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What does it
fake torun a

mo

Snap-on

“Somea of the most successiul fran-
chizegsare not machanics,” says
Meweastle franchises; Phill Blease: Itz all
about besng the ype of person whis
enjovs interaction with people ona daily

basis and building relationships. It also
helps 1o be enthusiestic aboul the toots
because clients get caught up In"a fran-
chiseg s enthusiasm,

"Qur franchisess 5o the same
customers avary wesk =0 relationship
building is very important,” explalng Mick
Hudsan, natienal franehise manager,
aland

Austraia-MNew Ze “We only want fo

sell our customers-someathing that's goang

te be beneficial far their business
es a franchisae of 2y

Huson biske
system needs to discipined, motivated
and determined to succeed, but even

Copyright Agency Limited (CAL) licenced copy
AUS: 1300 1 SLICE NZ: 0800 1 SLICE

bile
FRANCHISE?

Life experience and positive personality traits
are often more important than the technical
skills when it comes to managing your own
mobile busingss. By Donna Bennett

\'-

Mora S0 §1a
miobde oparation.
i you havie a

conventional retall franchise, E
g

thern wau need lo have it cpensd

at the same time & morning, wWhersas

witha mobile franchi time 15 net 50

I
!
sansitive. However, 10 be sustassiul at {
Snap-on, you nead 1o have the disc: !
make the most
y day, Customerns

phne-to make sure

af every. howr of Bve

are onby available ina shortwindow, so we
naed 1o be able to utdse that tme 1o its
maximum aotential,” ne-stressas.

Biease understancs effective timea

management is erhtcal. "The more paople
YO SR, the mora money you rmake; it's

“¥ou can g

as simple as S hesays
as many or as itk hours as you want
bt it's the weeks where | put-in- mora
affort and ses

more pecple that have the
iggest turnovar. The franchisses that do
're no afraid to

well gre-iu

taoing — 1
wialle into a we

=3 |

cshop and spark Up a
conversation with-& stranger.”

Snap-on franchisess that want to be
sucoessiul should be good at fellowing a

service@slicemedia.com

2 somaone who fnds it diffi-

|
|
i

'MOBILE FRANCHISES| /9

slicemedi

| program, instead

" of attampting o rain:
k the whesl
Bleasa admits ha's

vant

eult e take crders, but since he paid Tos
a proven aystem, he thought he would

follow it and “see what happened”

“Low and Dehold it worked

Ne says

“I've spokan o other franchisees who've

dropped bits. and pieces and they just
den't get the turnover that | I
year-old systam -

it works!

Cafe2U
"When yous inva molale businsss,

people need to be very salf-mati

becsuse ganerally it's just you, ;
Lerida Grant, Gafeil marketing manager

"Qur franchisees are providing an an-time

senice for people's coffes breaks.
Customears ara ralying on you arriving-at a
cartain time, so.time awareness and
punctuality. ara paramaunt.”

This fast-paced business means that
cnce franchisess finish at one location,
thay're quickly on the rgad o thair naxi

slice

a.com
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Mandy and Andy Lynch, Gafe2U
stop. "There's no oppartunity for
down-tima In batweaen,” says Grant.
“If does take a particular style of
parsarality — some people love that
rush but some don'tat.all. Generally
our most succassiul people am
highly motivated multi-taskers wha
de it all themselvas and thrive on the
theatre of it all

"W tend to ook at personality
and people’s attitudes as opposed
o thair past skils sst - we can haelp
you da the rast bt wecan't teach
wvou hew 1o smile,” Grant adds,

Andy Lynch, Cafe2l) business
owner in WA, worked as g chef for
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20 years 5o b s well aocustormed
to pressure and tirme constraints.

“After | had long service leave, |
cidin't want to wiork weskends arvd
long evenings amnyrmore,” Ne Says
Hewving 4 genuing interast in peopls
and their stores, bath good and bad,
i vany impartant for his husiness.

Lynch iz a .good lstaner. | have
a1 stops an my round and have
betwaen twoand 12 people at each
Most people tefl ima-they warit their
'usligl’ ~ everyone’s amazed at how
| remember but | just de," e says. "l
don't see it s & job and | don't see
tham as miy customears eitner —
they'ra mons ke fends because |
get to know them and hear their
NEWS. eviary clay.”

