ve got to be in it to win it,” 
James says. “To be a successful 
entrepreneur, you need to have a desire 
for gain that’s greater than your fear 
of loss. 

“It’s easy, especially when you’re 
first starting out, to be overcautious. 
Remember, there is a negative aspect 
to everything. If you look for that too 
hard, you will lose money.”

IT WAS CLEAR TO 
ME BY AGE 13 THAT 
I WOULD NOT BE 
ABLE TO WORK FOR 
ANYONE ELSE FOR 
LONG”
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T O P  O F  T H E  P O P S
Louise Ramsay explains the benefits of  
pop-up shops and how to get the best  
out of these short-term retail spaces

Pop-up shops have been 
springing up across the 
nation during much of 
the last decade. Originally 

promoted by TV retail guru Mary 
Portas as a way to repopulate the high 
street following the 2008 recession, 
they provide great opportunities 
for retailers to sell goods through 
temporary spaces.

In 2015 there were more than 
10,000 pop-up shops in the UK 
generating £2.3 billion in sales - 
around two thirds of these were 
estimated to be new ventures. 

However, the pop-up shop 
is no longer the preserve of 
small businesses and start-ups. 
Increasingly, big brands such as Nike 
and Gap are experimenting with 
them, while last August Tesco set up a 
pop-up wine bar in London’s Soho for 
two weeks. 

That the big boys are getting 
involved shows how effective a pop-
up shop can be, even if the downside 
means there’s more competition on 
the high street. But done right, a pop-
up shop can still be a useful tool in 
your business plan. Here’s why: 

TEST THE MARKET
A pop-up shop is a great way to find 
out if there’s a demand for your 
product or service. You might think 
your orange infused cheese is a 
sure-fire winner, but a pop-up shop 
can help you find out if people are 
prepared to stump up the cash for it. 

This is true if you’re an existing 
business launching a new line or a 
start-up. 

You can choose whether to opt 
for a day, a weekend or even a week 
to assess market reaction - without 

it costing the earth. It can also give 
you an idea as to whether permanent 
retail premises work for your business 
model or if you should stick to online. 

ENGAGE CUSTOMERS OFFLINE
While ecommerce is thriving, 
people still like to touch, feel and see 
products. A pop-up shop gives them an 
opportunity to do this. 

Even if your pop-up shop isn’t 
around for long, it’s a great way to 
drive people to the online arm of your 
business. Better still, webrooming is 
an increasingly popular way to shop, 
whereby shoppers browse online then 
buy in-store. Promoting your pop-up 
shop through your website could be a 
great way to clinch sales. 

GET IT BEFORE IT’S GONE
A pop-up shop is a fantastic way to 
create product urgency - you’re not 
going to be here long, so consumers 
better buy now before you shut up 
shop. 

Give your activities a boost by 
marketing your pop-up shop through 
leafleting in the area you’re setting up 
in and on social media. 

CONSIDER LOCATION
It’s important to be where your 
customers are. A pop-up shop is a 
great way to do this for a fraction of 
the long-term rental costs. 

For instance, if you’re selling to 
foodies, you could open up next to a 
food market. Likewise, if cut price 

IN 2015 THERE WERE 
MORE THAN 10,000 
POP-UP SHOPS IN THE 
UK GENERATING £2.3 
BILLION IN SALES”
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A pop-up shop aiming for a fast 
turnaround may not need a great deal of 
marketing and can rely on passing trade 
and leafleting on the day. But businesses 
using a pop-up shop to test the market 
will most likely have to invest to attract 
customers. 

If your marketing budget is small, 
you can drum up customers without 
spending huge amounts of money. Aim 
to access as many local networks as you 
can - start with family, friends, business 
associates and your wider social circle. 

You can also get in touch with your 
local chamber of commerce to see what 
marketing opportunities are available. 

Social media is a good way to promote 
your activities, as are local news 
websites. Try sending a press release 
that tells your story and explains why 
people will want to come to your shop. 

Putting up posters can also help 
generate interest.

Christmas decorations are your 
bag, you can set up shop on the main 
drag of the high street in December 
without having to commit to a long-
term lease. 

Make sure you do your market 
research first, though. Talk to people 
about what they’d like to see on their 
high street - does your business get 
the thumbs up? 

Don’t just stick to conventional 
locations, either. Pop-up shops can do 
well in the strangest places, including 
community halls, cellars and boats. 
You might even consider setting up 
in an existing business - for instance, 
selling men’s fashion in a barber’s 
shop. 

LEGAL OBLIGATIONS
Normally, the rental fees for a pop-up 
shop will include insurance and 
service charges. You shouldn’t be 
expected to pay towards expensive 
repairs to a building if you’re only 
there for a short period of time. 

Your obligation will most likely just 
be to return the premises in a neat and 
tidy condition. 

FINDING A POP-UP SHOP 
There are a number of websites that offer 
short-term retail spaces for rent, such as 
www.appearhere.co.uk and wearepopup.
com. In addition, spaces are often 
advertised on sites such as Gumtree. 

You could also approach existing shops 
to see if you can set up inside, contact 
property owners and approach estate 
agents. 

Make sure the premises are 
appropriate for your business. If you’re 
selling Christmas trees, what they look 
like won’t matter too much, but if you’re 
selling scented soaps, they will need to be 
clean and well lit. 

Ensure there’s good internet access if 
you want to use merchant services that 
are internet-based. Don’t forget to work 
out if you can use existing shop fittings or 
will need to supply your own - and factor 
this into your costs.

MARKETING MIX 
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In a competitive employment 
market, a sparkling up-to-date 
CV is essential to land that all 
important job interview. Coming 

to the rescue of job hunters everywhere 
is a growing army of home-based CV 
writers and advisers. It’s an area of self-
employment that appeals to those from 
all sorts of backgrounds, including 
former HR professionals to freelance 
writers looking to broaden the scope 
of their work – but as long as you can 
write punchy informative copy, are 
well organised, methodical and have a 
good eye for detail, it could be perfect 
for you.

