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ABOUT VETFRAN

As tens of thousands of servicemen and women 
return from deployment in Afghanistan and 
Southwest Asia, expanded opportunities are needed 
to ensure veterans and their families can transition 
into the civilian economy. 

With its rapid training opportunities, scalability and 
need for operational execution and excellence, 
franchising provides an ideal career path to enable 
returning veterans to become leaders of and 
productive participants in the U.S. economy.

IFA’s VetFran program helps returning service 
members access franchise opportunities through 
training, financial assistance and industry support.

VetFran was born out of the desire of the late Don 
Dwyer Sr. — founder of the Dwyer Group, to say 
“thank you” to our veterans returning from the first 
Gulf War. After the Sept. 11, 2001 terrorist attacks, 
IFA relaunched its campaign to assist U.S. veterans 
at that difficult time.

VetFran’s ranks have grown to include more than 
650 franchise systems that voluntarily offer financial 
incentives and mentoring to prospective veteran 
franchise small-business owners.

For more information on IFA’s VetFran program and 
how you can be involved, visit vetfran.com.
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IT ALL ADDS UP
Service + Duty + Leadership.

“Follow the Liberty system and 
you should be successful”

Joel Vance, Liberty Tax franchisee
USMC / Navy Veteran 

• Startup costs begin at $59,000
• Tax experience is a plus, but not needed
• IRS projects yearly increase in taxpayers
• Special incentives for veterans

Business ownership is in your DNA. Nearly 1 in 10 of all U.S. 
businesses are owned by veterans.* You know how to work within a 
proven system and how to lead. The Liberty Tax system ranks high 
for reliability and growth. Own with Liberty.

*Source: sba.gov
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What is VetFran?
IFA’s VetFran strategic initiative, 
founded in 1991, includes more than 
650 IFA franchisor companies offering 
financial incentives, training and 
mentoring to veterans interested in 
small-business ownership or a career 
path in franchising.

Why was VetFran founded?
VetFran was founded by IFA in 1991 in 
an effort led by Chairman Don Dwyer 
Sr. (USAF, Ret.), founder of the Dwyer 
Group, to support veterans returning 
from the Gulf War transitioning to the 
civilian economy. 

How many veterans have 
chosen franchising as a career 
path?
One out of every seven franchise 
businesses are owned and operate by 
veterans of the U.S. military, according 
to a study conducted for the IFA 
Education and Research Foundation 
based on U.S. Census data. More 
than 66,000 veteran-owned franchise 
businesses in the United States 
provide jobs directly for 815,000 
Americans, and generate more than 
$41 billion in GDP. Since the launch 
of Operation Enduring Opportunity in 
November 2011, more than 203,000 
veterans started careers in franchising, 
including more than 5,600 business 
owners.

Why are veterans successful in 
franchising?
Veterans come back with strong 
leadership skills and a thorough 
understanding of teamwork. Military 
experience includes leading 
people, improving processes and 
accomplishing the mission. Just like in 
the military, in franchising, the mission 
is accomplished by the team.

Franchises run on systems, and 
implementing and following 
procedures with precision, 
emphasized in military training, leads 
to success in franchising.

Franchises provide training. Veterans 
are trained and taught very specific 
skills to be used to carry out very 
specific tasks. Franchises have 
comprehensive training and support 
built into their opportunities. This 
means a veteran can enter into a 
completely new field, follow the 
franchisor’s proven business model, 
and receive the training, guidance and 
support a new business owner needs 
to succeed.

Franchises offer support. In 
franchising, you’re in business for 
yourself, but not by yourself.

Is the wounded warrior 
component distinct from the 
effort to assist non-wounded 
veterans?
Many disabled veterans are successful 

in franchising. The wounded warrior 
component focuses on industries 
that may be particularly suited to 
disabled veterans, such as franchises 
in information technology and tax 
preparation.

What should veterans consider when 
exploring franchise opportunities?
Seek out other veterans in the 
franchise business. Create and 
access support networks. Prioritize 
what’s important. Consider different 
models (home-based vs. office-
based, capital requirements, etc.) to 
find franchises that will be a good fit. 
Conduct research to understand the 
history of the franchise business and 
meet others who you know and have 
succeeded in the franchise.

How can I find out about specific 
franchise ownership incentives 
for veterans?
The VetFran Toolkit includes a 
Franchising 101 online course, a 
personality assessment, a workbook 
for prospective franchise owners and 
partner links. U.S. military veterans 
can also access the VetFran Mentor 
Network. IFA VetFran members list 
incentives and training opportunities 
by in IFA’s VetFran Directory at www.
franchise.org/vetfran-directory.

How can I support this effort?
Join VetFran by signing up at VetFran.
com. n

FREQUENTLY ASKED QUESTIONS 
ABOUT IFA’S VETFRAN INITIATIVE

ABOUT VETFRAN
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FREQUENTLY ASKED QUESTIONS 
ABOUT IFA’S VETFRAN INITIATIVE

ABOUT IFA

THE MILITARY 
TRAINED 
YOU FOR 
GREATNESS. 
NOW MAKE  
IT HAPPEN ! 
The discipline, training and leadership qualities that 
made you invaluable to our military are the same qualities 
that will make you a successful business owner. If you’ve 
dreamed of owning a business where you could make a 
difference in the lives of others while earning a great 
income, Spherion would love to have you on our team.

We’ve got a strategy for your success
For any mission to be successful, there must be a 
calculated strategy and a strong force of people behind 
you. That’s how we’ve structured our franchise program. 
You have the talent to take your business far, but you 
won’t go in it alone. You’ll have the hands-on support 
of key business leaders working alongside you to ensure
every challenge is met with solutions that keep you 
moving forward. 

Let Spherion make your dream of business ownership  
a reality.
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To inquire contact:

billtasillo@spherion.com

404.964.5508
spherion.com/franchise

*Please note; the sale of a Spherion franchise is made by prospectus only in the form of Spherion’s Franchise Disclosure Document (FDD).

SS-3873_Spherion_IFAVeterans.indd   1 8/23/17   10:39 PM
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Attracting U.S. Military 
Veterans to Your 
Franchise
When considering a franchise, veterans should determine the reputation of the franchise. Is it 
recognized in the category or industry as a respected, leading brand as well as being “military 
friendly?”

BY CATHERINE MONSON, CFE

IT’S NO SECRET THAT military veterans 
typically make great franchisees. 
Whether it’s the leadership experience 
they receive, their mission-focused work 
ethic or their ability to follow detailed 
instructions, veterans bring a host of 
skills that translate well into franchise 
ownership. It’s one of the reasons that 
FASTSIGNS International, Inc. has 
made recruiting military servicemen and 
women a priority over the last decade.  

Today, FASTSIGNS International, Inc. 
is the largest sign and visual communi-
cations franchisor in North America, and 
is the worldwide franchisor of more than 
650 independently owned and operated 
FASTSIGNS centers in nine countries. 
Out of these, over 11 percent of our 
franchisees are military veterans. It’s a 
testament not only to our recruitment 
efforts and commitment to the veteran 
community, but also the fact that these 
franchisees are successful as franchise 
owners, therefore, remain in our system.  

When retired U.S. Army Musician 
Steve Adrian researched the best fran-
chises for veterans, he said FASTSIGNS 
stood out among the rest. He and his wife 
are owners of a FASTSIGNS in Lynchburg, 
Va., where they wanted to move after 
Adrian’s military career concluded.  

“We liked the business model 
and wanted to work for ourselves. 

FASTSIGNS gave us the autonomy we 
wanted but without the risk normally 
associated with starting a new business 
on your own,” said Adrian. “We’ll only 
have been open for two years this coming 
August, but we’ve already exceeded 
our sales goals and have plans to 
double our space in the next year.” 

Adrian is a prime example of a veteran 
who did his research, found a franchise 
that provides incentives and supports 
veterans, and has become tremendously 
successful in a short amount of time.   

To effectively attract military veterans 
like Adrian to your franchise, there 
are a number of things you can do to 
ensure your brand rises above the rest:

• Establish a Solid Reputation
When considering a franchise, veterans 

should determine the reputation of the 
franchise. Is it recognized in the category 
or industry as a respected, leading 
brand as well as being “military friendly?” 

Does it have a strong track record 
of success as a franchise, including 
high franchisee satisfaction as ranked 
by third parties and strong profitability 
as disclosed in their Item 19 -- as well 
as proven success with veterans?  

Recently, FASTSIGNS International 
was honored with the 2016 Secretary 
of Defense Employer Support Freedom 

(Continued on page 48)
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111 Weir Drive | Woodbury, MN 55125 | 1.800.704.5004  |  anytimefitnessfranchise.com
MINNESOTA FRANCHISE REG. #4424 FOR NEW YORK RESIDENTS: THIS ADVERTISEMENT IS NOT AN OFFERING. AN OFFERING CAN ONLY BE MADE BY A PROSPECTUS FILED 

FIRST WITH THE DEPARTMENT OF LAW OF THE STATE OF NEW YORK. SUCH FILING DOES NOT CONSTITUTE APPROVAL BY THE DEPARTMENT OF LAW.

