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Welcome to the Best in
Franchising Guide 2020
Celebrating Excellence in British Franchising
The British Franchising Association (bfa) has
designed this guide to showcase the very best in
the industry.
Each of the franchise systems that you’ll find in
this guide have been shortlisted for the 2020 bfa
HSBC British Franchise Awards. Being shortlisted
for the British Franchise Awards is recognition
of excellence in franchising and commitment to
upholding the ethics.
All award entrants are bfa members and each of
the finalists have evidenced their dedication to
franchising standards, innovation and commitment
to their networks.
The theme for this years’ awards is all round
inclusivity, focussing on how brands evolve and
involve to grow franchising in Great Britain. The
finalists this year have clearly demonstrated the
strength and the franchise industry and the strong
sense of community it brings.

From iconic, well-known brands, to emerging
systems, all finalists have shown a united
commitment and enthusiasm towards evolving
franchising for the future. They highlight the diverse
business opportunities that franchising can provide,
from multi-unit management franchises, employing
thousands of people, to much smaller, 1-person
units allowing the lifestyle and flexibility to suit
them.
After what has been one of the most challenging
years for so many, the franchise industry has been
an inspiration, showing what it’s made of and just
how resilient, supportive and inclusive it can be.
So what exactly is franchising?
Franchising is a business relationship between two
parties; the franchisor, who owns the brand and
business system, and the franchisee, who is able to
trade under the brand via a franchise agreement. It
is the franchisors duty to provide ongoing support
to their network, helping them to flourish.

With opportunities across
every sector, from fitness,
to healthcare and coffee –
there really is a franchising
path for everyone. What
could yours take you?
1

B EST IN FRANCHI SING 2020

Contents Page

1
3
4
6
7
8
22

Welcome to the Best in
Franchising Guide

Why Franchising?

The Franchising Flowchart

Who are the British
Franchise Association?

Introducing the Best in Franchising
Awards Finalists 2020

Franchisee Award
Categories

Franchisor Award
Categories

B EST IN FRANCHI SING 2020

Why Franchising?
Low Risk On Investment
The beauty of franchising is someone has tried
and tested the business model before you and
to become a bfa accredited franchise, they have
had to prove that it works and can be successfully
replicated. This brings added security to selfemployment – franchising has a failure rate of less
than five percent over five years, compared with
non-franchised small businesses, where failure
rates are as high as 91 percent in their first year of
trading.
Opportunities For Everyone
From healthcare to coffee, home-based roles to
being on the road in a van every day, there are
business models for every aspiring entrepreneur,
with franchisors able to suit the needs and
commitments of every potential franchisee. So
whether you are looking for a business to suit
your family lifestyle or you’re ready to grow your
empire – there’s an opportunity out there for you.
In Business For Yourself, Not By Yourself
Franchising really does bring strength in numbers.
You are not in business alone. Even if you are part
of fledgling network, you are part of something
bigger. Above all, the franchise industry has shown
how supportive and inclusive it is this year – with
members providing ongoing advice, support and
sharing their experience with their peers.
Although success cannot be guaranteed, buying
a business that has already made its mistakes,
been through a trial and error process and has
a model that is well established and proven as a
viable business certainly increases your chances of
making it a success, too.

FINDING THE FRANCHISE FOR YOU
– the 3 D’s!
1. Discover your passion
What makes you tick? You will be putting your
heart and soul into your business so it must be
something you enjoy - “Choose a job you love,
and you will never have to work a day in your life.”
2. Determine the work life balance that
is right for you
Take the time to determine what work lifestyle
is right for you and what you want from your
business.
3. Do your due diligence
You can never ask too many questions when
finding the franchise for you. Any ethical franchisor
will only be delighted to see you come armed
with questions and research. Get in touch with
the businesses franchisees – find out what their
experience has been and what a day in the
life of the franchise looks like; what changes
and provisions did they make throughout the
COVID-19 pandemic?
Finally…
Speak to us! The British Franchise Association
(bfa) has been promoting and shaping the industry
since 1977 and we know franchising. See what’s
on offer, view the current accredited franchises in
the UK and get in touch by visiting our website:
www.thebfa.org .
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The Franchising Flowchart
start
step 1:

step 2:

step 3:

step 4:

Complete the bfa’s
free online PFC
course

Assess your own
position

Do you have the
money to invest?

Learn about
franchising

step 5:
Research the
industry you are
looking at

step 9:

step 8:
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step 6:

Take good financial
advice

Talk to existing
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Question the
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Evaluate the
individual franchise
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step 10:

step 11:

step 12:

congratulations

Identify a specialist
lawyer

DECIDE

Answer - YES

All that research will give you
every chance of success!
Now commit to buying your
chosen franchise

step 13:
step 16:

Answer - NO

THATS OK!
Franchising isn’t
right for everybody,
but we hope that
you have found this
guide helpful

step 15:

step 14:

step 15:

step 16:

yes - go to step 6

Answer - NO

Look for another
franchise?

Answer - YES

Same industry?

no - go to step 5
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Complete the bfa’s free online course
FREE TRAINING FOR FRANCHISEES

PROSPECT FRANCHISEE CERTIFICATE

Is franchising right for your investment?
Appreciate all aspects of becoming a franchisee
Legal and financial considerations
Hear from franchisors on what they expect from franchisees
Learn about the bfa’s self-regulatory role in franchising

Register for free at bfa.trainme.tv

… GROW YOUR INVESTMENT THROUGH FRANCHISING
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Who are the bfa?
What is the British Franchise Association and how is it pivotal in the industry
About the bfa
Founded in 1977, The British Franchise Association is the
voice of ethical franchising in the UK, working closely with
its members to help develop their expertise in the industry.
Promoting best practice through education and training, the bfa
is a passionate advocate of excellence in the whole franchising
community.
In order to become a member of the bfa, all franchisors
and professional advisers to the UK franchising industry are
accredited. They must apply to the bfa and adhere to set, strict
criteria. It’s both a signal to the franchisee that the company
they are looking to franchise from works ethically, and an
important accreditation for the franchisor to prove they work
in the best interests of the franchisee and staff. Among other
things, the Code of Ethics ensures that the franchisor has
operated a business concept with success and for a reasonable
time in at least one pilot unit.

Other areas of commitment
As well as ensuring franchisors adhere to certain ethical standards, the bfa
also does a lot of work promoting its members both within franchising and
also externally to the wider media. They act on behalf of the franchising
industry, and in its best interests.
The bfa has online workshops for prospective franchisees and franchisors
to gain certificates, as well as courses, seminars and workshops to attend
with different themes, major national events such as the annual bfa Annual
Conference 2019, Empowering Women in Business, Superbrand and many
more to connect and influence the industry.
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Introducing the Finalists
FRANCHISEE

Katherine Watmough

Cris & Heather Salvador

Raja Adil

Claude Abi-Gerges

Antony Tagliamonti

Aly Janmohamed

Mark & Joanna Butler

James Burke

Jennie Bardrick

Tom Mannion

Hannah James

Siva Kugathas

FRANCHISOR

FRANCHI SEE AWARD C ATEGORIES
LIFESTYLE

Ma k in g fra n c hi si ng wor k for
you
This award will showcase
franchisees who may have bought
into franchising to get a better
work life balance or be their
own boss and who, through
their enterprising nature and
determination to succeed, stand
out from the crowd of other
small business owners.

HSBC BEST IN CLASS
MULTI-UNIT LEADER

Recog n i s i n g t h e b es t i n mu l t i - u n i t f ra n c h i s i n g
New for 2020, the HSBC best in class multi-unit leader is an
award like no other. Judges want to hear from franchisees that
have built empires using franchising. They will have large portfolios
and a central, managed function to support.

LOCAL FOCUS
C ommu n i t y ma t t ers

This franchisee will understand the importance of making their
business matter in the local community. We want to see what all
sectors are doing to remain relevant to their local markets. Most
importantly, how are these making impacts on the bottom line?

NEXT GE NERATION
Th e yo u ng guns i n f r a nc hi si ng

This award recognises that franchising isn’t all about experience.
Judges will be looking for a franchisee aged 35 and under, who
has established a profitable franchise although they may not have
come from a business background. Finalists will be dynamic, driven
individuals who have achieved success beyond their years.

FRANCHISEE OF
THE YEAR
Decided on the night, judges’
decision represents 30% of the
final vote and the peoples’ vote
accounts for 70% of the decision.

