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ABOUT FRANCONNECT

FranConnect helps
franchise brands and
multi-unit
businesses connect
growth with
operational
execution, driving
location expansion,
operational
efficiency, and unit-
level performance
across the system
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ABOUT THE DATA

The research methodology and data sources behind today's insights and recommendations
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850+ 24 3
Franchise Systems Studied Months of Longitudinal Data Independent Data Sources Brands by System
Across all major industry verticals Tracking growth patterns and outcomes Cross-validated for accuracy Size
. 2\ v j. ¥ J
Large 2 0 %
~ E. T R 7 Brands
) Why This Data Matters
Primary Data Sources Independent Validation This represents one of the largest o
franchise performance datasets ever Mid-Sized 21 /0
analyzed. Every recommendation is Brands
FranConnect Database Industry Reports: backed by measurable performance
(2024): « International Franchise differences. (y
» 100,000+ franchise Association Economic Impact .
s o , eges S9%
» 850+ franchise systems  Franchise Business Review
« Performance metrics across State of Franchising Report ™
all growth stages 2024 What Makes This Unique
* Digital engagement and Scale: 100,000+ locations » Depth: 24-
technology adoption data Research Methodology: month tracking  Actionability:
¢ 24-month longitudinal Performance-linked strategies
tracking
« Statistical significance
testing
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SCALING YOUR FRANCHISE

The hidden patterns behind why 94% of franchise systems never reach 100 locations

27

Average Location Count Where Most Franchise Systems Permanently Plateau

4 N ( N 4 N
Of Franchise Systems Never Reach Distinct Growth Phases Of Scaling Failures Are Predictable
100 Locations Each requiring fundamentally different Same patterns repeat across industries
Most hit an invisible ceiling between 15-50 strategies
units
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THE FRANCHISE SCALING CRISIS

Most franchise systems hit an invisible ceiling - here's what the data reveals about the scaling

challenge
(
The Growth Plateau Reality
Plateau at 1-25 Reach 26-50 Scale to 51-100 Exceed 100+
Nearly half of all franchises One quarter achieve this Less than 20% break through Elite performers only
.
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The Hidden Truth

Our analysis of 100,000+
franchise locations across
850+ franchise systems
reveals that scaling isn't
about having a great
concept—it's about having
the right systems at the right
time. The franchises that
break through use
fundamentally different
approaches at each growth
stage
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‘ THE THREE CRITICAL GROWTH PHASES

Understanding which phase, you're in determines your strategy, technology needs, and

Foundation Building 1 Optimization 3

1-25 Locations

+49.4%

Opening Growth Potential

Focus

System establishment and proof of
concept

Primary Challenge

Building scalable processes
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25-100 Locations
G

+22.2%

Lead Growth Rate

Focus

Operational scaling and regional
expansion

Primary Challenge

Support model transformation

resource allocation

100+ Locations

84/100

Stability Score

Focus

National presence and system
refinement

Primary Challenge

Innovation while maintaining
consistency
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Key Takeaway for Today

Each phase requires
fundamentally different
strategies. Trying to apply
optimization-stage tactics to a
foundation-stage franchise is
like using a highway map to
navigate city streets - you'll get
lost

1FA s wednesdaywise

ASSOCIATION WEBINARS



MULTI-UNIT DEVELOPMENT EVOLUTION

60.5% of openings are multi-unit developments, but the timing and approach varies dramatically
by growth stage. Getting this wrong kills more franchise systems than any other single factor.

4 )
Multi-Unit Development by Growth Stage
Foundation Acceleration Optimization
Focus on single-unit success first Selective multi-unit with proven operators Sophisticated multi-unit strategies
\. J
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Stage-Specific Multi-Unit
Strategies

Foundation Stage: Resist
early multi-unit pressure.
Perfect single-unit
operations first.
Acceleration

Stage: Selective multi-unit
with high-performing
franchisees in adjacent
markets.

Optimization Stage: Area
development, master
franchising, and strategic
partnerships become
viable.
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FOUNDATION BUILDING: YOUR FIRST 25 LOCATIONS

Why small business franchises achieve the highest growth rates and what you can learn from

their success

+49.4%

Highest Opening Growth Rate Among All Segments

+25.3%

Lead Growth Rate
2x system average performance

+148%

Digital Document
Downloads
High-engagement systems
outperform

5.3

Months Faster Opening
Digital-first vs. manual processes

12.9%

Same-State Lead Increase
Geographic concentration
advantage

.

