Celebrating
women in
franchising

Could Franchising
be for you?
find out more on our online seminars
Are you looking to franchise your business?
Are you thinking of buying into a franchise?
Start your journey into franchising in the right place
The Buy a Franchise and Franchise your Business seminars were designed to help you to understand
more about franchising, whether the journey into franchising is right for your business, or whether it is
the right route into business to suit your family and lifestyle.
Both seminars share insights on; British franchising standards, financial considerations, funding
options, the franchise agreement and other legalities.

Buy a Franchise

Franchise your Business

If you are considering a future in franchising but are
not sure whether it is right for you then this seminar
will give you a full picture of everything you need to
know to make an informed decision.

If you are unsure about whether franchising is right
for your business or if you are looking to expand,
develop or grow and have considered franchising as
a method of doing so, this seminar will provide the
clarification that you need.

£30

+VAT

£50

+VAT

The British Franchise Association, Your Trusted Partner in Franchising
www.thebfa.org

Celebrating
women in
franchising
This guide has been brought to you by the
British Franchise Association. It is here to help
you understand franchising and see how it can
help you to become your own boss. Inside this
guide you will find:
•

Expert guidance from the bfa, and affiliate
partners

•

bfa Accredited franchise brands whose
business model is perfectly suited to those
looking for a new career

•

Tools and advice to help you determine if
franchising is for you and how to find your
perfect franchise match.
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Encouraging women into business brings us closer
to gender equality in the creation of new products
and services. Ideas and innovation from a female
perspective enable women to gain more power
and influence in the world of business.

Women’s entrepreneurship has contributed
massively in recent years to economic growth.
Encouraging, inspiring and motivating more women
into running their own business across every
industry brings us closer to gender equality.

Gender diverse businesses financially perform
above the industry average, making businesses
more profitable. Franchising today has
opportunities for women across all sectors and
franchising types. This booklet showcases inspiring,
female success stories across the bfa network to
encourage and inspire more women into business.

Stereotypes about leadership traits and abilities of
men and women has led to women being largely
underrepresented in senior positions. The bfa
seeks to break these stereotypes by demonstrating
that women can thrive across all industries and
experience an improvement in their work-life
balance when running their own business.

How have things changed for
women in franchising?
Franchising has in recent years become increasingly accessible to people from various backgrounds and groups
– particularly women and young people. Initiatives such as the bfa’s Women in Franchising campaign and
annual Empowering Women in Business (EWIB) event, has helped to highlight the successes of women in the
industry and create a space for women to network, learn and access support.

Stronger
together through
franchising

The Rose Review (2019), led by Alison Rose at the request
of the UK government, looked at the disparities between
male and female entrepreneurs in scaling their businesses.
The review was based on UK wide research, 100 interview
and 5,000 survey responses. Using this data, the review
identified barriers for women in business and put forth
recommendations to accelerate change – some of which has
since lead to progress.
Statistically, women start with 50 per cent less capital than
men and are less likely to grow their business to an annual
turnover of £1m. This means that there is potential for small
and medium-sized (SME) businesses in the UK led by women
to contribute over £250bn to the UK economy if this gap is
closed.
The barriers identified for women by the Rose review include
low access and awareness of capital, greater risk awareness, a
perception of poor skills and experience, caring responsibilities
and a lack of mentors. Recommendations include lending and
investment schemes for women, improving education around
entrepreneurism and expanding networking and mentoring
opportunities.

A progress report since this review demonstrates the progress
that’s been made; An Investing in Women Code – signed
by the likes of banks, investment firms and UK businesses
and a free business mentoring and networking scheme by
NatWest. The economic impact of Covid highlighted the need
to accelerate female entrepreneurship to support economic
recovery across the UK.
Franchising ultimately offers significant advantages to
female business owners who face barriers identified in the
Rose Review. The low franchising failure rate compared to
independent business, support from the franchisor with
supply, marketing, training and finance, makes franchising ideal
for women and young people who want flexible working, low
risk investment, a strong business community and training.

Complete the bfa’s free online course

What is franchising?
Franchising is a business relationship between two parties. This comprises of the franchisor, who owns the
brand and business system, and the franchisee, who via a franchise agreement is able to trade under the brand.

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

Franchisees will pay an initial fee at the start of the relationship. In return they will receive a comprehensive
package of training that will enable them to establish and run their business. There will also be monthly
continuing fees throughout the term of the relationship. For this the franchisor will provide ongoing support,
guidance, research and development to ensure the franchisee is successful.

Low risk on investment

In business for yourself, not by yourself

The beauty of franchising is someone has tried and
tested the business model before you. To become
a bfa accredited franchise, they have also proved
that it works, and can be successfully replicated.
This brings added security to self-employment.
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.

Franchising really does bring strength in numbers.
You are not in business alone. Even if you are part
of a 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.

Opportunities for everyone
An important element of achieving a positive
work-life balance is doing something you are
passionate about. From pets to coaching, homebased 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
at a time that suits you – there’s an opportunity out
there for you.

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.

Is franchising right for you?
Once you’ve determined that franchising is the right path for you, the really exciting bit starts…choosing your
perfect franchise partner. There are lots of elements to consider.

1. Does it Meet your Passion?

4. Understand your Obligations

Does the service or product that the franchise provides
genuinely interest you? A franchise requires hard work, but
this is made much easier when it’s something you really care
about.

A franchise agreement is a legally binding contract. Make
sure you fully understand both your obligations and your
franchisor’s obligations. The franchise agreement should
always be reviewed by a franchise specialist lawyer.

2. The Perfect Partner

5. Funding

How do you feel when you speak to the franchisor? Do you
feel you can have a positive partnership with them?

Ensure you understand your financial obligations and all costs
associated with the franchise. How is your monthly service
charge calculated? What does it include? Ensure you have
appropriate funding for both the initial investment and the
capital required to support your lifestyle and business until
you are generating a sufficient turnover.

