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The 6 Stages of the Franchise E-Factor

1. Glee
Nervousness

Excitement
Optimism

2. Fee 

Questioning
Commercially minded

Skeptical

3. Me 

Self-centered

Proud

Frustrated

4. Free 

Cynicism
Constrained

Combative

5. See 

Inquisitive

Open minded

Empathic

6. We 

Cooperative

Assertive

Forward thinking

10 Tips for Managing the Franchise E-Factor

Manage ___________________ during franchise sales process. Over-promising and under-delivering is a sure way to create unhappy franchisees. Ensure your franchise sales people do not unintentionally promise what you cannot deliver.
Don’t assume ________________ in relationship. The franchise relationship is dynamic. Just because a franchisee is or is not satisfied today, does not mean they won’t feel differently in the future. 
Don’t get _________________ to feedback. Listen to questions with an open mind. Treat franchisees with respect, listen to their views and deal with differences maturely.
Don’t _______________ to franchisee demands. Do not mindlessly throw extra services if franchisees become more demanding about the support they want.
Remain clear on ______________________________. Keep the relationship at a professional level and avoid forming friendships with franchisees.
Keep people ____________________. Take time to understand what franchisees do well and offer them new challenges.
Accept some _______________ as inevitable. The dynamics of the franchise relationship mean that people are going to get frustrated and disappointed from time to time.
Provide constructive outlets for ______________________. Respond to questions, comments or accusations in an open and direct manner. Where possible give facts and specifics. List issues and discuss these systematically.
Show commitment to franchisee ______________________. Remind franchisees at every opportunity of your company’s commitment to their long-term profitability. Ensure support services focus on this goal. 

Learn how to manage difficult ________________________. Be willing to state what’s really happening in the relationship. Show empathy and have the commitment to work toward a resolution.
Are you ready to dig deeper into how to build a prosperous franchise network?  Please join us for Profitable Partnerships Boot Camp in Dallas September 23 & 24 & in Denver October 4 & 5.  
To register call Katrina Mitchell on 720-304-3710 or go to http://www.franchisespeakers.com/franchise-relations-boot-camp/

Look forward to seeing you there!


Greg Nathan
The Amazing Franchise E-Factor
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