Touch Up Guys

Frevious experiance working with

metor vaehickes is: not raguired bt

franchisess miust b reasonably: it
Stary i PRRE &2

| eondines

service@slicemedia.com
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Nanotek by ecowash mobile

|deal Manotek franchisee: a balance of a
ecachable team player with a salf-motivated goal
grientated antreprenar,

Top 5 gualities:

En 0 D

“W

Excellent communication skills (for both
customiers and staff)

Good fime management

Taam oriented

Goal driven and a "let's get it doneg” approach
You don't have to love cars, but it helps!

hen you run a mobie business you have to be

viery consclous of maxirmising productivity by
rofnimisiniag driving time and maxinising incoma-
procucing activities. This Is the key diffarance
between a.good mobile business and a great
mobike business. " Jim Caormish, CEO, Nanatak
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-Stary continoed from PAGE B0
ancd ey working cutdoors. "One of tha
key things s 1o be-able to deal with
peopie.” says Pater Darmell, franohisa
sales manager. “They have togo out and
promcte thermselves: they read 1o mest
peECple and do guotations on vehicles,
They need some =ell-corfidence and a
get-up-and-go atiitude ™

A kiey marketing fon! for Touch Up Guys
I= shopping centre: displays, A franchises
will beok 2 space ngar an emtrance to-a
shopping cantre, sat-up tha van and
dispiay matanals, and spaak to people
that walk: by, His therefors imparative that
all Touch Up Guys-have good commimi-
cation gkills ard present thamashies will,
Thesy must also havea burréng desire 1o
sucEeed and a determination to overcoms
any potential probierms

Althcugh it's not essential, most fran-
chiseds possess an interast in cars.
However, all have pricde In the apoaaranc:
of their own vehicles

Carnell says apart from newcomerns
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The Toich Up Guys sel w

- .

that initially work longer hours wobil Hheir
speeds Improvie, most franchisess wark 2
five-clay week, Tinlshing amcand 4pm

“We have peopte frome-all walks of file
jen us — frarm school teachars {o bank
managers,” says Darmeh. “In fact, we

fired that people’ wha have bean, 5ay,
spray-painters befors, we naed 0 re
tram Them {0 oparate in the way thas our
Busmness works, which ia giife Lunigus
Becausa its not ima liked premises, its
a mobile Dusiness

Soccajoeys

lase Ballo was playing professional
goceer In‘Spain for nine years until ha
Eought his:business last year in NSW. “in

service@slicemedia.com
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terms-of acquiring the knowledos, ['ve
Bean mvolved in socoer since | Was very
waLngg, Howssr, what's great-abou
Socoajoeys isthat its such a well strue-
tured program - s quite simiple for
soebody withaul 8 soocer batkground
{0 Gomme (it and fearn,”

Franchizeps nead (o be able foinkerast
wedl with preschogi-aged children, “You
have 1o he vany patiant and hava good
communication skils, " says Bello, “You
have Lo be.asseftive and veny direct with
chitdran that havea minimat cancentra-
tiorr span — the socoer knowlacioe: 15 not
ashmportant.”

Bedio emptoys siath &nd besievas s
business background is benafcial; having
studhed marketing and small business
mznagemant, He also sayve his peneral
life skillz ave served him wall, to be abie
o managa and motivate 2 groun, and o
resalda any conflicts guickly. Bella has
alsn bsen proactive in promating and
markefing his-franchise. In order to attract

v SHOrY L0 | PAGE 84
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Jim's Antennas

stery cantinued from PAGE B2
parents and thelr childran.

“Wa're a very family-grientated program
whiera welike to develon good relation-
ships with parents and childran. 1t's
impertant for parenis to know wind’s
runainig the gragram. At the end of the
clay, we're-dealing with the maost imponiant
things frv thair liveg and we try and build
that trust and-confidence, It all forms part
of whal Soccajoeys is about," savas Balln,

Appliance Tagging Services (ATS)
Franchizess come from avariely of back-
arounds: arsd are nat all men or farmar
elecircians, ATS currenthy has thres
female franchisees, as well as famale
staff working for frenchisess:

However, ATS doss have a haridiul of
franchisees that are qualified alactricians:
“They'va chozen this'path because of the
benefits of non-seasonal work, and they
don't have to crawl around in roofs or
wiork autsicle in the cold,” savs Kim
Davies, franchise developrment manager.

