SUCCESS REPORTS

The Best Investment…

How to Select the Best Investment to Achieve Financial Freedom in the Least Amount of Time

New Information on Which Business is Best for YOU!
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The Ultimate Investment: An Analysis

For over 18 years, Jeff had worked for large corporations and had worked his way up to middle management. He believed that the way to financial security was to go to work for a large company where he could rely on them to take care of him and his family. He spent many long hours away from his family making a lot of money for the company he worked for. His excuse was that he was doing it for his family and that the company would some day reward him. After all his work, he had very little to show for it. He had a fairly nice home, a couple of vehicles, a small portfolio of stocks and a basic 401K plan with a small nest egg, but like most people in America, Jeff was and only 90 to 120 days away from losing everything if there was no paycheck. During the latter part of these 18 years of hard work and after having developed good business skills, he began to make some changes. 

Jeff began to look into various business opportunities. He got very serious about it and decided to give it his best effort. His current job would not last forever and he needed to do something now!

He looked into and tried several direct sales programs, but didn’t enjoy hounding his relatives and friends to come to meetings and to buy products that were overpriced. The success rate of those who actually do succeed in this type of business was so low that he figured his chances of succeeding were very slim if he continued. He even tried to do some direct marketing through the mail. Once again after a good effort and after going through some of his investment capital he was disappointed. The success rate in direct marketing was also too low. 

He had thought several times about starting his own retail store. He had some money he could use from his stocks and could get a loan for the rest. When he looked at the success rates for starting a business on his own he began to be more afraid. More than three fourths of those businesses were no longer in business after three years. With no one 

to guide him and support him, he questioned his own ability to start a retail business on his own. 

Well, if he couldn’t start a business he would buy an existing business with an existing cash flow. He went to see several businesses that he thought he would like. But, when reality sank in, Jeff realized he would have to quit his job and work full time at the business. The problem was that the size of business he could afford would only pay him a salary half of what he was making with his job! He couldn’t put his family into that kind of situation. He spoke to his friend Larry about his cautions of buying an existing business. 

Larry had purchased a retail store with a cash flow sufficient to support himself. His plan was to buy the first store, live on the earnings and then gradually end up setting up a second and maybe a third store. Once Larry had been operating the business for over two weeks he was looking at his cash receipts and something was wrong. He went to the employees and asked them if the numbers he was seeing were correct and if the number of customers coming in was normal. They said they were and that the flow of customers was typical. Larry had bought a business where the numbers were overstated by the previous owner! He ended up working the store himself, had no free time and just barely scraped by. When Larry finally sold the business at a loss, he had lost valuable time, income and a large portion of his savings. 

Buying an existing business didn’t sound as good to Jeff after hearing of Larry’s experience. Besides, Jeff didn’t want to take over someone else’s business with run down equipment and out of date technology requiring a large investment to bring up to industry standards. He wanted something fresh and new that would be up to date and have a provable successful track record. 

What about real estate? Jeff took a course on buying and selling real estate. He looked long and hard for the bargains in real estate, he was told by his instructor that they were out there. 

But, the bargains were few if any. He finally found a town home, bought it and became a landlord. After a few months as a landlord he dreaded the thought of having to go collect his late rent and to find the property being run down. He was called in the evenings several times to go fix something that had gone wrong with the home. He decided he didn’t enjoy being a landlord for $33 extra per month left over from his positive cash flow on the property. With the market conditions slowing, it would take too much time to build any equity in the property. 

At this point, Jeff had had enough of businesses. He began to look into other investments like stocks. If he played the market right, he could pick the right stocks and buy and sell them at the right moments and boost his net worth very quickly. He soon found out that this wasn’t going to work as well as he thought. The stock market is great for long term growth and one can build a good net worth, but it takes too long. If the professionals couldn’t beat the stock market consistently, how could he? (He had seen the statistics showing that 70% of the professional mutual fund managers do no better than the S & P 500. SO, why not put his money in an index fund and leave it at that).

After all this, Jeff began to think that he would need to be a corporate employee for the next 20 to 30 years and do his best to save his money for retirement. A good strategy, but why wait 20 to 30 years?

A few months later, Jeff met a man named Carl at a party. Jeff and Carl spoke about Jeff’s experiences and his goal of getting out of a job that was going nowhere. The company was getting rich off Jeff’s hard work and experience. Carl had been in the same position several years back. While Carl was working as a general manager for the owner of seven convenience stores, he got to the point where he was tired of seeing all those profits going to the owner and not being able to share in them. 