Over 10% of Anytime Fitness franchisees are veterans, and they’ve proven to 
be among the best we have—our Most Valuable Franchisees. That’s because 
commitment, determination, and drive are integral parts of who you are. 
They’re the qualities that help you get your community to a healthier place.

Veteran discounts available anytimefitnessfranchise.com

FS16492
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Award at a ceremony at the Pentagon. 
The Freedom Award is the highest recog-
nition presented by the Department of 
Defense to employers for their exemplary 
support of National Guard and Reserve 
members. FASTSIGNS International, Inc. 
was one of 15 employers from across the 
nation receiving the prestigious award.

Additionally, there are several organi-
zations including Hiring America, GI Jobs, 
Military Times and USA Today that conduct 
annual surveys of franchises to determine 
how supportive they are of veterans. 
They evaluate criteria such as how many 
veterans are in the system, what financial 
incentives are provided and what support 
is given to veterans. We consistently 
participate in these surveys to ensure 
we are included in pertinent rankings. 

Steve Adrian discovered FASTSIGNS 
in one of these rankings. “We were in the 
lobby of a resort, reading the Money section 
of a newspaper that listed the top military 
friendly franchises and FASTSIGNS 
piqued our interest,” said Adrian. 

In addition to the “military friendly” 
rankings, there are a variety of franchise 
rankings conducted by Entrepreneur, 
Franchise Times, Forbes, Franchise-
Gator, Franchise Business Review, 
Franchise Research Institute and others 
that provide great insight to those 
seeking a franchise business opportunity. 
It’s important to make sure you partici-
pate in these surveys to be included 
in the rankings that prospects view.

   
• Join VetFran and Offer Signifi-

cant Monetary Incentives
Another avenue to promote oppor-

tunities and support veterans is through 
the International Franchise Association’s 
VetFran initiative. Since 1991, VetFran 
has grown to include more than 650 
franchise systems which voluntarily offer 
financial incentives to former U.S. military 
personnel.  Since 9/11, there are more 
than 200,000 new veterans in franchising 
with 6,000 of them joining as franchise 
owners. Once you are a member of the 
association, you, as a franchisor, can use 

the VetFran logo to help advertise that you 
provide financial incentives and are part 
of an initiative that helps support veterans.   

FASTSIGNS not only is a VetFran 
member, but offers significant financial 
incentives to military veterans. We go 
beyond the recommended 10 to 20 
percent discount and offer a 50 percent 
reduction on the initial franchisee fee (a 
value of $23,750) as well as 50 percent 
savings on royalties and advertising 
fees for the first year. Since we know 
veterans are typically a strong fran-
chisee candidate, we are willing to 
invest significantly in their start-ups.

• Offer Veteran Franchisees for 
Validation

One of the best ways to validate a 
franchise business opportunity is to 
talk with other franchisees. FASTSIGNS 
International, Inc. encourages this with 
every candidate.  We recommend they 
reach out to existing franchisees to learn 
more about the opportunity, the brand, 
the challenges, the best practices, 
etc. Existing franchisees are in the 
trenches and can provide insight that 
is relevant, timely and speaks to what 
a new business owner wants to know 
most. For veterans who are franchise 
candidates, we supply them a list of our 
franchisees who are military veterans 
so they can validate with veterans.

“When I began talking to franchi-
sees, I instantly felt like they were willing 
to help each other out and share best 
practices and support one another,” 
said Stan Gray, a lieutenant in the 
U.S. Navy Reserve who opened his 
FASTSIGNS center in January 2015. 
“Today, we offer to speak to prospects 
considering joining the franchise and 
support the brand in any way we can.”     

• Promote and Advertise Your 
Support of Veterans

Finally, I would recommend that if 
you do provide support and incentives to 
veterans that you spread that message 
extensively. Use the VetFran logo in 

your recruitment advertisements and 
marketing materials. Include testimonials 
from your veteran franchisees on your 
website and in other marketing tools. Be 
detailed in your marketing materials about 
the financial incentives you provide.  

As part of your public relations 
outreach, ensure you are doing profile 
stories on your successful veteran fran-
chisees. Also, look for opportunities for 
them to speak on a panel at a conference 
or be interviewed for Veteran’s Day or 
Memorial Day business stories. There are 
many opportunities to share their success 
stories in publications and on-air. And, 
your ideal prospect could be reading 
that magazine or watching that news 
station at precisely the right moment.  

We always strive for transparency 
and professionalism when interacting 
with prospects and this has served us 
well. We have found that veterans are 
some of our most successful franchisees. 
More importantly, we appreciate the 
sacrifices they’ve made for our country 
and it’s our honor and privilege to have 
them join the FASTSIGNS family and 
for us to help them achieve their dream 
of successful business ownership.

For information about the FASTSIGNS 
franchise opportunity and specific 
incentives for veterans, contact 
Mark Jameson at mark.jameson@
fastsigns.com or 214-346-5679, or visit 
franchise.org/fastsigns-franchise. n

Catherine Monson has 
been CEO of the interna-
tional signage, graphic 
and visual communica-
tions franchise, 
FASTSIGNS Interna-
tional, Inc., since 2009. 

She has a strong background in management 
and business leadership, as well more than 25 
years of franchising and digital printing expe-
rience. She is on the Board of Directors of the 
franchisors Brain Balance and The Learning 
Experience. In addition, Catherine is secretary 
of IFA’s Board of Directors.
 

(Continued from page  46)
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Six Reasons Veterans 
Should Consider 
Franchising
There are numerous opportunities for transitioning servicemembers to use the skills they acquired 
during their time in the service. Consider owning a franchise. It could be the right path for you.

BY LT. COL. GINNI GUITON, USA (RET.)

WHILE EVERY EXPERIENCE IS unique, 
servicemembers transitioning out of 
the military should expect to experi-
ence a variety of emotions. Those not 
prepared or well-informed are more 
likely to feel anxious and frustrated 
the closer they get to transitioning. 
This is one of the many reasons why 
our organization, the Military Officers 
Association of America, is dedicated to 
assisting those who have served and 
their families with the transition process.

As a military-focused nonprofit organi-
zation, MOAA understands that the best 
way to help service members success-
fully enter the civilian workforce is by 
arming them with the tools and informa-
tion necessary to give them the confi-
dence to pursue their desired career.

Whether it’s working for the federal 
government, the private sector, 
a non-profit, or pursing business 
ownership, MOAA’s transition 
experts offer advice through events, 
one-on-one counseling, education 
sessions, seminars and publications.

Of the aforementioned career paths, 
we have found that many transitioning 
servicemembers do not adequately 
consider entrepreneurship. While this is a 

less common career path, it is surprising 
because veterans are uniquely well-
suited to strike out on their own because 
of their tenacity, resilience, leader-
ship, and passion. Owning a franchise, 
for example, could be a particularly 
appealing business opportunity. The 
mutually supportive relationship between 
the franchisor and the franchisee can 
reduce the risk associated with estab-
lishing and building one’s own business.

Interested veterans can work closely 
with seasoned mentors from organi-
zations such as American Corporate 
Partners. Another helpful entrepreneur-
ship program for transitioning service-
members is Boots to Business or Reboot 
for veterans. B2B is an education and 
training program offered by the US 
Small Business Administration as part of 
the Department of Defense’s Transition 
Assistance Program. Another excellent 
resource is the International Franchise 
Association’s Veterans Transition 
Franchise Initiative, commonly known 
as VetFran, which has partnerships 
with more than 600 different franchises. 

General Guidelines for 

Purchase 

If owning a franchise has piqued 
your interest, here are some general 
guidelines and ideas to help you 
decide which one to purchase. 

1. Determine the industry in which 
you would like to participate. Do you 
want to own a gym? Cleaning business? 
Restaurant? Something different alto-
gether? Be sure to evaluate the franchise 
model as well. Will you have the support 
you need? Are you okay with the amount 
of control you would have? This step will 
help you narrow your options. Although 
franchises share many similarities, there 
are also many differences. Choose an 
industry that interests you, and a model 
that suits your work style, so you’ll enjoy 
spending time building this business.

2. Each new business will take 
considerable time to build. You should 
look with suspicion at anyone promising 
little work in exchange for a huge payout. 
Getting your business up and running is 
going to be hard work. However, fran-
chises can be very different in what they 

ABOUT VETFRAN
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require of the owner for both the owner 
and the business to thrive. What role do 
you want to play in your business? Are 
you comfortable filling in when necessary 
when staff doesn’t show up for work? Would 
you prefer a more hands-off approach? 
Do you like to lead others or would you 
prefer being independent? These are 
all important questions to consider.

3. Are you hoping to own and 
operate more than one franchise 
unit over time, or just focus on one? 
Owning more than one franchise unit can 
reduce overhead costs and increase 
margins, but this may not be possible 
in certain industries. Understand what 
it would take to grow the business 
model past the initial investment.

      
4. Determine the projected 

net revenue — your revenue minus 
your costs — across the next several 
years to decide whether owning this 
franchise will be sustainable for your 
family. Look further into revenue to 
determine what sort of payment structure 
you would like. Some franchises pay 

out small amounts of money on a more 
frequent basis. Others have big payments 
on an irregular timeline. Analyze your 
family’s financial structure to determine 
how you would like to receive the revenue.