The most ideal candidates are those
with some business acumien, Tlexibiity,
and the confidence to gatout theare and
talk 1o people, "They have to davelop
some of their own business - that's very
important,” stresses Davies.

ATS certzinly bas its own client base,
wihich franchisses: beriefit from; Rowever
Davies says this wark cannot always be
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relled upon and franchizees
mizst supolemant thal work
P, with their own, "They've

L .*—'1{ ot to be passionate
atrout therr businessand
have that drive to
succesd, and they've got to
be prepared (o step out of thair
comfcrt Zone and go and knock an
doors accazicnalky,” she says,

Andrew Ranfrey, ATS franchises in 5S4,
dossn't considar himgelf somecneg with
the gift of the gab, but he's always listen-
ing and continually putting himseli out
there, Ha says the national desls that
ATS secure gre great bread and butter
wiork but he's alweays working on his own
sources. Ha always puts hirnsell, as he
describes i, “front and centra” wherever
e goes and recently joined a business
chamber group 10 netwon with business
owners of related mndusines,

“All you have to dojs start talking
anout their OH&S responsibilities and
keaping their emplovess safe. You just
driop & few key words about health and
safety and regulations, and their sars will
prick up,” Renirey Says;

Jim's Antennas

Mosea Hegds franchises Rod Becher
had never installed an antenng until he
had his training and now he's Jim's
Antennas reigning franchises of tha vear
“.get along well with most pecpie and
|"wie ghweays enjoyed that element of my
work, as well as meeting new peaple
every day,” he says.

Becher also ssss timsall as someons
who s confident in his abilifies: "The guy
who-trained me when | started, he was
always pratty confidant in the product he
wias seling and confident in Rimsalf, | was
impressed with that and it's defintely &an
elament I've taken cnboard.”

Being a mabile business, Becher
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beliEves it's mon benehcial because
he's cormiry Lo the customer's: emviron
ment, He-says bang adaplable 16
changa = a0 very Impontant, because
any jobcould either take longer or be
completad sooner than astimated.

au've'got to educate people an
whial digitel 18 and hiow it \Wworks,” says
Bechar, 7l always put. mysell in the
customer's shoes, and peaple really da
appreciaie itil yvou take the time to st
clown with tham," He has also become
a Jms Antennas cardified trainer, which
adds anothar excting dimensicn to
Becher's responsitiities,

Hydro Dog
Alan Hutchings manages & sucoessiul
rmipbie salonin Victora, His back:
ground in sales has heiped, along with
s drive anck ability to work diigenthe
‘Franehising &5 cartainly a good way (o
it the ground running;” he sE8ys,

Being considerate and accommadst-

slice
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longer hours: "l iangly say o0 My
requiar cusiomerns,” he admits, addng
that repeat customers and refarrals:fomm
50 te BO per cant of his-clamele, If evar
b is running micre-than. 10 rinutes e,
e telephonas his chents to et them
know and never rushss a job. Hutchings
abows more Tirnme foe his first-tirms
custamers, to gain knowladge about
fhe dog, the client's requiremsnts anc
properly access

He believes the technical skils of
dog washing are aasy 1o learm and
that people retrenched from middlas
managamant could be quite sutabilbs,
“You meed & carten amount of mental
strength and Ife expariance,”
Hutchirigs axplamns.

Although he owns two dogs,
Hutchings doasn 't constder himselt a2n
animal lewer as such; he simply identi-
fied dag washing as a masswe growth
industry. He befieves franchising is not
for avaryone, ds it mguires the ability

Auszgie Farmers Dimc

Aussie Farmers Direct

Idea! Aussie Farmers franchises: a person
who really enjoys meeting people and
developing relationships and networks.
Top & gualities;

1. Personahle - anaal people parson

2. Communication

3. Customer and sarvice focused

4, Balf-matvated

5. Setting and achieving business goals,
"There are twe rmam sides 1o g the
business, One is delvering the products:
whitst developing the relationship with your
customers, The second side ig raising your
priofila within your community 2nd building
retworks with local schools and the
cammunity thiough our Realthy eating
fundralsing program.” Paw Walsha, natiors

ing mears Hutchings will often work tey il wall unsupervised. | direct sales manager, Aussie Farmers Diract
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