WHAT DOES A CV WRITING 
BUSINESS INVOLVE DOING?
It can involve jotting down a few notes 
from a client about what experience 

HOW TO START A CV 
WRITING BUSINESS 

FROM HOME
To start up a CV writing business all you  
really need is a computer, a phone line  
and a good website to draw clients in

HOW TO… 
START YOUR
BUSINESS

they have and building it into an 
information packed document 
appropriate for the job they want 
to get, or just giving a client’s CV a 
quick proof read. However, in an 
increasingly digital world where 
online profiles are often the first port 
of call for future employers, getting 
to grips with someone’s Linked In 
account now offers another string to a 
CV writer’s bow. 

WHAT EQUIPMENT DO I NEED?
To start up a CV writing business 
working from home all you really 
need is a computer, a phone line and 
a good website to draw clients in. 
You’ll also need broadband and a quiet 
place to work away from any potential 
interruptions from your family and 
other animals.



MAKING MONEY    101

HOW DO I GET WORK?
There are firms which specialise in CV 
writing which offer work to freelance 
writers – get in touch with your CV 
- there’s no better calling card in this 
business. You can also set up your own 
website and promote it through social 
media to attract clients. Contacting 
recruitment agencies and advertising 
on recruitment sites will also help you 
to make contact with potential clients. 
If you have skills relevant to any 
particular profession, make yourself 
known on the appropriate forums so 
that people know who you are and 
how you can help. A cracking website 
promoting your work is also going to 
help a lot.

HOW MUCH WILL I MAKE?
As the amount of work you might have 
to do will vary so much, how much 
you make will vary. Expect however to 
start charging around £45 for brushing 
up a basic CV and anything up to £400 
for a full package including a covering 
job application letter, updated Linked 
In profile and a full CV. You can also 
charge more for different services, 
which include turning work around 
quickly and creating an alternative 
version of an already updated CV to 
apply for a different job. 

TAX
Your business will best suit the 
self-employed sole trader model, so 
you’ll need to keep details of all your 
outgoing and incomings, and submit 
an annual tax return to HMRC.

HOW TO START 
A HOME-BASED 
VIRTUAL OFFICE 

ASSISTANT 
BUSINESS

If you’re an experienced secretary or have worked 
in administration, this could be an ideal opportunity

Once upon a time, the office PA was 
the heart of the office. No more. As 
businesses increasingly streamline 
to cut costs and technology allows for 

ever better remote communication, virtual office 
assistants are becoming the norm. So if you’re 
an experienced secretary or have worked in 
administration, this could be an ideal opportunity 
to become self-employed and run your own 
business.

WHAT DOES WORK AS A VIRTUAL 
ASSISTANT INVOLVE?
A virtual assistant will carry out a wide range of 
tasks which might just be answering the phone 
or sending emails, to bookkeeping and business 
planning. If you are specialised in an areas, you 
can charge more. For instance, if you’ve worked in 
marketing and are expert in Microsoft Publisher, 
you can advertise yourself as a specialist in 
marketing and desktop publishing. Indeed, being 
a specialist is the best way to drum up work – so 
use what you’ve got.

WHAT SKILLS DO I NEED?
You certainly need to be a bit of a computer whiz. 
Not just so you can do the work, but without 
an IT department on call, you’ll need to know 
how to sort things out if technology goes awry. 
Beyond that the skills are those of any real PA 
– so knowledge of programmes such as Excel, 
Word and Microsoft, a good telephone manner, 
excellent organisational skills, and an ability to 
type quickly and accurately.

WHAT EQUIPMENT DO I NEED?
To start up as a virtual assistant working from 
home all you really need is a computer, a phone 
line and a professional website to draw clients in. 
You’ll also need good broadband and a quiet place 
to work so you can concentrate on what you’re 
doing and not be interrupted during phone calls 
by family members.

HOW DO I GET WORK AS A VIRTUAL PA?
The first step is to sign up to a decent agency such 
as www.virtualassistantjobs.com where you can 
register for free. If anyone wants to charge you to 
go onto their books, steer clear. Likewise, if you 
find an agency which claims you’ll make £1,000s 
a week, run for the hills. If it was that easy to 
make money, everyone would be doing it – and 
they’re not. The Society of Virtual Assistants is 
also packed with tips on how to become a virtual 
assistant and also offers opportunities to find 
work. Face to face networking through your local 
chamber of commerce is also a good bet, as is 
using social media to promote your website and 
services. 

HOW MUCH WILL I MAKE?
Typically, you can charge between £15 – £25 per 
hour for routine administration work done by 
phone or email. The more skills you have, the 
more you can make. Things like book-keeping, 
web-management and copy-editing are great 
ways to increase your appeal to prospective 
clients. 

TAX
As a self-employed sole trader you’ll need to keep 
a record of all your outgoings and incomings, and 
submit an annual tax return to HMRC.
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HOW TO START A DRY 
CLEANING BUSINESS

It can be a really a good way to make  
a living if you have what it takes

A dry cleaning business might 
not be the money spinner 
it was decades ago, but it 
can still generate a pretty 

good income. The fact is people get less 
clothes dry cleaned than they used to. 

More affordable clothing has meant 
that whereas we might have once 
owned a few expensive, well-made 
garments that lasted for years, now the 
trend is to buy lots of cheaper clothes, 
which we discard or forget about rather 
than look after to wear again. People do 
however still get clothes dry cleaned – 
and quite a lot. Consumer spending on 
dry cleaning clothes may have dropped 
through the recession, but it’s now back 
up to 2009 levels at a £billion annual 
spend.

At a basic level, dry cleaning has 
traditionally worked by cleaning fabrics 
using solvents rather than water, thus 
retaining the shape and structure 
of the clothes. However, improving 
technology means that there are now a 
number of different ways to dry clean 
clothes, including one which even uses 
water. The industry is also far more 
aware of health and environmental 
concerns – and there are whole systems 
which use ‘green’ chemicals. 

OPTIONS
There are three types of dry cleaners: 
high street cleaners, which use a third 
party to do the cleaning and just look 
after customers; high street cleaners, 
who do their own cleaning on-site; 
and industrial cleaners, who take 
in cleaning on contract from other 
businesses, including high street stores. 