TRANSFORMATION
Ta k ing goo d , t o great

The finalists for this award will have purchased or taken over an
existing successful franchise. Judges will be looking for businesses
that have undergone significant transformation in order to achieve
a new level of growth, profitability or efficiency. What changes have
been implemented, how has it been done and what is the impact?
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Monkey Music
Katherine Watmough
Before joining Monkey Music, franchisee Katherine,
was a Professional violinist, spending a large chunk
of her time performing, touring and recording with
some of the world’s most famous orchestras such
as The Royal Philharmonic Orchestra.
As a recording artist for film she recorded major
film scores such as Skyfall, Fantastic Beasts and
Where to find them, and Paddington Bear. As
well as on TV shows such as the X Factor, Top of
the Pops, The Brit Awards.It was when she was
performing with Barber Streisand at the O2, that
her fellow violinist and friend, inspired Katherine to
learn more about Monkey Music. She had recently
bought a franchise and was incredibly passionate
about Monkey Music in the way the work was
flexible, fulfilling and very rewarding.
2 years on, Katherine is the owner and Principal of
Monkey Music Baldock, Hitchen and Welwyn. She
started trading in September, 2018 following a period of extensive training with the Monkey Music Head Office
team and the Monkey Music franchise network.
“At Monkey Music we share precious time together; making music and making friends! Our age-specific weekly classes
are half an hour of interactive musical fun, packed full of fantastic original songs and brilliant musical activities which
support every aspect of a child’s natural development. Babies join us from 3 months and generally stay with us until
they graduate at 4/5 years old! Monkey Music is unique in that it’s a full-time career whilst offering the opportunity for
the franchise owner to work flexible hours. It suits a working parent, like myself, as I can generally choose when to put
the hours in around my family life. With my previous career as a concert violinist I barely saw my children grow up!
Now that I am confident with running my regular weekly classes, I plan to grow my business through expanding what I
offer to my customers. My business plan includes new plans for the launch of holiday workshops, some new contracts
with nursery schools and I’m also available for party bookings! During the recent pandemic, I have continued to be
engaged with my customers by offering online sessions. The success of these sessions will have a positive impact in
the company going forwards, both in offering new opportunities for our business model and also more flexible ways of
communicating.
As a musician, I was fortunate to work with many talented people in arts and culture but there were many areas of
working life that I didn’t connect with. Now that I own my own business, I consider it a personal achievement that
I am gaining in confidence in growing key relationships with professional bodies and experts who can help me grow
my business. I am a keen supporter of the bfa and have joined as a franchisee member.” Katherine Watmough,
Franchisee.

To find out more information about becoming a Monkey Music franchisee, please call
01582 766 464
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Stagecoach
Cris & Heather Salvador
Founded in 1988, Stagecoach has grown to become the UK’s largest network of extra-curricular performing
arts schools for children. Stagecoach teach children how to take on a challenge, be brave, have the courage to
be themselves and true to who they want to be. They help our students find Creative Courage for Life. With
350 franchisees and 3,000 teachers worldwide, Stagecoach operates over 2,000 schools and classes.
Staying motivated in such a challenging climate is not easy feat, but franchisee Heather said “There is nothing
comparable to seeing a previously painfully nervous and shy child blossom into a confident, self-assured young person.
We are in the enviable position of seeing our biggest/best achievements on a daily basis.”
A better work-life balance
A better work-life balance has always been
something we have strived for and, through running
our Stagecoach franchises, we have achieved that
and more. Stagecoach has allowed the time for us
to watch them grow up. When they were small,
we were both home all week to care for them
and, as they’ve got older, we’ve been able to invest
time and money in incredible family holidays. We
are confident that our business can run without
us, which is why we prioritise quality time with our
boys.

Through our experiences and commitment to the brand,
we are often asked to present to other franchisees
about our success and regularly share insight and best
practice with other less-experienced franchisees (see
supporting evidence).
We want to double the size of our business within a
couple of years, growing our support team and taking
opportunities where they present themselves. Currently,
our territories are in three distinct areas in the UK,
so we’d like to bring in a team leader to oversee one
particular ‘region’.

When we look back to what life could have been
like had we not invested in Stagecoach, we can’t
help but think how fortunate we are. One of us
picks our children up from school every day and
we’re able to work on our business at a time that
suits us. We don’t have to physically be at the
classes at the weekends, which means we can make
up for lost time we missed with the boys when
they were younger.
What’s next?
We’re very proactive when it comes to promoting
the benefits of franchise ownership with others (see
supporting evidence). In fact, we have successfully
sold businesses on to our teaching team and have
brought a couple of parents into the network too.

To find out more information about becoming a Stagecoach franchisee, please
call 01483 247 400
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The Adil Group
Raja Adil
At nine years old, Raja Adil started working for his family business, a Wimpy franchise, where his thirst for
franchising started. After completing his university degree, Raja went on to qualify as a solicitor in a large city
law firm. Upon joining the business full time, Raja embarked upon a diversification strategy and in 2004 became
a KFC multi-franchisee by acquiring 12 restaurants in the Midlands. Not content with just operating Burger
King and KFC, Raja continued his drive for new ventures and soon became a Costa Coffee franchisee in 2007.
In addition, Raja secured a development agreement with Yum brands to roll out Taco Bell in Scotland, the East
Midlands and London in 2017. Further diversification followed in 2018 when he opened his first health and
fitness club under the Anytime Fitness brand.
Adil Group Facts and Stats:
•
Over 4,000 people employed nationwide by
The Adil Group
•
Creating on average over 250 new jobs per
annum for the UK economy
•
Operate the largest KFC Drive Thru in the UK
•
One of only two franchisees to be awarded the
right to open Costa Drive Thru’s in the UK
•
Opened first Taco Bell High Street store and
Drive Thru in Scotland
• The Adil Group own over 50% of the freeholds
of all their trading businesses
Charity Work

Under the leadership of Raja, The Adil Group has seen
exponential growth, both in terms of organic new
store openings, as well as by way of acquisition. The
Adil Group are leading franchisees for KFC, Burger
King, Taco Bell, Costa Coffee and Anytime Fitness.
The Adil Group operate over 155 franchises
throughout the UK from Kent to Scotland. The Group
owes its success to their world-class management
team. Their strong strategy of development and
promotion has created a culture of loyalty from the
team. From day one, The Adil Group has excelled in
delivering outstanding operational standards within
every brand they own.

Costa Foundation
Raja and the Adil Group are strong believers in
giving back to the Community and the Adil Group
have donated more than £50,000 to the Costa
Foundation in order to help build schools in Africa.
The Foundation aims to improve life chances of
young children in coffee growing communities by
providing the opportunity of a safe and quality
education.
Belief in Children
Raja was pivotal in working with Barnardo’s to offer
vulnerable children training and ultimately careers
within his KFC business. This helped transform the
lives of some of the most vulnerable children cross
the UK. The Adil Group shares Barnardo’s belief
that children should have equal opportunities and
be free from poverty and abuse.

To find out more information about The Adil Group, please
visit our website at www.theadilgroup.com or email us at
pa@adilsons.com
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Capital Arches Group
Claude Abi-Gerges
McDonald’s is an iconic brand in franchising across the world. With world class support and training to their
new and existing franchisees, McDonald’s provide their network the opportunity to build their own successful
portfolio.
A shining example of this is award finalist Claude, who is in his seventh year as a McDonald’s Franchisee. In
his first three years, Claude expanded into and operated four restaurants in Cambridgeshire. He then took a
strategic decision to grow his business further, by relocating to London in 2016 when he purchased his first 18
restaurants in the West End and in the City of London.
From the offset, Claude began re-investing within
the restaurant estate to significantly elevate the
customer and his employees experience. He rapidly
evolved the people proposition for his restaurant
teams and put in place a strong central support
function. Claude’s ambition and drive to stay ahead
of the competition saw him push design boundaries
with cutting edge reimaging and technology
investments in his restaurants, including touchscreen
ordering and Table Service.
Claude has championed customer and employee
engagement throughout his business and over the
past three years he has seen a surge in expansion.
In 2019 Claude expanded rapidly from 22 to 32
restaurants and he quickly became a key McDonald’s
partner in Central London.
Claude is both people driven and customer led,
and whilst an astute businessman, he also always
gives back through his engagement and support
of the local community. Over the years Claude
has developed close links with local councils such
as Westminster, the City of London, Camden and
Wandsworth. Claude and his team work closely
with councillors and the Police to support local
efforts. He sits as a Director on the Board of many
local BIDs, has strong links with several charitable
organisations and is a founding partner of the Young
Westminster Foundation.
Claude has a clear strategic vision for further growth
of the Capital Arches Group (CAG), and has set
up an effective organisation structure to support
people development and drive business results.

Claude has worked with his team to foster a culture
of people first, focusing on supporting a group of welltrained staff and managers and with high levels of reward
and recognition. At the same time, the central support
from his team of SMEs allows his restaurants to focus on
what matters most: their paying and paid customers.
“I have over 25 years association with the McDonald’s brand
and I strongly believe that ethical franchising is a really
important success factor. Setting up a business with good
social values and a strong brand provide the organisation
with great support from the franchisor, and the necessary
framework to allow for continuous growth.” Claude AbiGerges, Franchisee.