3. Network Support
Speak to the franchisees. Are they happy with their choice?
How have they been supported by the franchisor and what
challenges have they faced?

6. Membership
Franchisors who have achieved bfa membership have made
a serious commitment to ethical franchising. To achieve
bfa accreditation, members have to go through stringent
assessment to prove they have a strong and viable business
model.

Find your tribe
in franchising

Franchising Flowchart
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Complete the bfa’s
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Learn about
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for more
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congratulations
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lawyer

DECIDE

Answer - YES

All that research will give you
every chance of success!
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THATS OK!

Answer - NO

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

What to ask a franchisor,
by Laura Harvey-Smith
When it comes to selecting the Franchisor you are going to
invest in and work with, there are too many questions to list,
so here are my top tips in terms of questions you should ask.

How transparent is the franchisor with you in terms of
explaining the process you will go through as a franchisee to
market, sell and deliver the product/service?

A good starter, is to see if they are bfa members? If they are,
you can rest easy that they have been through a stringent
application process where the bfa have done an audit/analysis
on their financial performance, the material they are sharing
with potential franchisees and their franchise agreement. This
means, although you will ask questions about all of the above,
that a trained eye and industry specialist has conducted a
review and put them through their paces. This also ensures
that they are a franchisor who is adhering to best practice
standards and behaves in an ethical way.

The flip side of questions to ask, is to note the questions the
Franchisor is asking you. A robust recruitment process should
be about mutual selection. The Franchisor should be checking
that you are a good fit for their network and brand. Ask them
about their values and for the vision of the business. How
invested do you think the franchisor feels about your future
success? You are likely to be investing a chunk of hard earnt
savings and some borrowing into setting up and growing your
own business, is the enormity of this acknowledged. A good
indicator is if the franchisor asks how you prefer to learn
as this indicates they are going to try and tailor/tweak the
training to maximise its effectiveness of the induction training
to all new franchisees.

Now commit to buying your
chosen franchise

Existing franchisees are of the upmost interest to you as a
potential franchisee. Ask to speak to a few franchisees, new
and more experienced. If there is a reluctance to allow this, it
should act as a red flag. Good questions to ask are how many
franchisees there in the network, what % failure rate have you
had, how many renew at the end of their five-year term and
what are your plans for further expansion.
You’ll also ask questions about the product and service. Tune
in to your gut feel here, is the product or service something
you are going to feel comfortable representing as a brand?

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

After you have asked all the questions you can think of,
what have you picked up in terms of ‘unspoken’ answers.
Do you like the Franchisor? Do your value and beliefs fit
with the culture of the business? If you buy a franchise, you
will be entering into a legally binding relationship so the
franchisor must be someone you feel you can work with
and be comfortable having honest conversations with as
you potentially push yourself out of your comfort zone and
embark on the next exciting chapter of your life and career.

Legal considerations,
by Emily Sadler

I am often asked about the right to work flexibly or to take
maternity leave by prospective franchisees and often these
issues are not directly dealt with in the franchise agreement.

If there is any doubt at all over the commitments in the
franchise agreement you should take legal advice and ask for
a side letter to the franchise agreement confirming what you
have been told about the hours of operation, targets and
whether the business can be operated on a part time basis.
You must not rely on what you have been told verbally if
the written terms of the franchise agreement contradict this
or are silent on it. This is because your franchise agreement
will contain an ‘entire agreement clause’ which states that
the agreement and operations manual contain the whole
agreement between the parties. Therefore, if you have been
told anything specific by the Franchisor which is not expressly
written down within the agreement or alternatively a side
letter annexed to the agreement, it will be difficult to later
rely on and could be the cause of future dispute.

Family friendly hours

Maternity support

Prospective franchisees who are looking for part-time
franchises with family friendly hours should always check:
• What the franchise agreement says about the minimum
hours the business has to be operated;
• What the franchise agreement says about performance
targets (will these be achievable on part-time hours?); and
• Whether there is a clause requiring the franchisee/
individual to devote their full time and attention to the
operation of the franchise.

Most franchise agreements do not typically contain express
contractual provisions dealing with what happens when a
franchisee/the individual who operates the business day to day
becomes pregnant during the term and needs to take leave
from the business.

As a franchisee, you are in business on your own account and
you are not automatically afforded the same rights you would
have as an employee, such as the right to take maternity leave.
However, it has become more common for some franchises
to be promoted to prospective franchisees as “family friendly”
on the basis that they can be operated part time to work
around family commitments. These can be of particular
interest to women who are trying to get back into work and
need to work child friendly hours or to those women who
are planning to grow their family in the near future.

Under the standard terms of a franchise agreement, unless
the franchisee was capable of falling within the “incapacity”
provisions of the franchise agreement (and that would depend

Legal considerations,
continued...
on how incapacity is defined) by virtue of being pregnant/
taking leave, the franchisee would not be able to simply cease
carrying on the business in order to take maternity leave as
that would likely place them in breach of the terms and at risk
of termination.
Talk to your franchisor
Whether or not you’re able to take maternity leave without
breaching your contract, you’ll need to discuss the coming
months with your franchisor. You may need their permission
to step back, hire a manager to take over your duties (if
financially viable) or outsource tasks. In some cases, other
franchisees in the network actively support one another
through this period of leave and are encouraged to work on
a fee split basis for covering work in the absent franchisee’s
territory.

If you are told by a franchisor that they will assist you through
maternity leave and that you will be able take maternity
leave as necessary, you should have this confirmed in a legally
binding side letter along with how this is proposed to work,
for the reasons set out above. Without this, there may be
little protection from a breach of contract claim if you cease
operating the business.
In summary, the best advice for a prospective franchisee is to:
• Check the terms of the franchise agreement carefully;
• Have it reviewed by a solicitor experienced in reviewing
franchise agreements; and
• Have any clarifications/agreements dealing with maternity
and family friendly hours set out in a legally binding side
letter at the outset.

