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what % of your
franchisees will ‘

transfer ownership In
the next 5 years?

Setting the Stage

« Resales Peaking - FranData
« Population Aging — Silver Tsunami
« Brands Must Prepare

- Exit Strategy as a Topic

We haven't
modeled this



LIVE POLLING

Let’s See What You Think



https://cvent.me/lyyeLg

Buy Backs and Brand Protection
A Legal Strategy Conversation

Adam Siegelheim, Esq.
Shareholder

Stark & Stark
asiegelheim@stark-stark.com




Have You Ever
Executed a franchise
buy-back?

Buy Backs and Brand Protection

POLL

Yes, on limited basis

ves, multiple times

 Hav
e you ever executed a franchise

buy-back?

No but we've
considered it

« How do you view buy-backs?

No, and we would
not consider it.

Let’s See What You Think

]


https://cvent.me/lyyeLg

Mapping the Franchise Lifecycle
Small Group Exercise

Paige Dosch
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Unleashed Brands
paige.dosch@unleashedbrands.com




MAPPING THE FRANCHISE LIFECYCLE

Glee Fee Me Free See We

Entry
Stage Stage Stage Stage Stage Stage




Case Study Exercise
3 Mini Case Studies

Eric Gagnhon
President, Co-Founder

We Sell Restaurants
Eric@wesellrestaurants.com




The Family Factor




* The Family Factor
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The Plateaued Performer




€€ ispy 1 'G by sy growing Cithey Flat Sales, Telay,
» ang average custOrner scores The fra,
Seiy but lakeg no actiop, Perro.rmance Now degy
The Sloy, Decllne

Veg fefnoqels
Nchisee keeps Say/ng
is m/ng;
PAST PRe SENT Ti RENDING
Stapyg, f&"g’wl %

* M slandams * No Doy, * Key Stapy Ieavlng
R, ent -Delayeqr 00, *Ry g ni
. N:y Vmabof?:’ * Says "rniqgt";ell?s . s;:;e soﬂenho X

The Resale Dllemma
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The Buy-Back Balancing Act
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3 The Buy-Back Balanclng Act
THE SCENARIO
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Building Your Brand Playbook
Guided Worksheet Session

Paige Dosch
Vice President, Franchise Resales

Unleashed Brands
paige.dosch@unleashedbrands.com




TRANSITION READINESS MAP

Transition Reality
Readiness Snapshot
Timing Awareness
Risk Exposure check
Brand Guardrails
90-Day Commitment




TAKE THIS FURTHER

One Final Question
Let’s See What You Think



https://cvent.me/lyyeLg
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