To find out more information about Capital Arches Group,
please call 07710 333 767
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Scoffs Group UK
Antony Tagliamonti
Since its inception, Antony Tagliamonti (CEO) has
led Scoffs Group from strength to strength. Today,
Scoffs Group is the largest independent Costa
Coffee franchise in the UK with an annual turnover
in excess of £38 million.
Antony Tagliamonti’s first taste of the franchise
business model came at age 17 while working as a
delivery driver at Dominos. Before turning 20,
he had become the sole owner of his first store
and went on to open a total of 7, some of which
became flagship locations through which Dominos
could exemplify their business model to prospective
franchisees. Owing to his exceptional performance,
Dominos nominated Tagliamonti for HSBC
Franchisee of the Year and the BFA awarded him
with this prestigious title in 2006. In 2007, he was
a recipient of the Acorn Award, which recognises
outstanding achievements in 30 hospitality industry
professionals under the age of 30. Transitioning to
Costa in 2012 with the purchase of three stores,
Tagliamonti led Scoffs Group to become the first
external entity to purchase existing Costa stores.
Echoing Tagliamonti’s early career, a growth-driven approach is in the DNA of Scoffs Group. This is well
evidenced by the acquisition of Premiere & Jurassic Coast Coffee in the Southwest in 2018 (with a portfolio of
57 stores), at a time when Scoffs Group had 31 stores.
“When this David and Goliath-like opportunity arose, we were confident our systems and processes were stable
and scalable. It is notable that in 2018, the year we increased our portfolio 200%, our performance among Costa
franchisees measured in the top quartile. With this acquisition and several new store openings, including our first drive
thru, the group now trades from 91 stores nationwide,” says Tagilamonti.
Outsourcing elements of the business such as finance and establishing a centralised team in-house who are
cross-skilled in HR, payroll and administration is one way in which Scoffs ensure they are primed for large-scale
acquisitions. Tagliamonti views acquisitions as an excellent way to create opportunities and promote internally
and cites this as a key motivating factor. The senior operations team alone boast an impressive 100+ years of
experience collectively, and retention at management level is exceptional. The Costa Enterprise Academy, a
government-approved training provider, delivers training exclusively to Scoffs Group. Programmes are designed
in-line with Costa’s brand mission and working practices and drive staff training at all levels of the business. Over
2000 employees have achieved a qualification through this route.

To find out more information about Scoffs Group UK, please
call 07513 390 740
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Soul Foods Group
Aly Janmohamed
Soul Foods Group, a multi-country organisation employing over 6,500 employees in its nearly 400-unit portfolio
of KFC, Starbucks and Taco Bell has been built with the entrepreneurial insights, personal values, strong belief
system, business relationships and most important of all through the ‘people first leadership’ of Aly Janmohamed
and his family.

In 1985 Aly founded his organisation with the
purchase of a single KFC in East Finchley, London,
then with just 6 employees. Since then, the UK
business alone has grown to 3,000 employees with
annual revenues of £140m, comprising of 66 KFC’s,
1 Taco Bell and 88 Starbucks with an incredible
team in each and every unit serving great tasting
food and coffee to their communities with pride.

The Soul Foods Group journey, according to Aly,
Shehzad and the Soul Foods Group team is still in its
infancy as they have set their goals on doubling the
size of the organisation in the next 5 years, providing
more people with life changing opportunities and
continuing to be recognised as one of the best
franchise partners throughout the world.

A journey of growth
For the last 18 years the growth from this single
KFC to 66 KFC’s in the UK has been achieved
through acquiring 46 stores and complimented with
the organic growth of a further 20 stores and the
addition of 1 Taco Bell.
In 2011, Aly and his son Shehzad, took the bold
entrepreneurial step of also acquiring 204 KFC’s
and Taco Bells in Canada.
Their thirst for growth not yet quenched, in 2015
they went on to expand their brand portfolio to
include Starbucks as they acquired 84 Starbucks in
the UK.
The continuous journey of developing a high
performing culture within the organisation,
underpinned with a passion for people, leads to an
organisation that plays hard to win, but maintains
itself as a business that has lots of fun along the
way, encouraging it’s diverse workforce to be
themselves each and every day, be thankful for each
other and to give back as often as possible in their
communities through national or local campaigns.
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To find out more information about Soul Foods Group, please
visit www.soulfoodsgroup.com
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Tutor Doctor
Mark & Joanna Butler
“Our business matters. Not just to us, but to our local community too. Since launching six years ago, we have integrated
ourselves as a pillar of our local areas. Our hometown of Reading holds a special place in our hearts and it’s so
rewarding to create a business that impacts the lives of those around us. We’re committed to giving every child a
chance and an opportunity to learn, realise their potential and celebrate their successes.
Alongside our continuing work with private clients across the county, there are three ways we go above and beyond for
our community – working with schools and Local Authorities, our bursary programme and working with young offenders.
This has shaped the business to what it’s become today and moulded our approach for the future. We continue to
harness these relationships to set us apart from the competition. Above all, it’s made us the go-to service for advice,
support and expertise – whether people are customers or not.” Franchisees, Mark and Joanna Butler.
1.
Schools and local authorities:
Since 2016, we have been supporting schools with
students who don’t or can’t attend. This includes
students with special educational needs, children not in
school due to health reasons and those who have been
excluded. These children cannot receive their education
at school and, often, due to these same difficulties, are
rejected by most tuition companies. But not us! Today,
we work with 30+ schools and they, almost always,
come to us direct.
2.
Bursary programme:
For disadvantaged children aged 16-18 there is little
funding on offer to support their education. We
spotted the problem and knew we could provide a
solution. We created our own bursary programme,
initially working closely with a Local Authority on two
students’ tuition. From that success, they came back to
us for help. It was clear that without our support, some
students would just fall back through the cracks in the
system. We agreed, of course, and the programme was
established.
3.
Young offenders:
Probably the most rewarding part of our work. We believe every child should have similar opportunities to
their peers; none more so than those that might have had a rough start to life. The difference in this case is that
tuition is not usually for traditional education or exams, it’s more often about getting them back on the straight
and narrow and preparing them for life and work.
Unlike other tutoring agencies who would approach these cases lightly, we apply the same levels of service to all
students, regardless of whether they are from schools or Local Authority – we still visit the student, assess their
needs and match them with the best-fit tutor for them to excel. In the past year we have supported 85 students
in these areas.

To find out more information about becoming a Tutor Doctor franchisee,
please call 020 8133 3525
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ActionCOACH
James Burke, age 30
At 16 years’ old, I was homeless. When I hit rock bottom, I had that “enough is enough” feeling and went about
turning it around. Within 10 years of sleeping rough on the streets I was earning six figures, and my story is
certainly not something that I shy away from.
It’s made me who I am today and is one of the
The results speak for themselves:
reasons for my success.
•
24 clients – ranging from start-ups to multi-		
million-pound businesses
A rough start
•
Monthly client income of £12,000
•
Written a book called “The Journey to Wealth
When I was younger, I was a boxer and thought
and a World-Class Mindset” due to be
my career would head in that direction. But I got
published in Q3 of 2020
diagnosed with brittle bone disease and I got kicked
out of school. It was breaking point and my parents
asked me to leave my family home which led me to
sleep on friends’ sofas, park benches and even in an
old outhouse toilet.

Turning things around
After a few years, I looked at myself and knew that
I’d had enough. I made sure I was healthy, both
physically and mentally, and started looking for a
new direction. I got a job at Your Move Estate
Agents and worked my way up to Branch Manager
in two-and-a-half years, helping the outlet to win
a national award for “Biggest Profit Growth”. After
showing much promise, I was appointed Director
of Yopa which has grown to become one of the
top 6 estate agencies in the UK.
I’d gathered a lot of skills in business at this
point: leading a team, coaching individuals, goal
setting, marketing, so I started my own business
consultancy. Things started going well and, as I was
researching and studying consultancy and coaching,
I found ActionCOACH. I knew I could learn a thing
or two from them as they are the world’s number
one. Joining them would give me a much better
chance of success.
Giving back
My story is a huge motivator for me. Not only
does it give my clients inspiration, but I actively

go out into the streets of Manchester to support
the homeless. I know the real struggles and issues
that homeless people face, so I spend time genuinely
engaging with them.
Now I’m 30, my next goal is to build an ActionCOACH
hub in Manchester with three extra territories. I’ve just
taken my first step and invested in my first exclusive
ActionCOACH territory where I have the opportunity
to positively impact 10,000 businesses, not just
business owners, but their families and their employees
too.

To find out more about ActionCOACH, please watch the overview video at
actioncoach.co.uk/overview or call 01284 701 648
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Radfield Home Care
Jennie Bardrick, age 32
‘Following ten years’ working as a Strategy Manager
in London and Sydney for retailers Tesco, M&S and
Woolworths, I began to feel dissatisfied with the
corporate world. I was grateful for the experience
of working and living in Australia, but being away
from my family was emotionally challenging. I knew
I wanted a career change, so I spent time reflecting
on what I wanted to do next. I have always loved
spending time with older people, inspiring me with
their stories, so the care sector was an obvious
choice; knowing you can really make a difference to
people in their later life.
I attended the bfa Franchise Exhibition in London in
January 2017 and it has been an incredible journey
ever since. I visited with my cousin Lisa, where
we met Alex Green and Dr Hannah MacKechnie,
brother and sister who are the founders and
owners of the Radfield Home Care brand. Their
shared strong family values were clear from the
start, and very much resonated with my cousin
and I. We launched our business, Radfield Home
Care Havering, in the Summer of 2017 when I was 29 years old. I have since been back to the bfa Franchise
Exhibitions in London and Birmingham to share my journey on the stage and be a panellist on ‘Real Franchise
Stories’ to inspire others to start a franchise business.
Vision

Innovation

I stepped into the care sector with zero experience.
Bringing my skills and experience from the corporate
world into the care sector, which is in need of
innovation and change, has proved invaluable in the
growth and success of our business.