The big supermarkets have also now 
started to offer dry cleaning services 
- tapping into customers’ needs to 
be able to drop off and pick up their 
garments easily. Some have their own 
dry cleaning or concessionary units 
while others pass on items to a local dry 
cleaning specialist. 

The upfront costs of setting up as 
independent dry cleaner depend on 
the kind of business you want to run, 
including its size. There are various 
makes and models of dry cleaning 
machines, but all work in pretty 
much the same way. However, as with 
anything, some are better that others 
and this is reflected in their price. 

Depending on whether you buy 
an existing business or set up from 
scratch, you will need to factor in these 
costs and work out whether you want 
to buy first or second hand machines. If 
you buy second hand or into an existing 
business, it’s important to know how 
old the machines are and how well 
they’ve been serviced. Apart from this 
affecting how long they will last, it’s 
also important that they comply or 
can be adapted to comply with current 
environmental and health and safety 
regulations. 

It takes hard work to make a dry 
cleaning business work, but the profits 

can be good. Doing well might mean 
including other services such as shoe 
repairs or key cutting, or opening for 
long hours with competitive pricing. 
For instance, it’s important to be open 
on Saturdays, as that is the day people 
are most likely to want to drop off and 
pick up their clothes. 

TRADE ORGANISATIONS
Joining a trade association such as 
the Textile Services Association is 
an excellent way to keep up to date 
with the latest developments in the 
industry. Trade journals, such as 
Laundry and Cleaning Today and 
Laundry and Cleaning News, are also 
packed with information. Visiting 
trade shows, where you’ll get to 
meet machine manufacturers and 
suppliers, will also give you lots of 
face-to-face contact with people who 
know all about the business. Visit the 
Exhibitions UK website to find a trade 
show near you. 
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H E L P I N G  H A N D S
There are five proven ways start-ups can find 
the right professional advisers, Carl Reader says

Every new business owner is 
worried about striking out 
on their own, while even 
old hands tend to rely on a 

team of trusted advisers to help them 
maintain and grow their businesses. 

While the needs for each business 
might be different, very broadly, 
businesses need to have at least 
the following in their team - an 
accountant, a lawyer and a bank 
manager. 

Depending on your skill set, there 
may be some other consultants 
that could help you, providing skills 
in areas such as marketing, PR, 
technology and sales. You might also 
find a business coach beneficial.

Sometimes, the worst kind 
of advice is free advice, so it’s 
worth making sure your adviser 
is competent. Most will offer a 

free consultation, which is a great 
opportunity to gauge whether they’re 
right for you. You need to know that 
you like, trust and respect them, 
otherwise the relationship is doomed 
from the outset. 

While technical competence is 
easy to find, finding someone who 
can be a star player for your team is 
a little more tricky. However, there 
are a number of ways of finding 
professional advisers for your 
business:

WORD OF MOUTH 
Being a professional advisor myself, 
this tends to be the most common 
route for new clients to find advisers 
throughout my industry. 

Speak to successful business 
owners you know and trust for an 
honest opinion of their advisers. 
If they’re keen advocates of 
their advisory team, ask for a 
recommendation. If they’re already in 
your industry, this recommendation is 
even more valuable for you. 

LOCAL NETWORKING GROUPS 
Most towns have a variety of local 
networking groups that you can 
attend in order to meet business 
owners and professional advisers. 

This is a good way to meet the 
individuals before discussing 
business. But be wary of those who 
attempt to sell at the first meeting 
during the coffee break. 

INDUSTRY  
NETWORKING GROUPS
It’s possible your industry has a 
networking group within it, whether a 
trade association or just a network set 
up by individuals within the sector. 

If you find an industry group, 
be sure to attend and find out a 
little more about the advisers who 
specialise in your field. 

LOOKING ONLINE 
Generally, advisers who advertise 
on generic pay-per-click keywords 
via Google are aiming at a volume 
of clients and might not give you 
the necessary service you require 
as a start-up. 

However, the online business 
community is strong and by 
entering some of the business 
forums and social media sites you 
will undoubtedly get to know some 
advisors through this route. 

Be conscious that any adviser 
can make their firm look bigger 
than it is online, in the same way 
some people promote a perfect life 
on Facebook. So be sure to do your 
research. 

PROFESSIONAL 
ASSOCIATIONS
Most professional associations 
or institutes have a list of their 
members, which is available either 
on their website or by post.

SPEAK TO SUCCESSFUL 
BUSINESS OWNERS 
YOU KNOW AND TRUST 
FOR AN HONEST 
OPINION OF THEIR 
ADVISERS”
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I S  S I Z E  I M P O R T A N T ?
Should small businesses strive to appear bigger 
than they are? Dave Howell investigates

The fact 99 per cent of 
companies in the UK are 
classified as small - with a 
fifth employing between one 

and nine people - illustrates how the 
business landscape now consists of 
millions of micro, small and medium-
sized enterprise covering every 
imaginable sector. 

Often, start-ups have no intention 
of ever growing beyond their current 
size. According to the Institute of 

Chartered Accountants in England 
and Wales, there could be excellent 
reasons for this. 

A sole trader might prefer to 
contract their services to larger 
organisations than to add an 
employee and complicate their own 
arrangements, for example. Or a 
small, family owned and run factory 
might be kept to a size the owners are 
comfortable with to avoid diluting 
control.

SECOND AGE OF SMALL
The Royal Society for the 
encouragement of Arts, Manufactures 
and Commerce describes the trend 
towards even more micro businesses as 
the ‘second age of small’. 

Kevin McLoughlin, director of 
procurement at energy supplier Opus 
Energy, says: “Small businesses are able 
to be far more flexible in their ability to 
respond to individual customers and 
provide bespoke services. The key is to 
promote these strengths, if they’re not 
doing so already. 

“Without the restrictions of having 
to mobilise a larger workforce and 
supply chain, small and medium-sized 
enterprises are in a much stronger 
position than their larger competitors 
to utilise individuality as a trend 
in order to offer shoppers a unique 
shopping experience.

“Unique differentiation and quality 
are where small, agile businesses 
are more likely to be able to compete 
with established traditional or online 
brands, as opposed to price.”

