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First Contact

INTRODUCTION

Hello _______________________, my name is BLANK.  The reason that I’m calling is that you responded to a franchise site on the Internet and you wanted some help and information on franchising. Is that correct? 

(Pause)
Then I’ll explain what I do, answer your questions and see if I can help you. I am a franchise consultant who will help you find the right franchise for your particular situation. There is no charge for my service.  If we work together and successfully find you a franchise, then I am paid a referral fee by the particular franchise company.  And I work with several hundred top franchises across all industries and investment ranges.

PRE QUALIFY MOTIVATION

So _________________________, my first question for you is, what was your objective when you went to this site and completed the on line form and how can I help you? 
(Determine if they are interested in searching for a franchise opportunity? If not, end conversation ASAP and do not go any further.) 

PRE QUALIFY FINANCIALLY

As you are probably aware, all franchises have some financial requirements. They typically require you to be able to come up with a certain amount of cash from readily available funds and to have a minimum net worth and I will explain this in a minute.

So I am going to ask you a couple of general financial questions to quickly determine if you are in a financial position to pursue a franchise opportunity. Afterwards, I will give you my thoughts. 

First, how much will you be able to write a check for comfortably, if you find the right opportunity? 
(Pause: $______________________________)

Also, franchises usually have a net worth requirement. Are you familiar with the term net worth? (If yes proceed; if no explain it.) 
The reason franchises have a net worth requirement is that it is an indicator if you will be able to maintain your lifestyle and sustain your business during the start up period and also if you will be able to possibly get some financing. 
So could you tell me your approximate net worth?
(Pause: $______________________________)

NOTE

Sometimes we can help people who can come up with as little as $30K cash and have a net worth of $50K. There are a few opportunities that require less. However, the majority of the franchises require at least $40 50K cash and a net worth exceeding $100K.

If you are still not sure if you can help the prospect, probe further. Ask them what they do now. Ask if they have a 401K or an IRA and how much they have. 

If it is not worthwhile to go any further, say, “I would really like to help you. However, you are not in a financial position to pursue a franchise at this time. Is there anything else I can do for you?”

If it is worthwhile to keep going, continue with the script.

ABOUT ME

________________________, thanks for sharing your situation with me. Before I explain my simple process to find you the right franchise, I think it is extremely important that you know about me and my qualifications and I will follow this up with an email. 
BIO: Again, my name is BLANK. WRITE OUT SEVERAL SENTENCES FOR YOUR BIO. 

THE PROCESS
The next step is for us to set up a time go through my questionnaire or interview on the phone which typically takes around 40 minutes. This will help me learn in depth about your skills and interests, your goals and objectives, along with your financial situation. 
After the interview, I will then spend several days searching for opportunities that I feel could be a good fit for you and will also check that there is territory available where you want to be. 
We will then schedule another phone appointment when I will present the franchises that I have found that I feel do fit your goals and needs. If you are interested in learning more about any of the franchises that I present, I will put you in direct contact with them very quickly. 
Finally, keep in mind that this there is no cost for going through this process and that you are not committing to anything when you talk with a franchise other than determining if it is the right opportunity for you.

SET APPOINTMENT

I am available on _________________________ at ___________ AM/PM

Or on __________________________ at ___________ AM/PM

Which of these times is best for you?

I am going to send you some additional information, including the questionnaire for our next call.  Let me confirm your email address.  _____________________________________________

Let me know is something changes and we can reschedule.  Otherwise, I will call you on ___________________________ at __________AM/PM