5. Consider the cost of 
purchasing a franchise, which can 
vary depending on the company. Make 
sure you understand all charges associ-
ated with the purchase of any franchise. 
Do not commit to anything until you 
understand every aspect of the payment 
commitment and schedule. Get an expert 
to review the paperwork before signing.

6. As a franchise owner, you will 
spend tremendous time and energy 
building something of significance. 
Think about passing this business down 
to your descendants. How is the franchise 
set up for inter-generational transfer? 
Understand the laws and regulations. 
Make sure that not only is your business 
set for this transition, but also your family. 
The next generation should know how 
the business runs and be prepared 
both for the revenue and the work. Think 

about this at the beginning to set the 
framework for this to occur successfully.

The entrepreneurial field contains 
numerous opportunities for transi-
tioning servicemembers to use the skills 
they acquired during their time in the 
service. Consider owning a franchise 
to see if it is the right path for you. n

Lt. Col. Ginni Guiton, USA 
(Ret.) graduated from the 
U.S. Military Academy 
and served in the U.S. 
Army for more than 20 
years. She has success-
fully navigated the tran-
sition to civilian life by 

working at both for-profit and nonprofit orga-
nizations. She joined the Military Officer’s 
Association of America’s Career Transition 
team in 2016 as a program director. For more 
information on MOAA’s career transition 
services, visit www.moaa.org or email 
career@moaa.org.

A System that Works.
Comradery that Lasts.

Photo: PuroClean Academy Class of June 2017

We are recommitting ourselves to our veterans.

ASK US ABOUT OUR NEW 25% 
VETERAN DISCOUNT

At PuroClean, quality service begins with the franchisor serving the franchise owner, 
providing quality training, best practices and resources. We also pride ourselves on 
the generous support the Home Office and franchise owners offer each other. 

JOIN A LEADER IN THE $204 BILLION CASUALTY 
& PROPERTY INSURANCE INDUSTRY

Call us today at 855-978-1776
  PuroCleanOpportunity.com
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How to Serve Veterans 
Through Programs and 
Partnerships
Hotel chain’s outreach to U.S. military veterans and their families goes far beyond the welcome desk.

BY MARUIEL PERKINS-CHAVIS

MARRIOTT INTERNATIONAL HAS 

ALWAYS valued veterans for their 
dedication to serving our country 
and is committed to, in turn, serving 
them through programs and part-
nerships. Marriott takes a holistic 
approach to engaging these proud 
men and women by working directly 
with U.S. military veteran associ-
ates, guests, suppliers, and owners.

J.W. “Bill” Marriott Jr., Executive 
Chairman and Chairman of the Board, 
served in the U.S. Navy shortly after 
graduating from the University of Utah in 
1954. In his blog titled, “Why You Should 
Hire a Vet,” he talks about learning a lot in 
his two years of active duty, most impor-
tantly having respect for the people you 
manage, a lesson that aligns with Marriott 
International’s core value to “Put People 
First.” This value has been fundamental 
to Marriott’s culture of inclusion and 
the cornerstone for ongoing success.

Below are several initiatives that 
Marriott deploys to engage associ-
ates, guests, suppliers and owners.

Associates
Marriott consistently looks for new 

ways to attract and retain the best talent, 

including actively recruiting US military 
veterans to work at hotels. Research 
conducted by the company confirms 
what many already knew: the values 
learned in military service match closely 
with the talent needs of the hospitality 
industry in general and with Marriott’s 
culture specifically. Hiring the right talent 
is one of the most critical aspects of 
Marriott’s business. President and CEO 
Arne Sorenson says, “A good employee 
makes the difference between a ‘good’ 
and a ‘great’ stay at one of our hotels.”

To attract former military and those 
who are in their last months of active 
service, the company enhanced its 
outreach at military bases and relaunched 
its military careers site for veterans. The 
career site, marriottvetcareers.com, 
which initially launched in 2014, helps 
veteran job seekers by helping them 
identify the right Marriott opportunities 
by using a customized military occupa-
tion translation tool. The site also features 
testimonials from Marriott associates who 
have transitioned from a military career. 
Additionally, the company has continued 
its veterans’ outreach and strengthened 
its relationship with Recruitmilitary.com 
by creating a microsite, which gives job 

seekers direct access to Marriott careers.
Marriott also introduced a video “From 

Military to Marriott: A New Way to Serve,” 
which gives veterans insight into a career 
with the company. The video, which was 
filmed at the company’s corporate head-
quarters in Bethesda, Md. and the Wash-
ington Marriott Marquis in the District of 
Columbia, features Marriott associates 
discussing how the skills they obtained 
in the military translate seamlessly into 
Marriott’s culture. Veteran job seekers can 
also experience the company’s culture 
by following the internet sites Marriott 
Careers Facebook page, Marriott Careers 
on Instagram, Heart of the House, @Marri-
ottIntl, and @MarriottCareers on Twitter.

The company’s goal is to find future 
leaders with diverse backgrounds that will 
help grow the company. With thousands 
of jobs available at Marriott-managed and 
franchised hotels in the U.S., veterans 
have a broad range of opportunities based 
on their skills, interests and expertise.

The company’s goal is to find future 
leaders with diverse backgrounds that will 
help grow the company. With thousands 
of jobs available at Marriott-managed and 

(Continued on page 54)
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Pillar To Post offers the opportunity for you to create a business, a career, and 

the life you want for yourself and your family after you’ve served our country. 

Our franchise owners enjoy a great work-life balance and the power of the 

most recognized brand in the home inspection industry. Joining a business 

where helping yourself and other people realize their dreams is one of the best 

decisions you’ll ever make.

Learn more about why the Pillar To Post franchise opportunity
might be right for you. Contact us today!

franchise@pillartopost.com

877-963-3129

This is home. 
It’s a place called satisfaction.

pillartopostfranchise.com

Each office independently owned and operated.

Vincent Stoakley
Houston, TX
Franchise Partner since 2013
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franchised hotels in the U.S., veterans 
have a broad range of opportunities based 
on their skills, interests and expertise.

Talent Network Team
Through an innovative multi-disci-

plinary learning experience called Talent 
Network Teams, Marriott associates 
assembled a team to research how the 
company can continue to better engage 
veterans and welcome them into the 
workplace. The associates were chal-
lenged to discover what matters most to 
veterans, identify solutions to enhance 
engagement, identify opportunities, and 
recommend new practices and programs 
that the company could adopt as an 
employer of choice among military talent.

The team met with leadership to 
share their insights and recommen-
dations in four areas: recruitment, 
onboarding, engaging and connecting.

Community
Marriott is also proud to work with 

the veterans’ community. The Interna-
tional Franchise Association recently 
honored Marriott for its partnership 
with the Wounded Warriors Family 
Support organization. The “Support Our 
Veterans Award” recognizes a business 
whose charitable support program 
has gone above and beyond to help 
men and women who have served in 
the U.S. military, and their families, 
by impacting their local communities.

Marriott has been a proud sponsor of 
the Wounded Warriors Family Support 
Tour for the past three years. The tour has 
traveled the U.S. to raise awareness for 
veterans and their families. The company 
has a long-standing commitment to recruit 
veterans returning from active duty and 
this partnership with Wounded Warriors 
Family Support is an extension of that work.

Guests
Military service members and their 

families can spend a lot of time on the 
road. Between relocation and duties 
on base, the inevitable hotel stay is 

something many American patriots have 
become accustomed to. This is where 
TownePlace Suites by Marriott steps in. In 
recent years, TownePlace Suites hosted a 
military community-focused initiative with 
an intimate networking event and seminar 
as part of National Small Business Week.

During NSBW, the U.S. recognizes 
the critical contributions of the country’s 
entrepreneurs and small-business 
owners. More than half of Americans 
either own or work for a small business, 
and they create about two out of every 
three new jobs in the U.S. each year. 
Attendees at TownePlace Suites Clinton 
at Joint Base Andrews, Clinton, Md., 
the NSBW event gained insight on 
becoming a small-business or hotel 
owner from executives representing 
Marriott, the U.S. Small Business Admin-
istration, and IFA’s VetFran program.

Marriott Golf proudly supports golf 
instructional programs at its proper-
ties, providing military veterans with 
physical or cognitive disabilities 
the opportunity to enjoy the game.

Marriott Golf also supports two 
successful veterans’ charity organizations, 
the On-Course Foundation and the PGA of 
America’s flagship program, PGA HOPE.

These programs introduce golf to 
veterans with disabilities in order to 
enhance their physical, mental, social and 
emotional well-being. At over 20 Marriott 
managed locations, there are fund-
raisers, programs to increase awareness, 
complimentary clinics, and discount 
programs for veterans. Marriott has an 
on-going commitment to assist veterans 
with golf opportunities, and raises money 
through local course events. These 
funds, coupled with continuing efforts to 
host veterans at their golf courses, go to 
selected charities, and therefore directly 
impact veteran rehabilitation programs.

