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CREATING YOUR 
CORPORATE EXIT 

STRATEGY



Craig Wells
FranNet, Franchise Specialist

• Founder: One Hour Photo Chain – Seattle 1985

• Owner: MAACO Auto Painting franchise – Seattle 1991

• Franchisor: Cash Plus, Inc. – International 1996 to Present 

• Sponsor: McDermott and Bull



Agenda (60 Minutes)

Elephant in the Room (COVID-19)

Transitioning from Job to Entrepreneur

Semi-Absentee Ownership

Why Invest in a Franchise?

Three BIG Questions?

Next Steps

Financing Options



WHO IS FRANNET?

• 32+ year old International Franchise Consulting firm

• Over 100 locally-based consultants across North America 

• National partnerships with SCORE and SBDC 

• Match people who want to be in business with a franchise that meets their needs

• Our services are always 100% FREE to our clients



WHAT FRANNET DOES

We match Prospects with Franchisors
– We educate candidates on opportunities in 

business ownership

– We offer our clients choices so they can make 

informed decisions

– We pre-screen:

– All franchisors to our applicants’ standards

– All applicants to franchisors’ standards

– We do not sell franchises

NO 
COST!



NOT OUR FIRST RODEO …

PAST:
Dotcom bust, 9/11, Great Recession

PRESENT: 
COVID-19

Focus:
– Recession-resistant 

– Low cost

– Low overhead

– Service-based businesses



HOW TO USE THIS TIME

Hit the Brakes!

• We get it

• This isn’t for 

everyone

Tap the Brakes

• Proceed cautiously

• Pull the trigger w/ 

clarity on COVID-19 

• What IS clarity for you 

and is it realistic?

Full Speed Ahead!

• THIS is the time

• Take advantage of 

opportunities

(low interest rates, increased 

vacancies, lower costs, etc.)

• Possible huge economic 

opportunity on the other side, 

I’ll be ready

• Prepare now, take off when I 

want

Exploring opportunities is not the same as committing to a purchase. 



Security,

Predictability, 

Familiarity

Control, 

Autonomy, 

Freedomor

Job Ownership



Security,

Predictability, 

Familiarity

Control, 

Autonomy, 

Freedomor

Job Ownership

How can I safely make a change?



Change …



and more change ...



Franchise Investment



Semi-Absentee 

Ownership



• Keep job/business

• Work “on”, not “in”

• 8-10 hours/week

• Leadership

• No industry experience

OWNER



• Manage the Manager

• Oversee KPIs

• Hiring*

• Marketing

• Run business remotely

*Employees are often trained/certified in their trade

OWNER



• Often store front

• Secure prime real estate

• Multi-unit

LOCATION



Your 

Goals!



• Build Equity

• Empire Building

• Residual Income

FOCUS



Why Invest in a Franchise?

Build Net 

Worth

Semi-

to Full

Retirement

Diversify

Investment 

Portfolio

Corporate 

Exit 

Strategy



RECESSION-RESISTANT

Many businesses thrive in all economic conditions

Growing markets driven 

by demographics
Essential Services

Businesses that help other 

small businesses

• Senior Care and Services

• Residential Repairs/

Home Modification

• Cleaning Services

• Hair Care/Beauty

• Fitness

• Automotive

• Damage Restoration

• Business coaching

• Digital Marketing/Advertising

• Staffing

• Sales/Employee Training

What’s Hot In Southern California?



How to 

Capitalize



$200k Total Investment

$20,000 to $30,000 Cash

SBA loans

Traditional loans

Franchisor financing

Investors

Friends & Family

FINANCING



Financing Facts:

Sources of capital:

• Personal savings

• Friends, relatives or partner

• Home equity line of  credit

• Financial Institutions

• Seller financing – resale

• Self-directed 401K, IRA, etc.



“How much can I expect to make?”



Business/Personal Goals

Personal Goals
• Grow Equity
• Be his own Boss/Set his own hours

• Min. of $___________ income

• A more balanced life between work 

and home

• ______________ is the best area
• His wife is supportive in starting a 

business

Business Goals
• Control own destiny
• Learn from proven system

• Create resale value

• Invest $__________

• Strong leadership and team building 

skills

• Great strategic planner and decision 

maker
• Excellent problem solver

• Motivated by achievement and 

relationship

• Results, profitability and relationship 

define success

• Desire to dominate and service 

marketplace

• Searching for uniqueness and longevity

Business Characteristic Preferences

• Employees

• Location

• Hours

• Sales

• Image

• Maturity of Franchise

• Investment

• Quality service or practical solution 

oriented business

• Medium risk level – maintain 

financial integrity and control

• Stage 2 or 3 business

• Able to handle multiple units; may 

consider area development

• Franchise | web address

• Franchise | web address

• Franchise | web address

• Franchise | web address
• Franchise | web address

Business Model for

A / B

Timeline 90 Day Research

Research

Date

Validation

Date

Signing Day

Date

Opening Day

Date

Develop Model

Date

Date | Consultant Name | name@frannet.com | 555.555.5555

Last Name

FranNet does	not	represent	that	any	franchise	opportunity	that	it	may	present	to	you	will	meet	your	financial	or	personal	goals. You	may	not	do	as	well	as	you	plan	or	hope. We	use	this	form,	and	you	should	use	
this	form,	only	as	a	reference	in	conducting	an	analysis	of	potential	franchise	opportunities. You	must	prepare	your	own	financial	projections	for	any	potential	franchise	opportunity. In	addition,	you	should	
conduct	an	independent	investigation	of	the	costs	and	expenses	you	will	incur	in	operating	a	particular	franchised	business. Franchisees	or	former	franchisees,	listed	in	the	Franchise	Disclosure	Document,	may	be	
one	source	of	this	information. We	also	suggest	strongly	that	you	consult	your	financial	advisor	or	personal	accountant	concerning	financial	projections	and	federal,	state	and	local	income	taxes	and	any	other	
applicable	expenses	or	taxes	that	you	may	incur	in	operating	a	particular	franchised	business.

Follow Up Calls:

_____

Core Competencies

Primary Motive

Business Facets

Recommendations
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The closer you get 

to a decision, 

the more fear you will feel



OPTION 1 Let’s Keep Talking!

Visit: www.frannet.com/cwells/cq

to complete the No Cost PFA

Schedule a call to review your results

1

2

http://www.frannet.com/cwells/cq


Let’s chat.

Craig Wells

714-328-6075

cwells@frannet.com



Upcoming Live Event (Virtually)

Meet 5 Franchise Businesses 
(seeking expansion in So. Cal.)

• Semi-Absentee

• Business-2-Business

• Light Manufacturing

• Senior Care

• Other Essential Services

• Wednesday, April 29 // 10:00 to 12:00
• cwells@frannet.com for registration info.

mailto:cwells@frannet.com