Consumers often prefer to buy 
from smaller enterprises over bigger 
companies. Artisan businesses, it 
seems, are finding a ready and waiting 
audience for their goods and services.

RETAIL SECTOR
On the high street, pop-up shops 
have continued to grow in popularity. 
Research by mobile network operator 
EE and the Centre for Economics and 
Business Research revealed the pop-up 
retail sector generated over £2.3 billion 
in turnover over the past 12 months - 
equivalent to 0.76 per cent of total UK 
retail turnover - with nearly half of 
all consumers visiting a pop-up shop 
during the last year.

Technology has enabled smaller 
businesses to compete with their larger cousins
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Diversity and the agility of this kind 
of retail environment is illustrating 
that even the smallest enterprise can 
offer goods and services no large chain 
store can hope to match. 

Increasingly, the level of 
personalised service on offer is 
being actively sought by consumers. 
For small business owners in this 
environment, staying small is their 
unique selling point and should be 
cultivated where possible.

Royston Guest, author of Built To 
Grow, believes size doesn’t matter, 
but you do need to focus on your 
business strengths: “In my opinion, 
you shouldn’t try and be something 
you’re not. Instead, focus on building a 
credible brand, creating a compelling 
value proposition that fulfils a need or 
gap in the market and deliver above 
and beyond through an outstanding 
customer experience. 

“In the process of doing these things 
right, you might come across as being 
a bigger business than people initially 
thought, but that is the by-product of 
focusing in the right areas and doing 
the right things.”

Technology has enabled smaller 
businesses to compete with their 
larger cousins. In these cases, 
customer service and logistics are the 
keys to success. 

Smaller enterprises may not have 
the buying power of corporations, 
but they can offer niche services 

consumers are willing to pay a 
premium for. Staying small and nimble 
becomes one of the characteristics 
that marks your business as different 
from the rest. The thousands of 
craft-based businesses that thrive on 
Etsy, for instance, are testament to the 
commercial success of this approach.

DIRECT APPROACH
Having the ability to speak directly to 
customers is proving highly effective 
for small businesses. Where larger 
organisations have struggled to get to 
grips with social media, this landscape 
has become the native habitat of the 
small business.

Michelle Hutton, chief operating 
officer at marketing specialist 
Edelman, says: “In a world where 
the least trusting segments of the 
population are the most influential 
in terms of purchase decisions, 
the implications for marketers are 
significant.

“Now more than ever, marketers 
need to find new ways to earn both 
attention and the right to be a part of 
conversations online and off.”

Ed Silk, strategy director at 
brand and packaging design agency 
Bulletproof, says we’re no longer a 
demographic of pigeonholed ‘types’ 
and no longer respond to brands’ 
scattergun approach to engagement. 

“In a noisy on and offline world, 
we crave affirmation, a share of voice 

and yearn for acknowledgement and 
recognition as individuals with unique 
idiosyncrasies and quirks,” he adds. 
“Ergo, today’s audience want curated 
content, projects and products that are 
tailored or tailorable to these specific, 
nuanced needs.”

STAY TRUE
If you plan to start your own business 
or are currently running one, and if 
your ambitions don’t include building a 
huge commercial empire, don’t worry.

Chieu Cao, co-founder of employee 
benefits business Perkbox, says: “The 
future of commerce is the age of small. 
Social media and social selling requires 
small businesses to constantly provide 
fresh ideas about their products and 
services, yet stay true to who they are. 

“That authenticity and genuine 
brand personality is something that 
resonates with today’s consumers. 
There is now even greater respect 
for transparency and provenance 
and a love for embracing small 
underdog brands. In this respect, small 
businesses can truly start to own this 
space.”

Small business owners have for 
years thought they needed to compete 
with the larger companies in their 
sector. As attitudes have changed, 
small can be a major differentiator 
when consumers decide which 
business to buy their goods and 
services from.

CONSUMERS OFTEN 
PREFER TO BUY 
FROM SMALLER 
ENTERPRISES OVER 
BIGGER COMPANIES”
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C Y B E R  T H R E A T S
What are the cyber threats out there and how 
can they affect your business? Paul Rigby 
discusses each of the top threats in turn and 
provides help for each

A s technology evolves 
and allows you greater 
freedoms in terms of 
hardware, software and 

storage, those same freedoms create 
doors and loop-holes through which 
unscrupulous individuals can attack 
your business interests. What can you 
do about it? 

Let’s begin with the obvious. I 
don’t know how many times I’ve 
talked about this in a gamut of related 
security features but, while I still hear 
of companies succumbing to and 
being harmed by the things, it bears 
repetition: protect yourself against 
viruses, spyware and other malicious 
code.

Make sure each of your 
business’s computers are equipped 
with antivirus software and 
antispyware and are all updated 
regularly. Such software is readily 
available online from a variety of 
companies. All software outfits 
regularly provide patches and updates 
to their products to correct security 
problems and improve functionality. 

EMAIL IS A POSTCARD, 
NOT A SEALED 
ENVELOPE”

In each software package, there will be 
an option to configure all software to 
install updates automatically. Do it.

The other big issue is to fully secure 
your networks. That is, safeguard your 
Internet connection by using a firewall 
and encryption. If you have a Wi-Fi 
network, make sure it is secure and 
hidden. To hide your Wi-Fi network, 
enter the router’s set-up software 
(if you don’t know how to do this, 
contact the supplier immediately) 
and set up your wireless access point 
or router so it does not broadcast the 
network name, known as the Service 
Set Identifier (SSID). Also, password 
protect access to the router.

PEOPLE
It’s all very well buying in the software 
and the hardware to protect your 
business but what about the people 
in it? Establish security practices 
and policies to protect sensitive 
information. That is, establish 
policies on how employees should 
handle and protect personally 
identifiable information and other 

sensitive data. Then clearly outline 
the consequences of violating your 
business’s cybersecurity policies. Such 
a violation can be the ruination of your 
entire business. Think carefully about 
this one.

