
What does
take to run a

mobile
FRANCHISE?

Life experience and positive personality trails
are often more important than the technical
sas when it conies to managing your own
mobile business. By Donna Bennett

Sup-on
"Some of the crkDst succiasslul fran-

chisees ana not mechangos.' SeV9

Newcastle Irenchisee PhII Blase. It ell

eboul being the type of person AO,
enjoys interaction with people on a daily

basis and building relationships. It also
helps to be enthusiastic about the tools

because clients get cekight up In a fran-
chisee's enlhuslasm.

"Our franchisees see the same

customers avery week so relationship

budding is very important," expaelres Nick

Hudson, national franchise manager,
Australia-New Zealand, moVe only want to

sell our custerners something that's going
to be beneficial for their loosiness_"

Flucis.on bel eves a franchisee of any

system needs to :disciplined, motivated
and determined to succeed. but eve,

'
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mom so kl a

01013,1e operation.

if you have a

conventunell retail franchi e.

then you need to have if mened

at the Kole time every, morning, whereas
with a mobile franchise, time is not so

sensitive However, to be suocewful at
Snap-on, you need to have the disci-

pline to make sure you make the most

of every hour of every day. Customers
are on available in a short' window, se we

need to be able to utthse that time to its

maximum ootential. he stresses:
Reese understands eitectrve tole

rnanagernerst is chtroal The more people

you see. the mere rrsoney you make:

as simple as that," he says_ "YOU can do

as many or as 11100 bows as you want
but it the weeks where I out in more

effort and see more People that have the
biggest turnover_ The franchisees that do

well are outgoing - theVre not afraid to
walk into a workshop am spark up a
conversation with a stranger."

Snap-on franchisees that want to be
successful shouild be good at rollowang a

program, insreaol
of attempting to rein-

vent the wheel.

Eitease admits he's
someone who finds it diffi-

cult to take orders, but shoe he paid for
a provers system, he thought he would
fallow it and "sae what happened'.

"Low and belidcl it worked,' he says.
-I've spoken to other franchisees who've

dropped bits and pieces arid they just
don't get the turnover trial i do. Its a 130-
yeanold system - it works!"

Cafeni
-When you.:e in a mobile business,
people need to be very self-motivated

because generally lual you." soya

Lerida Grant. Cate2U marketing manager.
"Our franchisees are providing an on-time

service for people's coffee breaks.

Customers are retying on you arrivingat
certain time. So time awareness and

punctuality are paramount."
This tast-paced business means that

once franchisees finish at one location,
they're quickly on the road to their nexi
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Plark0 mrAndy Lynch. Waal

stop. "There's no oppyLT:unity or

down-lime in botLAreen," says Grant.

It does lake a particular style of
persorality some peotale [love that

rush but some Eten't at all. Generally
our most successful people are

highly motivated multi-taskers who

do it all themselves and thrive on the
theatre of it all.

"We tend to took at personality
and people's attitudes as opposed
to their past slmlls set we can help

you do the ra3k lout we can 'l teach
you how to smile,- Crant adds,

Andy Lynch, Cafe2LI busins
owner in WA, worked as a chef for

20 years so he is well accustomed
to pressure arid lime oonstralrits..

"After I had long service leave. I

didn't want to work weekends and

Long evenirigs anymore," he say's.

1-Larig a genuine interest in people

and their stoties, both gocd and bad,
vary important for his taisinees.

Lsoici) ig a gaol listener. al have

31 stops on my round and have

betwean WIC, and 12 people at each_

Most peopie tell tre they want their
'usual' everyone's amazed at now
remember but I Just do," he says. "I

don't see it as a job and I don't see

them as my customers eiliner
they're more hke friends because I

get to know Dam and hear their
news every day.'

Touch tip Gays
Previous experience working with
motor vehicles is no requiri9cibut

Franchisees must be reasonably at
Stan' cOlitillan in NICE 82'

Hapotek by ecowash mobile
idea Neridiek Irencnsee: a balance of a
cachable team player with a selfmativated goal
rientated entrepirc-neur.