Being a next generation leader in care must
incorporate innovation. The care sector is notorious
for receiving negative press; however I am passionate
about bringing innovation and change to the sector
which is in great need of a new approach.

I am passionate about implementing and executing
clear strategies. I have spearheaded the development
of our growth strategy and tirelessly focus on our
KPI’s to ensure we deliver ahead of our targets. This
is demonstrated by growing from 0 to 500 hours of
care per week, in the first 9 months of operating;
double our growth target.

Home care is not all about providing care at home, I
am passionate about encouraging social inclusion and
reducing loneliness. I set KPIs relating to the growth
of our companionship care which has grown from 0
to 30% of our business. Our carers take clients to
the park, for afternoon tea, to the garden centre and
even to meditation.

To find out more information about becoming a Radfield Home Care franchisee, please call 01743 548 550

NE X T GENERATION FRANCHI SEE

X-Press Legal Services
Tom Mannion, age 28
At the age of 28, Tom Mannion is the franchise owner of one of the most successful offices within the X-Press
Legal Services’ network. The franchise provides award winning searches and reports to conveyancing firms and
solicitors as an essential part of the UK property-buying process. Currently living in Bristol, Tom makes the 235mile commute to his offices in London to support the 20 conveyancing firms he works with.
Tom originally took on his X-Press franchise
when he was just 23 years old. He had received
inheritance money and wanted to use his early
career experience as a London estate agent to take
on a business franchise that he knew was respected
and whose products and services were innovating
the property-buying process. The business franchise
model matched Tom’s entrepreneurial desire to
take control of his own destiny, whilst offering
the additional benefit of being able to build up his
business gradually through offering ‘good oldfashioned quality client service’.

in his territory, with up to 40 clients signing up to
hear from Tom and his panel of experts on topics
such as planning legislation and land taxes.
Tom has not yet reached his third decade, but has
three thriving successful X-Press Legal Services areas
under his belt, with plans for more before he reaches
35. “It was really important to me to be part of a
franchise with bfa accreditation. This is the reassurance
you need that you are buying into an ethical and trusted
franchise, the rubber stamp of assurance that standards
will be high.” Tom, franchisee.

Starting with his first territory in North West
London, which he operated from his sofa at home,
he opened his first office in London some 18
months later. Tom quickly grew acquainted with the
legal side of the property sector and established a
reputation amongst target conveyancing firms for
delivering the innovative and compliant X-Press
products and services with a personal touch. Today
Tom provides X-Press searches and reports across
Central, South and North West London.
He is passionate about providing a personal
service to his clients and it is through his one-toone approach that he has been able to not only
develop strong and lasting relationships with his
clients, but he has also been able to identify new
niche products and services for the X-Press Legal
Services Franchise.
His knowledge of the conveyancing sector, new
legislation and external issues affecting it see
Tom delivering many well attended Continuing
Professional Development (CPD) training sessions

To find out more information about becoming a X-Press Legal Services
franchisee, please call 01925 939 333

NE X T GENERATION FRANCHI SEE

Stagecoach
Hannah James, age 33
Hannah has been a part of the Stagecoach Performing Arts community for many years, beginning as a student
herself, then as a teacher for 16 years before finally starting her own franchise from September 2017, aged 30.
Since then, she has scaled up her business and also purchased two additional territories.
Hannah said “The magic of the business and the confidence it gave me – I always knew I wanted to own it one day.
My love for teaching meant I had so much to learn before taking it over as a principal.
Stagecoach is a family and it’s a huge part of my life. I now own a business that makes money and is my absolute
passion. The company ethos is creative courage for life for our students, and I really believe we do that. I have families
say you have changed our child. Its not always about performing arts, its about life skills and as cliché as it sounds the
stage of life. It gave me the confidence I have today. My
mum sent me for confidence reasons. All my staff have
the same passion as I and together we all strive to be
our very best.”
Client/parent testimonial, Rebecca Palmer.
“When my girls joined Stagecoach Wolverhampton,
Hannah was their dance teacher. Within a year of
us knowing her, Hannah had taken over Stagecoach
Wolverhampton! The girls were initially upset as they
thought they were ‘losing’ her – how wrong they were.
Not only does Hannah run the business professionally,
she still has her hand in every aspect of all classes.
Every single thing that Hannah does is geared
towards the progression, development, enjoyment and
happiness of every single student. Hannah has time or at least somehow always seems to make time - for
each student, not to mention all of the parents. I have
never, ever seen Hannah without a massive smile on
her face and I have also never seen Hannah stand still.”

“Being part of a franchise is wonderful, I feel supported and I stand by head office. They are an amazing welcoming
team that are always there for us. I have a regional franchise manager who is truly wonderful, and I feel so proud to be
part of Stagecoach.” Says Hannah.

To find out more information about becoming a Stagecoach franchisee, please
call 01483 247 400

TRAN SFORMATION FRANCHI SEE

ServiceMaster
Siva Kugathas
Siva Kugathas first approached ServiceMaster in 2016. At this time, he had over 20 years’ experience in senior
franchising roles at both KFC and Pizza Hut, working in the UK and Europe. Siva was looking to purchase an
existing franchise with unlimited potential and having looked at several propositions, saw ServiceMaster Clean
Contract Services Guildford as an ideal opportunity to take an established business to the next level.
ServiceMaster Clean Contract Services Guildford
had been trading for 25 years at the time of sale,
having started as a vacant territory, and growing
steadily to £200k. The business saw a downturn
in the 2008/9 recession when turnover declined in
the difficult economic climate. With hard work the
franchise owner was able to restore the turnover
to a good level before making the decision to
realise his investment in the business and enjoy
retired life.
In 2017, Siva became the new owner of
ServiceMaster Clean Contract Services Guildford.
He was ambitious from the start and determined
in his objective of doubling the size of the company
within just 18 months. At the time, Siva said “There
is huge potential for this company, and we are looking
forward to seeing rapid growth.” He took on the
business with the mindset of creating more job
opportunities in the local area, growing the existing
workforce of 17 staff.
Guy Strang, Brand Operations Manager was in no
doubt from the outset that the business would
grow rapidly, bringing wealth and jobs to the local
area.
Despite the business having a solid turnover, Siva
was fully aware that changes would need to be
made in the areas of marketing, operations, and
sales in order to realise the full potential of the
franchise. Over the 3 years Siva has owned and
operated the business, he has implemented or
improved:
•
•
•

Operations
Staff Retention and Engagement
Sales and Marketing

Siva said; “I thought ops would be my strength and I would
struggle with sales…Sales is addictive, I get so excited
when I get a deal, and I just want more”.
Company culture is important to Siva, “Each year we
sponsor 2 management staff to undertake any learning
course for their personal development. This does not have
to be business related, it is entirely their choice. It could be
musical, sports, languages, whatever they wish! We host
quarterly team building events for management staff, such
as Paintballing, Go Karting, Water Sports and Bowling. We
feel that this creates good relationships within the team
and encourages collaboration.”
All the changes resulted in strong growth for CS
Guildford. So much so, in June 2018, Siva invested in a
second territory; CS Thames Valley and in March 2019,
a third territory; CS Bracknell, taking the business to its
current turnover of £1.137m.

To find out more information about becoming a ServiceMaster franchisee,
please call 0116 275 9000

JOIN OUR GROWING
FRANCHISEE COMMUNITY...
If your franchisor is an accredited member of
the bfa, you can join now for FREE!
Share your expertise and learn from your peers as we connect and build a growing
community amongst franchisees across the UK.

Newsletter

Support Hub

Power Hour

Representation

‘MY BFA’ is your
direct communication
for updates from
the bfa. Loaded with
top tips and industry
insights to help you
thrive in franchising.

The ‘bfa franchisee
hub’ is your online
facebook platform
to connect with
peers, promote your
businesses and engage
on a learning journey
to becoming the best
business owner you
can be.

‘Power Hour’ is
your weekly forum
to connect, share
experiences, problem
solve and obtain
expert advice from
the British Franchise
Association.

Being a member of
the bfa means you
are part of an ethical,
standards based trade
association. This
means we can protect
you and the industry
you operate in.

Click here to JOIN NOW for your FREE membership
build
together

learn
together

TRADE
together

Thrive
together

Connect, build, and grow
a community with your
franchisee peers in the
UK.
www.thebfa.org

FRANCHI SOR AWARD C ATEGORIES
BUSINESS TRANSFOMATION
Winn in g t h e fi ght for sur vi va l

This is more than a new website, CRM system, an app or simply
adopting a social marketing strategy. The judges want to hear what
happens to the business when the going gets tough and the tough
gets tougher. What measures have you taken to turn your business
around? Or simply ensure that it doesn’t fall foul of technological
advancements and digital strategies? How are you remaining
relevant, fresh and reinventing your brand, network and business
to be fit for the next generation of consumers?