To go hand in hand with the above 
is to educate your employees about 
cyberthreats and then, once you have 
done that, hold them accountable. 
What I mean by that is to educate 
your employees about online threats 
and how to protect your business’s 
data, including the safe use of social 
networking sites. Depending on the 
nature of your business, employees 
might be introducing competitors 
to sensitive details about your firm’s 
internal business. Employees should 
be informed about how to post online 
in a way that does not reveal any trade 
secrets to the public or competing 
businesses. An ignorant employee is a 
dangerous employee. Hold employees 
accountable to the business’s Internet 
security policies and procedures.

Force your employees to adopt 
a high standard of security. That 
is, require employees to use strong 
passwords and to change them often. 
Consider implementing multi-factor 
authentication that requires additional 
information beyond a password to gain 
entry. That means that, when you enter 
an app, for example, you don’t just enter 
a password but you then enter a data 
code that is also sent to your phone 
and also needs to be entered. Hence, a 
baddie can steal your password but, to 
enter this particular app, they would 
also need to steal your phone too. 

Check with any supplier that 
handles sensitive data, especially 
financial institutions, to see if they 
offer multi-factor authentication for 

Educate your employees about online threats 
and how to protect your business’s data
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your account. Employ best practices 
on payment cards. So work with your 
banks or card suppliers to ensure the 
most trusted and validated tools and 
anti-fraud services are being used. 
You may also have additional security 
obligations related to agreements with 
your bank. Isolate payment systems 
from other, less secure programs and do 
not use the same computer to process 
payments and surf the Internet. 

BACK-UPS
Next? Make backup copies of important 
business data and information on all 
computers. Critical data includes word 
processing documents, electronic 
spreadsheets, databases, financial files, 
human resources files and accounts 
receivable/payable files. Backup data 
automatically if possible or at least 
weekly and store the copies either 
offsite or on the cloud. On the other 
side of the coin, if the cloud is your 
principle mode of storage because of 
its convenience and ease of use then be 
sure to make physical back-up copies 
of the information on a regular basis. 
There’s two reasons for this. Firstly, 
don’t trust your supplier’s computers. 
Every computer, no matter how big 
or expensive it is, utilises a hard disk 
of some type. The only sure thing 
about a hard disk is that, eventually…
it…will…die. The second reason is the 
increasing threat of ransomware. That 
is, malicious software that grabs your 
precious data and promises to return it 
to you for a price. Be aware and back up 
regularly.

ACCESS
Control the physical access to 
computers and network components. 
That is, prevent access or use of 

business computers by unauthorised 
individuals. Laptops can be 
particularly easy targets for theft or 
can be lost, so lock them up when 
unattended. Make sure a separate user 
account is created for each employee 
and require strong passwords. 
Administrative privileges should only 
be given to trusted IT staff and key 
personnel.

Create a mobile device action plan. 
That is, mobile devices can create 
significant security and management 
challenges, especially if they hold 
confidential information or can access 
the corporate network. Require users 
to password protect their devices, 
encrypt their data, and install security 
apps to prevent criminals from 
stealing information while the phone 
is on public networks. Be sure to set 
reporting procedures for lost or stolen 
equipment.

Also protect all pages on your 
public-facing websites, not just the 
checkout and sign-up pages.

EMAIL
Onto email now. The first thing to do 
as a small business with email is think 
about what’s in it. If I’m going in to 
hack someone’s company information, 
their email often has all the material I 
might need. A lot people often are not 
thinking about what they’re leaving 
in there. Look at the relatively recent 
Sony hack. Many users were featuring 

sensitive information within their 
emails. Email is a postcard, not a 
sealed envelope. Keep that in mind.

Think too about the ability to 
control the data. It may be worth the 
money to use an encrypted email 
service with inbound filtering that 
reduces your attack threat. If you’ve 
left your credit card number in an 
email, the service would ask whether 
you really want to send that and then 
automatically encrypt not only the 
number but the entire email. As the 
industry advances, these services 
are becoming more reasonable and 
commonplace.

One big problem area occurs if 
and when an employee leaves or is 
fired, especially if their system access 
isn’t immediately terminated. Small 
businesses work with people they 
trust and a lot of people who come and 
go. Sometimes they don’t go under the 
happiest circumstances. If a former 
employee with a grudge still has 
access or even still has their multi-
factor authentication enabled, that’s 
a big insider security problem that’s 
painfully easy to address.

Finally, if you are hit by a cyber 
attack, report it to the police and 
the bank and any other authority 
that may be involved. They can help. 
Especially the banks who are often 
more than happy to reimburse you for 
lost funds while setting up their own 
investigation into the crime.
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F R E E ,  W I N  A N D  S A V E
These are the three magic words of marketing 
says industry specialist Paul Clapham

Free, win and save. These 
are the three magic words 
of marketing. Use them 
selectively and they can have 

a potent effect on your profitability. 
Sales promotion is the second 

most important marketing tool after 
advertising and, in independent 
retail operations, arguably the most 
important. The underlying principle 
of promotions is to add value to a 
purchase, to direct marketing spend 
exclusively towards buyers rather than 
browsers. A good advertising campaign 
will fill the shop; a good promotion will 
fill the till.

So apart from the overall aim of 
increased sales and profits, why 
promote? First is to sell off oversupply 
- classically the January sales. Second 
is to bring forward sales - buy now, 
limited offer. Third is to take custom 
from competitors. Fourth is to increase 
volume sales to achieve supplier 
bonuses - the motor industry is a case 
in point. 

Above all, promotions give the 
customer a reason to buy - to buy now 
and to buy from you.

The underlying reason promotions 
work is that people like them. Getting 
money off, a free gift or a chance to 
win something big and valuable makes 
them feel clever. They also work 
because they give you an added edge 
to close a sale and a tangible point of 
difference the customer can buy.

Let’s look at the nuts and bolts 
options:

FREE
There are a variety of ways of running 
free offers, but free extra with purchase 
is probably key. It’s pretty clear how a 
retailer can operate this himself. You 

decide, for example, to promote a 
particular product and then offer an 
associated low cost extra item.

