As Cody said, I'm Jana Bailey and I'm the CEO of Fran net. A couple of things you may hear come out in the presentation. I was a banker for almost years. So um I still have a lot of that mentality as it might be, but I've been with Fran net years now. So it's been quite the journey. And Brady, would you like to introduce yourself to the group? Absolutely. Thanks so much, Jana and uh and Cody, it's great to be here with Score and I am a franchise consultant uh with Fran Net and uh work in a couple of different organizations uh as well within our, a family of, of organizations uh here in Cincinnati, Ohio, but work all across the country really helping folks unlock the entrepreneurial continuum which we're gonna get into today of really understanding uh the, the pros, the cons uh and really what your best fit is across the entrepreneurial continuum. I have a family background in, in the franchise industry. My dad is a Fran Netter uh and he, he's been in the franchise industry for, for a good chunk of time. So I grew up watching uh business ownership and I very uh very grateful to have the opportunity to uh continue on the family legacy and, and help other folks unlock entrepreneurship for themselves. Thanks. Ok, so just a very quick who we are free. Net is a year old organization. And what we do is work with people who want to go into business and help them determine if Franchising could be the right avenue for them. We work basically like an executive recruiter on the job site. So we're an executive recruiter for high level franchises. All right, our agenda today, we're gonna be getting into finding your, why it's very important. You understand why you're interested in going into business and what is it that you hope to achieve from being in business? You see the rest of the item. So I won't run into each one. I'm getting ready to turn it over to Brady and let him kick off the beginning. So Brady, thanks Jana. So when we approach entrepreneurship in the question of business ownership, we always wanna start with why? And when you think about your, why, why is it that business ownership is something that's intriguing to you for your career, for your family? That why is really important? And I, I'll tell you a little bit of a story. II, I mentioned that I come from a family of uh of entrepreneurs. When I was much younger, my dad wanted to take me to a baseball game. I was born in April. That was my birthday. I live in Cincinnati, Ohio and the Cincinnati Reds opening day always fell around my birthday. And, uh, my dad wanted to take me out of school to opening day. Well, the day before the game, he got called away on a work trip. Uh, that was completely unnecessary out of his control and he wasn't able to take me to the game and that was his breaking point. That's where he snapped and wanted to go into the world of business ownership. His why was to be able to have schedule autonomy to be able to have work life balance and to invest in me and my three other siblings. And many folks have those moments in their story where their why really comes to light. And so as we go into this conversation today, wherever you're at, in the process of business ownership, I would encourage you to think about what is your, what is your, why maybe is there some sort of pain that you're feeling in your career professionally personally that is drawing you to business ownership and, and it can be summed up through the idea of a more work life balance, maybe, uh you know, you want to increase your earnings or uh have new career goals, any of these items that are on here. But, but where are you in terms of your story? Um And, and, and really, that's gonna leave you to the question of what's important to you. And when we talk about what's important to you every time we sit down with, with the potential franchise owner or potential business owner, we always encourage them to begin with the end in mind. What is the goal? What is the years from now, years from now? The best case scenario? What is, what, what is a home run out of situation look like for you? Is it establishing an asset that you're able to build equity for, for retirement? Is it you have a lake house and you've got grandkids and you have proximity to the rest of your family to be able to work and enjoy family time on your own schedule or is it financial security with as much volatility as we're experiencing uh real or perceived in the middle of an election season? Are you wanting to secure your financial future? Not have it be in the hands of somebody else? So again, beginning with the end in mind as you jump into the world of business ownership and you know, we're oftentimes asked with Fran net as coaches, as consultants, helping people unlock business ownership. What is the most important factor? What do the successful entrepreneurs tend to have in common and drive and determination, grit or hunger or it is really what we tend to see because the reality is business ownership isn't for everybody. Business ownership is not necessarily easy though it is rewarding business ownership is going to take blood, sweat and tears from the business owner. But it is because they are so committed to their, why they are so committed to this goal that business ownership is an avenue towards. And so as you begin with your, why really honing into, why am I hungry to go be a business owner? Because if you're looking for uh something that is, that is truly not gonna take any effort, you should probably talk with the stockbroker. But if you're really interested in understanding how can I take control of my own future? Business ownership is a fantastic option. And so as we're in we, we enter into the back end of the year here, we did a little bit of digging from a data perspective uh via guided financial. And as you see on the motivation, there's a lot of um you know, that there's a lot of folks out there that are having those similar types of motivations. Uh being your own boss dissatisfied with corporate America, I wanna highlight by layoffs and jobs outsourced. That's a piece that we are starting to see an uptick in. If you, if you're paying attention to the news at all, specifically in the tech space, we are seeing uh a whole lot more of the labor market tightening up a little bit