INTERNATIONAL SUPERBRAND
Big bra nds w it h b i g p l a ns

EMERGING
FRANCHISOR

B u i l di n g fou n da t i on s fo r
s u cces s
You will be a business that has
shown a real passion for your
brand and franchising from
day one. Having recruited
and supported at least two
franchisees through their
induction training and see
them succeed, you will need to
demonstrate implementation of a
strong infrastructure that is built
to sustain growth and detect risks.

Judges are looking for strong international brands that have
successfully expanded overseas from their country of origin. This
cannot be a game of selling master licenses to make a quick buck;
judges are looking for managed growth that has contributed to
an increase in international brand value. It is key that the network
of origin remained thriving during the expansion and strong
international results can be evidenced.

LEADERSHIP &
CULTURE

C rea t i n g col l a b ora t i ve n et work s a n d common g o a ls
You will be a business that has shown a real passion and
commitment to your vision and values. Your people, franchisees
and staff will be at the heart of your business with clear and
defined processes in place to ensure that everyone is singing from
the same page.

FRANCHISOR OF THE YEAR
Re pre se ntin g exc el l enc e i n f r a nc hi si ng

This is the ultimate award in UK franchising. Not only will you be a strong advocate of ethical franchising, you
will have successfully evolved your business to deal with economic challenges and changing consumer demands.
This accolade is not just about numbers, it encompasses all that and much more.
The entire franchisee lifecycle should be a priority, ensuring franchisees are not only embedded well into the
system but ongoing engagement allows them to realise a good return on their investment through resale.

BUSINESS TRAN SFORMATION FRANCHI SOR

Bluebird Care
Founded in 2004, Bluebird Care provide care and support services to people in their own homes enabling them
to stay at home for longer where they feel safe and secure.
The franchise offers a broad breadth of care services from domiciliary care and companionship visits to 24/7
live-in care and end of life care and support. Their owners are almost by exception, all there because of previous
poor experiences with finding care solutions for loved ones and so their passion and commitment to offering
outstanding care for their customers is first and foremost, their reasons for investing in home care.
Bluebird Care say their story is about finding
their way again. “Our story is about how losing your
way leads to upset, frustration, broken relationships,
lost revenues and lost teammates. But how with
strong leadership, a committed team and a plan,
perseverance can arrest decline, change mindsets and
rebuild things that might previously have seemed too
broken. We’re on a journey, which is by no means over,
but we’re starting to fly again and we’re proud of our
achievements.” Hannah Banfield, Bluebird Care.
“Bluebird Care has undergone significant transformation
in the last 3 years by listening to not just our owners,
but our customers and colleagues too.”
“Communication has been key in our business
transformation. We’ve explored and utilised new ways
of engaging with our franchise owners to help spread
the word through video updates, text alerts, monitored
open and click through rates, refreshed e-newsletters
and distinct email distribution lists to help our
messages land. We monitor everything and use the
data to improve. For example, we discovered that video
updates of over 5 minutes in length had a 25% lower
watch rate. So, we make sure that all messages are
now sub 4 minutes and we break longer messages
down into chapters with anchors points so people can
navigate to relevant sections. As a result, owners have
engaged with marketing initiatives and this has helped
them embed and deliver results.

A five-year strategy was agreed with key achievable stages
and communicated to our network through a series of
webinars, face-to-face meetings and two large-scale townhall style meetings. New service line initiatives were scoped
and trialled, delivering additional customer value and peace
of mind to the loved ones of our loyal customers. 2019
was focused on rebuilding relationships, defining exciting
new technology initiatives and creating a sustainable and
measurable marketing plan to drive growth nationally and
locally.”

To find out more information about becoming a Bluebird Care franchisee, please
call 07912 771 149

BUSINESS TRAN SFORMATION FRANCHI SOR

Shuttercraft
Shuttercraft imports and sells plantation shutters and blinds via the brand S:CRAFT to both trade partners and
franchise partners across the UK. The franchises across the UK provide a survey, supply and fit service and
sell the shutters and blinds products to their customers. Shuttercraft generate the leads for their franchises
centrally – supported by local advertising.
Since 2002, Shuttercraft has been a business to business supplier of high-quality shutters to 400+ trade clients
across the UK, from small one-person operations to large retailers including John Lewis. The business’s longstanding manufacturing history enabled them to perfect their own production line of a wide range of premium
products. However, suitable trade partners were lacking in some locations of the UK.
This led to them to explore franchising, and in late
2012, their first test case was successfully launched,
with a further two franchisees joining by the end
of 2013. Today, there are 25 franchisees operating
across 32 territories, and transformation over the
last two years has changed the sole operator van
franchise into a sought-after managerial franchise
model with endless potential.
A new vision and strong network for the future
and a management buyout in August 2018 set the
wheels in motion for a positive transformation
that would benefit the franchisees and strengthen
the Shuttercraft brand. The motivation was to
help existing franchisees grow while developing
a franchise model that would appeal to a wider
customer demographic for the longer term.
Developments include further additions to the
team to ensure continued high levels of one-to-one
support both from head office and regional account
managers to franchisees, of which they hope to
recruit 8 to 10 per year.
“Our long-term strategy for the business is rooted in our company ethos of People, Partnership and Pride. We started
with the people: find the right people for the franchise team, establish relationships with the franchise partners, ensure
that the right people renew and remain with the company and recruit the right people to join the network moving
forward. This has resulted in developing a core team and network of likeminded people who are success and growth
focussed; ensuring that all transformative changes have been well received. Priming us for further growth and a strong
and profitable symbiotic relationship with our partners.” Lisa Stead, Franchise Manager.
As far as Shuttercraft are concerned, the transformation has only just begun!

To find out more information about becoming a Shuttercraft franchisee, please
call 01962 280 528

BUSINESS TRAN SFORMATION FRANCHI SOR

Wimpy
Wimpy was born in London in 1954, when the ‘Wimpy Bar’ in Lyon’s Corner House became the first company
to serve hamburger-based meals in the UK, freshly cooked and served to the table by its friendly staff. At
the heart of communities for over 60 years, Wimpy prides itself on being a British success story – one made
possible by the commitment and dedication of its team and its wonderful franchisees. Many are second and
third generation Wimpy franchise owners or started working in a Wimpy and realised the great opportunities
available, so came on board as a franchisee.
Current General Manager, Chris Woolfenden
effectively ‘grew up’ in Wimpy as his father Max
was managing director in the 1980s.
“Any franchisee will tell you how much it means to be
part of the ‘Wimpy family’. They really appreciate the
personal hands-on approach from Head Office and
the regional franchise manager team; together with
the training, support and sharing of expertise – both
from head office and their peers. They know that
if something goes wrong, ie: they briefly run out of
a key ingredient/they have problems with a piece
of equipment/or they need extra support for a key
promotion etc., the Wimpy team and their nearest
franchise colleagues will be right there for them.
A number of franchisees are also members of the
Wimpy National Franchise Council (WNFC) giving
them the opportunity to input into shaping the future
of the brand, work on new menus and promotions etc.”

new ways to reach customers through home delivery,
social media and retail products, and making sure we
have a fresh new look that takes Wimpy to the next
level while retaining the love and traditions that keep us
at the heart of our local communities.”
Chris Woolfenden, Wimpy General Manager,
says: “There is a great deal of love for Wimpy, but we
needed to reinvent ourselves to reach new generations
of customers, make our brand relevant and increase
our presence. Our ongoing business transformation
programme is achieving that and more, delivering new
franchisees, new customers and the sure but steady
growth that Wimpy needs to face the future.”

And while it might have a long history on the
high street, Wimpy is not looking back – its
business transformation programme means helping
franchisees invest in the new SHIFT design. Results
show an average increase of 22% increase in
turnover and a significant uptake of new customers;
new menus, new products, new promotions; and
a commitment to sustainability and animal welfare
are all driving this business forward for the future.
“Given our amazing heritage it would have been easy
to just continue what we have been doing, but that
was never going to be enough for Wimpy. Our business
transformation programme is about driving this muchloved brand forward and making it relevant to new
generations of families; it’s about innovating, embracing

To find out more information about becoming a Wimpy franchisee, please call
01628 891 655

EMERGING FRANCHI SOR

Vodafone
Vodafone are an iconic British brand and one
of the world’s leading mobile and technology
communications providers. Founded in Newbury,
in 1982. The HQ is still in Newbury, and Vodafone
has sites all over the UK, including in London,
employing over 13,000 people with 150 franchises
across the UK.
“At Vodafone UK, we believe technology can be a force
for good. We want to help our customers and their
families live happy and safe digital lives. We’re always
innovating, experimenting, learning, and improving.
We’re proud to say we connect the UK to build an
exciting digital future.” – Lee Taylor, Head of UK
Franchise.
Vodafone operates in 26 countries and is in
partnership with networks in over 55 more. They
have around 19.5 million customers in the UK who
can interact and transact with them in their high
street retail stores, via their call centres, and online.
What’s the franchising story?
80% of the Vodafone Group global estate is already franchised with great success. Vodafone UK decided to
replicate this and revitalise our smaller stores with the fresh air and passion that franchisees impart. In August
2017 we piloted our franchise scheme (Partner Programme). Such was the success that we rolled out the
scheme, franchising a further 95 stores in 2018, 135 more in 2019 and we now have over 280 franchise stores
at December 2020. Franchising has now allowed us to open brand new stores in new locations as Partnerowned, invigorating local high streets across the country.
How do we do franchising differently?
“We are access friendly, hands on, and constantly looking
inward to our network of partners in order to learn and
evolve, championing a One Team ethos.
•
•
•

No upfront fees
No marketing charge
3 store per partner policy

We’re proud that our programme has offered the
opportunity for internal staff to become entrepreneurs.