On the Marriott intranet site is a 
“Multicultural Smarts,” page dedicated 
to helping associates understand various 
multicultural groups including military 
veterans. Marriott recently debuted 
“Taking Care of the Military and Veteran 

Guest” webinar, which showcases 
best practices from its hotels and has 
guest presenters from the Military 
Officers Association of America and 
VetFran participate. Associates have 
an opportunity to learn about travel 
needs and preferences for military 
and veteran guests and their families.

Suppliers/Ownership
Marriott continues to work with 

veteran-owned businesses to help build 
opportunities for economic empower-
ment. In 2016, Marriott partnered with 
VetForce to deliver an innovative event 
titled, “Connecting Veteran-Owned 
Small Businesses to Corporate Supply 
Chains: Learn how your small business 
can service corporate supply chains.”

In previous years, during National 
Veterans’ Small Business Week, IFA’s 
VetFran program partnered with Marriott 
and the SBA to provide key insights 
to the veteran-owned small business 
community around gaining access 
to corporate supply chains and hotel 
franchising. Marriott executives spoke 
at length regarding how veteran-
owned small businesses can position 
themselves for consideration as a 
supplier or owner in large corporations.

Marriott has always been a proud 
supporter of veterans’ programs and looks 
forward to continuing its commitment to 
the military and veterans’ community. n

Maruiel Perkins-Chavis 
is Vice President of 
Workforce Effectiveness 
and Global Diversity for 
Marriott International.

(Continued from page 52)

ABOUT VETFRAN



 IFA’S FRANCHISE OPPORTUNITIES GUIDE     55 

Start Your Next
Mission with Ziebart

Owning a Ziebart has changed my life for the better. I didn’t want 
a normal job, the military changed my personality... I wanted to be 
my own boss and control my own destiny. I chose an awesome 
franchise to have my own business and do what I love.”

Invest in a proven business model
Call Today

Anthony Mattia U.S. Army Veteran & Ziebart Franchise Owner
Sterling Heights, MI

Ziebart WAIVES the franchise fee for U.S. Military Veterans

800-797-0153
ziebart.com/franchising

®
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Giving Back to Those 
Who Serve
2016 Franchising Gives Back Winner provides advice for partnering with charities 
serving our fallen heroes, active military, and their families.

BY TABBASSUM MUMTAZ

(Continued on page 58)
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Franchising since 1978, Grease Monkey® 
has become one of the largest franchisors  
of automotive fast lube centers.

The Grease Monkey® System guides 
franchisees in all aspects of running  
a profitable automotive maintenance 
business through unparalleled support:

• Site Selection & Negotiation
•  Third-Party Financing
•  Training (Initial, Ongoing and  

In-Store Employee Certification)
•  Marketing & Advertising
•  Business Management & Accounting
•  National Account Purchasing

Grease Monkey and SpeeDee are members  
of the FullSpeed Automotive™ family.

CONTACT: Jeff King, Director of Franchise Development
Phone: 800-364-0352 • Email: jking@greasemonkeyintl.com

OR, Jon Piper, Franchise Development Manager
Phone: 800-822-7706 • Email: jpiper@greasemonkeyintl.com

Grease Monkey® Provides Business 
Opportunities to Military Veterans

Grease Monkey International is proud to  
offer qualified military veterans a $10,000 
discount on their initial Franchisee Fee!

Veteran Member Incentives
• Franchise License Fee discount

• $30,000-$40,000 in savings the first two years in business

Automotive Repair Facilities Now Available on Military Bases
Grease Monkey and SpeeDee (Grease Monkey’s sister brand) are 
now developing sites on military bases for veteran franchisee 
ownership. These locations will be veteran owned and provide a 
needed service to military members and their families without 
having to leave the base!

For more information, visit: GreaseMonkeyFranchise.com

“Grease Monkey is a good 
fit for Veterans because 
the overall system provides 
you with the processes and 
procedures that you need, 
while allowing you flexibility  
in many aspects of how you 
run your business.” 

Tim Davidson 
Grease Monkey Franchisee 

and U.S. Army Veteran

“It’s easy to see where military background 
influences the structure and attitude of  
Grease Monkey and the way they do 
business. Focus on teamwork and 
leadership are key in this industry and the 
Navy definitely gave me the knowledge and 
courage to do so. I have easily transferred 
many of my skills to clear the hurdles that, 
as a franchisee, one must conquer.” 

Newest Grease Monkey Recruit 
James Gardner 

and U.S. Navy Veteran

“What makes Grease Monkey 
a good fit for everyone is 
what makes everyone a 
good fit for Grease Monkey. 
Everyone has structure, 
discipline, and goals.  
When we reach our goal,  
we are successful.”

Drew Utser 
Grease Monkey Franchisee 

and U.S. Marine Veteran
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EACH YEAR AS WE approach Memorial 
Day and Veteran’s Day, many stop to 
consider how they can mark these days 
of remembrance for those who have 
lost their lives serving our country. For 
some, it may mean laying wreaths at a 
cemetery, while for others, it’s volun-
teering their time at a local Veterans 
Administration hospital or to create 
care packages for deployed troops.

But Memorial Day and Veteran’s Day 
don’t have to be the only two days in 
which we honor the fallen and give back 
to those who serve. There are countless 
opportunities throughout the year to 
support our troops, both past and present.

In 2016, the IFA Franchise Education 
and Research Foundation honored Ampex 
Brands as a Gold Winner at the second 
annual Franchising Gives Back Awards 
for our work with Snowball Express, a 
nonprofit organization that serves the 
children of our fallen military heroes.

It was a bittersweet moment to receive 
the Support Our Veterans Award. Over 
the past five years, we have sponsored 
the Snowball Express Children of Fallen 
Military Annual Gathering, which brings 
children together from across the nation 
who have lost a military parent since 
9/11. Our goal is to connect children and 
widows and widowers to others who are 
experiencing the identical tragedy in their 
lives. Families who attend realize that 
they are not alone, and because of the 
tremendous demonstration of community 
support, they understand that neither their 
sacrifices, nor the sacrifices of their loved 
ones, are forgotten. It’s now the largest 
gathering of children and families of fallen 
military in the world with more than 1,800 
attendees for the five-day program — 
and it has been an honor to play a role in 
the growth of such an important cause.

Over the years, we’ve established a 
true partnership with Snowball Express 
that has evolved into a year-long commit-
ment — a never-ending mission — to give 
back to those who serve. Our work with 
the nonprofit has not only allowed us to 
show our support for these families, but 
also has given our employees a deeper 
sense of purpose. I encourage anyone 
passionate about our active military and 
veterans to consider supporting one 
of the many organizations across the 

country that directly serve these groups.

Choose a partner
When considering charitable orga-

nizations to support, it’s incredibly 
important to choose one that aligns with 
your passions. If you and your employees 
are going to devote your time and 
energy, you should support a cause that 
you are passionate about and a charity 
in which you and your team believe.

Ultimately, we chose to partner with 
Snowball Express because Memorial Day 
has a special, personal meaning for me — 
and a cause employees could feel good 
about supporting, as well. I came to this 
country with very little aside from hope, 
determination, and aspirations. Because 
of the freedom this country provides, I 
was able to pursue my entrepreneurial 
dreams and build a great company. 
When I finally had the capacity to give 
back to those in need, I felt compelled 
to support our men and women who 
willingly have risked their lives to protect 
our freedoms, as well as the children 
and families they have left behind.

Decide with Your Heart – and 
Your Head

When making a decision, decide 
with your head, in addition to your heart. 
You should have a thorough under-
standing of where your money and 
in-kind donations go. CharityNavigator.
org, for example, provides rankings 
related to financial performance metrics 
to help people understand how much is 
spent on a charity’s mission rather than 
peripheral activities such as adminis-
trative expenses. Additionally, Charity 
Navigator ranks organizations on their 
accountability and transparency. By 
knowing this information, you can ensure 
you’re making an informed decision — 
and whether a nonprofit organization is 
being effective in what it is striving to do.

Get to Know the Charity
The best way to approach a 

veterans’ charity is to speak directly 
with it. If you can’t arrange for an 
in-person meeting, call. Get to know the 
people behind it and make sure they 
are a good fit for you and your team.

You’ll also want to be aware of the 

sensitivities that often coincide with the 
work veterans’ organizations do. Death, 
grief, and trauma are subjects that most 
people find difficult to approach, but 
that many of our veterans deal with on 
a daily basis. The administrative staff of 
the charity can provide you with informa-
tion related to their specific constituents 
and advise of any sensitive matters.

It was critical when we partnered with 
Snowball Express that we understood its 
mission was to serve children. Specifi-
cally, to help them to deal with traumatic 
grief, help them heal, improve their self-
esteem, and help them realize that they 
are not alone. Grief is a difficult thing to 
deal with, especially in children who often 
struggle to understand and process it.

Find Ways to Give Back Year-
Round

Throughout our relationship, Ampex 
Brands has identified ways to continue 
to support Snowball Express’ mission 
outside of just our sponsorship of 
the annual gathering. For example, 
employees in our franchise locations 
raise funds during the year to sponsor 
children and help cover the cost to bring 
as many as possible to the program.