Financial considerations,
by Desirie Lea
Purchasing a franchise has always been a popular way to
establish a business with a proven track record and the recent
pandemic has provided many would be entrepreneurs with
the opportunity of investing savings or redundancy packages.
Don’t forget that as well as the initial franchise costs, there
may well be other set up costs and you will need some
working capital until the business is running profitability.
Remember, it is better to start out with more than you need
rather than less! You need to determine whether the franchise
suits you and also take into account the needs and wants of
your family. Some franchise businesses can be run on a part
time basis, and this may help you achieve a good work-life
balance.
You should also consider the market and avoid ‘fad industries’
as they tend to have less longevity. Your choice of business
requires careful consideration and also needs to be linked to
your own abilities and what you would be happy doing.
Buying a franchise can involve a lot of emotion, as it is most
probably a life changing decision for both you and your family.
It often helps to seek professional advice at this stage from
someone who is not emotionally involved in the research as
sadly, not all franchisors are reputable.

Always ensure that the franchisor is bfa approved as this
means they have passed rigorous tests in terms of the
franchise they offer and ongoing owner support, which will
help you to obtain funding. The bfa will also be able to supply
you with a list of approved solicitors and accountants.
Lenders will want to see strong business plans and should be
prepared to lend up to 70% of the initial start-up costs. Again,
seek professional assistance with your business plan and cashflow forecasts to make sure that the business has a realistic
chance of success.
After carrying out the stages mentioned above, your decision
to purchase a franchise should be relatively easy, but if you
don’t feel 100% comfortable with the decision, start the
process over again - don’t settle for second best!

Meet the women
leading the way
in franchising

Finding opportunities in the toughest times
Life before franchising.

Angela’s Swim School is still committed to the goal it set itself
25 years ago; to transform the quality of swim teaching and
so inspire the next generation to learn to swim the right way.
The school’s founder, Angela Wilson, has certainly much to be
proud of. What began as one instructor in a solo pool now
spans 15 established territories and greater UK penetration
is currently in development, with international franchising the
next logical step.

Gemma Vettraino launched her Agency Express franchise in
November 2017. Previously a Human Resources Manager of
15 years Gemma felt it was time for a complete change of
direction. She was drawn to the idea of owning a business and
to the unique benefits that came with being her own boss, but
having a young family security and flexibility were high on her
list of prerequisites.
Why did you choose Agency Express?
One of the reasons Agency Express appealed to me was
due to the flexibility that the franchise provided. I have three
young children, so the ability to work hours that fit in with
family life is important to me. Security also played a huge part
in my selection. I wanted a franchise with a strong brand name
and reputation and Agency Express are the leaders in their
marketplace. Knowing that I have the opportunity to expand
the business gave me the confidence I needed to proceed.
Getting ready to launch!

After successfully completing a comprehensive training course
Gemma was assisted in the launch of her new business. This
included a combination of hands on training and a programme
of visits to new and existing customers, enabling her to
connect and build relationships with the people she was going
to be working with.
“I found the training process really useful. It was invaluable
spending time out on the road with different people to see how
they tackled different challenges. This also provided an insight into
the physicality of the job”.
Within her first few months Gemma had built strong
relationships with her customers and her high standard of
work has helped her secure further business.

If you’re looking for an exciting new business venture,
contact Agency Express today!

Click
here

“Running a franchised business has allowed me to grow faster than
working alone. The model means I set and maintain teaching
standards, while reaching as many new swimmers as possible. Plus,
I am committed to helping others achieve their entrepreneurial
goals. Business is for the brave. It’s not easy but it can be so
rewarding.”
As with so many industries, the past 18 months have been
particularly challenging for the swim school. Inconsistent
trading periods, having to introduce new ways of working at

the pools, reduced swimmer capacity due to social distancing
and the reluctance of some venues to restart lessons have
all had to be dealt with. During this time Angela took the
opportunity to work on a fully automated swim school
management system and her innovative animated child
character programme which features in the new system.
The business has had to work incredibly hard to re-establish
itself. Thanks, to the perennial interest parents have in finding
quality swimming lessons for their children, this had led to an
increase in swimmer numbers.
Angela’s Swim School is convinced standing by core values is
the way to weather difficult commercial periods. Whatever
happens, they will continue to offer quality swimming lessons
that produce strong, independent swimmers.

If you’re looking for an exciting new business venture,
contact Angela’s Swim School today on 07557 997396 or
visit: angelasswimschool.co.uk

Click
here

We swapped the classroom for the
Northumberland coastline, and we wouldn’t
look back.

Leisa and Tim’s journey as Bluebird Care franchisees is a story
of resilience and dedication. Just over ten years ago, Leisa was
taking a career break and her partner, Tim, had just suffered
a major accident. As a couple with young children, Leisa and
Tim knew they had to find a way of getting back into work.

Barbara Frater and wife, Caroline Bradshaw, have owned
Barking Mad Northumberland since late 2019 having
previously had high pressure careers in education. Seeking
a better work-life balance and the ability to reap their own
rewards, they took on the dog sitting franchise and haven’t
looked back since.
‘We decided we’d had enough of working all hours for someone
else, and that it was time to reflect on what we really wanted in
life. A better work-life balance, more autonomy, and the ability to
grow something of our own really appealed.
‘It was when we saw the advert for Barking Mad in the local paper
that we really got excited. It happened just at the right time. We
began making enquiries, started training and were up and running
10 months later. It was one of the best things we have ever done.’
Speaking about the support on offer from Barking Mad
headquarters, Barbara said: ‘It’s great to be our own boss and

set the pace we want to work at. Operationally, it’s your business,
but there’s support on offer for everything you might want. We’re
hungry to grow but can set our own growth plan which is fantastic.
‘From marketing and IT support to financial planning and being
part of a close-knit community of franchisees, you’re never on your
own. There’s always someone to throw ideas around with or talk
to. There’s a really lovely sense of community.’
Recognising that it’s not always easy to take the plunge and go
it alone, Barbara said:
‘There’s always a risk in business, but as long as you do your due
diligence and follow your aspirations, the sky is the limit. Of course,
you must work hard, but when you love what you do it makes it
that bit easier!’