Seeing ex-store managers become business owners and
succeed, as well as seeing the fresh perspective that
external entrepreneurs have brought in has revitalised
our retail estate.”
“The journey that Vodafone UK has been on since 2017
is nothing short of astounding. Starting from scratch
with just 6 stores and a small but dedicated HQ team,
the operation has grown rapidly and from strength to
strength. The success has been such that we we plan
to franchise an extra 25% of our estate on top of the
existing 70%”

To find out more information about becoming a Vodafone franchisee, please visit
https://www.vodafone.co.uk/mobile/franchise

INTERNATIONAL SUPERB RAND

Expense Reduction Analysts
ERA UK is a leading network of cost optimisation consultants, offering strategic advice and practical methods
which optimise costs, improve supplier relationships and deliver Value Through Insight to businesses.
Globally they operate in over 40 countries with a network of more than 700 specialist cost consultants,
delivering expertise in more than 40 major cost groups.
Their franchisees have monetised their existing experience, gained during long careers at a senior level in their
areas of expertise, and they use this experience to advise businesses on how to get the best from suppliers,
to help boost business performance by providing tailored solutions which generate success and growth. As a
leading international white-collar franchise, Expense Reduction Analysts has, for more than 27 years, helped
companies optimise costs and improve efficiency by delivering value through insight in areas such as cost and
supplier management, process improvement and, now, digital solutions.
“Driven by the innovation, passion and teamwork of our
global franchise network (700+) operating across over 40
countries, and with further expansion plans in territories
like Central America, the Middle East, Africa and Asia
over the next 2 years, ERA is an established and thriving
international franchise with roots based in the strong UK
franchising sector.” Phil Mowat, UK Country Director.
International Presence
ERA has developed a structured formula to
sustainably introduce its business model to new
countries with great success. Using both a direct
franchise model, with Area Representatives (ARs), and
Master Licenses, ERA has grown at a steady rate over
27+ years.
New Territories
“During 2019, ERA expanded into 8 new territories,
carefully selecting individuals who we believe can deliver
a successful and sustainable business in their appointed
country. Through a targeted approach, ERA identifies
countries where there is a high chance of success, have
a suitable economy and the right mixture of opportunity
and expertise to deliver a high level of service to its
clients. We then take applicants through a rigorous
screening program ensuring that they have sufficient
funds to grow the business, with the right skills and
attitude to be able to deliver the right support and
growth for the ERA network in that territory.”

Support
“As a franchisor we’re serious about providing a high level
of support and so put significant focus on developing
and delivering extensive support for our franchisees
regardless of location. We have invested in growing to 67
full-time staff based in Support Centres in EMEA, USA
and Australia, speaking 18 different languages to provide
this support. With an additional 35 Area Representatives
providing local support, this further helps us deliver a
quality support service to all of our 700+ franchisees.”

To find out more information about becoming an ERA franchisee, please call
07818 569 103

INTERNATIONAL SUPERB RAND

Little Kickers
Little Kickers may have been born in Clapham, however this is a British-born franchise with a truly global reach,
a bustling, football-centric organisation whose influence extends to 34 countries via 330 franchisees, enabling
65,000+ children a week attend classes.
Christine Kelly (founder) found herself frustrated by the dearth of activity-orientated initiatives available
for inquisitive pre-school children. She recognised the ‘stickiness’ of football as an engaging medium that
encouraged both children and parents to enjoy ‘shared fun’ through sports-based activity, a laugh-out-loud
interactive environment where curious children thrive, building confidence, self-esteem and friendships.
International Framework
Little Kickers now have Master Franchises in
countries such as Canada, Australia, South Africa
& New Zealand, Indonesia, Malaysia and Turkey,
where in the early years there wasn’t the support
team to champion a network of unit franchisees.
“We’re now focused on selling units into 5 key
markets: Spain, India, Mexico, Germany & UK. What’s
fascinating is the unique ‘trigger points’ within the 5
key markets. In India Little Kickers helps address poor
physical health issues facing a number of pre-schoolers
whose parents have focused too heavily on their child’s
academic advancement. In Germany the driving force
is a growing enthusiasm for free enterprise (franchising)
whilst in markets like Spain and Mexico, it’s the offer of
Basic English language learning module that’s been the
game-changer.” Christine Kelly, Founder and Chair.

Alan Kennedy,
Group CEO

Perfect timing – healthier times
Little Kickers resonates loudly with today’s
increasingly health-conscious parents, worldwide,
where poor diets, infant lethargy, all sit at top
of global cultural conundrums to be addressed.
There’s plenty of data to suggest that children who
believe ‘that sport is fun’ early on in their lives, are
more likely to stay in sport as they get older.
Putting franchisees at the heart of everything
Little Kickers realised ‘early doors’ the importance
of forging amiable, collaborative and long-term
relationships with its franchisees.

“The ethos of ‘Kids come First’ is evident in
everything we do and any future enhancements
to the network or brand. From the franchisee
perspective the simplicity of the concept supported
by a world class back office support package has led
to global success and consistency. From the customers
perspective; their kids love the brand’s programmes
and coaches.
The vast majority of our team (franchisor and
franchisees) work from home. The business offers a
very flexible work / life balance which has proven very
popular with our franchisees.”

To find out more information about becoming a Little Kickers franchisee,
please call 07860 846 578

INTERNATIONAL SUPERB RAND

InXpress
InXpress was founded in Rochdale, Manchester in 1999 and our regional head office is still there. Other Head
offices globally are in Salt Lake City, Utah, USA and in Brisbane, Australia.
The franchise helps SME’s who regularly send out packages or parcels, by providing market expertise, a high-tech
platform, access to exclusive rates and personal, local service. InXpress are the trusted logistics partner to over
30,000 customers globally, helping them to ship just about anything, just about anywhere.
InXpress are currently operating in 14 countries, have over 380 franchisees and service almost 20,000
customers each month.
“We were a small family-run business, ready to share
low-cost shipping and excellent customer service we
were good at delivering. We wanted to lead the way
for expert logistics solutions. Our mission is to provide
franchisees a way to build their businesses, offering
best-in-class customer service, with a personal touch.”
Jon White, UK Managing Director.
Growing from a bedroom to 376 units in 14 countries:
Joining forces with world-renowned partners DHL, in
2008, created exciting opportunities for InXpress,
future-proofing our brand, launching InXpress Australia
and with new partnerships established, InXpress
Brisbane opened in 2009. By the end of 2009
InXpress were supporting 10,000 customers worldwide.

As we look at where we are, InXpress is only a
shadow of what we’ll become:
•
Global shipping projected to grow to $1.3 trillion,
by 2023
• As technology makes shipping and
communications more efficient, demand for
global reach increases
•
InXpress plans to grow with it, negotiating better
rates for customers
•
Plan by 2023: 600 franchisees, in 20 countries
We may have been born out of a bedroom in
Rochdale, but our future is bright.

“We are constantly reviewing how we can best support
franchisees, and increase the value of their business.
We operate in a fast-moving industry where customer
needs and expectations regularly shift. It’s important
that we continuously evolve so that our franchisees
don’t get left behind. Last year, we undertook the
biggest change to the InXpress brand in 20 years.
This was not just about changing the logo – it
included everything from positioning, messaging and
imagery. This led to the a new, inclusive approach
with our franchise network including increasing and
restructuring the franchise support and business
coaching teams so that they work closer together and
can support franchisees better.”

To find out more information about becoming a InXpress franchisee, please
call 07508 943 876

LE ADER SHIP AND CULTURE FRANCHI SOR

Right at Home
Right at Home was founded in the UK in 2010,
providing high-quality, person-centred care and
support to adults living in the comfortable and
familiar surroundings of their own home.
With 11 years of franchising experience, Right
at Home CEO, Ken Deary wanted to put his
expertise into something more meaningful, where
he could really make a difference. Therefore, in
2010, he purchased the Master License to bring
Right at Home to the UK from America. He took
this opportunity to build a business that improved
people’s quality of life, whilst returning impressive
profits through an ethical Franchise model and
supporting like-minded people to make their own
business ambitions a reality.

Building an engaged culture

Right at Home’s model was built on two key
principles, trust and understanding that profitability
comes from being the very best at what they do;
and be shaped around Ken’s personal values – a
business built with integrity and quality and one
where its leaders are approachable, collaborative
and accountable.