unfortunately. And so that's a pain point that's drawing lots of people to think through what their career alternatives uh A and, and are landing on the option uh of business ownership. Um I also wanna highlight in business types when we think about business ownership. Typically, people think of new independent businesses. I need to have this shark tank level idea to go take to Mark Cuban and have him invest in it. And that's my ticket to entrepreneurship. Well, that's not how everybody is necessarily wired. And then on the flip side, there's buying an independent business and that's acquiring an existing business. But Franchising that midpoint, it's that it's that hybrid between an acquisition and a pure start up. Uh And, and as you can see, % of, of new business start ups are coming via establishing uh a new franchise location or multiple locations or buying an existing franchise. % of new business activities coming via the franchise model, uh which is something that, that Janet and I uh obviously are, are encouraged to see big proponents of the franchise model. And so just to, to, to put a bow on trends were seen in . Millennials are continuing to capture more and more market share in the business ownership space and a lot of those motivations, those answers to why you're interested in business ownership are, are, are becoming more and more uniquely millennial, having multiple streams of income, having control uh over family life over your time, over your schedule. Uh and, and, and that gray sliver in the age range pie, there is just gonna continue to grow. Uh and, and we're seeing that in states like Texas and ta in states like California in states like Florida. But in industries that maybe aren't as intuitive uh to folks who, who maybe aren't in and around this space on a daily basis like Jane and I are and, you know, food and restaurant is what comes to mind uh a vast majority of the time, especially in, in the franchise space which we operate in. But you know that there's a a lot of growth in the retail health and beauty space. Uh Just yesterday, I was able to help a client uh acquire uh a business in the health and beauty space. Uh It's actually a waxing business, which is a business that is just taking off and we're seeing a ton of growth in the health and beauty space specifically in waxing. Uh I also want to highlight residential and commercial services. There is just a giant opportunity in the home services space. I've got a client who's in the the final stages of a power wash, window cleaning gutter, clean out soft wash on the outside of your house type of business. And again, seeing a ton of potential in those areas. So highlighting that simply for the sake of broadening our horizons when we think of the types of business models that are out there. Thanks Brady. Well, I'm gonna go into a little depth with you guys about the different ways to go into business. Now, remember this is where the old banker part will show up. There's pluses and minuses to anything in any way you might go. So we're gonna dive into each of these in a little bit of depth. So let's start a business from scratch. Have the um shark tank idea. That's wonderful. You get total control. Don't have to answer to anybody. You're gonna make all the decisions. You can shape this and form this in any way you want to. And if you have that fantastic idea that it's a, you know, big hit and lots of money pumped into it to help you get started. It's got a huge upside what I want to tell you from a banker standpoint. This is the highest failure rate of any way to get into business. You know, it used to make, just give me cold chills. Somebody come in the bank, sit out at my desk and say I wanna go in business. I've got a great idea and it was like, oh because, and the reason it's scary and some of the these great ideas fail. People don't know what they don't know. And they're out there, they may have been really good at marketing in their prior job, but they know nothing about finance or strategic planning or, you know, budgeting some of the not so fun parts. So you've got to think about, look over at the disadvantages. You know, you've got a slower ramp up time and a lot of times that's because you don't know. And you don't really have any idea of how to plan this and limited financial options. Bankers shy away from, start from scratch, unless you've got a ton of money you're putting in and you're just asking for a small amount from the bank. And people used to say to me, well, why they aren't bank supposed to loan money, they're supposed to loan money, which means have a high chance of getting the money back. They're not investors. So typical banking loans are very difficult for a start from scratch. Got a great idea kind of thing. So let's look at, let me get out of there. Go to the next one here, buy an existing business. Now we used to like these at, at the, the loan committee, this is something that we would get a little bit more excited about. And the reason being it companies already established, the business is already up and running there is existing cash flow and cash flow is very important to a business. That's the lifeline. So you look at the actual financial statements. Let's go back to the start from scratch. You're gonna be asked to put together projections of the first year, the first five years and your first year, you're gonna wanna break it down by month and you're over there going I don't have a clue. Don't have an absolute clue. And you don't, and we know that and lenders know that. And I can tell you, I've never seen a bad set of projections on a new business. Now, when we go into, we go back to our, um, buying an existing business, they have financial statements and tax returns and, and they're not the same. And I always tell people you wanna ask for to years of financial statements and tax returns a minimum three years. And the reason I say that, think about our economy and you know how things go up and they go down and up and down, you want to see how this business weathers, those ups and downs and you wanna see, are they having a great year right now? And it's the first time they've had a good year or is this a down year and it's part of the trend or is this just a blip? So these are the things you