The customer might have bought 
cheaper, but the total package is a good 
deal. You, meanwhile, have defended 
your margin by giving away an item 
that costs you significantly less than 
a discount to match someone else’s 
price. ‘Free’ closes the main sale.  

‘Free’ doesn’t have to be free 
right now. Servicing could be a case. 
You can offer free servicing for 12 
months or more. You’ll need some 
sort of voucher, but this is simple. The 
promotional cost to you may well be 
hidden in normal operating costs, plus 
some of those vouchers will never 
come back. 

Relevance is an important element 
in promotions, especially free offers. 

You can, however, look at lifestyle 
offers. A case here might be mobile 
phone vouchers, if you’re aiming at the 
18-25-year-old market. If the purchase 
is rich enough, go the whole hog and 
offer the phone itself.

Do you tell customers about all the 
things they get free from you all the 
time? Your expertise has value, as does 
your enthusiasm. Accessories, spares 
and servicing are part of ownership and 
you offer them.

WIN
In general, ‘Win’ is the weakest 
promotional format because we 
diffident Brits never expect to win and 
the cynical ones assume nobody gets a 
prize. It does, however, have two major 
advantages - it’s cheap and the cost is 
fixed.

A GOOD ADVERTISING 
CAMPAIGN WILL FILL 
THE SHOP; A GOOD 
PROMOTION WILL 
FILL THE TILL”
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Win promotions are either 
competitions or free draws. The former 
are based on skill and judgement and 
can be related to a purchase, while the 
latter are ‘name in a hat’, but cannot 
require a purchase. 

A proper, legal competition is the 
more complex to put together (entry 
forms and rules are required), but I 
think a free draw is valid for the small 
business.

You need to recognise what it can 
achieve - people through the door. That 
in itself is valid, but you can do a bit 

more. You can require them to try the 
promoted product to enter. 

What prize would you offer? It 
sounds silly - my product, you chump. 
I suggest not. That’s what you want 
everyone participating to buy. If they 
think they might win one, they could 
hold off buying. Go instead for a closely 
associated glitzy thing.

Note that a free draw for everyone 
who visits your shop has another 
benefit - it builds your database. By 
definition, they’re going to give you 
name and address to enter the draw. 
But you know they have an interest in 
your range and like promotions. Put 
that together and you’ve got a further 
business opportunity. 

SAVE
This is the one that causes grown men 
to cry in their beer because it means 
price cuts, doesn’t it? And price cuts 
make you feel like you’re working for 
nothing. 

If you match prices with major 
multiples, you’ll end up broke or a 
major multiple. Probably broke. But you 
can’t just ignore ‘save’ as a promotional 
tool because it’s hugely popular with 
customers. So approach it from a 
different angle.

Product bundling is a serious option 
to consider and one where you can 
match or even beat bigger competition. 

For example, for a cycle shop, cycle(s), 
clothing and accessories. This has a big 
ticket value, but it gives you room for 
manoeuvre and a genuine save offer. 

You can approach the higher end 
of the market in the same way with 
customisation. Multiples aren’t in this 
business, but you can be, within reason. 
Build in extras at the standard price 
where the margin makes the bundle 
work.

POINT OF SALE PRESENTATION
If you’re running a promotion, shout 
about it. Feature it in any adverts you 
run and on your website. Include it in 
any mailing to your database. Above all, 
make a real feature of it in-store.

Use large posters in the window and 
the body of the shop. That means A2 or 
bigger. These can be produced digitally 
at sensible prices and good quality. 

The message should be clear - this is 
no time for subtlety. The word free, win 
or save should fairly sing out. What the 
customer gets and what they have to do 
to get it should be instantly obvious. 

Show the promoted item and the 
offer with photographs. The clutter of 
terms and conditions can be left to: ‘See 
in-store for details’.

Include a snappy headline by all 
means, but don’t let your marketing 
creativity get in the way of the basic 
message.

Promotions have some weird legal restrictions, 
especially in the area of free draws and competitions. 
The rule of thumb is be specific. 

For free and save offers this is pretty 
straightforward. You must spell out the offer and 
any limitations and restrictions. Hence, name 
the promoted product(s) specifically, likewise the 
discount or free item on offer. Put an end date on the 
offer. Specify any age restrictions.   

For a free draw, you must say on all advertising 
materials: ‘No purchase necessary’, although you can 
say it pretty small. Again, specify the prize and state 
there’s no cash option, say when the draw closes 
and when the prize winner will be selected and apply 
limits to entrants (eg, over 18 years and only one 
entry per day). 

A competition is bounded by the restrictions of the 
Gaming and Lotteries Act 1974. You may require a 
purchase to enter - this could be any purchase or a 
specified item. As with a draw, you will have limits on 
time, who can enter and what the prize is. 

The competition must be based on skill and 
judgement, ie you ask some questions, which the 
winner has to get right. Then you need a tie breaker, 
eg how many gear changes would Joe Soap make on 
day one of the Tour de France. 

The answer to the tie breaker is not what he 
actually did, but what it would be in the opinion of a 
panel of expert judges (I said it was weird). Weirder 
still, those experts can be you and two cyclists you 
know. 

It’s this complexity that makes me suggest you 
avoid competitions.

You can all work out the cash-based structures of 
free product with purchase or money off. Here’s an 
idea that’s a bit sexier - the Notalottery

Many millions of people lose on one of the 
lotteries each week. Get them to bring their losing 
tickets in with their name filled in and use it as the 
entry to a free draw. 

Good of those nice Camelot people to provide you 
with a free promotional structure, isn’t it? The prize 
needn’t be big - this is about generating footfall and 
database entries.

LEGAL ISSUES
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M A K E  I T  E A S Y
Start-ups must offer a range of payment options 
to customers. Dave Howell looks at the key 
considerations

Anyone starting a new 
business needs to ensure 
they have the best payment 
methods available. Today, 

with the advent of the smartphone, 
payments are fragmenting across a 
variety of established players and new 
payment service providers.

The convenience of digital payment 
has enabled retailers such as Amazon 
to offer seamless transactions on 
the move, a trend that will continue 
over the next few years. Time poor 
consumers want fast and convenient 
shopping experiences, which includes 
multiple payment options.

