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Presenter Notes
Presentation Notes
Good Day, everyone! My name is Dana Besbris and I’m the Training and coaching spcialist at The Entrepreneur Source. 

The Entrepreneur’s Source consists of coaches who assist their clients in exploring career ownership options in the franchise space. We are not only partnered with hundreds of franchises around the country, but we are one ourselves.

In 2024, TES celebrates 40 years of having been able to help thousands upon thousands of people find self-sufficiency through the world of franchising.

In our 40 years, we’ve not only learned what it takes to become a successful franchisor, we’ve also worked with hundreds of well-run franchise systems. We’re using this knowledge to help empower other franchisors to excel in becoming industry-leading brands.  The Entrepreneur Source is proud to be launching ZorCoach, an education and coaching organization whose mission is to equip franchisors with the tools they need to succeed. 

The following is a small excerpt of ZorCoach. Although the successful development of a franchise ultimately depends on the collective efforts of the entire organization and its franchisees, today we’ll focus specifically on the franchise development team. 

To that end, I’m proud to introduce you to Eric Missbrenner, who is the Franchise Development Manager at TES. Eric has many years experience in franchise sales and has been leading the TES Franchise Development Team during one of the most successful periods in our history.  Hello Eric!




Awarding 
versus Selling 

A Mindset 
Shift
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Presenter Notes
Presentation Notes
A quick word about our terminology. At TES, we don’t sell franchises. We AWARD franchises to qualified partners.
Mindset shift, counter-intuitive at times
Focus on mutual fit
Must fit your culture and core values
Committed to your system
Quality over quantity = stronger Item 19, better validation, less long-term challenges/problems
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Formalize Your 
Award Experience

• Define the activities that need 
to be completed at each 
stage. 

• Identify the sales tools and 
resources that your franchise 
developers need. 

Presenter Notes
Presentation Notes
Intro discussions, presentations, assessments, applications, validation, registrations, FDDs, discovery days, franchise agreements, resale agreements…there needs to be a written step-by-step process for all of this. 

What factors does the franchise candidate consider when deciding whether to move to the next stage of the award experience? What is required of the developer to help get them there?
Record your step-by-step process and reinforce with team consistently. Can also use written process to make onboarding new developers easier

Bullet 2 - This may include CRM software, guides/scripts, email templates, and product demos.
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Formalize Your Award 
Experience

1 Get feedback from your franchise
developers to ensure it is clear and 
easy to use.

As an authority

As being trustworthy

2

3

Train all your franchise developers 
on the new award experience. 

Make it a living document by 
updating regularly as your business 
grows and changes.
. 

Presenter Notes
Presentation Notes





Set Goals for the Franchise 
Development Team 
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• SMART -Specific, Measurable, 
Achievable, Relevant, and Time-bound. 

• Purposefully ambitious yet based upon 
real metrics. 

• Communicate clearly and consistently 
to your franchise developers.

• Make sure they understand how their 
goals contribute to the overall team 
goals.

Presenter Notes
Presentation Notes
Regularly review (at least quarterly) your franchise development goals with your team. This will help to ensure that everyone is on track and that adjustments are made as needed.
Be transparent and honest with your team. Let them know what is expected of them and how their performance is measured.
Be realistic in targets/goals, remember that the objective is the mutual fit. 
Be supportive and encouraging. 
Make sure your expectations are fair and that you are consistent in your feedback.




THE VALUE OF A CRM 
IN FRANCHISE 
DEVELOPMENT

A CRM system stores, 
organizes, and manages 
information surrounding 
customer interactions. 
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Presenter Notes
Presentation Notes
Bullet 1 - stores all your contacts and important customer information. This secure storage allows for easy access, prompt communication, and better organization.
Bullet 2 - A well-implemented CRM facilitates transparent sales pipelines that track leads, prospects, and ongoing deals. This ensures that no opportunities are missed while providing the clarity needed to focus on high-potential projects.
Bullet 3/4 - A CRM has reporting tools for measuring the performance of your franchise development. By automating the analysis of KPIs, you can make data-driven decisions to continually improve your franchise development strategy.
Sales Pipelines




Understanding 
Common Metrics

• Total revenue

• Total prospects

• Awards completed

• Conversion rate

• Award cycle length

• Average award size

• Cost per prospect

• Net Promoter Score (NPS)

• New prospects

• Response time
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Presenter Notes
Presentation Notes
Franchise growth management metrics can be used to set goals for the franchise development team. 
Use these metrics to track the performance of your team over time and identify areas where the team may be struggling. 




CONFIDENTIAL AND PROPRIETARY. © BY FRANCHISE SOURCE BRANDS INTERNATIONAL®. ALL RIGHTS RESERVED

Build an Accountable Team

• Talk to your team regularly about the 

progress they are making towards their 

goals.

• “Respect what you inspect." 

• Hold weekly franchise development 

team meetings. 

• Hold quarterly individual meetings with 

each franchise developer. 

Presenter Notes
Presentation Notes
Bullet 2- Send weekly reports to the team, review top candidates, and send quarterly conversions by stage so you can offer coaching and support.

Bullet 3 - Have the team give an update on their candidates every week. Plan for extended weekly meetings on a regular basis where you provide training and role play opportunities on different topics. 