want to look at. This is a lot more attractive to lenders because they can do a projection. You can do a projection that they feel more confident with. You're gonna have existing customer base. You should have what's called goodwill. Um Sometimes it's not good. Sometimes the reputation of the business has been hurt, maybe they've had bad employees or bad management or whatever. So you've got to really dig to find those things out, but we put in here, the systems may be in place. You know, with the start from scratch, you've got to build all the systems. There isn't one look over the disadvantages and it's like how can cash flow be a disadvantages, a disadvantage? Well, you've got to figure out what the real cash flow is. Um, sometimes existing owners are gonna tell you. Well, now here's the taxes, this is what we show Uncle Sam and pay taxes on that. You know, there's another set of books, you know, there's things that are in there that maybe don't have to be and you know, there's cash and II I can tell you, I've told more than one person trying to borrow money, I can't loan money on the, you know, money and income. I can only loan money based on what I see on those tax returns. So you've got to try to figure out what's really going on just like your banker would have to, it can be overpriced and that's always a tough thing. What is a business worth? So you need to get some help in helping do an evaluation of that business. You don't wanna overpay, but you also don't want to walk away from a good opportunity. Be sure you understand why the seller is selling. Does he or she knows something you don't know, is some big competitor getting ready to come in right across the street or is there something going on in that industry? That you wouldn't be privy to because you're not a part of it. We talk about employee de defection. You know, how many of the employees are gonna stay? Were they all just loyal to whoever that owner was or are they gonna hang out with you after you own? And the same thing with customers, you know how much of it was because of the owners or the people that were there. So, just a lot to think about, but it is a good option and it can be a wonderful way to go into business. All right, I skipped and didn't talk about Franchising, but we will. But right now, Brady, I want you to talk about entrepreneurship through acquisition. Yes, certainly Jana. So entrepreneurship through acquisition really, we don't use the word movement lightly, but it really is a AAA movement and some people are calling it the Silver Tsunami uh where there are all sorts of aging owners without a succession plan that are looking for an exit out of their existing business. You see the stat there, million baby boomers retiring between and $ trillion worth of businesses will have a ownership transfer. And this really is a movement. It's, it's funny, I was talking to my brother who just graduated from Harvard Business School and if you were to look at places like a, like a Wharton or an H BS or a A Stanford, uh MB A program. years ago, years ago, lots of those folks were coming out of those high end prestigious business schools and wanting to start their own business to be a tech start up. Now, what these folks are wanting to do is they're wanting to engage and play in the eta space where they're locating these opportunities. Like Janice said, Jane of the banker said, we like existing businesses. We're willing to loan money to existing businesses. There's infrastructure in place, there's a playbook that people are able to implement. And a lot of these businesses, there hasn't been a ton of innovation that has, that has happened over the past years. And so these younger owners oftentimes are coming into these existing businesses, there's processes, there's a client base and they're saying we're gonna buy instead of build our own business and, and SB a lending is, is something that really makes ownership accessible, small business administration lending, something that Janet obviously as the banker is very familiar with. But we, we wanna highlight this because we're seeing in the marketplace, a hunger for processes for systems, for a framework, for a foundation or a platform for folks to jump off of now, if you want to start your own business and you have your own idea, there will always be a place in the marketplace for that type of entrepreneurship. But what people are also seeing is there a way to mitigate not eliminate my risk, but mitigate my risk. And they're looking for some built in processes to try to help with that. And Franchising is where a lot of folks are turning to. And as we've talked about this entrepreneurial continuum, on one end with very entrepreneurial, very innovative, are your start up entrepreneurs? And then on the other end are your acquisition entrepreneurs, your eta s and in the middle, if you throw both of those in a blender and mix it together, the cocktail that that's gonna produce is a franchise or it's a hybrid between an acquisition and a start up. It's not a pure start up because you're buying into the name recognition, the trademark, the proven business system, the training and support that comes with the franchise, but you're not buying an existing book of business or you're not buying an existing business entity, you are going to market as this franchise concept. And we've seen a lot of success in the franchise space because there is a lower failure rate when you're, when you are getting value from being in business by yourself, for yourself, but not by yourself. You're implementing somebody else's business plan that they've seen work. And because of that, there's a lower cost that comes with that versus maybe some of the higher multiples that you pay on an exi existing business acquisition, there's financing options. I'll tell you SB a bankers, they really like Franchising because instead of you starting your own business. You're coming to the table with, this is the business plan. This is the support system we're getting from the franchise. These are how they're, this is how the franchise is gonna help me with lead generation, with hiring and firing with the CRM with a back office support system. And here are the questions that I'm gonna be asking because there's a culture of