CUSTOMER CHOICE
A recent report by Visa revealed 
that customers want a way to save 
purchasing preferences and be able 

to use options beyond traditional 
checkout, which often requires filling in 
numerous form fields. 

Historical desktop abandonment 
rates have remained around 70 per 
cent. These already high rates are 
even more elevated for mobile (86 per 
cent on smartphones and 77 per cent 
on tablets) because of the challenge 
of filling out form fields on smaller 
screens. Clearly, online retailers have 
more work to do to get customers 
through the purchase process.

Contactless payments have done 
more to advance the cashless society 
than any other technology. Focusing 
on September 2016 alone, contactless 
payments increased by 166 per cent 
over the year, equating to £2.4 billion. 

Richard Koch, head of policy at 
The UK Cards Association, says: 

“Consumer adoption of contactless 
continues apace, with the number of 
contactless payments jumping by a 
tenth in just one month. At over £2 
billion, contactless spending in July 
2016 was more than three times higher 
than the same period in 2015.”

According to David Midgley, head 
of operations at Total Processing, 
the payment gateway and merchant 
services provider, cashless payments 
have overtaken the use of cash for the 
first time. 

He adds: “As mobile moves from 
being a peripheral to a principal 
channel for online shopping, brands 
will respond by targeting their strategy 
more directly to mobile users. So 
whatever solution is chosen, you need 
to make sure it has the adaptability for 
mobile payments. 

“Don’t scrimp on the security of 
the solution, though. Securing the 
customer’s personal and financial 
information is of paramount 
importance and will also go a long way 
to building a good reputation for your 
new business.”

ONLINE AND  
OFFLINE OPTIONS
Which payment options you offer 
customers will largely depend on how 
you have structured your store and 
whether you need integrated online and 
offline payment processing. 

High street stores usually require a 
merchant account to process standard 
debit and credit card payments, as well 
as the burgeoning number of digital 
payment options, such as Apple Pay.

Online only stores will most likely 
have payment systems built into 
whichever platform they are built upon. 
The vendors of these services have 
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worked hard over the years to forge 
secure links with the main payment 
providers. 

What this means in practice 
is that, if you choose services 
such as WooCommerce, Shopify, 
BigCommerce or Wix, they will come 
with integrated payment options. But 
check you’re happy with them and that 
your bank can accept payments into 
your account.

“Online traders especially must 
research the most common and popular 
payment methods in their target 
markets and offer these to customers,” 
Ralf Ohlhausen, business development 
director at PPRO Group, says. 

“It’s not enough to just offer credit 
card payments. Countries in Europe 
and other regions all have their own 
preferred ways of paying, whether it be 
iDEAL in the Netherlands, online bank 
transfers in Germany or SEPA direct 
debit in the euro zone.

MIXED AWARENESS
Consumers’ awareness of the range 
of payment options now available can 
be mixed, which provides a dilemma 
for start-ups. The established debit 
and credit card payment providers 
should be offered, along with services 
such as PayPal and Worldpay, which 
have become recognised and trusted 
payment channels.

VocaLink’s report into the millennial 
group of consumers found awareness 
of most mobile payment platforms is 
significantly higher in the UK than in 
other European countries. 

Apple Pay, for example, is recognised 
by 84 per cent of Brits, while in Italy, 
where it’s the next most well known, 
the figure is just 42 per cent. The most 
notable exception is Samsung Pay, 
where the gap in brand awareness is 
just four per cent  - UK 40 per cent 
awareness, Italy 36 per cent.

The key is to look closely at the 
behaviour of your customers. What 
payment options do they want? 
Integrated payment systems are easy 
to set up and will comply with standard 
security protocols such as PCI and 3D 
Secure, so it’s a matter of matching the 

payment systems to your customers’ 
need. 

These will, of course, evolve over 
time, so look for payment providers 
that are flexible enough to allow the 
addition of the inevitable new payment 
systems that will come along.

Today it’s possible to build a hybrid 
payment system for your business. Off 
the shelf ecommerce platforms can 
get your business started, but if new 
payment trends begin to appear, don’t 
be afraid to add these payment methods 
to your business. 

Niche businesses may need niche 
payment options, especially where 
mobile commerce is concerned. And 
don’t dismiss incumbent payment 
methods - the humble cheque is still 
popular.

There are a number of steps you can take to ensure you choose the right 
payment options for your business:

  Profile your customers. Find out which payment options they like 
to use. This is vital, especially when choosing hosted ecommerce 
applications, as they will have a number of built-in payment options. Do 
they support your customers’ preferred payment methods?

  Integrate online and offline. If your business has a physical and 
digital presence, look for payment services that can be integrated. Your 
customers will want to use specific payment methods when they are in 
your store or online. They need to offer a seamless transition between 
both retail spaces.

  Watch the costs. Running all your payment systems come at a cost. 
Look closely at what the service providers are charging for each payment 
system you want to use. These charges can quickly mount up, so ensure 
you fully understand the fee structures.

  Ecommerce systems. If you want to use one of the many ecommerce 
systems, such as Shopify, assess which payment options are built in and 
whether you can add other payment systems at a later date.

TOP TIPS
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Trevor Johnson outlines the start-ups that have 
the greatest chance of success this year

Looking to start a business this 
year? Despite Brexit and the 
current financial uncertainty, 
there’s never been more 

interest in going it alone. And according 
to estimates from the Department for 
Business, Innovation & Skills, over half 
a million start-ups will be launched 
during 2017, each one hoping to turn a 
dream into reality.

What are the hottest sectors and 
business ideas that are evolving at a 
rapid rate and have the most potential 

for budding entrepreneurs? According 
to leading research groups such as 
Mintel, Euromonitor and IDC, while 
online and computer technology 
are still where the big bucks are, 
indications are that the domestic 
market could be the one to go for this 
year.

“Financial uncertainty lowers 
consumers’ horizons,” is how 
economics analyst Gordon Lang of the 
Manchester Business School puts it. 
“The trend is moving away from luxury 

and towards essentials such as food, 
fitness, safety and anything that’s 
perceived as proven value for money.”