If you’re looking for an exciting new business venture,
contact Barking Mad today!

Click
here

Tim’s background was in the print industry, one which
required a lot of travel he was now unable to do due to
accident injuries; with a mind open to new work options,
Tim came across a radio broadcast about someone who
had set up a care company and developed it into a franchise
following an accident experience like his. Inspired, Tim began
researching care franchising in his local area and came across
Bluebird Care.
Both Tim and Leisa had no experience in the Care sector.
Leisa, with a sales, marketing and project management
background, became drawn to Bluebird Care principles and
culture of treating care patients as customers. So, at the start
of 2011, the couple decided to buy a Bluebird Care franchise
and begin their journey as a family run business.
The bfa spoke to Leisa about her experience as a Bluebird
Care franchisee over the last ten years. Leisa and Tim’s
franchise has grown successfully - winning franchise awards
annually and growing their employee base to over 100.
This success has been down to not only their hard work, but
substantial support from the Bluebird Care franchisor and
network. The safety of support from the franchise network
enabled Leisa to overcome hurdles and grow her business.
Leisa has noticed an increasing number of women becoming
leaders in the franchise sector; At her Local Business Finalist

of the Year Award, she was one of three women shortlisted.
Her management team now consists predominantly of
women, though not deliberately so, it is indicative of an
increasing gender balance in franchising and the care sector.

To find out about franchising at Bluebird Care, head to
bluebirdcarefranchise.co.uk

Click
here

Driver Hire is a recruitment business and the UK’s leading
specialist supplier of logistics staff (drivers and non-driving
staff), to both the private and public sectors.

DALROD UK is an established and rapidly expanding
Franchise business within the drainage solutions sector.
DALROD has been operating for over 35 years and began
franchising in 2001. To date we have developed a solid
network of 21 territories.
DALROD is an organisation with family placed firmly at
the core. The business is experiencing an exciting period
as the third generation of Lane family has recently entered
the management structure through a tailored graduate
programme.
Kimberley Lane has grown up around the business and she has
a clear vision for what the future should look like. Kimberley is
perfectly positioned to provide the business with a fresh new
perspective and modern approach.
The opportunity to franchise with DALROD is open to
everyone. DALROD franchisees all vary in gender, age and
previous working backgrounds. No matter who they are the
one thing they all have in common is the desire and drive to
become successful business owners.

It is no secret that the world of business has traditionally
lent favourably towards men, but progressive attitudes have
transformed this landscape in recent years. Businesses have
embraced a stronger female cohort and found their approach
to leadership both balanced and methodical. All attributes
designed to nurture the growth of a business towards success.
Take Andrea Newman for example….
Andrea is a DALROD business owner in the Nottingham
territory, and one of the DALROD female franchisees. Andrea
came onboard eight months ago as a multiple business owner
and taking on this franchise has allowed her to expand her
portfolio of businesses further. Andrea has faced multiple
challenges head on with a positive attitude and is determined
to focus on finding long term solutions rather than quick fixes.
This extends to her team of drainage technicians who Andrea
is in the process of developing and upskilling internally with
long term goals in mind.

If you’re looking for an exciting new business venture,
contact DALROD today, or visit our website: dalrod.co.uk

Click
here

Driver Hire opened its first franchised office in 1987 and now
operates from over 100 UK offices. Strong franchisee success
contributed to Driver Hire winning the bfa HSBC Franchisor
or the Year award in 2019 – with average annual turnover (per
franchised office) over £1m.
You might think the logistics sector is male dominated, and
therefore, not particularly suited to women looking for a
franchise business. However, the reality is very different.
Driver Hire is blessed with very successful women franchisees,
and a very even mixture of women and men across its
network of offices (primarily a mixture of franchisees and
their employees).

Diane Maxwell worked in the transport sector before joining
Driver Hire - although the vast majority of franchisees have no
previous transport industry experience. Diane initially worked
for a Driver Hire franchisee and then managed a companyowned office, before, in 2012, she invested and became the
Driver Hire Belfast franchisee. Diane’s business has gone from
strength-to-strength and is one of the top 10 performing
Driver Hire offices in the UK, turning over £2m per year,
every year.
On what made her move from the somewhat cosier world
of employment to that of being her own boss: “In the first
instance, I just love the business,” says Diane. “Having run it for
someone else, I could see the potential, and the idea of making it
mine was an exciting one. I still feel the same. The big difference
I’ve noticed is that, as your own boss, you really cherish success.”
Diane is a former ‘bfa HSBC Franchisee of the Year’ finalist,
and winner of Driver Hire’s ‘Franchisee of the Year’ award in
2018.

If you’re looking for an exciting new business venture,
contact Driver Hire today!

Click
here

Follow your passion
At énergie Fitness, we’ve been empowering people to
transform their lives since 2003. We help people to build their
own gym business in the dynamic and rewarding health and
fitness industry.
énergie Fitness franchise owner, Olga Lapushner, opened
her first gym in Brooklands, Milton Keynes following the first
UK lockdown. For Olga, the énergie Fitness franchise has
provided a pathway to build her own business, based around
her passion.
“I always wanted to have my own gym because fitness is my
passion. I believe I can impact so many lives in a positive way
through exercise. The reason I joined the énergie Fitness family is
because it resonates with my personality, and I love working with
people.”

and providing my members with that little bit extra. Not only
that, but I also made a lot of friends in the énergie network and
everyone who works at head office.”
Running her own business has also given Olga the ability
to cherry-pick her own team, meaning that she can enjoy
working alongside her daughter, Viv, who is a Fitness Coach
and Personal Trainer at the gym.
“If you’re thinking of joining our family, just do it. It doesn’t matter
whether you’re investing your money, or you have passion for
fitness just like me. There’s always someone here to take your
hand and take you through the whole process of having your
successful business. You’re never going to be alone. There is always
support from franchisees, from head office, from every single team
member in all of our clubs.”