disclosure within Franchising each franchise before they start bringing on new franchisees, start the franchise development process. They have to produce something called a franchise disclosure document where that's a glorified annual review going in everything from the cost structure to the business model itself, to business owners within the system, to even a average PNL within a franchise system. Again, not a guarantee but, but averages for folks to validate with and there's a franchise family that's involved in it, um twice a year. Uh Fran Net itself is a franchise. So myself and other Fran Netters and Jana and the rest of the Fran Fran Net family, we get to get together and share ideas. It is not uncommon at all that we are able to pass along best practices with other franchise owners in and around our system. Uh And there's a lot of value that we get from that. Now, there's no such thing as a perfect business. And so some folks, um you know, are, are hesitant with Franchising because there's fewer industry options. Um You know, there's a structured operating system. So if you are very entrepreneurial and you want to create your entire business model from point A to point Z at the end of the day, a franchise is a proven system and your job is to implement it, your job is to execute it. So for folks who are really looking to ideate Franchising might feel a little bit restrictive and we're gonna get into fit in the, in the emphasis that we put on fit. But that, that is a piece that, you know, is incompatible with some, with some folks. The other piece is that oftentimes when you buy a franchise, you are buying a territory, you are buying rights to do business in this set of zip codes or in this geographic area and you are s and you, you are signing up to sell these products. What I tell folks is if you buy a mcdonald's, uh you can't go into mcdonald's and say, you know what, we're gonna start making tacos, you're buying into that system to make Big Macs and French fries and happy meals. So if that's gonna be a, a restriction to you, I think long and hard about a franchise model and, and, and part of the franchise models, there are ongoing royalty payments. But the, the caveat I will add here is the word value has to come into play when you are interested in buying a franchise because if they're gonna take % % off the top. What type of value are you getting in return of that? Oftentimes that is a very small price to pay for maybe leads that you otherwise wouldn't be able to have access to, to having an entire website that you just don't have to worry about. Or maybe having a built in mentorship program with a franchisee who's been at it years longer than you just up the road, an hour and a half in the market north of you. So there's royalty payments that are involved, but you always have to be asking the question, what type of value am I getting from that? All right, thanks Brady. Gonna try to pick up the pace a little bit here. We've got a ton of information to go over with you guys. Franchising is a proven system. And let me tell you when I was first exposed to Franchising and banking, I knew very little about it. I thought Franchising meant mcdonald's. I had no idea. Um Brady was talking about the number of, you know, opportunities or the types of industries. There's over industries now in Franchising and over concepts out there. So there's a lot, a lot to choose from. It's not all encompassing, there are still areas that aren't franchised yet. But I dare say that for most people that are interested in going in business, there's gonna be something that would be a fit for them. What I like and I liked as a banker was that it was a proven system. Now, I'm also gonna tell you that not all franchises are created equal and not all are topnotch. Not all are, none are fail proof. Because guess what? It's just like hiring people. There's no guarantee how hard that franchisee is gonna work at it or how much drive they have. And are they following the system or are they trying to re invent the wheel? So there's a lot of things that go into being successful, but the system has been proven by the people that went before you. And part of that FDD that disclosure document that Brady was referencing. One of my favorite parts is the listing of the franchise that you can call and talk to and you can find out what their experiences have been. So these are the things you want to look for in a topnotch franchise, you know, how much experience do they have now, there are sometimes start up franchises, they're just getting, getting going and maybe it's a brand new idea and that may appeal to you. There's other people that are more conservative that's like, no, I really want to see something that's been around a while. So, you know, how long have they been in business? Is it a simple process or system? Is it? And that's really the key to being a good franchise. It should be something that any of us with any background could go into and follow their system. It's not something that we have to have specific backgrounds or training in to be able to do training and support very important how well and that's one of the questions to ask those franchisees. How is the support was the initial training adequate to get you up and going name recognition? You're gonna get that with a mature brand but not with a start up. So be aware and then of course, systems, we all about systems and processes. Brady touched on that culture of teamwork. It's very valuable. And then do you have a site, do you have a restricted territory or is it wide open? You know what's going on speed and efficiency at getting you open? So how quickly can you get your business up and going from the time you sign that agreement? So we're gonna go through a little process, we like them. We're gonna do a myth in fact. So if is it a myth or a fact that business ownership is too risky in this economy, of course not because businesses are being opened all the time, you know, there were businesses being opened during COVID. So it is amazing to see how the different economies and different businesses during COVID. What we saw was a real rise in home um service type businesses because everybody was having their houses painted and new floors put down and all those things