Goodbye.
Voice Mail Messages

FIRST MESSAGE
This message is for _____________________.  My name is BLANK.  The reason I am calling is that you responded to an ad on the Internet and wanted some help and information on franchising. I am a franchise consultant who will help you find the right franchise for your particular situation and I provide my service at no cost to you. So again ____________________, my name is BLANK. You can reach me at PHONE NUMBER; again that is PHONE NUMBER.  I will follow this up with an email and I really look forward to your call. Goodbye.
SECOND MESSAGE
This message is for _____________________.  My name is BLANK..  I left a message for you on _______________(date) and sent you an e mail explaining the services that I provide. The reason I’m calling is that you had responded to a franchise site on the Internet and wanted some help and information on franchising.  Again, I am a franchise consultant who will help you find the right franchise and I want to also re emphasize that I do this at no cost to you. You can reach me at PHONE NUMBER; again that is PHONE NUMBER. I will follow this up with another email and ___________________, I look forward to your call. Goodbye.

THIRD MESSAGE
This message is for _____________________.  My name is BLANK.  I have left 2 messages for you and sent you 2 e mails explaining the services that I provide.  The reason that I have tried to reach you is that you had responded to an ad on the Internet and you had wanted some help and information on franchising.  Again, I am a franchise consultant who will help you find the right franchise and I also want to re emphasize that I do this at no cost to you. I really want to help you, but I certainly do not want to bother you. Therefore, I will not call you again. However, I welcome your call anytime and I will happy to help you. You can reach me at PHONE NUMBER; again that is PHONE NUMBER. I will follow this up with another email and ___________________, I really look forward to your call. Goodbye.
Common Objections

Why should I work with a franchise consultant? 

· Looking on Internet is very time consuming and frustrating with several thousand registered franchises.

· I am qualified and knowledgeable in the industry and will help educate you about franchises and the investigation process.

· Upside=we hit the bulls eye and no cost to you; downside=1 hour of your time with me.

· Mention that it is okay to keep their options open whether they continue job search or they can use your service and continue to look on their own.

Why should I pursue a franchise and why can’t I do this on my own?

· Unless you have a lot of knowledge and experience in a specific industry or business, your chances of succeeding with a franchise are much greater.

· Although the exact percentages are sometimes disputed, the statistic I like is that over 90% of the franchises opened 10 years ago are still open today. However, over 90% of the independent businesses opened 10 years ago are no longer around.

· Proven track record and system. You will be fully trained on every aspect of the business. You will be provided with the infrastructure and support you need to succeed.

· No prior knowledge of the industry required.

· Can be validated by talking with franchisees. 

· When looking at an existing business that is for sale, the key question is ”Why is the owner selling”. The vast majority of the time there is a fundamental problem with the business or the owner would have a buyer such as a family member, key manager or employee, vendor, etc.

I am already using a franchise consultant!

· Enthusiastically respond, “That is great”. Why not work with me also and keep your options open. It may be that the person helping you now will find you the right opportunity. However, it may be me who finds you the right opportunity. 
· Then go over your specific, individual selling points.

I would prefer to work directly with the franchise than a franchise consultant.

· If they do not have a specific franchise in mind, refer to the benefits of using a franchise consultant above. 
· If they do have a franchise in mind, tell them you are an independent consultant who is interested in finding them the right franchise, whether it is the one that they mentioned or some other franchise. You will guide and help them through the process. You will give them guidance as to the questions to ask the franchisor and the franchisees.

Interest in Food

· When you talk with someone who mentions their interest in franchised food, be it McDonalds or some lesser-known franchise, the first question to ask them is “Do you have any prior food industry experience? My experience is that over 90% will answer “No”. 
· I then strongly discourage them from the food industry due to its cost, 24/7 commitment, help issues, etc. 
· On a more positive note, I then mention that I will be able to find them something that is more tailored for their specific skills, background and lifestyle. The typical response is “I sort of thought that myself and appreciate your honesty, lets proceed”. 
· The main reason this comes up so often is that when the general public thinks of franchising, they only think of fast food and do not realize that there are franchises in over 70 industries. 
· Also, people with corporate experience or professional backgrounds such as sales, marketing, engineering, operations, finance and accounting, consulting, HR, etc. are typically a better fit for non-food type franchises.
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