“Joining the énergie Fitness franchise gave me a lot of opportunities.
The support that I would never have had if I started by myself, the
marketing, the online fitness offering that is constantly improving

Meet Business Franchise owner Lou Cobban
– The Pathfinder
Lou is the franchisee that set Guardian Angel Carers on the
franchise model of growth. Her career at Guardian Angel
Carers has taken her from carer, through leading recruitment
at our national office to business franchise owner of our
highly-successful Spelthorne home care branch. Now, three
years on she’s very much on track financially and the branch is
thriving.
As Lou nears the end of her third year, she is confident in her
business and care skills. She now plans to re-invest her profits
to help her expand further. Care doesn’t stop, and demand is
only growing.
“There’s always a time when you need a person. I don’t think there
are many other businesses where you can lose that personal touch.
And, I want to be there to do that.”
With encouragement and guidance from founder Christina
Handasyde Dick and the Guardian Angel Carers team she
feels she has all the ingredients she needs to make her
business franchise flourish, and grow.
“I’m proud of myself. Where I’ve come from, what I’ve achieved,
the highs and lows. As a business owner, you sometimes have to
act alone, but you should never feel lonely. Guardian Angel Carers
never makes you feel lonely.’

Ready to lean more? Call 03330 151 865 or
visit: energiefranchise.com

Click
here

Guardian Angel Carers run three fully-operational home care
branches. Tried and tested and the test-bed for innovation, its
model helps franchisees to start with confidence. In a decade
it has grown from a team of three to 200-strong.

An exemplar of excellence, with its CQC Outstanding, awardwinning training programme, and forward-looking use of
enabling care technology, they allow franchisees to offer best
practice and services for clients.
“There’s always someone in HQ who has the answer because
they’ve done this too. It’s invaluable to a franchisee to have that
sort of support.”

If you’re looking for an exciting new business venture,
contact Guardian Angel Carers today!

Click
here

Mother and daughter make caring their
business
Home Instead provides companionship-led home care services
across the UK. Their 235 franchise offices keep ageing adults
safe and cared for in their own homes, and the network
also boasts a high ratio of female owners who have grown
successful home care businesses.
Mother and daughter team, Karen and Laura Clatworthy,
owners of Home Instead in Newport, Cwmbran and
Chepstow, found a way to channel their passion for care into
a successful business.

When change comes, feeling supported can help
manage it
They have grown their business substantially since launching
in 2017- now employing 50 caregivers, 12 office staff and an
annual turnover approaching £1.5m. They have also found
time in their busy lives to partner with and fundraise for
charities and groups which help older people throughout
Wales.

Part of a close-knit family, they experienced first-hand the
importance of good care when Karen’s young son was
diagnosed with leukemia. They could see how his carers really
made a positive difference to his mood and wellbeing.
Feeling inspired, Karen and Laura, who were at that time
involved in their family’s steel business decided to branch out
on their own. They found in home care an opportunity where
they could extend their caring nature to their local community
in South Wales and truly impact people’s lives.

Far from feeling overwhelmed, Carlene felt uplifted by the
all-encompassing support of her InXpress family. “I’ve definitely
been pushed out of my comfort zone,” she says, “as I’ve stepped
into other roles within the business, and thrived! Having the
support of InXpress Head Office, and other franchisees, made
it achievable. Even with things like, not knowing how to arrange
additional funding – Ben Kirby, at Head Office, guided me through
my options. There are also franchisees in the network with
whom I have a close connection, and they’ve been there for me,
throughout.”

Karen comments: “As a family, we know exactly how important
good heartfelt care is. I was thrilled to find Home Instead and to
be able to work alongside my daughter in the community that I
have grown up in.
“We loved everything about the brand: the ethos, one hour care
visits as minimum, matching caregivers and clients- everything
to deliver truly personalised care. Since launching, we have been
backed up by a wealth of support by the team at National Office
who are like us, dedicated to improving the lives of older people.”

For Carlene Pyke, a young woman in her 30s, running her
own shipping and logistics business is exciting, challenging,
but highly rewarding. Especially since she became sole owner
of InXpress Swansea, when her business partner moved on
earlier this year. “We’ve gone through many changes, as an office.
With Covid, we actually ended-up being busier than normal, when
customers moved into eCommerce. And at the same time, I was
in the process of arranging the buyout of my partner’s half of the
business. So, we’ve undergone major staff changes as well. It’s
truly been a crazy, busy year!”

To find out more about becoming a Home Instead
franchisee, please call 01925 730273 email
franchise@homeinstead.co.uk

Click
here

Carlene is excited for the future, having a sense of pride
in retaining customers through the turbulence of this year,
and is ready to grow. So when InXpress held their first-ever
woman’s conference in September, it couldn’t have come at
a better time. “For me, as a franchise owner, it was a positive
step to be able to focus on what we needed for the future of
our businesses.I found Olympic champion, Anna Hemmingway’s
session the most relatable for where I am at the moment, and
can’t wait to implement her practical advice, as I increase sales
and watch my business grow.”

If you’re looking for an exciting new business venture,
contact InXpress today!

Click
here

Changing lives…through maths and
empowering franchisees

“Despite a challenging start to my new venture due to the
pandemic, I firmly believe that becoming a Franchisee
was the best career move I could have made.”

Zoe Jagelman is the UK Education Manager at Mathnasium,
she is an education innovator and you’ll be hard pushed
to find someone more passionate about maths. She joined
Mathnasium in 2017 having been a teacher for 10 years.
“One of the huge challenges of teaching maths at school is that
you’ve got a class of 30 students in front of you, and you know
they’re all at slightly different levels of confidence and attainment.
But at Mathnasium, because everything is completely personalised
to each student, we can focus just on where that student is and
what they need to move forward with their maths.”