\) franconnect

Foundation Stage Success Formula

1. Digital Foundation First: High-engagement
franchisees open units 5.3 months faster and
show 94% satisfaction scores

2. Geographic Concentration: Dominate 3-5
adjacent markets before expanding beyond
your region

3. Single-Unit Mastery: Achieve 85%+ single-
unit success rate before considering multi-unit
development

4.Process Documentation: Document
everything while you're small - it becomes
impossible once you scale
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FOUNDATION STAGE: ESSENTIAL METRICS TO TRACK

The four critical KPIs that predict foundation stage success and guide your early growth

decisions
f N [ v Technology Investment Priority
Lead-to-Opening Digital Adoption Rate Same-Store Growth
Conversion ° .
S e — Essential Foundation Tools:
Target: 75%+ within 6 Target:-8°/o+ annually * BOSIC CRM for qud mqnqg ement
:::vgv‘;gi/i:;i::t:golead quality ;?;t:r:‘df.)ption directly correlates Zcr:;llrelz vt economics before ¢ C IO Ud d OC u m ent Sh G rl ng p IG tform
or sales process issues with opening speed (99.60/0 Of VISItS Ore nOW OUdIt‘fOCUSGd)
\ J U y, . . . e .
Simple training platform
4 )
Average Time to
Opening
—
Target: Under 15 months
Speed indicates process efficiency
\ J
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ACCELERATION PHASE: SCALING TO 100 LOCATIONS

The support model crisis that kills growth momentum and how to avoid the efficiency trap

-0.15

Average Efficiency Ratio

During Acceleration

More support activity

The Acceleration Phase Paradox

+61.4%

Phase Increase in Field —

-8.9% Cirisis

Declinein __ The Efficiency
Compliance Trap
Worse performance Linear scaling
outcomes doesn't work

The Critical Realization

During acceleration, more support doesn't
equal better results. The mid-market segment
shows +61.4% visit growth but -8.9%
compliance decline.

The solution: Transition from reactive to
proactive, data-driven support models.

&

Efficiency Ratio Explained
Definition: We calculate this by measuring
compliance improvement per field visit.

Interpretation: Positive ratio = visits improve
performance; negative = diminishing returns.

The -0.15 ratio: Each additional visit correlates
with worse franchise performance.
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Acceleration Phase Transformation
Strategy

« Tiered Support Model: Segment franchisees
by performance and provide differentiated
support

« Predictive Intervention: Use data to identify
issues before they become crises

« PeerLearning Networks: High performers
teach struggling franchisees

- Digital-First Support: 71.4% growth in course
completions shows the shift to online
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REGIONAL EXPANSION: GEOGRAPHIC GROWTH PATTERNS

Why successful franchises follow demographic patterns, not personal preferences, when

choosing expansion markets

Yol Data-Driven Market Selection Strategy
_ _ 45.5% , .
Top Performing States by Franchise Lead Share from Top 5 - Demographic Analysis: Target markets
Activity States _ with proven franchise receptivity
Concentration creates efficiency oL ® -
« Competitive Intelligence: Analyze market
saturation and white space opportunities
1% \ + Lead Generation Patterns: Follow where
11.6% p qualified leads naturally originate
2% W 7 W 7% - Economic Indicators: GDP growth,
46.6% population growth, and disposable
Opening Share from Top 5 income trends
States
Texas Florida California Georgia North Lead quality matches performance
+22.8% growth, 72.1% multi-unit Lead generation +28.7% sold  Carolina
14.1% of openings development powerhouse locations +41.2%
opening growth
g N
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OPTIMIZE PHASE: BEYOND 100 LOCATIONS

How enterprise-level franchises achieve 78.2% multi-unit rates and maintain system-wide

84/100

Stability Score - Highest

Among All Segments

excellence

78.2%

Multi-Unit Development
Rate

Single-unit development
becomes the exception

-21.5%

Termination Rate
Improvement

Predictive analytics prevent
failures

0.97

Visit-to-Compliance Ratio

Nearly perfect support efficiency

1.70

Transfer-to-Opening Ratio

Active portfolio optimization
strategy

Stability Score Explained
Definition: Composite metric
measuring franchisee retention,
same-store sales consistency, and
operational compliance over 24
months.

84/100 score: Indicates
enterprise-level operational
excellence and predictable
performance.