So here are some of the start-ups 
reckoned by the experts to have the 
best chances of success in the coming 
year: 

HEALTH AND WELLBEING

  Fitness technology is currently 
the fastest growing part of a massive 
digital health market. And while there 
are big players like Garmin and Strava, 
the industry believes there’s plenty of 
room for anyone with innovative ideas.

The current craze for tracking 
exercise, heart rate monitoring and 
wearable tech has resulted in a UK 
market currently worth over £2 billion 
a year and growing.

If you have the know-how to develop 
an app and an in-depth knowledge of 
fitness trends, this could be the one 
for you. A typical start-up success 
story is Racefully, a social running app 
that enables users to run, train and 
race with each other, run by celebrity 
personal trainer Matt Roberts.

  Protein products - from snack bars 
to drinks supplements - are now part 
of a fast growing UK market currently 
worth nearly £400 million a year. 

Marketeers say it’s the perfect time 
to get in on the boom, particularly 
providing protein rich products for the 
“ordinary person” to boost health and 
support exercise routines.

Currently, the sector with the most 
start-up potential is probably protein 
shakes, milkshakes and high protein 
drinks. Experts warn there has been 
medical criticism of some high protein 
products and anything new needs 
rigorous testing and extensive market 
research.
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A successful UK newcomer is 
Wheyhey, maker of what’s claimed to 
be the world’s first protein ice cream 
and now supplying major health food 
chains. Richard Branson serves it on 
his Caribbean island.

  ‘Free from’ foods - whether it’s dairy, 
gluten or wheat free, there’s a potential 
UK market of 25 million people who 
suffer from some sort of allergy that 
demands a special diet and is currently 
worth £238 million a year.

While there are big players in this 
market, including Waitrose, Tesco 
and Sainsbury’s, according to charity 
Allergy UK, there’s still plenty of 
potential for start-ups, particularly at 
the top end of the market, and there are 
still many products which don’t have 
‘free from’ alternatives.

It’s a situation that enabled new 
company Glamour Puds to offer ‘free 
from’ versions of a range of favourite 
desserts, Eat Roar to make luxury  
hand made dairy free truffles and 
Propercorn to produce gluten free 
popcorn, which is now stocked in  
over 6,000 stores.

FOOD AND DRINK

  With UK burger sales set to reach 
£3.8 billion by 2020, there are signs 
customers are looking for something 
special and 12 per cent have recently 
switched from fast food to gourmet 
burger restaurants. 

52 per cent of fast food customers 
said they would be interested in trying 
something new and healthier, which 
opens the market up to budding foodies.

Veggie options and something 
different, like goat meat, are becoming 
better burger favourites, which are 
ideal for small specialist start-ups 
- both takeaways and restaurants. 
Providing something different is the 
key to success, according to the latest 
Mintel surveys.

Typical successes are Annie’s 
Burger Shack in Nottingham, which 
provides ‘Sunday dinner burgers’ of 
roast chicken and all the trimmings and 
Googies in Kent, where customers can 
enjoy surf and turf burgers with prawns 
and seafood.

  Fermented food - a live food and 
drink trend involving such specialities 
as kefir, kombucha and sauerkraut is 
all set to become a big 2017 start-up 
opportunity, according to the latest 
Mintel trends report. 

It’s claimed fermented foods 
produce beneficial enzymes, vitamins 
and probiotics, which aid digestion 
and improve overall health. Studies 
show a rising interest in yoghurt style 
fermented drinks, while apple cider 
vinegar, made from fermented apple 
juice, already has a wide following.

Remember that household names 
like Yakult and Lea & Perrins found 
success using the fermentation process 
- Worcestershire Sauce is made from 
fermented anchovies.

  Quirky cafes are now some of the 
best performing in the UK food market, 
according to the latest Euromonitor 
study, and ideal for a 2017 start-up. No 
idea seems too crazy to be a financial 
success - there are cafes for cats, 
Princess Diana fans, cyclists, biscuit 
eaters, grandmothers and connoisseurs 
of crisp sandwiches.

Researchers found that although 
there are now over 16,000 cafes and 
coffee shops in the UK, those with 
an original gimmick attract a cult 
following and are set to do better than 
average this year.

BUSINESS AND MARKETING

  Shareable office space with flexible 
month to month options is available 
by joining a business hub - one of the 
fastest growing trends catering for high 
fliers. Typical is London’s Clubhouse, 
an elegant address providing co-
working space, meeting rooms, hot 
desking and lounge services.

Members also enjoy a regular 
programme of events, talks, virtual 
PA services and online platforms to 
make business contacts. With the right 
premises and clientele, business hubs 
are proving a winner.

INDICATIONS ARE 
THAT THE DOMESTIC 
MARKET COULD BE THE 
ONE TO GO FOR”

  Property tech brings cloud 
technology to the property industry. 
From finding and renting property to 
management and investment, there 
are plenty of opportunities for start-
ups, despite giants in the market like 
Zoopla.

An increasing number of tech 
start-ups are already challenging 
the traditional estate agency model. 
Purplebricks, an online estate agent 
that operates at a fraction of a high 
street business, has attracted £7 
million in backing.

  On demand service apps have been 
given a huge boost by the success of taxi 
giant Uber and experts are expecting 
a wave of start-ups vying for a share of 
the lucrative mobile services market. 

They say there are still opportunities 
for online platforms and apps to 
provide low cost solutions for domestic 
services, beauty, health and even 
parking.

There’s big money in on demand. 
The app market is expected to be worth 
more than £30 billion by 2025 and 
already you can get anyone from an 
electrician to a manicurist at the click 
of a button.

  Custom made 3D products are key 
to lucrative 2017 start-ups, thanks 
to the availability of 4D printing, and 
there’s growing opportunities for 
entrepreneurs to kit themselves out 
with a consumer 3D printer and launch 
a low cost business.

Printers use plastic filament to 
create solid 3D objects and studies 
show successful start-ups have 
produced personalised fashion, 
customised shoes, replacement phone 
parts, engraved drinks bottles and 
iPhone cases.

Fitness technology is the 
fastest growing part of the 

digital health market
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