Carl was already familiar with one of the greatest marketing concepts ever to come along: franchising. He began to investigate various franchises to see which would best fit him and spent many months of trying to find the best fit on his own. He finally went to a franchise consultant who helped him find the best fit for his personality and amount of capital he had to invest. Carl finally settled on a quick service food franchise, even though he had no experience in the industry. He started it while he continued to work his job. After a few months of operating his franchise and receiving the right support to be successful, he opened his second location. 

After three years, Carl had opened five locations all with minimal out-of-pocket investment capital. He had left his work and was now operating his own businesses full time. His salary from his businesses was more than triple than that of his job and was continuing to grow. Not only did he have the income from his businesses, but he had increased his assets over $750,000 in the form of his franchise businesses.  He had the freedom that comes with this type of operation. He could continue to work them himself or he could hire a general manager to run his businesses for him while he semi-retired. Franchising had given him a great life.  

Jeff checked with other franchise owners of other concepts and found similar situations. Instead of a lot of hit and miss looking at franchises on his own, Jeff went to the same franchise consultant that Carl went to and was quickly able to narrow his choices down to three franchises. After interviewing with the three franchisors and doing his homework, he settled on a hair care franchise business. 

Over the next few weeks, Jeff got very excited about his business. He was starting it fresh without any previous baggage to bring along with him. He could set things up right from the beginning with the latest technology. Experience in the industry was not necessary, the franchisor trained his people for him and trained him how to run the business. They helped him find his location, negotiated the lease, got him financing, showed him how to advertise and helped him open his store successfully all while he continued to work his present job. 

With minimal capital and with the help of the franchisor, Jeff opened seven more stores and now has eight stores all within five years. He now has business assets worth over 1 million dollars, plus cash flow in his pocket quadrupling what he made from his job he quit long ago. He has reached the millionaire status in a much shorter time all with a success rate unparalleled by any other business. 

The Quickest Way to Build Net Worth

We offer this example of Jeff because there are many others trying to do the same thing but unable to reach their goal of the American dream of owning their own business. We also acknowledge that every business has its problems to overcome. There will be headaches, dealing with employees, making payroll and taking care of the unruly customer. With a franchise you have the help and support of the franchisor to assist in dealing with business problems. The bottom line of this story is that the quickest way to build your personal net worth is through business ownership. And the best way to build and own a business with the least amount of risk is through franchise ownership. 

The Analysis 

Included with this report is a chart entitled What is Your…Best Long-Term Investment which summarizes the various main investment strategies. After careful analysis of the most common investments it is clear where the best chance of increasing your net worth lies. The three main investment areas are as follows:

1. Typical Investments

2. Real Estate

3. General Businesses

In the Typical Investment category, we include bank accounts, stocks, bonds, cash-value life insurance, commodities, mutual funds, precious metals, annuities, rare coins, other collectibles and just about anywhere else you can invest your money and watch it grow as a result of interest or an increase in value. Over the past 60 years, even during its ups and downs, the stock market has yielded the best return of 11% to 12% depending on which study you look at. For those not able to handle a higher level of risk, it might be best to invest your money consistently in a stock market index fund and leave it there for the 10, 20 or 30 years it will take to give you a consistent 11or 12 percent return through the ups and downs of the market. Even with this relatively safe investment strategy, there is still some risk. 

Many people have used real estate to make their fortunes. But for the many who have made their money in real estate, there is a much larger percentage who have not. There is risk involved with this business. Can you keep your property rented? What happens is the renters tear up the place and leave you with the large repair bills? What happens if a major appliance goes out? If everything works perfect in your real estate investment, you get a good return, typically 60 to 70 percent as outlined in the chart, but for most investors, everything will not go as well as they would like. 

In the area of general business, we have categorized them into four different areas:

1. Direct Sales/MLM – in this type of business, the operator must use selling skills to sell their product or service to personal contacts. If you don’t’ enjoy selling (like the majority of people) this type of business will be very difficult. Your chance of building a large successful business in the manner is less that 4-6 percent.

2. The second way is to start your own business such as a retail, service, distribution of manufacturing type business. These businesses require typically more start up capital and more overhead than the direct sales business. Your chance of success is better, usually between 20-25 percent. 

3. Some prefer to buy an existing business that already appears to be successful. In many cases when you buy a business under $250,000 you are buying something where profits have already peaked and it is on its way down or you are buying the problems that someone else has started and are often hard to correct. Many business sellers have a tendency to inflate the actual cash flow of the business so that when the new owner takes over, the cash flow is not performing as expected and financial problems can occur. Often times the owner will take cash under the table and not report it on the income tax return. This type of cash is hard to track and is often overstated. By purchasing an existing business under $250,000 you have less than a 60% chance for success.