\> franconnect

Enterprise-Level Growth Strategies

« AreaDevelopment Programs: Large
territory grants to proven multi-unit
operators

- Master Franchise Opportunities: Regional
sub-franchising for rapid expansion

- Strategic Corporate Partnerships: Joint
ventures for accelerated market
penetration

« Active Transfer Facilitation: Transfers
become a growth tool, not a problem
indicator
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TECHNOLOGY STACKBY GROWTH STAGE

How technology needs evolve from basic tools to enterprise platforms as you scale from1to

Foundation (1-25)

Investment: Essential basics with
proven ROI

CRM:

Basic customer relationship management

Documents:

Cloud-based document sharing

Training:

Mobile-accessible learning platform
Communication:

Team collaboration tools

Focus:

Establish digital foundation and basic
automation

\> franconnect

100+ locations

Acceleration (25-100) Optimization (100+)
Investment: Moderate to significant, Investment: Substantial, enterprise-
scaling systems grade solutions
CRM: CRM:
Territory management & lead routing Full automation & predictive analytics
Operations: Operations:
Real-time performance dashboards End-to-end franchise management suite
Training: Learning:
Leadership development & compliance tracking Al-powered personalized training
Analytics: Global:
Business intelligence & reporting tools Multi-language, multi-timezone systems
Focus: Focus:
Integrated platforms and predictive capabilities Al-driven optimization and global scalability

Copyright 2025. FranConnect Confidential & Proprietary Information.

ROI Validation

Proven Returns:

5.8% same-store sales
improvement from digital
engagement

86.3% engagement
growth from mobile
platforms

5.3 months faster opening
with integrated systems.
Technology investment
typically pays for itself
within 12-18 months.



MEASURING YOUR GROWTH INVESTMENT ROI

The specific metrics and timeframes to track ROI from your growth strategy and technology

\) franconnect

investments

Financial Impact Metrics

5.8%

Same-store sales
improvement from digital
engagement

Typical 12-month impact
measurement

Efficiency Gain Metrics

5.3

Months reduction in average
opening time

Integrated systems vs. manual
processes

Growth Acceleration
Metrics

349%

Lead conversion rate
improvement
High-engagement vs. low-
engagement systems

Retention Impact
Metrics

17.7%

Reduction in franchisee
termination rates
Digital-first vs. traditional
franchisees
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YOUR GROWTH ACTION PLAN: NEXT STEPS

Immediate actions you can take today to begin implementing stage-appropriate growth

strategies

2. Digital Readiness Audit

Measure current technology capabilities and
identify critical gaps

Focus on ROI-positive investments first

4. 90-Day Implementation Plan
Create specific action steps with timelines
and resource allocation

Begin with quick wins for momentum

r
Immediate Action Items
-
1. Stage Assessment
Identify your current growth stage and
benchmark against stage-appropriate
metrics
Use the framework presented today
.
4
3. KPI Dashboard Creation
Establish stage-appropriate metrics tracking
and reporting systems
Start with the 4 critical foundation metrics
\
\_

Remember: Stage-Appropriate Strategy is Everything

Foundation stage franchises that try to implement optimization-stage strategies fail 67% more often.
Acceleration stage franchises that ignore support model transformation plateau at an average of 43 locations.
Success comes from doing the right things at the right time in your growth journey.

\) franconnect
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RESOURCES AND NEXT STEPS

How to access additional resources, tools, and expert guidance for your franchise growth

journey

4 N\ Additional Resources Available
Growth Stage Assessment

Quick Reference: Growth Stage Summary

« Tool: Comprehensive evaluation
framework for your current position

Ronge Primary Focus  Key Metric Mo + TechnologyROl
Calculator: Customized investment
Foundation 1-25 Single-unit +49.4% Basic digital plonning and return projections
success growth foundation - BestPractices Library: Industry-specific
Acceleration 25-100 Regional scaling +22.2% leads Integrated platforms Impl,ementqtlon gwdes and case
studies
Optimization 100+ ffys.terp 14{;'90 Advanced analytics ’ Expert COI'ISU":GtIOI'I.. Pe I’SOI:]C]lIZGd .
optimization stabllity growth strategy sessions with franchise
specialists
\. J
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THANK YOU FOR JOINING US TODAY!

Vikram Rqj
vikram.raj@franconnect.com
Jaffrey Al
Jaffrey.ali@franconnect.com
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