Top 5 qualities:
Excellent communication skills dor twit'
customers and staff)

Good time management
Team Drignted

Goal driven and a "lets get il done' approach
You don't have to love cars., but It helps!

When you run a mobile business you have to be
very conscious °I maximising productivity by

minimising driving trme and maximising income.
producing Whiffles. This is the key difference
between a good mobile business and a greal
mobile lausiness.'.i'm Corash. CEO, Ararrozek

gQj

LiJ
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and enjoy working 1-,kitdoty, One of the

key things is to be able to deal with
people,: says Parer Darnell, franchise

alELS manager. "They have to go out and

promote themselves; thev need to reel
people and do quotatiohs on vehicles.
They need some aell-confidersca and a
got-uo-and-go 1iue'

A key marketing tool for ToLiCh Up Guys

Is shopping oenlra displays. A tranchisee

will book a space near an entrance to a
shopping centre. St up tha van and
display materials, ariu speak to opre

that walk by. It is thererore imperative that

ati Touch Up Guys have good communi-

cation skills and present themselves well.
They must also have a burnEng Peeire to

succeed end e determination to overcome
arry potential proileras.

Although is not es'ssntial, most fran-
chisees poseess interest in cars_

However, all have pride In the appearence
of their own vehiolea

Darnall says apart from newr3Orrrerz

11110._

that initially work longer hours until their

speeds Improve, roost rranohlsees work a

firve-aav week, finishing around 4om
"We nava people from all walks at he

Join us tram SCI1C01 teachers to bank

managers." says Darnell. 'In tee,l. we
find that people who have been_ Say..

soray-painlers before. we need to re-
train 1h9n, to operate in the way that Our
business works. which is quite unique
because Ws nal In a fixed prernises. It's-

mohli7

Soccrajoeys

Jpse Bolla wa5 °laying professional

soccer in:Spain tor line years until he
booght his business It year in NSW. In

Terms Gil acquiring fro knowledge. I've
been involved in soccer siooe I was very

young. However what's great aeoul
soccajoey,9 le tkar if such a well struc-
tured program - ouile simple tor

somebody without a scfceer backgtpund
To come in and learn."

Franchisees need to be able to Interacr

%veil with preschool-aged children. "You

haye to he very patent and have good
communication skills." says Bello. You

neve to tie assertive and very direct with
children that haw] a minimal c'-dondentra-

[ion span the soccer knowledge is no

as imoortant.''
Bello e.i.mokays staff and believes his

business background is Imineficral, having

studied marketing and small businem

management. I-la also says his Denerer

life skilfs have aervecl hrrn well. to tie able

to inanage and motivate a group, and to
resolve any conflicts quickly. Bello has

also been iormetive in pro-rnoling and
markerog his franchise. In order to attrepl.

$tui r.
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parents and their children.
"We're a yen" farnily-ortentatod program

where 'we like to develop good relet4on-

ships with parents'and children, Itb
inibcfterit kw baten!s lo know wha'S

running Ifie oroc-jrarn. At the erd of the

day, were dealing with the most ampartara

things In their lives and we try, and build
the! trust and confidence, It all forms part

of what Soccsjoeys is about," says Bello,

Appliance Tagging Services (ATS)

Franchisees come from a veriely of back-

grounds and aro not all men or former
eleoldciens, ATS currently has three

lornale franchisees, as well as emaie
staff working for franchisees.

However, ATS Coes nave a handful of
franchisees that are qualified electricians.

"They've chosen this path because of the
benefits of non-seeserial wort, and they
dOn't nave to crawl arOUnd fri roofs or

work outside In the cola says Kim
De.vles. franchise development manegeg,

The most Ideal candidates are those

with some business acumen, flexibility.
and the oonMdance to gat out there and

talk topeople, "They have to cleye'60

50ma at their own business - thats very
imoortanl," stresses Davies.