while you were cooped up. So there's always a room for another good business, Brady. You wanna cover the next one? Absolutely. I'll just highlight here, uh, you know, some of these businesses that thrive in all sorts of economic conditions. You know, the reality is I'm gonna highlight essential services. If you, uh, you ding your car up or you have water in your basement, chances are, regardless of, of, of what's going on in the economy, what's going on uh Politically, those are services that you're gonna get done. And so finding those businesses that there's no such thing as recession proof, election proof COVID proof, but there are resistance, uh resistant franchise brands or concepts that are out there that they're really going to shield you from some of the volatility that we see uh in outside um outside places, you know, pets will still need care. Uh Man, is that an industry that has just exploded over the past couple of years. Uh And, and, and so senior citizens will still prioritize health and wellness we talked about during the eta slide. Uh just the, the demographic shift that we are seeing um being able to serve that population. Uh I is something that is going to be a need and a demand again irregardless of what's going on uh externally in the marketplace. And so those are pieces to consider uh that, that not every new business idea that, that there are um sometimes an economic downturn is actually the perfect time to start a business. What people say all the time that the best time uh to, to start or to plant a tree uh was years ago. Uh The second best time is right now. So, so that's the mindset that oftentimes we take uh with business ownership. Thanks bra. So the, um, the, the, the next myth that we'll, uh we'll cover here and, and, and I'll let, let Jana cover this a little bit is, you know, I can't afford my business. And, and again, uh this one is a myth, Jan. If you wanna, you wanna hit on this one, it is and the reason, um I'll skip ahead, you had some facts there, but I'll jump this one and then throw it back to you. Brady businesses come in all the different levels of investment. Um We do not, you know, our organization doesn't work with million dollar plus kind of businesses. We don't do hotels and we don't do uh fast food. Um, unless it's very simple or set down restaurants. Now, if you, and that's what most people think about when we say Franchising or even say food, everybody thinks a million plus dollars, that's not your only opportunity. So if you look at the chart that we have over here, you see there are concepts that come in all ranges. It's important that you understand your budget and what makes sense for you and your family. So there are franchises you can afford, there are start up or buy from owner businesses you can afford. It's just understanding what your comfort level is gonna be and what really makes sense for your budget. So Brady back to you. Well, I think I, I appreciate you saying that Jana. And when we look at this chart right here, there's a wide variation of cost to start a business And, and what I really want to emphasize here is, is, is there's not necessarily a direct correlation uh between RO I and upfront costs. What there is a direct correlation between is upfront cost and, and the working capital or the overhead that you might need to take on. And that's really gonna depend from, from concept to concept. If you're gonna start a pool cleaning business, what you're gonna need is you're gonna need um you know, maybe some materials, a van, a few employees and uh you know, be able to pull building codes to know what type type of targeted marketing you're gonna do. And outside of that, you're ready to get into business, maybe, you know, somewhere between to $,. Now, if you want to start maybe doing a signage and graphics business, you might need to find some uh B or C level real estate uh to uh to, to have your, your business operate out of. But you're still able to, to operate that at a pretty low cost investment where you're really gonna start to see the to $,. And above that range really comes in when there's higher end retail that is needed and higher end retail, it's location, location, location, you wanna pay for that premium spot and there's plenty of brands that are out there. Um But you know, the the fact of it really is that there is plenty of sources that are out there, whether it be personal savings, whether it be tapping the home equity line of credit or heloc uh for franchise resales or a entrepreneurship through acquisition deals. Um You know, there are uh there are plenty of options that uh that are out there and you know, I'll let I'll let Jana hit on, on some of these as well being uh being from the banking world. No problem. Well, one that usually surprises people when they see that we have k and Ira up there. They're like what? There's penalties and taxes and blah, blah, blah, there is a program and it's called a rollover program that allows you to use some of the money in your k Ira to invest in yourself. And I like to use this analogy, let's say that you've got $, worth of Ford Motor Company Stock and of course, all the Chevrolet people are going, ah, but you've got , in Ford Motor Company stock and you want to get into this business that it's gonna cost you ,, you could go borrow it, you know. But you're like, well, I wanna invest in myself here through this mechanism. They cash out the Ford Motor Company stock and buy stock and the Jana Bailey Incorporated new business that's gonna own this existing business or this franchise or my start up and you do repay yourself over time through the earnings of the business. So it's not like, you know, you threw the money away. It is an option. SB A lending you see is listed over there and your score counselors are great at helping you put together an SB A package. They were my best friends when I was doing SB A loans because they would really help the individuals work through all of the paperwork. We have a couple of funding partners that we work with that you can work with because they work with people whether it is a franchise a start from scratch or a by an existing business. And these three are the ones that we have vetted and feel good about number one because I can tell you you