
 Jay Diaz, a former 
marine Corps gunnery 
sergeant, thought getting 

a loan to purchase a staffing 
franchise from express em-
ployment Professionals would 
be a smooth process. He had 
equity in his house, his credit 
score was “phenomenal,” he 

says, and he had experience in 
the job-placement field. after 
many months and “excruciat-
ing” paperwork with a series 
of banks, Diaz finally got a 
loan—but for only 75% of what 
he needed. 

That was early in 2012, 
when the expected upswing in 
business had yet to happen. 
Since then, the economy and 
the ability to get funding needed 
to purchase a franchise have 
both improved. according to the 

international franchise associa-
tion (ifa), lending to franchise 
businesses in the U.S. this year 
will reach its highest level since 
the recession began in 2008, 
providing an estimated $23.9 
billion to owners of 59,300 new 
or previously owned franchis-
ing units. The number of units 

in operation is also expected to 
rise in 2013, as is the number of 
jobs throughout the franchising 
world. 

Why all the positive momen-
tum? franchising, a concept that 
likely started in the middle ages 
but really took off in the middle 
of the 20th century when names 
like mcDonald’s and Dunkin’ Do-
nuts showed up for business, is 
so attractive now because many 
people want to—or have been 
forced to—strike out on their 

own. By owning and operating 
a franchise, they hope to build 
equity, set their own hours, and 
control their future in business 
and in life. franchisers provide 
a business plan and corporate 
support, but franchisees still call 
a lot of the shots. it’s the best  
of both worlds. 

On the Rebound
another indicator of the recovery 
in franchising is trade show 
activity. “Back in 2008 we were 
humming,” says James mastan-
drea, group show director for 
mfV expositions, which will pro-
duce the international franchise 
expo in New york City from June 
20 to June 22, plus upcoming 
trade shows in anaheim, Hous-
ton, London, Paris, and mexico 
City. “When the recession hit, 
companies started pulling mar-
keting dollars out of shows.” 

mastandrea is forecasting  
20,000-plus attendees and 
more than 400 exhibitors for the 
June show in New york—record 
numbers. another bit of good 
news: The strength in franchis-
ing is reaching into many areas. 
Companies that are exhibiting 
at the New york expo are into 
everything from advertising, 
beverages, and burgers to travel 
services, childhood education, 
and weight conditioning, with 
seven main categories of food 
franchises and many more  
in between.

Franchise  
companies across 
the board are  
experiencing a 
period of vigorous 
growth, which is 
sure to continue if 
access to capital 
continues to  
improve. 
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FOR COMPLIMENTARY REGISTRATION TO THE INTERNATIONAL FRANCHISE EXPO, VISIT IFEINFO.COM. USE OFFER CODE MONEY.

The popularity of franchising is growing. So is the ability to  
find the funds needed to get new units off the ground.

A Capital Opportunity
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franchises come in all shapes 
and sizes. The funds needed to 
get into the business vary, rang-
ing from $10,000 to many mil-
lions, and so do funding sources. 
Philip yocom, president and 
Ceo of Seniors Helping Seniors, 
estimates that it takes $86,000 
to $124,000 to open one of his 
company’s franchises. Seniors 
Helping Seniors, whose franchi-
sees in over 200 U.S. territories 
pair active seniors in their com-
munities with less active seniors 

who want nonmedical in-home 
help, just granted its first fran-
chise in england, and is poised to 
flourish everywhere. No wonder: 
almost 100 million people in the 
U.S. are now over age 50, and the 
worldwide numbers are growing.

Financing Options
But how to come up with the 
capital to get started, in this or 
any franchise? yocom believes 
that while tapping retirement ac-
counts carries risk, it’s an option. 

“The legislation that allows 
us to borrow against 401(k)s 
without any penalty for busi-
ness purposes has helped 
many people who would not 
otherwise have been able to 
own their own businesses,” 
says yocom. Using funds 
that were intended for retire-
ment to get into franchis-
ing helps “build an even 
more secure retirement for 
ourselves.”

The idea is so familiar 
that one of the 70 free 
seminars being offered at 
the June expo is called “Use 
your ira or 401(k) money 
to Start a New Business.” 
The presenter—benefits and 
pension consultant Steven 
Cooper—will explain ways 
to move retirement-account 
funds into a new or estab-
lished business without 

distributions, taxes, penalties, or 
the use of loans.

franchisers help prospective 
franchisees get access to capital 
through a variety of sources, 
including internal financing op-
tions, third-party lenders, special 
gift initiatives, and programs like 
Vetfran, a 20-year-old initiative of 
the ifa through which more than 
460 companies offer financial 
incentives (often waiving or 
discounting the franchise fee) to 
veterans.

