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Franchising: The Facts Areln

Most people develop their perceptions, or misconceptions, of franchising by
their experiences as a consumer. If you' re considering a franchise, you will

want to separate out the facts.
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Franchising: The Facts Areln

While franchising has been around for more than a century, the majority of its growth has occurred in the past
50 years.

A recent report, published in 2008 by leading global accounting firm, PricewaterhouseCoopers (PWC),
documents the important role the franchising industry continuesto play in the U.S. economy. Here are some of
the report’ s findings:

e The franchising sector of the economy grew by over 18 percent from 2001 to 2005.

e Nearly 1 out of every 12 businesses is a franchised business...yet franchised businesses account
for nearly 50% of all retail salesin the United States.

e Tota sales by franchised businesses are projected to reach well over $2 trillion, in 2008.

The International Franchise Association (IFA) has reported that franchising is responsible for:
e 760,000 businessesin the U.S.
e 18 million American jobs
e 14 percent of the private sector employment in our nation
e and over $500 billion in payroll nationally

A study by The United States Chamber of Commerce found that 97% of franchised businesses started, were ill
open for business. Conversely, aU.S Small Business Administration study conducted from 1978 to 1998
found that 62% of non-franchised businesses closed within the first 6 years of their existence due to failure,
bankruptcy, or other reasons.  In other words, your degree of risk for working within a franchise business
model is lower than starting a business on your own.

What is causing this popularity and growth?
In general, there are four influences that are contributing to the growth of franchising in the U.S. today:
1. Acknowledgement that career successwon’t happen —unless you make it happen

Unrest among U.S. workers started to “heat up” in the 90's — when we began hearing terms like “flattening the
organization” or “re-engineering” (which were simply fancy words for layoffs, and elimination of the middle
management worker.) The loyalty that once in existed within U.S. corporations was quickly becoming athing
of the past.

Asaresult of thistrend toward new, flatter organizations, more and more U.S. workers began to realize that
they could no longer rely on their performance at work to survive — that even with stellar performance, they
could be let go. Hundreds of thousands of individuals — both men AND women -- sought out franchising, or
started their own business in an effort to regain control of their lives.

Today you will find new articles on career management --speaking about “Managing Y our Personal Brand.” In
other words, managing YOU. No matter what you call it, we live in aworld without guarantees today —where
you have to manage your own destiny — and franchising is benefitting.
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2. Franchisng WORK Sfor itsowners

Anyone who has operated their own (non-franchised) business will tell you “you have to wear MANY hats.”
One moment you're the company accountant, the next moment, the customer service representative, and the
next — the marketing director, and so on. It can be overwhelming. AND, because you have so many learning
curves to conquer, your chance of failure is quite high. In fact, as we aready indicated, the U.S Small Business
Administration survey mentioned above found that 6 out of 10 new (non-franchise) businesses started, fail.

Franchising takes many of these “hats’ away from your plate so that you can concentrate on making your
business, and your unique skills, work for YOU. The franchise company has already experienced the learning
curves for each required function — and has worked out a solution for each one.  So, when you purchase their
proven system for operating that business, you also get:

e Comprehensive training that gives you all you need to get sarted — including operations manuals and
in most instances, back-room instruction, software, and support

e Professional support gaff providing day-to-day (or 24/7) advice and help
e Easy-to-implement marketing and advertising programs THAT WORK

e A network of other owners who have “been there, done that” who can help you accelerate your
learning curve

e Personal control and flexibility of time management

The bottom line of the franchising model is that it offers you a business with less risk — as so much has already
been done for you. Think about the popular Verizon TV commercial —where “The Network” is behind you. In
effect, this kind of “backup support” is what a franchise provides you, i.e., you are never “alone’” having to
make decisions in a vacuum.

Y ou should also know that The YOU Network will only show you the safer and more attractive franchise
business opportunities — those that have repeatedly demonstrated high levels of success. We also have YOUR
interests in mind.

3. Power to the Brandsd!

In thisworld of nano-second attention spans and multi-tasking, the power of the brand is larger than ever
before.

It'sjust EASIER...we are conditioned as a people to understand that, with a brand, things have somehow been
“checked out” —and so deciding to buy something from them isn’t going to require brain surgery. Do any of
these companies sound familiar to you: McDonalds, Burger King, Wendy's, Subway, 7-Eleven, KFC,
RadioShack, ServiceMaster, Marriott, Dunkin’ Donuts, Merle Norman, Dairy Queen, Molly Maid, Cinnabon,
Lawn Doctor, AAMCO, MAACO? All of these companies are successful franchisors we all use every day.

And even those younger franchise brands that aren’t necessarily “major household names’ yet — consumers
have been shown to feel an affinity toward them. These brands are better “packaged” and “professional-
looking” — saving the buyer alot of time and headaches in the decision-making process. They are far more
likely to at least TRY these franchise brands if they need the product or service — versus a wholly unknown
entity.



4. Information isMUCH, MUCH easier to obtain

We are WAY beyond the “information age” in this country. We are at the * How do | weed through all the
information?” age. In fact, thereis SO much information that it has fueled the growth of social networking
sites, such as Facebook and Linkedin —where it’s just easier to have others help you in information
dissemination and decision making process.

Y ears ago, you heard about a franchise by attending seminars — or responding to newspaper ads. Today, you
can have information about the estimated 3500 franchise companies in the U.S. —within several hours of
plodding through the internet.

Because information about franchising is so much easier to find, it has obviously fueled growth. The downside
of this information “tsunami,” however, has been a flood of MIS-information, increasing the need for groups
like The YOU Network aswell.  Until there are “gatekeepers’ on the internet, it’s hard to know what
information isvalid, and what isn’t — and that’s the kind of service The YOU Network provides its clients,
among many others.

The one fact we'd like to leave you with isthat A LOT of people come to The YOU Network, believing they
would like to buy a Subway, or some such similar brand that they might use every day. That is, until they get
information from us.

You seg, they fall in love with the product — without really thinking about whether or not the business model is
appropriate for their skills. While Subway might be fine for some — it isNOT for others. And you need a
resource like The YOU Network to help you figure out what 1S right for you and your family.