With the right cause, the right partner, 
and the right level of engagement, every 
IFA member can find a way to give back to 
the communities they serve. It’s humbling 
to see and hear firsthand how the work 
we do has had a profound effect on the 
lives of children who have lost a parent.

I’ll leave you with a quote from 
Leslie Ponder, widow of Master Sgt. 
James “Tre” Ponder III, who died in 
Eastern Afghanistan in 2005, leaving 
behind two daughters. When asked why 
Snowball Express was so important to 
her, her answer was short, but powerful.

“Snowball Express did more for my 
daughters in four days than three years 
of professional therapy,” she said. n

Tabbassum Mumtaz is 
CEO and President of 
Ampex Brands, which 
owns and operates more 
than 300 KFC, Taco Bell, 
Long John Silver’s, Pizza 
Hut, and Tim Horton’s 

restaurants across 17 states.
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FOR A FRANCHISE KIT
Contact: VINCE FICARROTTA
at 800.449.8744 or

Vince@RNRtires.com

*Figures above reflect averages for the 20 top performing stores (33%) of the 61 stores reporting that opened in 2014 or prior and habe been open at least 24 months. These averages are based on a 52-week annual periord from 
January 1, 2016 through December 31, 2016. Of these 20 stores, 10 (50%) had higher total revenue and 10 (50%) had a higher operating income. A new franchise owner’s results may differ from the presented performance. There 
is no assurance you’ll do as well. If you reply upon our firgures you must accept the risk of not doing as well. ©RNR Tire Express. All rights reserved.

$1,954,745
AVG. ANNUAL TOTAL REVENUE*

$471,437
AVG. ANNUAL OPERATING INCOME*

$5,000
Your Training Makes You A 

PERFECT FRANCHISE OWNER!

MILITARY DISCOUNT ON 
FRANCHISE FEE

TIRES. WHEELS. ALIGNMENTS.

www.RNRfranchise.com
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Snapshot: Two Men And 
A Truck’s Movers for 
Military
The need to give back to those who risked their lives to keep the country safe should not be ignored. 
Two Men And A Truck International is doing its part with a veterans-focused program.

BY RANDY SHACKA

ACCORDING TO THE U.S. Department 
of Housing and Urban Development, 
there is an estimated 39,471 homeless 
veterans on any given night. Beyond 
that, nearly 1.4 million other veterans 
are considered at risk to homelessness, 
whether that is due to poverty, lack 
of support networks, or dismal living 
conditions. This is a heartbreaking 
number to many Americans consid-
ering the service these men and women 
have provided to the country. But being 
saddened by this number is different 
than giving back to the cause, and many 
companies simply don’t know where to 
begin or how to support these veterans.

As the “Movers Who Care,” Two 
Men And A Truck took a step back and 
researched ways in which it would be 
able to give back to those who deserve 
help. The brand realized its strength in 
numbers with the amount of trucks and 
number of employees it has, and the team 
recognized an opportunity to help. With 
more than 380 locations and a fleet of 
2,700, Two Men And A Truck knew its best 
plan was to utilize the materials it already 

has access to in order to give back to 
these veterans. Thus, Movers for Military 
was born. Through the program, Two 
Men And A Truck locations partner with 
local schools and businesses to collect 
essential items that homeless or poverty-
ridden veterans do not have access to. 
Products such as shoes, blankets, and 
canned food are collected and loaded into 
a truck until it is filled. Once the trucks are 
filled, they are delivered to veterans living 
in shelters leading up to Veterans Day.

Local Involvement Important
In order to find success in the program, 

Two Men And A Truck educates the entire 
franchise system on the importance of the 
cause. This allows franchisees to do their 
part on a local level, meeting with teachers, 
business owners and shelter employees 
in their communities and getting involved 
as a company that cares about the cause.

By stressing the importance of local 
involvement, the brand has become 
engrained in their communities and 
formed relationships with shelter 
partners as opposed to just donating 

money on behalf of the entire company. 
For example, Marisa Elias, sales and 
marketing manager at Two Men And A 
Truck San Diego, coordinated Movers for 
Military for the fourth year in a row in the fall 
of 2016. With each year, the location has 
seen growth with new partners coming on 
board, resulting in an increased number 
of donations for local homeless veterans. 
With the determination of Marisa and her 
marketing and sales intern, James Kearns, 
the duo partnered with 23 schools and 
businesses in the community last year.

“We have a particularly strong military 
presence in San Diego, with an estimated 
40 percent of the homeless population 
being veterans,” Elias said. “We are 
eager to do our part and help on a local 
level. These men and women have had a 
tough life and our Movers for Military drive 
makes it a little bit easier by providing 
them with essential, everyday items.”

The San Diego team truly made 
an impact in its community, collecting 
1,718 items for veterans in need to 
the Veterans Village of San Diego, a 
partnership they’ve had for four years. 

(Continued on page 62)
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AAMCO Transmissions and Total Car Care is proud to receive the 5 Star Rating from the IFA for our 
support of our Veterans. AAMCO has been servicing customer’s vehicles for over 50 years and we 

are proud of the fact that many of our Franchisees are veterans. Representing almost every branch 
of the military, our Veteran Franchisees have become the service provider of choice in their local 

community. While we are a large national brand with nearly 650 locations across the US and 
Canada, consumers want a local contact and need to trust their independently owned and 

operated center. Having a veteran operate the center gives the consumer great confidence 
in the local operation. 

Like the military, AAMCO is convinced that a successful business, starts with industry 
leading training! To provide a higher level of support to all our Franchisees, AAMCO 

opened the doors to AAMCO University just 2 short years ago and has already 
received industry recognition for our state of the art training facility and curricu-

lum. At AAMCO university, Franchisees have access to over 300 online courses as 
well as classroom training and weekly webcasts. Training is available for every 

position at the AAMCO Centers including Franchisee, Manager, and Technical 
training from entry level technicians to master certified technicians. 

AAMCO offers veterans:

 • Discounts on the initial Franchise Fee

 • Unmatched support in

  - Operations

  - Marketing

  - Technical

  - Recruiting

  - Training

 • Strong ROI (Please see our 2017 FDD for details)

 •  Business Coach in-center for the first 5 weeks of Operation

 • National Accounts program

If you are interested in an AAMCO Franchise,  
please contact Kim Robinson at 800-292-8500 x 334  

or visit our website at aamcofranchises.com.

THE RED, WHITE, AND BLUE BRAND IS 
HONORED TO SUPPORT OUR VETERANS 
OF THE RED, WHITE AND BLUE!!!
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Similar to San Diego’s efforts, the 
Two Men And A Truck team in Tampa, 
Fla. celebrated its fourth year with the 
successful Movers for Military program. 
Each year proved more impressive 
than the previous, and at the 2015 
second annual golf outing, the team 
brought in $7,600 and donated a grand 
total of 13,216 items to the cause.

“Living our core values is very 
important and we want to show our 
support for homeless veterans and their 
families who all deserve care for defending 
our freedom every day,” explained 
Eugenia Parlow, marketing coordi-
nator at Two Men And A Truck Tampa.

It’s a Privilege, Not a Chore
It is clear the need to give back to 

those who risked their lives to keep the 
country safe is something that should not 
be ignored. National businesses have the 
privilege of numbers and area coverage 
behind them and have the opportunity to 
implement a plan to help as much as they 

can. Two Men And A Truck has played 
to its strength in numbers and franchi-
sees when implementing a program 
by getting involved in each community 
where the brand has a presence. 

The Movers for Military program is only 
expected to grow with time and experience 
as the company continues expanding its 
presence across the U.S. and existing 
franchisees look for additional initia-
tives to embrace in their communities. n 

Randy Shacka is 
president of Two Men 
And A Truck Interna-
tional, a franchise 
moving company based 
in Lansing, Mich.

(Continued from page 60)
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THE NATION’S LEADING GARAGE DOOR REPAIR COMPANY

www.PDSFranchises.com
Fixed Royalties • Group Purchasing

Training • Operations Support

20% Off the Initial Franchise Fee for Honorably Discharged Veterans

877-887-3739
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You Served Your Country.
Now Serve Your Community.
We honor your choice to volunteer to protect this great nation of ours.   
Now that you are home, we’re here to help you continue your service— 
by improving your local community.  Here’s how:

•  Proven growth and sales systems giving you more financial freedom.

•  Focus on the lucrative and consistent commercial market providing 
you work-life balance.

•  There’s strength in numbers.  Join the largest franchise network of 
experts in the green industry.

Continue Serving Proudly.  Contact us today.
uslawnsfranchise.com  |  866.781.4875

Ask about our  

Veteran’s Discount
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Why Veterans Make 
Great Franchisees
From boot camp to business owners, veterans make excellent franchisees. Their unique skillsets, 
experience, and training make them uniquely qualified to run successful businesses.

BY MICHAEL HAITH

VETERANS ARE A DIFFERENT breed. 
Committed, driven and resourceful, 
they’re also independent and rebel-
lious in their own right. The “go get 
‘em” attitude is in their DNA, so it’s no 
surprise they make for awesome busi-
ness-owners back on the homefront.