could go to this bank on the corner and get one answer and you can drive a couple of blocks and get an entirely different answer from another banker. What they've done is gone out and kind of found, found out the banks that have appetites and different types of businesses and kind of what's going on with them right now. Um, and so we let them do all that screening of those banks. They also, all three are involved in those rollover type loans that we were talking about or not loans, but rollover um, activities and they all help with home equity or whatever it may be. So there's some options, some things to think about. It's not all, um, gonna have to come out of your hip pocket or your savings account. So Brady back to you as we, as we close the loop here. Hopefully you're starting to think about where do I fit on this entrepreneurial continue. How do I really understand what my best option is for business ownership? And for us, there are a couple questions we really want you to be thinking about what is a good fit for. Maybe the entrepreneur down the street isn't necessarily gonna be a good fit for you. Doesn't mean that the business model is good or bad. It just might be incompatible for what you are uniquely gifted at doing. And so some questions that I want you to start asking yourself if you're thinking about what options should I be exploring? The first one is what do you like to do in a professional setting? And similarly, what can you not stand doing if you cannot stand processing payroll? What I would recommend is finding a franchise business or, or some sort of business model that's out there, that's not gonna require you to do that on day in and day out basis. Or if you really struggle to manage employees, then I wanna go buy a chick fil a franchise because guess what you're gonna have to do, you're gonna have to manage high school employees on a daily basis outside of Sunday. So that's what the questions that you really got to be thinking about to find your fit. And, and really also understand, hey, if I'm gonna be doing something different, if I'm gonna be investing my money in a business, what brings me joy and similarly, what drains me and find models that are able to bring those things to life and also be thinking about transferable skills. We like to say that future success is often times dictated or predicted by past success. And so what if you had past success in? Maybe it's sales and marketing, maybe it's operations and management. If you are really gifted business development professional, don't go put that under, uh put, put that light under a blanket and get yourself into a situation where, you know, there's a built in sales process and they're not gonna be tapped into those skills or if you really find yourself gifted at people management, but need some support on the, on the business development. And it's gonna be hard if you're going to be asked to do cold calling all day every day. And so understanding what your transferable skills are and putting yourself in a position to put those to work is gonna be really key. When we talk about a business model, we want to think of it through these four different pillars and for a roof like this your ideal business model. As you see here, you need all four of them. You got to think about your aptitude and capabilities. What are you really good at? What are some of your entrepreneurial superpowers? Two? What are your systems and processes? Do you want a brick and mortar franchise? Do you want a mobile franchise? Are there types of industries that you wanna be in? Are you really passionate about health and wellness or maybe you've got a background in it and so you want to be in and around the it space. The third one is timing because the last thing you want to do is get really far down the path and have the conversation with your husband, have the conversation with your wife and realize it's not the right time for you and your family. And that oftentimes goes into the fourth, which is the financing and understanding what type of return on investment and return on effort. Am I looking to get out of my business opportunity? So, Jan, I let you wrap it up here as we come into the home stretch. Thank you, Brady. Well, I think the underlying wrap up for everybody is, you know, I think, get a legal pad and sit down and start asking yourself some of these soul searching questions that have been put out to you and we end up with, where do you wanna be? What do you want out of this business? You know? Do you want to build something and sell it right away or are you looking for? You know, I probably wanna work for years or so and then I'm gonna bring my son in or I'm gonna bring my daughter in and get them involved in the business or is this your, excuse me? I live in Florida and it is allergy season. So we are um, struggling a little bit here, but years from now, what do you want? Do you want to sell it? What you're gonna find is not all businesses are as easy to sell as others. So factor in, you've got to figure out what you want and then you have to test it against the different types of businesses or the concepts you're looking at. Does this make sense for that same thing with what Brady was talking about with your transferable skills? The worst thing you can do is get into a business that's not a fit for you. When I hear about people going in business, that's usually the case they went into a business that did not fit them in any shape, form or fashion. They were miserable from day one and they set themselves up to fail. So take the time to ask yourself all of these questions and get that legal pad out and really do soul searching. How much am I comfortable investing? You know, how's my family gonna fit into this? So with that, we would just tell you there's lots of opportunities out there to get into business, the different ways we've mentioned, explore, do your homework, do lots of due diligence and use the counselors at score. If you have questions and our partners at score, know if it's Franchising, feel free to reach out to us. So with that Cody, I'd like to turn it back over to you and see if we have any questions from this big group. All right. Thank you so much for that presentation. I'm gonna go ahead and move down here. Uh We wanna