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anchising Success Formula

« Franchise Systems keys to success include:
— Franchisee satisfaction
— Franchisee/Franchisor alignment relative to established processes,
procedures and policies
— An active referral system
» Research shows that Franchisors can only make money in
one of three ways:
— Sell more Franchises
— Charge more for each Franchise they sell
— Help drive sales/revenue at the unit-level
s During this panel discussion we're going to focus
exclusively on driving sales/revenue at the unit-level
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istomer Retention Success Formula

Employee Satisfaction = Customer Satisfaction

Customer Satisfaction = Customer Retention

Customer Retention = Recurring Revenue
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6-cal Area Marketing

« Canvassing/Prospecting
* Networking

* Charities/Fundraisers
« Trade Shows

« Signage/Banners

* In-Store
Promotions/Drawings

« Flyers/Coupons
+ Wrapped Vehicles
+ Chambers/Industry events
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Newspaper inserts
Magazine advertising
Local Radio/Cable TV
Internet/SEO

ADVO

Val Pak

Money Mailer

Shoppers

Yellow Pages

Working with “Connectors™
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ustomer Thank You
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YEAR ANNIVERSARY! '

It's our anniversary but we're giving you the presents! e
Weekly Drawings, Door Prizes and Giveaways! &y )
Drawings Every Friday Starting 05/08/09
(Do not haveto be presant to win)
We're giving away an HP LaserJet Printer
&an HP InkJet Printer Plus Lots More!

REGISTER To
WIN ToDAY!
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NA's B2B Success Formula

Caitridge Borkd
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Pamikating Hesource Com

COWNLOAD
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1 Rent an Oreck

1 Orbiter for FREE
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ORECK
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ving Customer Counts

in the QSR Space

Spend more money on marketing
— National campaigns
— Regional advertising
— Local store/area marketing
Improve the quality of the food
Offer menu innovation
Improve the quality of service
Exterior upgrades
Interior redesign
Establish frequent buyer programs
Offer new pricing options
Sug?esl the purchase of a complete
meal
Offer employee incentives:
~ Institute a “pass the buck” contest for the
employee who sells the biggest individual
order each day
~ Track “add on" sales daily and reward the
top performer
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Offer free/discounted meals to people
that can bring in big orders

— Coaches, teachers, etc.
Host customer appreciation events
Establish a referral program to generate
new business

— Reward customers that provide referrals
Fundraising campaigns

— Schools

— Community

— Coupon books
Offer special promotions:

- Givg free product for a straight “A" report

care

Host an art or coloring contest and give
free product to the winners

Promote cookies (or other deserts) for
school events (e.g., end of school) and
then pre-sell so you know how much to
make
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rofile your Best Clients

s What does your “best” Retail/Consumer client look like?
— Zip Code/Subdivision
— Size of family
— Household income
— Why did they Buy? What did they Buy? Who Boul

« What does your “best” B2B client look like?
— Zip Code/Geography
— Industry/SIC Code
— Annualized Revenue
— Number of Employees
— Why did they Buy? What did they Buy? Who Boul
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enerate Referrals

Ask for a referral when the prospect says, “yes”
Ask for a referral when the prospect says, “no”
Ask for a referral when you satisfactorily resolve a problem
Attend:

— Chamber events

— Home/Trade shows

— Networking meetings

— Community events

Volunteer in the community

Serve on a Board

Become an “Ambassador”
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artridge World's
Introductory Letter template

Backed with over 15 years industry experience Cartridge World (insert store name) has offered local
businesses a convenient One Stop Shop for all of their'ink and toner needs.

We heIR,pusinesses save money and protect the environment while having the convenience of local sales
and setvice. We are committed fo ensuring that our customers receive the very best in service and that our
products fulfill their expectations. That's why we offer a 100% customer satisfaction guarantee!

In addition Cartridge World (insert store name) offers:
- Free pick and delivery for qualified businesses
- Friendly, knowledgeable in store service
- Customer loyalty programs

Our premium ink and toners, backed by our service and expertise, means the only difference you'll see in
switching from your current vendor is lower prices and superior service.

We will contact you via phone within the next week to follow-up on this letter. In the mean time, should you
have any questions please contact (insert name) at (insert phone number and email address) or visit our
store location at (insert address).

Thank you for your consideration. We look forward to servicing your ink and toner needs!
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ASTSIGNS'
Referral email template

Subject line: Thank you for your business!

‘The purpose of this email is to thank you for your business in the past and to let you
know that we want to continue to “earn” your business every day!

As a matter of fact, we have doubled the size of our production facility and .
showroom in Antioch, Tennessee added more state-of-the-art equipment and hired
additional people all in an effort to meet our client's ever changing needs.

Just to let you know, we are looking to grow our business and would be honored if
you would introduce us to anyone in your personal or professional network that
mltght be a candidate for our Services. As a token of our appreciation, once your
referral places their initial order with us we will give a hundred ($100) dollar$ credit
towards your next order.

Wishing you continued success,
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reck'’s “We Want you Back” email
template

Subject line: We Want you Back!

B o oes S e sy of g o anoter|
[ NS tﬁgt%averm purt:hasedl ?romgus over the past twehle months. Y

I{ f thi il is to thank for your business in the past and to let yo!
Ko tHBE W oLl T fo S ey B o b RS G S the P g

ers,

1 would the honored ié}lou‘d aegree to meet with me so that | can intmduce_fYou to
ome of ou n som j

me of our new an cases exclysive products, including air puri
heaters and products to protect your be Hlng. P s

thank you in advance for your consideration and look forward to reconnectin
mt% you i|¥ ﬁme very near futu%? 9

Wishing you all the best,
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se Relations Manager; Oreck
» Roberta Wiersma; Director of Tra
— (510) 985-558 flclel
» John Boyens; President; Boyens Group Inc.
- (615) 776-1257; 5.

50TH ANNUAL CONVENTION
™

FEBRUARY & -




3

IFA®) |Franchising | §()

B YEARS
INTERMATIONAL FRANCHISE ASSOCIATION one Opportunity at a time. hoE0 2030