Bullet 4 - Do a deep dive into the status of each candidate and a review of their individual metrics. Let your franchise developers know how they are performing and how they can improve. 




Ways to Celebrate 
Your Team

• Celebrate often, in-person or virtually. 
• Celebrate individual wins, team wins, 

and company wins as they happen. 
• Make the celebrations personal and 

highlight the accomplishments of 
individual franchise developer. 

• Encourage the whole company to 
participate, showing your team that 
their success is valued by everyone.
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Presenter Notes
Presentation Notes
Host happy hours, team lunches, dinners, or outings. 
Give out small gifts, awards, bonuses, or other prizes. 
Host a "win wall" where franchise developers can post about their accomplishments.
Host a monthly "franchise development celebration" event where you recognize and reward top performers.
Send out a weekly "franchise development shout-out" email highlighting the accomplishments of individual franchise developers and teams.
Offer flexible work arrangements or other perks to franchise developers who consistently meet or exceed their goals.




Benefits of a Continuous Education Plan

• Increased awards
• Improved customer satisfaction
• Reduced turnover 
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Presenter Notes
Presentation Notes
Thanks, Eric. 

It’s important to keep your franchise developers sharp and engaged. One of the best ways to do this is through a Continuous Education Plan. The key benefits are:
They’ll be better equipped to increase the number of franchises awarded.
They’ll be able to understand the needs of their clients and provide them with the best possible solutions. This can lead to improved customer satisfaction and loyalty. 
Franchise developers who feel valued and are given opportunities to learn and grow are more likely to be happy and stay with the company. This can lead to reduced turnover.




• What training courses, 
workshops, or other learning 
opportunities will you offer?

Develop a Continuous Education Plan
• What skills and knowledge do 

they need to be successful in 
their roles? 

• What are the latest franchise 
development techniques, 
technologies, and trends that 
they need to be aware of?
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Presenter Notes
Presentation Notes
Assess the needs of your franchise development team.

Develop your training plan.

Bring in people from other departments to speak about updates, new tools, etc. 
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DISC
Driving Force
KOLBE Strengths
Gallup Strength Finder
Predictive Index
Working Genius

What assessments are 
you using?

Zorakle Profiles

Presenter Notes
Presentation Notes
Make sure your franchise developers understand any assessments you use to help award franchises. If you are not using any assessments, consider choosing one and educating your franchise developers on it. These assessments can help your franchise developers connect with the candidates quicker and communicate clearer, increasing the chances for a successful award. 





DISC
Measures four dimensions of normal behavior
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How you respond to problems 
and challengesD

How you influence others to 
your point of viewI

How you respond to the pace of 
the environmentS

How you respond to rules and 
procedures set by othersC

Presenter Notes
Presentation Notes
At TES, we use the DISC assessment to help us communicate in the style that best fits our candidates. For those unfamiliar with DISC, it measures Dominance, Influence, Steadiness and Compliance. Each candidate’s unique profile gives us clues into the preferred style, if they are outgoing or more introverted, if they want lots of details or just the headlines, if they want to move quickly through information, or slowly, and the pace at which they are likely to make decisions. 

We offer continuous training on DISC to our franchise development team to help them become experts at adapting their communication style to their franchise candidates. 

Back to you Eric!




Ways Your Team Can Collaborate
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• Share best practices.
• Brainstorm and develop new 

strategies.
• Work complex deals together. 
• Offer feedback and suggestions on 

presentations.

Presenter Notes
Presentation Notes
Share best practices on building relationships with franchise candidates and handle concerns/challenges.
Brainstorm and develop new strategies through role-playing exercises. 
Work complex deals together by sharing information, coordinating efforts, and co-presenting. 
Offer feedback and suggestions on presentations.




• When you collaborate with coaches, 
brokers and consultants, your brand 
gains more exposure to your target 
audience. 

• Consider the level of industry 
competition within an organization 
and ensure there's no saturation in 
your industry before making a final 
decision. 

Working with Coaches, 
Brokers and Consultants
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Presenter Notes
Presentation Notes
Franchisors who can effectively share their story and demonstrate how they can be a key part of achieving clients' goals are the ones that see the most success.

Consider the style of the coach/broker/consultant too. 




• Make sure your franchise developers 
understand what they should expect 
from coaches, brokers and consultants, 
as well as what the coaches, brokers and 
consultants should expect in return.

• This sets up a Win-Win-Win scenario 
where the franchise developer, the 
coach, broker, or consultant, and the 
new franchisee all have a successful 
experience.

C o m m i t t e d  t o  t h e  W i n -
W i n - W i n
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Presenter Notes
Presentation Notes
Effective communication is mutually beneficial, thus ensure that your franchise developers are well-prepared for what they should expect from coaches, brokers and consultants, as well as what the coaches, brokers and consultants should expect in return.
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THANK YOU
F o r  Y o u r  A t t e n t i o n
F o r  m o r e  i n f o r m a t i o n  c o n t a c t :

e m i s s b r e n n e r @ f r a n c h i s e s o u r c e . c o m

d b e s b r i s @ f r a n c h i s e s o u r c e . c o m  

mailto:emissbrenner@franchisesource.com
mailto:dbesbris@franchisesource.com
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