put out a quick survey as we're asking these questions, just letting us know how you will learn, uh how you use what you learned in your business or if you're looking to start a business, how will you use what you learned today? So I'm gonna throw that out there. Perfect. All right. So the first question that we have today is a well known, uh so it says um well known franchises or uh franchises that are well known and stable seem to acquire close to million plus of liquid assets simply to qua qualify for an application are there any more stable franchises that have a K or lower in liquid net assets. Yes. And we did touch on that. But when you're talking about million or even over the million, a lot of times you're talking about fast food, set down restaurants and hotel, motel type things. So, Brady, I'm gonna throw it to you. You're out in the field every day. Well, it's, it's, it's a great question. And again, there, there's, you know, depending on the business model that's out there. I'm about to do a placement with the franchise concept in the home service space. And it's under an umbrella of franchise brands that's been a lot around and, uh, for about years and they've been on the franchise, uh, inc list, all of those years and the, all in investment range is about and $,. And, uh, you know, there's equipment, there's a van, there's some staffing and marketing that goes into it. And, um, you know, that's, that's really where we tend to, uh, do a lot of education is because if you were to Google, what are the, the most reliable or well known franchises, you're gonna get the Taco Bells, the Pizza Huts, the KF CS and those are gonna be, you are gonna get a little bit of sticker shock there. But there are plenty of franchises, especially service franchises that have owners owners, owners across the country that really know what they're doing and are gonna be able to bring that brand notoriety to your local market uh for a pretty reasonable investment. Thanks Cody. Next question. All right. So the next question that we have here is when you say franchise have lower failure rates, do you distinguish between mature and emerging brands? Is there any research that says emerging franchise brands have lower failure rates than other uh private sector businesses? No, we do not have that date. And that's why I said when we were talking about it, you know, obviously your emerging brands will have a higher failure rate than the well-established brands. So all of those things have to be factored in to what you're looking for. There are people that just want to be the first, you know, in a concept. I I miss being the first mcdonald's. I wanna be the first, you know, one here that is the highest risk in anything you can do. One that's still emerging. There are people that really need to stay in the better established because that's where their risk tolerance is. So the studies that have been done are talking more about the m more mature brands or the established companies and the different franchises under them. It's been quite some time. There was an old SB a um study and it's very outdated at this point, but no, obviously emerging brands are an emerging concept. You're gonna have a higher risk than you do a more mature brand. All right. Thank you for that. Yeah. And so the next question we have here is so all franchises charge for royalties or other franchise fees on a yearly basis. Uh, I'm concerned in this economy and trying times maybe that can impact too much and franchises will end up working just to pay that fee and not really seeing uh any profit. What are your thoughts on, on this question? This question or concern Brady, you wanna tackle that one? Yeah, I'd be happy to when we think about ongoing franchise fees, royalties, upfront fees. The word that you have to keep in mind is value. What type of support are you getting from a franchise concept? Oftentimes that can be, they are doing search engine optimization for you and for the other franchises in the brand. Maybe they have a website that you don't have to manage on a day in and day out basis. Maybe they have an in-house call center that is fielding all of the inbound calls. And so that's hours a week that is off of your plate for just a single digit percentage off of the top line versus if you were to go and have to outsource all of those tasks. Oftentimes, if you really crunch the numbers for what a franchisor takes off of your plate, they are allowing you to operate the same type of business in a more cost effective and time efficient way. And, and I would throw into that too. That's those are good questions to ask the franchisees because we say, you know, part of your due diligence is to actually call some of the franchisees in that concept you're looking at and ask those questions. Do you feel like there's a value for what you pay? You pay a franchise fee once you pay royalties on an ongoing ongoing basis and typically it's a monthly basis and it is based on gross revenue. Now, you will have an opportunity to renew your franchise and those are usually every years. So it's not like you pay that over and over. But that's a lot of the questions to ask people in that business and drill down on how they feel about the value. Hey, Cody, and another good question here. Is there a minimum percent, um, of cash that you suggest, uh, to have on hand, uh, to deal with some of these expenses when, uh, looking to franchise? It depends, it depends on the franchise. Um, I, I would not be comfortable without a good cushion of cash because no matter what kind of business you go into, there's gonna be things you hadn't planned or that are gonna cost more than you thought. So, Brady, do you give a certain dollar amount or does it just depend on the concept? Well, dollar amount might be a little bit tricky. Um, a lot of it does depend on the concept, depending on how quickly you can ramp up if you're opening a seasonal business. Say that you're, uh, in a place like Saint Louis, Missouri and you're opening a mosquito care franchise, but it's November, you might wanna build in a decent amount of working capital to get you to that point of where, where the season is really gonna be pumping in revenue into the business. There's other businesses that you're able to