Russell McCray, an Air Force vet 
and Teriyaki Madness franchisee, feels 
that his time in the service prepped him 
pretty well for running his own business: 
“One of the greatest things that the 
military teaches soldiers, especially those 
in leadership positions, are applica-
tive concepts like flexibility, attention to 
detail, situational awareness, risk mitiga-
tion, and different types of leadership 
styles for different types of situations.”

McCray served six years of active 
duty with the Air Force and four years of 
reserve duty. He was inspired to serve by 
his family’s commitment to service; his 
father served 27 years in the Army and 
his uncle served in the Navy during World 
War II and the Korean War. McCray’s 
inspiration for starting his own business, 
however, came from his incredible drive. 

No, really. Like, in a car
“I remember being a young officer 

driving along the beach, I would see 
these huge homes on the ocean, and I 
assumed those homes were all owned 
by either movie stars, or senior ranking 
military officers… to my surprise, I found 
out eventually that most, if not all, of the 
homes were owned by business owners 
with very few being senior military officers. 

So, I began the process of researching 
the types of businesses that would 
allow an individual to live on the beach.”

Teriyaki Madness, a fast-casual Asian 
concept based in Colorado, may not be 
handing out beachfront homes, but the 
growing chain shares a lot of traits with 
veterans like McCray. One in particular -- 
their ability to have some fun while getting 
things done -- drew him to the company.

“I first came into contact with Teriyaki 
Madness while vacationing in Las 
Vegas,” McCray said. “I believe there 
are lots of similarities in their goals, 
which appealed to me. Couple that 
with the fact that Michael (CEO Michael 
Haith) and his team are down to earth 
and know how to have fun... that’s 
something I didn’t really get from the 
larger franchise opportunities I looked at.”

McCray currently lives in Atlanta 
and has plans to open three locations. 
We assume he took this interview from 
his top-secret, beachside compound. 

 
Growth attracts vets

But Russ McCray isn’t the only one 
looking to get the Madness in more 
locations. The company saw a 45 percent 
increase in units from 2015 (24) to 2016 
(35) and is expecting an 80 percent 
growth rate in units opening 2016-2017. 
Because of Teriyaki Madness’ scal-
ability and simplicity, nearly 55 percent 
of its owners are multi-unit operators.

All that growth has brought a few 
more veterans into the fold, including 
guys like Navy vet Joe Cleveland.

Cleveland and his wife Robin 
opened their first shop in Marietta, Ga. 
in January. He says the transition from 
Navy to franchise owner was pretty 
seamless. After all, he’s been doing 
this management thing for a while.

Serving in the Navy Supply Corps 
for six years, Cleveland worked in the 
Navy’s Business Management Program. 
He was responsible for everything from 
finance operations, supply inventory, and 
logistics, to retail operations and food. 
Needless to say, Joe holds some rank 
when it comes to business experience.

After his stint with the Navy, 
Cleveland has continued his passion 
for business, working for General Mills 
as a senior operations manager, and 
even opening a startup helping fellow 
veterans secure loans and find financial 
assistance. But, it was Teriyaki Madness 
that enlisted him back in the world 
of food. And he couldn’t be happier.

“It’s like the military in that you get 
some semblance of a road map, but 
you get to make it your own,” he says. 
“There’s great corporate support... 
the organization is very progressive 
in terms of thought and direction.”

If there’s one piece of advice Cleveland 
can give other veterans (or anyone) 
looking to become a franchisee, it’s this: do 
your homework. “Do your due diligence. 
Look at organizations that have benefits 
for veterans, whether it is a reduced 
franchising fee or financing. Make sure 
they have the support to help you and 
make sure you’re successful,” he said.

(Continued on page 66)
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BE PART OF A SUCCESSFUL BUSINESS
SiempreTax+ Named a Top New Franchise

Family + Service + Opportunity.

IT ALL ADDS UP
Service is in your DNA. Nearly 1 in 10 of all U.S. businesses are owned 
by veterans.* You know how to work within a proven system and how to 
lead. SiempreTax+ is a bilingual tax preparation franchise dedicated to 
serving the Hispanic market.

• Estimated Initial investment ranges from $43,700 - $71,900**
• Tax experience is a plus, but not needed
• Ongoing training and world-class support
• Special incentives for veterans

*Source: sba.gov ** For full details, please see the SiempreTax+ Disclosure Document.

@SiempreTax

Minnesota state franchise registration number F-7362 

Veterans are some of our most 
successful Franchisees.

Call: 844-SIEMPRE (743-6773)
Visit: SiempreTaxFranchise.com
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Most franchises in the food industry 
offer a discount for veterans, and Teriyaki 
Madness is no different. The chain offers 
15 percent off the base franchising 
fee, something that gave veterans 
like Cleveland a great starting point. 

 

Finding success with the 
franchise formula

Statistics show that veterans are, 
indeed, getting into the franchise 
game. As of the 2012 census, one in 
seven franchises in the U.S. is owned 
by veterans. That’s approximately 9 
percent of all business owners. That’s 
a whole lot of math, but it basically 
means this: veterans are finding 
success with the franchise formula.

Frank Giuliano is an Army veteran 
who served three years with the 101st 
Airborne and four years in the Reserves. 
Since his time in the service, he’s defi-
nitely scratched his entrepreneurial itch.

He owned his own restaurant, Frankie’s 
Red Hot Restaurant, and sold it for a profit. 

He’s worked as a carpenter and found 
success. Heck, he even started his own 
chimney sweep company. And in his new 
venture, he’s finding the one thing that 
makes franchising different than any other 
business he’s been a part of: support.

“You don’t have to go out there on your 
own. You have back up in the franchising 
system. At Frankie’s (his restaurant), I felt 
like I was drowning because I was there 
by myself. Now I can put the pieces of the 
puzzle together. If I follow everything then 
I know it is going to work. I don’t have to 
experiment to find the perfect things.”

Giuliano currently owns a location 
in Cape Coral, Fla. Like Russ McCray 
and Joe Cleveland, he’s looking to open 
more locations in the near future. For 
Teriyaki Madness, that’s a few good 
men doing a lot in their communities.

Teriyaki Madness’ brand purpose 
is simple: “To provide opportunities for 
success for all.” They even serve their food 
with cutlery called “The Chork,” a fork/
chopstick hybrid with a slightly suggestive 

name. In short, the chain is giving others 
who think outside of the box enough 
freedom and structure to be successful. 
Those are all things guys like Russ, 
Joe, and Frank could get on board with.

From boot camp to business owners 
(and hopefully to beach front house for 
Russ), it’s easy to see why vets make 
such great franchisees. Their unique 
skillsets, experience, and training make 
them uniquely qualified to run successful 
businesses. And they are living proof 
the idea of service goes well beyond 
any one industry, category, or company.

Thank you for your service, Russ, Joe, 
and Frank. And thank you for showing that 
vets make some damn good business 
owners. We’ll see you out there. n

 
 

Michael Haith is CEO of 
Teriyaki Madness, a 
growing fast-casual 
Asian food concept 
based in Denver, Colo.

(Continued from page 64)
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@WORK Franchise, Inc.
@WORK HelpingHands Services
@Work Medical Services
@WORK Personnel Services, Inc.
101 Mobility Franchise Systems, LLC
1-800 PACKOUTS
1-800-DryClean, LLC (The Huntington Company)
1-800-Radiator & A/C
7-Eleven, Inc.
911 Restoration
9Round Franchising, LLC
A Place at Home, LLC
AAMCO Transmissions, Inc.
Aaron’s Sales & Leasing
Ablak Holdings, LLC
Above Grade Level, LLC
Abrakadoodle Remarkable Art Education
ActionCOACH
AdvantaClean Systems, Inc.
AdviCoach®
AIM Mail Centers (Annex Brands, Inc) 
Aire Serv Heating & Air Conditioning
All About People Franchise Services, LLC
All American Pet Resorts
All County Property Management Franchise Corp.
Allegra
Alliance Franchise Brands LLC
AlphaGraphics, Inc.
Alta Mere The Automotive Outfitters
Always Best Care, Inc.
American Poolplayers Association
America’s Taco Shop
AmeriSpec, Inc. (ServiceMaster Company)
Anago Cleaning Systems
Anago Cleaning Systems Master Franchise
Annex Brands, Inc.
Anytime Fitness LLC
Arby’s Restaurant Group, Inc.
Archadeck
Arooga’s Franchising LP
Arthur Treacher’s Franchise Systems, Inc.
Ascend Hotel Collection