4. With a franchise, you can start out fresh and have a new business set up the way you want it. You don’t have to take over someone else’s problems. You start out clean. Your success rate with a franchise is the best of any business at 92%. If you find the right franchise and are a good operator, your franchised business will be the best investment you can make for long-term gain and personal satisfaction. 
Franchising is the best and lowest risk business investment. Let’s examine why.

The Franchise – an Inside Look

In a recent survey done by the International Franchise Association, we learn that franchising as a whole has a 92% success rate. For franchisees who own multiple units, the success rate goes up to 97%. Increased market share equals increased profits and franchising is the best way to gain market share. Right now retail franchises represent only 8% of the retail businesses. However, the retail sales of those franchise represents over 40% of total retail sales making franchising the best way to capture market share and profits. Other franchise research shows us that:

· 93% of the franchisees say that a franchise gives them an advantage

· 88% of franchisees recommend a franchise over a non-franchised business

· 83% are happy with their franchise 

· 65% would purchase the same franchise over again

· The average net income for a single unit franchise is $76,000

· The average net income for a multi-unit franchisee is $142,000

In short:

“Franchising is the single most successful marketing strategy ever.”

· John Naisbitt, Author, Megatrends

Why Does Franchising Work so Well

Before we look at why franchises are so successful, lets look at why so many businesses fail. The four major reasons why businesses fail according to Dun and Bradstreet and our internal research are:

· Personal – the wrong personality of the owner in the business.

· Lack of Capital – not enough money to keep the business going during the rough times.

· Lack of Marketing Knowledge – if the owner can’t properly use his resources to bring customers to the business, the company will have insufficient sales to generate a bottom line profit. 

· Inexperience – in other words, dumb, avoidable mistakes.

Lets analyze each of these:

Personal – If the owner is not passionate about the business and the business is not well suited to the proper personality of the owner the business is far from reaching its potential. Unless the owner has had previous experience in a related field, the owner is taking a chance on whether he will like the business and whether his personality will fit in with the current structure. With a franchise, the owner only needs to find the right franchise out of over 4,000 that fit him best.

Lack of Capital – Most owners of normal businesses go into the business with not enough capital because they don’t know what to expect. Once the capital runs out, they have nowhere else to turn and they are forced to close or sell. With a franchise, the franchisor already knows how much capital is needed and they usually have ready sources of capital for franchisees to tap into to ensure sufficient capital. It also costs less in the long run to do it right. 

Lack of Marketing Knowledge – If the owner of the business doesn’t know how to bring a steady stream of customers in the door, he will have to use trial and error and spend more money than is necessary to figure it out. With a franchise, the marketing systems are already in place and there is a proven track record on the marketing results. Franchises have the advantage of name brand recognition to make their marketing systems more effective. 

Inexperience – An individual beginning or taking over a new business (they are unfamiliar with) will plan to make changes and improve the business. Without specific experience in running the business, it is very common that it will not benefit the business in the long run. With a franchise, once again, there is a proven system and many other owners to rely upon to help the business owner to make the right decisions. On-going support from experienced franchisors who have a great incentive to see the franchisee succeed will make a big difference in the chances of success of the franchised business. 

Franchises have a much higher success rate than normal businesses because three out of the four major causes in business failure are practically non-existent in a good franchise. The fourth area of personality can be dealt with by making sure the new owner’s personality will fit the type of franchise he intends to purchase. 

In addition to these facts, franchises offer three main reasons why they are more successful than a normal business:

1. Name Brand Recognition – Let’s face it, today we buy mostly items with a well known brand name attached to it. Our children have to have certain shoes with the right brand name. We have to eat at a certain place because we know what to expect. Branding plays a huge role in getting a keeping a customer. The franchisees are able to pool together their advertising funds to create synergistic effects with exponential returns.

2. The Franchise System – Franchises have developed a successful operating system that allows the franchisee to beat the competition by performing the service better and more efficiently. Franchisees also have an advantage by tapping into reduced pricing on products because of volume purchasing.

3. The Franchise Support System – You are not along in your business. You have help from the franchisor who has experienced the business and can help you to overcome difficulties. 

With these three items properly conceived and executed within a franchise system, the franchise is or will become the dominant business entity within practically any industry. These three things allow franchising to have an increased market share compared to similar non-franchised business. 