“Right at Home has been built through the eyes of a former multi-unit, award-winning franchisee, who is perfectly
positioned to support franchisees through their journey”
Operating in the highly-regulated homecare sector, with a notoriously high staff turnover, Ken knew it was
crucial that his leadership engineered a culture where every internal and external stakeholder felt valued and
well-supported. In order to achieve this, he would need to put together a framework underpinning his five core
values, which could be adopted at a local level. These values stretch to every element of the company, from
values-based recruitment which ensures everyone joining the RaH family shares the same core values, to training
where the company values are ingrained in all aspects. Franchisees and local office Managers receive training in
leadership skills, where they are encouraged to create platforms for two-way conversation.
“From the ground up, Right at Home has been built on a core set of values which are used to recruit franchisees and
staff at all levels across the network. This approach has helped us build a highly engaged network of like-mindedindividuals, who share a common goal – to be the most trusted homecare brand in the UK. A franchisee’s perspective
is sought in every key decision and this participative approach ensures everyone in the network feels heard and has a
voice.” Ken Deary, CEO.

To find out more information about becoming a Right at Home franchisee, please call
0151 305 0770
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The Alternative Board
The Alternative Board (TAB) provides business coaching and advisory boards to businesses across the UK and
20 other countries around the world. TAB franchisees help business owners and leaders identify opportunities
and achieve their strategic goals. They offer busy entrepreneurs a powerful, streamlined program that includes
peer advisory boards, one-on-one business coaching, workshops, expert speakers, strategic business tools and
invaluable TAB connections.
“The whole TAB community is driven by wanting to change the lives of business owners for the better. We want them
to run better businesses, benefit from the wisdom and experience of other business owners, and to have a relationship
with their business which allows them to lead fulfilling personal lives. This “mission” that we share means that working
collaboratively comes naturally. As in any good franchise, the success of the franchisees is our success too. And the
nature of our business model means our franchisees
only succeed if they continually deliver outstanding
value to our members.” Ed Reid, Managing Director.
Leadership & Culture
“Having transitioned from franchisee to franchisor 3
years ago, I place huge importance on leadership
and culture. One of the many privileges of owning
and running your own business, franchised format or
not, is that you can choose how and where to focus
your efforts, as an individual, as a leader, and as a
business. I believe that our ongoing investment of time
and money in learning to be better leaders, and in
cementing an already great culture, is a choice worth
making.
Whilst my title of Managing Director confers the role
of “figurehead” and “leader”, the style I seek to adopt
is one of genuine inclusivity. The leaders I admire are
those who set a great example, convey a consistent
and compelling vision, have clarity on their “Why”,
show humility, and create an environment where
everyone plays to their strengths and enjoys their roles.”
2020 saw TAB launch and embed our new set of
cultural standards, CALIBRE:
·
Community
·
Accountability
·
Lifelong Learning
·
Innovation
·
Belief
·
Respect
·
Excellence

“A culture should be a living and breathing thing, so
we’ve put a huge effort into making it come to life in
our everyday working world” Ed Reid.

To find out more information about becoming a TAB franchisee, please email
franchise@thealternativeboard.co.uk
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Tutor Doctor
Tutor Doctor is an in-home and online tutoring franchise with 73 UK franchisees and over 650 units globally.
Their franchisees manage a team of tutors and work closely with families to identify the needs of students. As
a successful business owner at the heart of the local community, Tutor Doctor franchisees help children to
achieve their potential and change lives for the better.
“At Tutor Doctor, our values literally underpin every single aspect of our business. We live and breathe them, from our
head office team to our franchisees and our tutors. They form our culture, they shape our operational systems, they are
the cornerstones of our franchise recruitment process and, most importantly, are the foundations of the incredible and
life-changing service we provide to thousands of students across the UK.” Frank Milner, President, Tutor Doctor
“Our mission is to change the trajectory of students’ lives
and our values are at the heart of everything we do:
In our everyday service and operations, one action is
used to encapsulate our vision, mission and values and
the principle of who we are and what we do: ‘being
present’:
•
•
•
•
•

Head office being present for franchisees via
support and our collaboration guidelines
Being physically present though regional meetings,
conferences, webinars and team calls
Franchisees being present as a mentor, leader and
friend for their staff and tutors – open door policies
and team building as standard
Franchisees being mentally, physically and
emotionally present for families
Tutors being present at the front door, undistracted
and committed to their students.”

Making a difference, one student at a time:
Tutor Doctor franchisees impact the lives of students each day. They connect qualified tutors who share their
values, with students in need of support. Utilising a wide range of skills, the business enable students to achieve
their goals through a wide range of tutoring styles, subjects and skills, providing a solution for every student in
your community.

To find out more information about becoming a Tutor Doctor franchisee,
please call 020 8133 3525
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Water Babies
Since it was founded in Yorkshire in 2002, Water Babies has grown into the world’s largest baby swim school,
teaching more than 52,000 babies every week through a network of family businesses across the UK, Ireland,
Canada, The Netherlands and China.
With the support of over 70 franchise outlets and around 600 teachers, Water Babies has won numerous
national consumer awards over the last few years. The franchise is also the only swim company to have its own
in-house, award-winning underwater baby photography unit. Last year, more than 250,000 individual underwater
shots were taken by its skilled photographers.
Water Babies swimming teachers are highly trained
baby swimming teachers and the only ones who are
able to obtain the National Governing Body, Swim
England’s highest teaching qualification for under 5s.
2019 was a big year for Water Babies. “An integral
part was the roll-out of our UK and International
rebrand. This wasn’t just an aesthetic upgrade,
instead it saw us build on our 18-year foundations to;
revitalise our values, reaffirm promises to ourselves and
customers, as well as redefine our mission and future
vision.” Paul Thompson, Founder of Water Babies.

“Our values are integrated into every decision made at Water
Babies as well as our mission – ‘To enrich the physical and
mental wellbeing of 1 million pre-school aged children and
their carers through the best swim programme in the world.’
Seem achievable? Of course! Our business strategy is
anchored by our mission, filtering through to objectives set
for every employee at Head Office. If it doesn’t help us to
achieve our mission, then we don’t do it. It’s that simple!”

Values & Promises
“Our reinvigorated mission, vision, promises and values
reflected our business growth, development and
changing consumer demands. We’ve always been more
than ‘just’ a baby swimming company and our rebrand
highlighted this, recognising that our internal values
and promises to ourselves, is what helps us grow and
should be taken as seriously as the commitment to our
customers.
We’ve always lived by our external values, so we
wanted to build on this legacy. Testing and developing
them with our network as part of our regional
roadshow, we heard every voice. Promises were jointly
formed to show how we achieve our values. Too often
businesses are scared to make promises because
they’re afraid of breaking them – as they should be –
but our promises allow us to stay accountable to our
staff and customers, always.”

To find out more information about becoming a Water Babies franchisee, please call
01404 540 386

FRANCH I SOR OF THE YE AR

Agency Express
Agency Express is the UK’s largest ‘For Sale’ board company, offering a daily service to over 60% of all UK
estate agency offices via a network of 117 Franchisees, operating 139 franchise territories. Established in 1998,
Agency Express are a mature franchise with 22 years of successful trading. As a mature franchise, with 22 years
of successful trading and a virtually complete Franchisee network, the direction and support of our existing
network has never been more important.
“Starting your own business is hard work but rewarding. How much effort you put in will determine what you get out.
I’ve learnt that the key is keeping communications open and to not afraid to ask questions or ask for help. That is the
benefit of buying a franchise business, you have ongoing support when you need it. The part I enjoy most about having
my own business is I control my own hours and I work for myself. There is no limit on how far I can take the business.”
Franchisee, Alex Sunjich.
“We recognised that the key to growth would be
furnishing our already successful Franchisees with
further new business whilst supporting them to take
their business to the next level. Hence, our 20/20
Vision was born, with the goal of creating 20% client
growth within the existing network by 2020, whilst
realising that this must be stable, ethical and profitable
growth; enabling our Franchisees to reach their financial
goals whilst remembering the key pillars our franchise
is built upon – the best service for our clients, the
best support for our Franchisees and the best work life
balance for all.” Ben Brookes, Managing Director.
Leading ethical franchising into a new decade
Agency Express is committed to open, transparent
and ethical franchising. Our Franchisee Forum
is exceptionally well supported and gives our
Franchisees a platform to openly discuss their needs,
share their experiences and benefit from over 1000
years of industry knowledge their peers hold.

Growth
Our efforts have been rewarded with rapid growth of our customer base over the last 12 month and the
numbers speak for themselves:
•
Franchisee turnover increased by a further 21% (previous year 5%).
•
New client companies increased by a further 23% (previous year 4%).
• 15 new Franchisees trained & launched (13 re-sales & 2 new territories).
•
Franchisee fleet size increased by a further 26 new vehicles.