Jayne, McDonald’s Franchisee

My name is Jayne Aspin-Mayne and I’m a McDonald’s
Franchisee. Prior to this, I was a senior manager at a
manufacturing site in a very demanding but rewarding
role. I worked in a male dominated industry and was
out of the house 12 hours a day, continuously going
the extra mile. With two young children and another 30
plus years left of my working life, I knew that I wanted
things to change. Whilst I thoroughly enjoyed the
challenge of work, I needed a better work-life balance.
I thought about starting my own business, but I didn’t have
that golden business idea to pursue. Having researched
a number of new business opportunities, I started to
seriously consider franchising as a potential way forward.
Eventually, I decided to apply to become a McDonald’s
Franchisee. To begin with I found it extremely challenging
to adapt to this new sphere; I needed to actively push
myself beyond my comfort zone and to get past my
own self-doubts. I knew that I had a wealth of business
experience and that I had progressed well throughout my
career, but I still questioned my ability to succeed in this
new direction. After a successful 12 month recruitment
and training process, I became a McDonald’s Franchisee in
March 2020. Despite a challenging start to my new venture
due to the pandemic, I firmly believe that becoming a
Franchisee was the best career move I could have made.

She ensures that Mathnasium tuition is completely aligned
to the UK curriculum and leads on training instructors and
supporting franchisees, who are not shy in praising her for her
guidance and approach on all education matters.
“It’s great to see the ‘ah ha’ moments as a maths concept is
explained in a new way to the franchisees and the enthusiasm
they then have to pass it on. We don’t need our franchisees to be
teachers...they often have a business background, so my training is
crucial for them to feel confident.”
Zoe is often visiting the centres to provide coaching and
support, particularly in the first year of opening as the
franchisees develop confidence, whether it’s helping hire the
right instructors or support with making good educational
decisions.

If you’re looking for an exciting new business venture,
contact Mathnasium today!

Click
here

McDonald’s
Franchising
To discover more about franchising opportunities
with McDonald’s, register for our Webinars at
www.mcdonalds.co.uk/franchising

Being a Franchisee means that I am part of a wider team
working collaboratively together. I still work hard, as
does my incredible team and seeing that pay off in the
business results is hugely rewarding. Above all, I now
have a much better work-life balance and the flexibility
that allows me to do those important little things. Instead
of leaving the house when the children are still asleep,
I’m able to drop them off at school and I never need
to miss a school performance or sports day again.

Jayne, McDonald’s Franchisee

Monkey Puzzle Franchising with Jenine
Benning - Monkey Puzzle Harrow
I’ve always had an interest in education from a young age. I
hold a BA, PGCE and a Master’s in Education, worked with
children on cruise ships and as a primary school teacher for
over 10 years.

Running my own nursery has given me the freedom to have
the perfect work life balance, I am proud to be able to give
other working mums the flexibility and freedom to return to
work.

I began my franchise journey when I was 4 months pregnant,
I navigated the first months of my business with a new-born.
I welcomed the challenge! As new mother I valued the safe,
nurturing and stimulating environment I was able to provide
to my son and other children attending my setting. My passion
is to make learning fun in a place where children will love to
return every day.

How did you choose your nursery location and why
pick Harrow?
I loved growing up in Harrow and cherish my memories. I
want to create similar lasting memories for other children.
Monkey Puzzle Head Office helped me through the whole
process of setting up my own location. They made it easy
for me and guided me making me feel comfortable and
knowledgeable. The results are inspiring and comprise an
83-place nursery with four separate age-group areas, a wellequipped outdoor play area, plus kitchen, toilets and office.
We have cooking club, football club, Spanish lessons and
drama and dance lessons.

In conversation with Jane Masih - Owen
White Solicitors
“The times they are a-changin” are lyrics with real relevance for
the story of Women in Franchising. I have been involved in
franchising for all of my 30 years plus legal career. I remember
clearly attending bfa events as a newly qualified solicitor with
Owen White’s then senior partner Anton Bates who held the
position of legal advisor to the bfa.

Looking back over the last 30 plus years I can see that great
strides have been made in the franchise world and in years
to come we will wonder why there was ever a need to
distinguish women within the industry.

Walking into a conference or meeting in the 1980’s was to
be met with a sea of suits and middle-aged white men! It
was daunting and very much felt like a closed shop. To be fair
it was probably no different to any other business function
of that time. I recall one client assuming that I was Anton’s
secretary as why else would I be joining the meeting? Women
clients were rare sights and usually came as part of a husbandand-wife team! The exception from those times is Pam Bader
OBE who led the charge for women in the industry at the
helm of Molly Maids.
Fast forward to 2021 and the situation has changed
dramatically. Owen White’s franchise team is predominantly
made up of bright talented women. The majority of new
solicitors entering the legal profession are women. Owen
White has women in senior positions throughout the
organisation. I have been a partner since 1989 and I have been
the managing director for the last three years. I have no doubt
that I will not be the last!

If you’re looking for an exciting new business venture,
contact Monkey Puzzle Day Nurseries today!

Click
here

Franchise industry events are becoming more diverse and
women hold senior positions across a range of sectors. Our
clients are made up of entrepreneurial women choosing
franchising as a way to expand their business and the franchise
industry attracts women in every sector.

To find out more about Owen White Solicitors, visit our
website: owenwhite.com

Click
here

In conversation with Jackie Gillen -Radfield
Home Care
Jackie Gillen launched Radfield Home Care Wakefield &
Dewsbury in July 2018. 3 years later, she has firmly established
herself within their local community, not only as a leading
provider of quality home care services but also as an employer
of choice for local care professionals. We asked Jackie a few
questions:

If Jackie has inspired you to consider becoming your own boss
and operating your own business in your local community,
then keep an eye on Radfield Home Care Franchising’s
social media over the next few months as we investigate the
opportunities to Franchise After Furlough.