Other Advantages of Franchises

In addition franchises also offer:

· Typically a lower investment than a business of its type because of the system, cost savings and less cash up front because of existing financing in place. 

· Prestige of owning a name brand

· An easier opportunity to expand into multiple units and build your own mini-empire

· The tax benefits of business ownership

· You control your future. There are no lay offs and downsizing.

· Franchises have a quicker break-even point than independent start-ups, therefore less capital is wasted. 

How to Become a Multi-Millionaire

Countless studies have been done on what makes up the true millionaire and how they got that way. We have taken several of the more well known studies and have summarized the main points of what we need to do to join them. These studies show seven key common denominators for attaining financial freedom. 

1. The Right Attitude – Successful people believe in themselves. They believe they have what it takes to succeed. They see in their mind where they want to be and from it develops into the second key of:

2. Proper Planning – Those who enjoy financial freedom are avid planners and goal setters. They take the few extra minutes per week to establish where they want to be and make the plan to get there. When the plan is not working they adjust the plan until it does. 

3. The Habit of Saving – They have developed the habit of saving their money. They practice the well known advice of paying oneself first. W. Clement Stone was known to say “If you cannot save money, the seed of success is not in you.” The habit of saving develops a certain discipline inside you that allows you to master the control of money in your personal life as well as in business. 

4. Live Below Your Means – Achieving long-term financial independence becomes more important than having luxuries now. You are able to put off the immediate gratification and luxuries and enjoy them later. If you never spend more than you make, you will always have enough. 

5. Avoid Debt – In today’s culture we have become accustomed to thinking we can charge it today, enjoy it today and pay for it tomorrow. This type of thinking is dangerous. Only four types of debt are usually okay in certain circumstances. 

· Mortgage on your home

· A loan on a vehicle

· Loans on education

· Certain business debt

6. Love Your Career – Successful people have or develop a passion for their career. Most of the time this involves the freedom of business ownership. Self-employed people make up less than 20% of all Americans, yet account for two-thirds of the millionaires. Most of these people are entrepreneurs who love what they do. They don’t run exciting innovative businesses but in most cases they run everyday, dull businesses like dry cleaning, carpet cleaning, pest control, a small restaurant or many other typical dull businesses they have learned to love. 

7. Excellence in Marketing – Even though the typical millionaire has developed a successful everyday type of business, they have mastered the art and science of marketing their business.  They realize that without sales, they have no business. This is one area of the business that they don’t delegate and have developed a successful system that brings in a steady stream of customers who come back over and over.

Although a franchised business can help develop some of these seven keys through the system and support they use, you will need to evaluate yourself with these seven keys to attaining financial independence. A franchisor can act like a personal financial trainer to coach you on to victory. Chances are, if you have not achieved the type of financial success you desire, it is because you don’t have systems to follow and a mentor or coach to help you get where you want to be. 

Set for Life

Countless success examples exist from practically every type of franchise where franchise operators are set for the rest of their lives. 

Ben and his wife Ellen began six years ago with a  nationally well-known franchise in the hair care industry.  They knew nothing about hair care but liked the stability of the industry. After six years they have 13 franchises units all paid for producing a total yearly net income of over $700,000. Their franchises are valued at over a total of $2,000,000. They can hire out the general management of the business and put in very little time in the business and enjoy the freedom that comes from this type of operation. Not bad for starting out with nothing six years ago. 

Jack began his franchise operation in the fast food industry. In five years and a minimal out-of-pocket investment he has 8 stores producing over $460,000 in yearly cash flow. At this point, Jack feels he can retire and spend only a few hours with the business. 

Ed and Jean continue to work their existing jobs but began a franchise operation that now gives them almost $70,000 a year in net income. Between the two of them, they spend about 18 hours per week with the franchise. They are taking the money they make with the franchise and consistently investing it into mutual funds. With the extra income they receive from their franchise, they will be able to retire in about one third of the time if they continued to work their regular jobs. 

The success stories go on and on. Franchising IS successful. What it will come down to for you is selecting the right franchise. 

Choosing the Right Franchise

As far as we have been able to determine there are over 4,000 franchise opportunities available in the United States today. If business ownership is for you, then most likely a franchise is your best vehicle to achieve financial independence in the least amount of time. The only thing you need to decide then is which franchise is best for you. Often the best way to find out about the franchises and to save you a lot of time is to spend a brief period of time with a franchise consultant who can help you cut through the volume of franchises and get to where you want to be with much less time and expense. 
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