hit the ground running right away and, and, and you've got some teed up, you know, there, there are fitness franchises where you're able to do pre opening membership sales where you may, maybe you're able to get to that recurring revenue, um, break even point before your doors open. Um, so really, it depends on the model and how quickly you're going to be able to start generating revenue and whatever number you come up with, add to add a little bit to it. And there's the banker in me, nobody ever failed for having too much working capital. All right, Cody. All right. So another good question is, uh, what considerations would you, would you suggest for, uh, the investor who wants to invest with the focus on passive income and leaving the management responsibilities to a team that's called semi absentee ownership and Brady? I'll let you address that and I'll chime in when I feel appropriate. So that word, passive is really important to define for each individual. What does passive mean? If passive means five hours a month, then you've got to be really, really sure that that manager you have running the day in and day out basis is qualified and knows what they're doing. Because ultimately, if this is an investment, you are handling you, you are handing that investment to that operator. And if you're in the franchise system and you're going into a franchise and you're saying, I wanna be a semi absentee owner, I wanna work on this business maybe hours a week, hours a week on nights and maybe pop in on the weekends. And you're hearing that from the franchisor, you want to double check that you wanna talk to existing franchise owners in the systems and really understand what is the time commitment to be a successful owner. Because if you're talking to these owners who are passive owners and the ones who are actually making money are the ones in it hours a week that might not be a fit for you. Semi aee ownership. It works, it's out there, but it's gonna require validation to make sure that it's truly compatible model. And it requires a really strong operator because if you don't have that operator to manage the day in and day out, what happens if that operator is inefficient and you all of a sudden have to, uh, have to pinch hit for that operator and this passive investment turns into a very active investment. Uh and I'll add to that, you know, I've known people that are multi unit owners. So, yes, they're semi absentee from, you know, they're not in every uh location every day, but they've grown it that way. I would say in the beginning, you are gonna be very involved in the business. I knew a gentleman that owned multiple hair salons and he commented that the first three, until he got out in the third one, he, he had two full time jobs because he worked his regular job. He got off from work. He went into the different locations and on Saturdays and Sundays, he was in there as well, then he was developing managers and as those managers developed and then you get a regional manager or a multi unit manager, you're managing the management, but that doesn't happen overnight and going into a business where you say I'm gonna be passive and this is just an investment. I agree with Brady. You better know who's gonna be running that business and handling your money and you need to feel comfortable with it because that's a hard thing to do Cody. All, all right. So we have time for one more question. So the last question we have here is how do you determine your risk level, your risk level? Well, we, we use a profile that helps us kind of, you know, talk about it, but I tell people what are you comfortable? Think about? Ok. If I go to Vegas, I'm not a gambler. Ok? I'm gonna take my $. Maybe that I will play with that whole weekend and if I lose it, I don't put any more in. So my tolerance for losing money is very, very low. I'm not willing to. Where is yours? How much money could you lose and live with? How comfortable are you in your ability to do what others have done and talking to them? So, Brady, how do you tell people to measure their risk tolerance? I mean, I know we're all over the scale somewhere. My, my recommendation when it comes to risk is to really define failure is failure, losing a certain amount of money is failure. You set out to be in business to have more independence, but you work hour weeks. That might be a failure. Even if you're making a lot of money. There's such thing as, uh you know, relational risk where you're, you're, you're putting relationships family on the line. And so really understanding what, what does failure within a business go and, and, and, and tying a dollar amount to that is probably wise, but also tying some of the external factors. Uh when, when it comes to failure is a, is a piece that oftentimes you're gonna anchor back to it. You why, why you're going into business and, and what happens if you don't hit the mark on that. Why? Perfect. All right, Cody, back to you. Well, all right. Thank you guys so much for answering those questions for that amazing presentation. Uh If we didn't have a chance to get to your question and, and I know we didn't have a chance to get to all of them because we had, um, you know, hundreds, uh uh uh possibly people in here today. So, um uh if we didn't have a chance, we do encourage you to reach out to the fray team with any questions you have uh uh about this webinar. And we also encourage you to reach out to a score mentor. And I'm gonna go ahead and move the slides, you'll be able to get these contact uh this contact information from the slide deck um that will be sent to you in a post of an email. Um We also encourage you to work with the score mentor. Uh We have thousands of mentors all across the country. You can find them by zip code or by industry uh specific. And so, uh finally, before we leave, I'd like to give a final. Thank you for Frayne for sponsoring today's webinar. And of course, I wanted to thank our presenters. Thank you so much for your time and for sharing this valuable information with the score audience today. Thank you. We appreciate the opportunity. Yeah, thanks so much. All right. And with that. We'll go ahead and close out today's webinar. Take good care and we look forward to seeing you next time. Bye everyone. 