Why franchising compared to doing it
independently?
A franchise has lots of benefits and is a much safer option. I
like the fact that you have all of that network of support and
everything is already in place. We have somebody we can go to
that we trust. Sometimes, you just need that support and it’s
worth it’s weight in gold.

Franchisee Irmina, Revive! Basingstoke, is not phased by being
one of a handful of women operating in the sector. In 2013,
she and partner Michal started their Revive! franchise. The
automotive sector was a new world for Irmina, but she threw
herself into it, taking up the Revive! training opportunities.
She has been instrumental in driving sales growth for Revive!
Basingstoke, with ambitious plans for the future.

Irmina said “We wanted to be in more control of our future.
Being part of a network really helps, we have other franchisees
around us, as well as support from Head Office. One of the best
moments was winning an award for business growth at the last
Revive! conference, something I am very proud of.”
Terry Mullen, joint Managing Director at Revive! is one of ‘40
Women of Influence’, awarded for her impact on the body
repair industry by the Auto Body Professionals Club, the
leading industry resource for the sector.
Terry, previously a bank manager, joined the business in its
early days and later bought into Revive! as part of an MBO.
She is widely recognised as a highly successful business woman
in a male-dominated sector and a trailblazer in franchising,
helping Revive! evolve into the successful franchise it is today.
She says: “Franchising offers a bright future for both men and
women. We still don’t have enough women in the industry yet
the business model is perfect, as we tend to be able to multitask and have good communication skills. I can see more women
becoming their own bosses at all stages of life and going down the
franchising route.”

Why Radfield Home Care?
We spoke to a few other franchise companies, and Radfield just
felt right. For us, it was about the ethos of the company and the
people that own it and run it. You just feel that you can work with
them and the values of Radfield are going to fit with your values.
What makes you happiest about this whole journey?
What makes me happiest is that we’re genuinely delivering a good
service to clients in our local community...it’s really good quality
and I’m proud of that. It’s making a massive difference to the lives
of local people.

The world of cars and mobile based car repairs has
traditionally been almost exclusively male, with few women
making it their career of choice. But Revive! aims to turn the
tide.

You can also find out more about Radfield’s franchise
opportunity by emailing our franchise recruitment team
directly at franchise@radfieldhomecare.co.uk

Click
here

You can also find out more about Revive! by emailing
franchising@revive-uk.com or visit revivefranchise.com

Click
here

From nurse to MD
Some people nurse an ambition to be the best at what they
do – and in Jenny Madghachian‘s case, she’s achieved that and
more, with an Outstanding rating for the care-at-home service
she owns and runs in Borehamwood and Watford as a Right
at Home franchisee.
As a former nurse and large care-agency manager, care comes
naturally to her and she sees it as her vocation; so when
turning to franchising, she had plenty of choice. “I called Right
at Home, and from the first contact I felt everything just clicked,”
Jenny says. “But far from feeling like anything was being handed
to me on a plate, the exact opposite was true! It was very clear
their franchise territories weren’t so much for sale, but rather they
were awarded on a very exclusive basis.

The females of Speedy Freight
“There’s no way I would have done this without being part of a
franchise. No matter how hard I worked at it, I couldn’t have
a business that performs like mine, to the standards required,
without being part of Right at Home. Getting through the
first CQC inspection is a perfect example – on my own that
would have been beyond stressful, but National Office told me
exactly what I needed to do and made approaching it really
straightforward.”
Women have long been thriving in the Right at Home
network: female owners represent 30% of the franchisees in
the Right at Home network, and COO Lucy Campbell has
been named EWIF Franchisor of the Year for two consecutive
years. Lucy is also a finalist in the Executive category of the
Home Care Awards 2021.

“It really was the kind of network I wanted to be part of, and as
I went into the start-up I found the energy and dedication to do
whatever it took to make it work, with long hours and a lot of
hard work. It was exhausting yes, but it didn’t ever feel difficult or
daunting because I loved every bit of it – the thrill, at long last, of
building something for myself.

Speedy Freight is a logistics solutions provider, supplying
a wide range of vehicles from vans to articulated trucks,
anywhere in Europe, including temperature controlled
services. Our experience allows us to oﬀer a range of
bespoke solutions to logistical challenges, such as linking with
manufacturing systems, shipping, warehousing and ﬁnal mile
delivery across multiple industries, from retail to industrial.
Our personal tailored approach puts the customer at the
heart of what they do. As many industries were significantly
impacted by the effects of Covid-19, including some sectors
having to close for months on end, at Speedy Freight our
network mobilised to support industries, the economy and
communities.
You’d be excused for believing that the logistics industry
is male dominated, but here at Speedy Freight females
trailblaze, whether its Sarah managing the development and
infrastructure for our warehouses.

If you’re looking for an exciting new business venture,
contact Right at Home today!

Click
here

Jade as Operational and Sales lead for our London Hub.
Aimee developing and delivering our marketing and brand
strategy.
Shona leading the way with our Freight Forward services
navigating the changes imposed by Brexit on imports and
exports. Amy managing our finance team to graduate trainee
Francesca developing her skills on her placement tours. In
our branches we have equal balance with females in customer
service, operations and sales roles, working closely with our
driver partners and customers.
There are so many opportunities to develop at Speedy Freight,
with apprentices moving up through the ranks to director
positions such as Katie in our Crewe and Stoke Depot, and
Emma in Glasgow. Plus, employees who find a true passion for
our model are buying in, becoming Franchisees.
The passion and enthusiasm for the Speedy Freight model
comes through every day and helped us to be awarded 5 stars
in the WorkBuzz Franchisee survey and a BFA Franchisor of
the Year finalist, along with finalist status for MultiModel Road
Transport Operator of the year, Van Operator of the Year,
Retail Supply Chain Excellence and Operations SME within the
logistics awards calendar.