To celebrate its 30th an-
niversary, express employment 
Professionals launched “30 for 
30,” which was set up to provide 
$30,000 in working capital to the 
first 30 new franchisees of 2013. 
By the end of the first quarter, 
express had awarded gifts to 18 
new owners.

a privately held staffing 
company with 635 franchises 
in the U.S., Canada, and South 
africa, express expects to see 
double-digit growth in 2013. 
its business, and the staff-
ing and job-placement sector 
overall, is on a roll. “one out of 
50 employees in North america 
works for express or one of our 
competitors,” says vice president 
of franchising David Lewis. But 
even with those big numbers, 
express franchisees think locally. 
Says Lewis: “The community is 
our only stakeholder.”

In 2013, 
owners of
59,300
new or previously owned 
franchising units will receive 
approximately

$23.9  
billion
in financing
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The Personal Touch
That singular focus on local 
customers is a hallmark of 
franchises, which by their nature 
become a part of every commu-
nity in which they operate. Kiran 
yocom, co-founder of Seniors 
Helping Seniors, says the com-
pany is “changing this world one 
person at a time.” Batteries Plus 
Bulbs Ceo russ reynolds puts it 
this way: “our fully engaged fran-
chisees provide the products and 
services that each local retail 
and business customer needs.” 

it’s proven to be a great busi-
ness model. a 25-year-old com-
pany headquartered in Hartland, 
Wis. that offers access to more 
than 40,000 types of batteries, 
light bulbs, and related prod-
ucts, Batteries Plus Bulbs has 
grown its store count by 42% in 
three years to more than 550, 
with 80 more in development, 

and an aggressive expansion 
plan for the east Coast, says 
reynolds.

Decorating Den interiors 
(DDi), which provides interior 
design services for homes and 
businesses, is seeing similar suc-
cess. Says company president 
and Ceo Jim Bugg Jr.: “With 
more families staying in their 
homes longer, the redecorating 
business is booming.” Plus, he 
adds, DDi’s $65,000 startup 
investment makes it “very at-
tractive in today’s marketplace.” 
The company, which recently 
launched a new online virtual 
tour, has 300 franchises in North 
america, and is aiming to add 60 
additional units this year. 

JumpBunch is banking on 
growth by capitalizing on the 
trend to keep kids active and 
occupied. its 52 franchises in 
the U.S. and india sign on clients 

(from preschools and summer 
camps to parents planning 
birthday parties) and bring 
full-service sports and fitness 
programs—everything from the 
music to the activities and equip-
ment—to wherever the children 
are located. Last year Jump-
Bunch ranked No. 1 in Franchise 
Business Review’s Child Ser-
vices category. “i’m feeling very 
optimistic about the children’s 
sector and franchising in general 
as a concept,” says Ceo Thomas 
Bunchman.

franchise companies across 
the board are experiencing a 
period of vigorous growth, which 
is sure to continue if access to 
capital continues to improve. 
mastandrea of mfV expositions 
sums it up succinctly: “The 
worldwide franchise industry is 
healthy, and that’s good news  
for everyone.” ●
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Staf� ng is big business  –  $121 billion in sales a year big. And it’s projected to be $164 
billion by 2018. 

Express Employment Professionals is fully franchised, keeping the focus on you when 
you join our more than 630 franchise locations. And it works. Our average start-up sales 
are over $1 million a year, with mature franchises averaging $5.16 million annually.* 
Plus, our franchises are open Monday - Friday, leaving weekends for you. With 30 years 
of experience and a system of success, now’s the time to join Express.

YOU ARE READY. 
Check out our virtual tour at 

ExpressFranchising.com or give 
us a call at (877) 652-6400.

Staf� ng is big business  $121 billion in sales a year big. And it’s projected to be $164  $121 billion in sales a year big. And it’s projected to be $164 

 

JUST A $140,000 INVESTMENT 

*For  franchises open more than two years, average sales per territory in 2012 were $5,116,287.14 and $1,065,166.10 for 

� rst year of� ces according to Item 19 in the Express Franchise Disclosure Document.