To find out more information about becoming an Agency Express franchisee, please call
01508 579 8000
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Home Instead Senior Care
Home Instead Senior Care (HISC) was founded in 2005 with a mission to become the UK’s most admired care
company through changing the face of ageing. Over 224 local franchise offices provide companionship-based
care for older people in their own homes.
“This is a mission-led people business, from the person-centred care delivered to clients, to the mutual respect between
franchisor and franchisees and a culture of working together for the greater good; this is an ethical business in every
respect. As our population ages, this is a franchise that is addressing the very real need of being able to continue living
in your own home.” Ruth Brown, Business Development Director.
“Our pioneering model of delivering care recognises
the need to support people’s emotional needs and
offer social stimulation. This has been recognised by
a Queen’s Award for Enterprise in the Innovation
category.”
The company holds more ‘outstanding’ ratings
from the sector’s regulator, the Care Quality
Commission, than any other adult social care
provider. Over 30% of their offices in England
hold this rating. It is also the most recommended
care company according to homecare.co.uk, the
TripAdvisor of care services.

To bring home care to a wider audience, HISC
realised that they needed to be proactive to raise
awareness of home care as a choice. They were the
first to commission a television advertising campaign
that would raise awareness of both home care and
caring as a career, delivering tangible benefits to the
network. This was an investment of over £1 million
and generated some fantastic results:
•
•
•

85% increase in web traffic during the campaign
10% increase in CAREGiver job applications
21.5% increase in client enquiries

HISC’s private-pay service is delivered through a
network of 224 offices, with the 60 strong national
office setting the standards and putting systems
and processes in place. But ultimately the care is
delivered by local teams, bringing a sense of local
community support.
Evolving the business
When HISC entered the UK market in 2005, they
strived to disrupt home care, creating a new-look
care model. They are committed to growing the
market and building awareness of the burgeoning
sector. But this takes time and investment. The
company’s goal is to make in-home care the default
norm, particularly as the majority of people wish to
remain in their own homes where they feel most
comfortable.

To find out more information about becoming a Home Instead franchisee, please
call 01925 730 273
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InXpress
In 1999, a new business entered the logistics arena,
offering businesses a solution to their shipping
headaches. Founded in a Rochdale bedroom,
InXpress now impacts businesses, globally.
21 years on, InXpress has come of age, maturing
into a franchise offering its network,
customers, and the global franchise industry,
immense value.
End December, 2019:
• 376 franchisees
• 14 Countries
•
20,518 customers shipping through us in
December

Over the last 21 years, we’ve evolved, to keep up
with technological advancements
in our industry. In 2019 we implemented changes
to improve our model, and support
franchisees, better.
New technology rolled out network-wide:
•
20 years ago, all shipments booked manually
• Today, customers use an automated system
•
Making InXpress a fully IT-enabled business
2019 also saw our biggest rebrand, in 20 years
•
Real franchisees reflect the people-to-people
relationships central to InXpress
•
Showing our diversity through imagery

In the UK:
•
bfa Members
•
Ben Kirby, Franchise Development Director
(EMEA), and
•
multi-territory owner, bfa board member
•
bfa Conference 2019: Ben led a seminar, with a
franchisee
•
MD, Jon White spoke at bfa International
Superbrands, 2019
Globally:
• Zoe Kirby, daughter of InXpress founder, UK
multi-territory franchisee, and Chief Financial
Officer for InXpress Global
• Advocates the benefit of franchising for women
Members of the FCA
•
InXpress Narangba won Franchise of the Year,
2019
Members of IFA
•
Dustin Hansen, an original Young Gun,
currently CEO of
•
InXpress America, serving three-years on the
Board
•
One of the youngest executives appointed to
the Board

To find out more information about becoming a InXpress franchisee, please
call 07508 943 876
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Revive! Auto Innovations
A Revive! franchise offers a tried and tested route to building a successful multi-van mobile car paint repair
business. Our ongoing training and development programme supports franchisees as they grow their local
business throughout their franchisee journey.
“We built our reputation on offering industry-leading
customer service and support. Delivering top quality
support to our franchisees underpins everything we
do – they represent our brand day in and day out.”
Mark Llewellyn, Joint Managing Director.
“We invested heavily in technology to make sure our
franchisees have the tools to run their businesses
effectively. The Revive! app was fully developed inhouse, streamlining the whole process from booking
to sale, including invoicing.
We identified that the automotive SMART repair
sector had huge potential for growth, due to factors
including improvements in technical capability and
the rise in consumer preference to buy vehicle on
finance packages.

We also focussed strongly on employee wellbeing,
achieving Investors in People Gold rating and have
brought in training to enable staff to be Mental Health
first aiders.
2020 brought unforeseen challenges and when the
Covid-19 pandemic hit, our whole network was affected
as the business had to close. Our strong relationships
with our franchisees and our support team became
even closer over lockdown with regular calls and updates,
online training and full support to help franchisees
navigate the furlough scheme as well as the various
Government support available”

At the same time, dealership groups have been
consolidating. These groups want national partners
to provide the work needed and with our industry
leading app providing detailed management
information as well as centralised invoicing, we have
delivered solutions.
Our franchise has been overhauled to meet the needs
of our growing business and to ensure we recruit the
best applicants. This has enabled our biggest ever
resale to complete for a 10-van business last year
and another multi-van resale this year.
New franchisees have scheduled training courses
for their first year, covering the key areas driving
the business. Our accelerated business planning
programme provides top-level development as an
ongoing part of the support unlocked by franchisees
as they grow.

To find out more information about becoming a Revive! franchisee, please email
franchising@revive-uk.com
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Snap-on Tools
Snap-on Tools is the world’s leading manufacturer and distributor of automotive tools for the professional
technician. Our 400+ strong UK network are the go-to tool and storage solution for their customers, offering
outstanding service, repairs, advice and the most innovative products on the market. In 2020, we celebrated our
100th year – for a century, we have refined our model, always striving to be the best and to offer the best to
our franchisees, staff and customers.

Our success is built on the core understanding
that if our franchisees are happy and successful –
driven to be the best they can be and provided
with the right training, tools and support – then
we too will thrive. Our sophisticated infrastructure
ensures that franchisees have the best possible
environment in which to operate, grow, expand
and progress through their entire franchise lifecycle.
We have a team of over 200 head office and
field-based specialists to support franchisees in all
aspects of the business: from sales and marketing
to product, IT and finance. After an intense
six-month on-boarding programme, dedicated
Franchise Performance Teams support franchisees
for life.
Some of our franchisees have run their business
for over 30 years. Others have branched out, to
manage multi-unit territories of two, three and
even four vans, with assistants managing the extra
routes. Whatever the vision, we’re passionate
about helping our franchisees to achieve it.

Never just a man in a van
“Going above and beyond for our network is about more than our nationwide sales programmes and intricate
support structures. Snap-on staff take personal pride and responsibility in being supporters, mentors and friends to
franchisees. In a brand our size, going above and beyond sometimes means offering a truly personal touch; helping
someone remember why they started, standing together through tough times and celebrating personal and professional
milestones. Our motto is: in business for yourself but never by yourself. This culture is woven through all components of
our business strategy and is demonstrated by each and every one of our associates and our franchisees.
Our network is our family.”

To find out more information about becoming a Snap-on Tools franchisee,
please call 01536 413 895
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TaxAssist Accountants
TaxAssist Accountants is the UK’s leading tax and accountancy franchise and the largest network of small
business specialist accountants, with more than 393 shops and offices servicing over 76,000 clients. The model
has proved so successful, that the brand is now also operating in the Republic of Ireland, Australia, Canada and
the USA, with over 259 franchises globally.
Uniquely, TaxAssist offers a true franchising partnership, with franchisees owning around 40% of the franchisor
business, following a franchisee-assisted management buyout in 2014. This ensures long-term strategies will
always have franchisee success at the heart of the franchise model.
Business model
A passion for innovation has kept TaxAssist
Accountants, and its franchise network, at the
forefront of this sector for 25 years. A game changer
for the accounting industry and for small businesses
in the way it ‘retails’ tax, accountancy and advisory
services through welcoming shops, TaxAssist has also
embraced all of the opportunities that technology-led
services offer, leading to increased efficiencies and
the development of even stronger relationships with
clients.
Small business owners are looking for exceptional
support and guidance more than ever before, with
their accountant becoming a key trusted advisor
who helps them to navigate through good times
and bad. There is presently a huge demand for local,
quality tax, accountancy and advisory services from
small businesses, and with their network of visible,
accessible shops, TaxAssist Accountants is ideally
placed to service this increase in demand.

campaigns and a centralised emailing service increase
visibility locally.

Training and support

Who does TaxAssist look for?

Most franchisees join TaxAssist with a recognised
The TaxAssist Training Academy delivers bespoke
accountancy qualification and have a mix of industry
initial and ongoing training, and expert teams provide
and practice backgrounds, or have held senior roles in
technical, IT and software back-up and support
ensuring that each franchisee remains the local market finance. As the practice grows, a franchisee’s focus is
on managing a team which delivers a first-class service
leader, while operating to the highest professional
to clients, working on the business rather than in it.
standards.
The marketing team offers a proven lead generation
TaxAssist works closely with franchisees, from initial
service, delivering the right prospects to grow
business planning and finance raising, to exit strategies
franchisees’ fee banks, meanwhile a personalised
when the time is right to realise their asset.
responsive website, digital marketing, social media

To find out more information about becoming a TaxAssist franchisee, please
call 0800 018 8297
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