If you’re looking for an exciting new business venture,
contact Speedy Freight today!

Click
here

Amy Perkins TLG Harpenden Franchisee
Amy joined The Little Gym family in 2008 as an instructor
having previously toured the world as a freelance performer
and workshop leader. The training provided by The Little Gym
(TLG) enabled Amy to translate her proficiency in circus skills
into gymnastic skill training. TLG uses gymnastics as a medium
to aid the development of each child as an individual, in a noncompetitive nurturing environment; physically, mentally and
socially, with our unique 3-Dimensional learning.
Amy’s skill, ambition and the structure and family feel of TLG,
allowed her to move forwards with her career across 3 gyms,
from Instructor to Programme Director, Gym Director, and
finally becoming a TLG Franchisee with her purchase of TLG
Harpenden. Amy’s contribution has propelled each of the
gyms she has worked at into TLGE’s (The Little Gym Europe)
top five performing gyms. Since taking over TLG Harpenden
in December 2019, Amy has doubled the membership, taking
it past its previous all-time high becoming one of the top 3
gyms in Europe, all during the Covid pandemic. Amy achieved
this whilst becoming mother to 2 boys, who have also enjoyed
their time as students at TLG.

Amy describes TLG as “a rare career opportunity for a great
work life balance”. Amy was TLGE’s European Ambassador for
2019, she is also a finalist in Little Ankle Biters Mumpreneur of
the Year.
The supportive nature of TLG UK, the provision of an
experienced owner Advisor to all those joining the network,
support in Marketing, Curriculum, and Operations from
TLGE Head Office, give security and structure to our new
owners. We have an exceptional online learning platform for
Instructors, Programme, Gym Directors, and our owners. This
is vital to train and improve our team, making sure each gym
delivers our unrivalled curriculum plus a good dose of serious
fun.

Water Babies is the world’s largest baby swimming school,
teaching 50,000 babies every week the lifesaving skill of
learning how to swim. This wouldn’t be possible without
the dedication and passion from our franchisees. Of the 62
franchisees in the UK, 76% are women. From doctors to
stay-at-home mums, or young women who were ready to
start a new challenge, they all shared a drive to run their
own business. Owning a Water Babies franchise is open to
everyone and being a baby and toddler swim programme, it
suits women with families young and old.
52% of our franchise network were introduced to us through
lessons as customers, and many started their franchise
journey as a teacher. Loving what they experienced in the
water led them to want to become a Water Babies franchisee.
Water Babies is an internationally recognized brand that
offers the best start to becoming a business owner. There
is an endless amount of support available right from the
very beginning, with full training and all the equipment and
technology you need.

Every new franchisee has a dedicated Franchise Partner
who is there for you every step of the way. They provide
expertise on everything from building business plans and
financial guidance, through to succeeding in your professional
and personal goals. Our Head Office team provides strategic
direction and support from a variety of departments, including
aquatics, retail, photography, HR, recruitment, marketing, tech,
finance, and administration. Weekly calls, guidelines, support
documentation, webinars, themed calls, regional meetings, and
more are all available to provide on-going support for our
network.
And of course, new franchisees will be joining a franchise
network full of experienced business owners to help any
new members of the family, all working together to help give
children the best start in life.

If you’re looking for an exciting new business venture,
contact The Little Gym today!

Click
here

If you’re looking for an exciting new business venture, visit
waterbabies.co.uk today!

Click
here

Frequently asked questions
and myth busting
1. How much does it cost?

3. Am i guaranteed to make money?

There are several factors to consider when thinking of
franchise costs:

A bfa accredited franchise has evidenced a strong and
successful business model, which brings a certain level of
confidence in your investment. The bfa NatWest 2018 survey
found that after 5 years, franchising carried a 95% success
rate, vs approx. 50% when going it alone. However, there
are no guarantees as there are many external factors that
contribute towards the success of your business. However, it
is important to keep in mind that your franchisor wants to
see you succeed and so will be there to support you and help
you make a success of your business.

1) How much is the franchise fee? This is the initial cost to
invest in the franchise and become a franchisee of the brand.
It consists of access and use of the brand, training and usually
includes initial equipment, stock and marketing tools to enable
you to launch. Your franchisor should be able to give you a
detailed breakdown, so you know exactly what it includes.
2) Your monthly cost to the franchise, this can be called a
royalty fee, management service charge, monthly franchise
fee. It is the monthly charge to pay to use the franchise
brand, access their ongoing support and towards the ongoing
business development. It can be a fixed monthly fee or a
percentage of your turnover. This will also be detailed in your
franchise agreement.
3) Finally, you should have a conversation with your franchisor
about how long it is likely to take to start generating a profit.
This can be a difficult question to answer, because it will
depend significantly on the work you are putting in, but they
should be able to give you some idea.

2. What if i change my mind?
It is important to bear in mind that when you join a
franchise you are signing a legally binding contract. The
agreement is usually fixed for 5 years and exiting early
can incur significant costs. As such, it is critical to ensure you
fully understand the agreement, including your obligations and
those of the franchisor.

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

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.

4. How do i know if the franchise is right
for me?
Once you are confident franchising is right for you, the fun
part is here, choosing which franchise is the perfect match
for you. When choosing a franchise, you must do your due
diligence. From thoroughly checking the franchise agreement
with a franchise specialist lawyer, to speaking with existing
franchisees, you really can’t do too much.
When considering which brand is right for you, keep in mind
the 3 D’s:
Discover your passion – what makes you tick?
Determine what it takes – you are looking for a
positive work-life balance, is this going to allow you to have
the flexibility you are looking for?
Due diligence – ask questions of the franchisor, the
network of franchisees, the experts (us!). Most franchisors will
be delighted to see you making sure the investment is right for
you!

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

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

British Franchise Association
Your Trusted Partner In Franchising