ATE certainly has its own client base.
which franchisees benefit tram: however

Davies says this wor1 . cannot always be

rolled upon and franchisees

must supafement that work
vath therr own. "They've
gat to be passionate
about their business and
have that drive to

succeed, and tt-say've got to

be prepared to Step out of their
oomfort zone and go arid knock on
doors occasionalty; she says.

Andrew Renfrey, ATS franchisee in SA,

doesn't consider himself someone with
the 01 of the gab., but ha 's always listen-
ing and continually putting himself out
them, He says the national deals that
ATS secune are great bread and butter

worK but he's'always working on his own
sources. He always puts himself, as he

describes In, -front and cerstre" wherever

he goes and recenIly joined a business

chamber group ta network with business
owners of relalecl odustries,

All R.J have to do is start talking
out their OH&S responsibilities and

keeping their employees safe. You just

drop few key words about bealth end
safety and regulations, arid their ears MI
prick up,' Rentrey says,

Jim rs Antennas

NoCsa Heads franchisee FiOd Becher

had never installed en antenna until he
had hss training and now he!s Jim's

Antennas reigning franchisee of the year,

"I get along well with most people and
I've ehays enjoyed that element of my
work, as well as meetino new people
every day," he says.

Becher also sees himself as someone

wtio Is confident In his abilities, 'The guy
la trained me when started, ha was

alWayS pretty confrdent in the product he
was selling and cenfirlent in himseff. I was

ri-tpressed with trrat 8rr5 cielgristet'j,. an

element I've token on board."

Being a mobile busoess, Becheri;I;IIJItItIuE1

'
D
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beliaresit mors beneficial because

he corneg b the customor's errdron
ment. He says being adaptable to

change ats0 very important. because
any job ccuid either take Imger or de

completed sconer then eskimated.

"You've gor: to educate 'people on
what digital is and how it works,- says
eect'er. always put myself In the

customer's shoes. and people reatty
appreciale it I r you take the time to
down with them." He has also become
a Jim's Antennas certified trainer, wh+ch

ELdds another exciting dimension to

Becher's responsibilities.

Hydro Dog
Almi Hutchings menages a suoDessful

mobite salon in Vicin(b. His beck
ground in gales has heiped, along with

his drive and ability to work

-Franchising is certainty a gocci way to
hit the ground running." ha says:

Being considerate and 1,50ccrrirrlociat-

Eng mwns Hurchings .....111 often work

longer hours. 1 rarely miy iho to my

rEgulaz customers," he admits, adding

lhai repeat customers and relerrals town

50 to CO per cerii 01 his clientele. If ever

he is running more than TO rninules We,

he teledhones his clients to let thern

know and never rushes a job l-kutchings

altows more time a hrst-tirrke

customers_ to gain knowledge about

the dcg, the client's requirements and

properly access
He believes the technical skills of

clog wes.tiiiv ore a,,, learn and

that peopte retre-nchecl tr-Drn middle
management dd.uld Le quite surtable.

-You need a certain Eurount of mentai

strength anc. life experience."
Hutchings explai-ns.

Although he owns two dogs,
Hutchings doesni cdonsidei himself an
animal lover as such. he simply identi-

fied dog washog as a mss Ne growth
industry. He behoves franchising is not
for everyone, asii requires the ability
to work well un-UPerYiseCi.

Altssie Farmers Direct

Ideal Aussie Farmers franchisee; a person

who rea0y enjoys mP,eting people and
Ceveloping relationshps and networks.

Top 5 dualities;

Personable a real people person
Comrrhunication

5. Customer arici service focused

Self-moWated
Setting and aohieving !Justness goals.

"There are two main sides to running kre
business. One is delivering the products
whilst clevetping iha relationship with your
custernere. The second s-ide is reisirsg your

profile within your comrnuRity and building

networks wrth local st tools end be
community through cur healthy eating
fundraising program." Pati Washo, national
dirocr sakis manager, Aussie Framers area.

iiir
L4U\U

L-L.Y
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