ASP Franchising, LLC
Assisted Living Locators
Assisting Hands Home Care LLC
ATL International, Inc.
Auntie Anne’s, Inc.
Auto-Lab Franchising, LLC
Bach to Rock
Back Yard Burgers, Inc.
Ballard Brands, LLC
Bare Metal Standard
BareBones International Franchising, Inc.
Baskin-Robbins Incorporated
Batteries Plus Bulbs
Beauty Supply Outlet
BeBalanced Hormone Weight Loss Centers
Beef Jerky Outlet Franchise, Inc.
Benetrends Financial
Ben’s Barketplace, Inc.
Big Boy Restaurants International LLC
Big Frog Franchise Group
Big O Tires, LLC
Blimpie America’s Sub Shop
Bonanza Steakhouse
Bottle & Bottega
Boulder Designs
BP West Coast Products LLC
BrightStar Franchising, LLC
British Swim School
Brooklyn Water Bagels
Brothers Est. 1967® Bar & Grill
Bruster’s Real Ice Cream
Buck’s Pizza Franchising Corp., Inc.
Budget Blinds
Burger 21 International, Inc.
Burgerim Group USA, Inc
Buzz Franchise Brands
Cafe2U International Pty Ltd
Cambria Suites
Camp Bow Wow
Capriotti’s Sandwich Shop, Inc.
Captain D’s, LLC
Caring for People Services

Caring Senior Service
Caring Transitions (Strategic Franchising Systems) 
Cartridge World
Carvel Corporation
Cellairis Franchise, Inc.
Central Bark Doggy Day Care
Century 21 Real Estate, LLC
Cereality Cereal Bar & Café (Kahala Brands)
CertaPro Painters
Charlwood Pacific Group
Checkers & Rally’s Restaurants, Inc
Childrens Lighthouse Learning Centers
Children’s Orchard
Choice Hotels International
Christian Brothers Automotive
Christmas Decor
Chronic Tacos Enterprises, Inc.
CiCi Enterprises, LP
Cin City Donuts®
Cinnabon International Inc.
Circle K / TMC Franchise Corporation
CIT Franchise Finance
City Looks Salons International
City Wide Franchise Company
CKE Restaurants Holdings, Inc.
Clarion
Cleaners Depot Franchise, LLC
Closet & Storage Concepts/More Space Place
ClosetsbyDesign Franchising, Inc.
Clothes Mentor
CMIT Solutions, Inc.
Coffee News
Coit Services, Inc.
Cold Stone Creamery
College Hunks Hauling Junk
College Hunks Moving
ColorTyme, Inc.
ComForCare Home Care
Comfort Inn
Comfort Keepers
Comfort Suites
Complete Nutrition
Computer Explorers
Cookies by Design
Cornwell Quality Tools Company
Cost Cutters Family Hair Care Shops
Cousins Subs Systems, Inc.
Coverall North America
Creative Colors International, Inc.
Crestcom International, LLC
Critter Control, Inc.
Cruise Planners, an American Express Travel Repre-
sentative
Crunch Franchising
Culver’s
Curves-Jenny Craig
Dale Carnegie & Associates, Inc.
Darter Specialties/Get Company Uniforms.com
DCV Franchise Group
Decor&You®
Decorating Den Interiors
Del Taco Holdings, Inc.
Delta Disaster Service
Dental Fix RX
Destination Athlete
Device Pitstop
Dickey’s Barbecue Restaurants, Inc.
DIGIKIDS® (FranchisEsource Brands Intl)
Direct Energy
Doc Popcorn
Dogtopia
Domino’s
Drama Kids International
Dream Dinners
Dream Vacations/CruiseOne
DreamMaker Bath & Kitchen
Drive N Style (Driven Brands, Inc)
Driven Brands, Inc.
Dryer Vent Wizard
Ductz International (BELFOR Franchise Group)

IFA VETFRAN PARTICIPATING COMPANIES
ABOUT VETFRAN

*U.S. Census Bureau 

2002: 

$30.4 Billion* 

 

wwww.lovedonescares.com/own-a-franchise 

404-375-3494 

2012: 

$65.4 Billion 
* 

Would you rather  just 
make dollars...or a 
difference? 

You can have 
both! 
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Dunkin’Brands, Inc.
Dunn Bros Coffee
Duraclean International, Inc.
East Coast Wings + Grill
Econo Lodge
Econo Lube N’ Tune, Inc.
Edible Arrangements International, LLC
Elements Massage® (WellBiz Brands)
Elevated Brands
Engineering For Kids
Estrella Insurance
Executive Care
Expedia® CruiseShipCenters®
Expense Reduction Analysts
Expense Reduction Coaching® (FranchisEsource 
Brands Intl)
Express Services, Inc.
Eye Level Learning Centers
Family Fare
Famous Brands International
Fancy Art, N.F.P.
Fantastic Sams (Dessange Group)
Farm Stores Franchising, LLC
Fastframe USA, Inc.
FASTSIGNS International
FASTSIGNS National Accounts
Fence Dynamics Franchising, Inc.
Fetch! Pet Care, Inc.
Fibrenew International Ltd.
Figaro’s Italian Pizza, Inc.
Filta Environmental Kitchen Solutions
Firehouse Subs
Firestorm
First Choice Business Brokers, Inc.
First Choice Haircutters (U.S.) Inc.
FirstLight HomeCare
Fish Window Cleaning Services, Inc.
FIT4MOM

Carpet/Rug Cleaning

Tile & Grout  
Cleaning

Furniture/ 
Upholstery  
Cleaning

Mold  
Remediation

Duct Cleaning
Water Damage

Veterans: You Deserve The Best...

CLEANING & RESTORATION SERVICESCLEANING & RESTORATION SERVICES

Duraclean offers all of the men and women who served in the U.S. military  
a special program to move forward and achieve their life goals.  
With a Duraclean franchise you get more:
 • More revenue generating services
 • More one-on-one support
 • More sales support in your Marketing Area
 • More Marketing Area
 • More business tools

Let’s start a dialog to see if we are a fit.
Call Mike Higgins; 800-251-7070, Extension 112
 

And Duraclean Offers  
You Just That!

www.duraclean.com
A house full of services to offer your customers!

Flip Flop Shops Franchise Co.
Flippin’ Pizza International, LLC
Floor Coverings International
FOCUS Brands Inc.
Foot Solutions
Franchise America Finance
FranconXtions Inc.
FranNet Franchising, LLC
Freggies
Fresh Coat
Frullati Cafe & Bakery
Fully Promoted (United Franchise Group)
Fun Bus Franchising Group, LLC
Furniture Medic, Inc.
Fuzzy’s Taco Shop
Fyzical™ Therapy & Balance Centers
General Nutrition Centers
Glass Doctor
Global Franchise Group, LLC
Goddard Systems
Golden Chick
Gold’s Gym
Good Feet Worldwide, LLC
Granny NANNIES Licensing Group, LLC
Grease Monkey International, LLC
Great American Cookies
Great Clips, Inc.
Great Steak (Kahala Brands)
Great Wraps!
Griswold Home Care, Inc.
Grout Doctor Global Franchise Corp.
Guidant Financial Group, Inc.
Gymboree Play Programs, Inc.
GYMGUYZ
Hair Saloon
Hand & Stone Massage and Facial Spa
Handyman Connection
Happy & Healthy Products, Inc.

Hardee’s Restaurants, LLC
Harris Research, Inc.
High Touch Investment Corp.
HKP
HobbyTown
Home Franchise Concepts, Inc.
Home Helpers
Home Instead Senior Care
HomeTask, Inc.
HomeTeam Inspection Service
Homewatch CareGivers
HomeWell Senior Care, Inc.
Honest-1 Auto Care
Hoodz (BELFOR Franchise Group) 
Hook & Wilson LLC
Hot Dog on a Stick
House Doctors & House Medic
HouseMaster Home Inspection Services
Hungry Howie’s Pizza
Huntington Learning Centers, Inc.
Hwy 55 Burgers Shakes & Fries
i9 Sports
ICA Franchising, LLC
iCare Repair Franchising, LLC
Ice House America
Image360
Instant Imprints
Interim HealthCare Hospice
Interim HealthCare Inc.
International Center for Entrepreneurial Development
Intuit, Inc.
InXpress
iSold It
IZON Global Media (United Franchise Group) 
J.D. Byrider Systems, Inc.
Jani-King International, Inc.
Jan-Pro Master Franchise
Javelin Solutions

(Continued on page 70)
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JDog Junk Removal
Jet-Black® Franchise Group
Jewelry Repair Enterprises, Inc.
Jiffy Lube International, Inc.
Jomsom Staffing Services
Junkluggers Franchising LLC
Kahala Brands
Keyrenter Franchise LLC
Kiddie Academy
Kilwins Chocolates Franchise, Inc.
Kinderdance International Inc.
Kitchen Solvers
Kwik Kopy Business Centers
La Quinta Inns & Suites
Lapels Dry Cleaning
Lawn Army
Lawn Doctor, Inc.
Learning Express, Inc.
LearningRx Franchise Corporation
Lemon Heaven International Inc.
Lenny’s Franchise Systems, LLC
Liberty Tax Service
Lightbridge Academy
Link Staffing Services
Liquid Capital of America Corp.
Little Caesar Enterprises, Inc.
MAACO Franchising, Inc.
MaggieMoo’s Ice Cream & Treatery
Magicuts
Maid Right Franchising, LLC
MaidPro Franchise Corporation
MainStay Suites
Marble Slab Creamery, Inc.
Marco’s Pizza
Marriott International
Martinizing Delivers
Martinizing International
Massage Envy Franchising LLC
Matco Tools
Mathnasium Learning Centers
Maui Wowi Franchising, Inc.
Max Muscle Sports Nutrition
McAlister’s Corporation
Measure Nationwide, LLC
Medifast Franchise Systems, Inc.
Meineke Car Care Centers
Menchie’s Frozen Yogurt
Merle Norman Cosmetic, Inc.

Merry Maids, Inc.
Metal Supermarkets Franchising America Inc.
Miami Subs Franchising Corporation
Microtel Inn & Suites by Wyndham
Midas International Corporation (TBC Corporation)
Mighty Auto Parts
Milex Tune-Up and Brakes
milliCare Floor & Textile Care
Minuteman Press International
Miracle Method Surface Refinishing
Miracle-Ear, Inc.
MODE
Moe’s Southwest Grill
Molly Maid, Inc. (The Dwyer Group)
Money Mailer Franchise Corp.
Money Pages Franchising Group, LLC
MOOYAH Franchising, LLC
Moran Family of Brands
Mosquito Squad
Mr. Appliance
Mr. Electric (The Dwyer Group)
Mr. Handyman
Mr. Rooter Plumbing
Mr. Transmission
MRINetwork
Mrs. Winner’s Chicken & Biscuits
Mullin Law, PC
Multistate Transmissions
Murphy Business & Financial Corp. LLC
Muscle Maker Franchising, LLC
National Maintenance Contractors, LLC
Navis Pack & Ship
New Uses
New York Pizzeria, Inc.
N-Hance
Noble Brands
NOVUS Franchising, Inc.
NRgize Lifestyle Cafe
NTY Franchise Company
Nurse Next Door
NYS Collection Eyewear, Inc.
Office Pride Commercial Cleaning Services
ONE Sports Nation
OpenWorks
Orange Leaf Frozen Yogurt
Our Town America
Outdoor Lighting Perspectives
Outdoor Living Brands, Inc.
Oxi Fresh Franchising Co.

OXXO Care Cleaners
Pacific Lawn Sprinklers Franchise LLC
Packaging Store
Padgett Business Services®
Painting with a Twist, LLC
Pak Mail Centers
Pango Financial, LLC
Papa John’s International, Inc.
Papa Murphy’s International, Inc.
Parcel Plus
Patrice & Associates Franchising, Inc.
Paul Davis Restoration
Pestmaster Franchise Network
Pet Butler (HomeTask, Inc)
Pet Supplies Plus
Peterbrooke Franchising of America, LLC
Philly Pretzel Factory
PickUp USA Franchise Company, LLC
Pillar To Post
Pinot’s Palette
PIP Marketing Sign Print (Franchise Services, Inc.)
Pirtek USA
Pita Pit USA Inc.
Pizza Factory Inc.
Plan Ahead Events
Planet Beach Franchising Corporation
Planet Smoothie
Pollo Campero
Ponderosa Steakhouse (Homestyle Dining, LLC)
Pool Scouts
Pop-A-Lock
Popeyes Louisiana Kitchen
Port of Subs, Inc.
PostNet International Franchise Corp.
Precision Door Service
Precision Tune Auto Care
Premium Franchise Brands, LLC
Pretzel Time, Inc.
PretzelMaker
Primrose School Franchising Company
Pro Image Franchise, LC
Pro-Cuts Sport
Profile Franchising LLC
Proforma
Pronto Insurance
Property Management, Inc.
Proshred Franchising Corp.
ProSource Wholesale Floorcoverings
ProTect Painters
Pudgie’s Naked Chicken Co.
Pump It Up (Fun Brands)
PuroClean, Inc.
Qualicare
Quality Inn
Quatrro FPO Solutions
Quizno’s
Rainbow International Restoration & Cleaning
Rainbow Station, Inc.
Ranch One Grilled Chicken
Rapid Realty Franchise, LLC
Real Property Management
Re-Bath, LLC
Red Mango Yogurt Cafe & Juice Bar
RedBrick Pizza
REGIS Corporation
Relax The Back Corporation
Remedy Intelligent Staffing, LLC
Renew Crew
Rent-A-Wreck of America
Repicci’s Franchise Group, LLC
Restoration 1 Franchise Holding, LLC
Restoration Specialties Franchise Group
Right At Home, Inc.
RimTyme Custom Wheels and Tires
Rise & Dine Restaurants, Inc.
Rita’s Franchise Company
Ritter’s Frozen Custard (TRUFOODS, LLC)
RNR Tire Express & Custom Wheels
Robeks Fresh Juices & Smoothies

IFA VETFRAN PARTICIPATING COMPANIES (cont’d)
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Rock ‘N’ Joe Coffee
Rockin’ Jump Franchise, LLC
Rodeway Inn
Rollerz
Romp n’ Roll
Rosati’s Franchising, Inc.
Sales Consultants (MRINetwork)
Samurai Sam’s Teriyaki Grill (Kahala Brands)
Sandler Training
SBA-TLC, LLC
Schlotzsky’s
Schmizza International, Inc.
School of Rock
SCJS Franchising, Inc.
Scooter’s Coffee
SealMaster
Sears Air Duct Cleaning
Sears Carpet & Upholstery Care
Sears Franchise Businesses
Sears Garage Solutions
Sears Handyman Solutions
Sears Maid Services
Senior Helpers
ServiceMaster Company
Shane’s Rib Shack, LLC
Shine Window Care and Holiday Lighting
Shirley’s Franchising, LLC
Shoney’s Restaurants
Showhomes Franchise Corporation
Siegel Financial Group
Signal 88, LLC
Signarama
Sir Speedy Print Signs Marketing (Franchise 
Services, LLC.)
Sleep Inn
Smart Drinks & Nutrition
SmartView Window Solutions
Smoothie Holdings FC, LLC (Brix Holdings, LLC)
Smoothie King Franchises, Inc.
Snap Fitness, Inc.
Snap-on-Tools Company, LLC
Soccer Shots Franchising, LLC
Soldierfit Franchise, LLC
Sparkle Wash International, Inc.
SpeeDee Oil Change & Auto Service
Spherion Staffing
Sport Clips, Inc.
Sportball
Spray-Net
Spring-Green Lawn Care Corp.
Staymobile
Steak-Out Franchising, Inc.
Steamatic, Inc.
Stratus Building Solutions
Sub Zero Ice Cream
Submarina Franchise Sales Corp.
Suburban Extended Stay
Sunny Days In-Home Care
Sunshine Pack And Ship
Supercuts
SuperGreen Solutions (United Franchise Group)
Surf City Squeeze
Sydnee’s Pet Grooming
Sylvan Learning, LLC
Synergy HomeCare Franchising, LLC
Taco Time
Tailored Living
TapSnap Ventures Inc.
Tasti D-Lite
TD Bank
Teriyaki Madness
The Alternative Board (TAB)
The Cleaning Authority
The Coffee Beanery, Ltd.
The Entrepreneur’s Source® (FranchisEsource 
Brands International)
The Grounds Guys
The Grout Medic
The Growth Coach

The Haagen-Dazs Shoppe Co.
The Honey Baked Ham Company, LLC
The Johnny Rockets Group, Inc.
The Joint Corp.
The Learning Experience
The MAIDS International, Inc.
The Melting Pot Restaurants, Inc. (Front Burner)
The Spice & Tea Exchange Franchising LLC
The Team Makers (The Mad Science Group)
The UPS Store®
The Woodhouse Day Spas, Corporation
Tide Dry Cleaners
Tim Hortons USA, Inc.
TINT WORLD
TITLE Boxing Club
Togo’s Franchisor, LLC
Toppers Pizza Inc.
Tot Squad
Touching Hearts, Inc.
Town Money Saver
Transworld Franchise Resale Program (United 
Franchise Group)
Tropical Smoothie Cafe
TruBlue House Care
TRUFOODS, LLC
TSS Photography, Inc.
TurboHaul
TURFSCAPE Franchise, Inc
Tutor Doctor Systems, Inc.
Two Maids & A Mop
Two Men And A Truck®/International
U.S. Lawns
uBreakiFix
UCMAS USA Inc.
Unishippers Global Logistics, LLC
United Franchise Holdings, LLC
USA Insulation Franchise Corporation
Valpak
Vanguard Cleaning Systems, Inc.
Vapor Shark Franchising LLC
VaporFi Franchising
Villa Restaurant Group
Visiting Angels
Vital Restoration Franchising Inc.
vomFASS
VR Business Sales/Mergers & Acquisitions
Wall Street Deli, Inc.
Watermill Express Franchising, LLC
Wayback Burgers
We Sell Restaurants
Weed Man
Welcomemat Services
Welcyon, Fitness After 50
WellBiz Brands, Inc.
West Industries
Which Wich Franchise, Inc.
Wild Bird Centers of America
Wild Birds Unlimited, Inc.
WIN Home Inspection
Window Genie
Window World, Inc.
Wing Zone Franchise Corporation
Wingstop Restaurants
Wireless Zone
WSI Digital
YogaFit Studios
Yogurt Mountain
Young Rembrandts Franchise, Inc.
You’ve Got Maids
Zerorez Franchising Systems, Inc.
Ziebart International Corporation
ZOUP! Fresh Soup Company
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