| Q Torza Mooray
The best strategies

for rapid bUSiness Resources & Next Steps

L
g rOWt h G n d q u I C k R O I Complete Growth FREE Feasibility Book a FREE
Model Analysis Assessment Strategy Session



https://www.terezamurrayfranchising.com.au/growth-model-questionnaire/
https://www.terezamurrayfranchising.com.au/growth-model-questionnaire/
https://www.terezamurrayfranchising.com.au/schedule-a-call/
https://www.terezamurrayfranchising.com.au/schedule-a-call/
https://www.terezamurrayfranchising.com.au/form/lafusidlbfjkds/feasibility-questionairre/
https://www.terezamurrayfranchising.com.au/form/lafusidlbfjkds/feasibility-questionairre/

b

Franchising

The franchise model is a structured business
growth strategy where a franchisor licenses its
brand, systems, and operational framework to
Franchise Partners in exchange for fees or
royalties. It enables Franchise Partners to own and
operate a business under the established brand,
benefiting from proven systems, training,
marketing support, and ongoing guidance. While
the franchisor retains control over brand
standards and certain operational aspects,
Franchise Partners have the autonomy to manage
their business within these guidelines. This model
offers a scalable and low-risk pathway for both
parties: Franchise Partners gain access to a
recognised brand and resources, while franchisors
expand their market presence without the direct
financial and operational burden of opening new
locations themselves.

Suited Industry Overview

Food & Hospitality
Health & Fithess

Retail

Trades & Home Services

Childcare & Education

Automotive Services
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Business & Consulting Services

ROI:1- 2 Franchise Partners




Businesses Most Suited +

Franchising is a growth model well-suited to
industries where the business model can be
standardised and easily replicated, such as food
service, retail, and home services.

It works best in sectors where consistency in
customer experience and operational processes is
critical, allowing Franchise Partners to follow a
proven system. This scalability enables rapid

expansion while maintaining quality and brand

integrity.

Revenue Model

Revenue in franchising primarily comes

from two key sources: initial fees paid ‘

by Franchise Partners to join the
network and ongoing royalties, which
are often calculated as a percentage
of the Franchise Partner's gross
revenue.

Additionally, franchisors may generate
income through supply chain
arrangements, such as rebates or
markups on products and services
provided to Franchise Partners.
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Leadership Style

The management style best suited to franchising is
structured yet supportive, centred on maintaining brand
consistency while empowering Franchise Partners to operate
with a degree of independence.

Effective franchisors strike a careful balance between
leadership and delegation, creating a framework that
provides Franchise Partners with the tools, systems, and
guidelines necessary to succeed while avoiding excessive
oversight that could stifle their autonomy.

o
. quqgement
Resource

Franchising requires dedicated systems

and support infrastructure, including

training programs, operations manuals,

marketing support, and compliance

monitoring.

It's resource-heavy upfront when you

onboard a Franchise Partner, but it pays
off with scalable growth and reliable
revenue streams.
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Long Term
Impacts

Revenue Predictability and Growth Potential

Franchising provides a reliable income stream through initial
fees and ongoing royalties. As the franchise network
expands, owners enjoy scalable revenue without directly
operating new locations. However, growth depends on the
quality and success of Franchise Partners, so robust
recruitment and support systems are crucial.

Time Commitment and Involvement Level

While franchising requires significant upfront effort to
develop systems, manuals, and training programs, the day-
to-day involvement can decrease as Franchise Partners
become more self-reliant. However, owners must still
dedicate time to oversight, brand consistency, and network-
wide marketing.

Exit Strategies and Value Creation

A well-established franchise system can be an attractive
asset for potential buyers, given the consistent revenue
streams and scalable model. Selling the franchise rights or
the entire system often yields high value.

Common
Missteps

Underestimating the resources required to support
Franchise Partners post-launch.

Overcomplicating the operational model, leading to
confusion and inefficiency.

Neglecting Franchise Partner satisfaction, which can harm
brand reputation and network growth.



Licensing

The licensing model is a flexible business arrangement
where a licensor grants permission to a licensee to use
their intellectual property, such as trademarks, patents, or
proprietary systems, in exchange for a fee or royalties.
Unlike franchising, licensing typically involves fewer
operational controls, allowing licensees more freedom to
run their business while leveraging the value of the
licensed IP. This model is ideal for businesses seeking to
expand their brand or product reach without the
complexities of managing multiple locations and for
licensees looking to enhance their offerings by aligning
with an established brand or product. It provides a
mutually beneficial partnership with reduced oversight
and operational requirements compared to more
structured models like franchising.
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Suited Industry Overview

Technology & Software

Product Development & Manufacturing

Education & Training

Retail & Products Range

Entertainment & Media

Food & Beverage

Energy & Environmental Solutions

Medical & Healthcare Technologies
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Fragrance & Cosmetic Formulations

ROI:1- 2 licensees



Leadership Style

The best management style for a
licensing model is hands-off and
advisory. This model focuses on
granting rights to use a brand, product,
or system while ensuring compliance
with the agreed standards.

Businesses Most Suited + —

The licensing model is most effective in
industries where intellectual property is a
core asset, and scaling can be achieved by
granting others the right to use, distribute, or
sell the brand or product.

Long Term Impacts

This model works well for business

Revenue Predictability and Growth Potential owners who want to scale their

Licensing offers a simpler revenue model with fewer overheads, making it intellectual property or products
attractive for businesses with valuable IP. However, revenue is often less without being deeply involved in the +
predictable and may depend on licensee performance or demand day-to-day operations of licensees.

fluctuations for the licensed product or service.

Time Commitment and Involvement Level

Licensing is the most hands-off model. After providing initial training and
materials, the licensor’s involvement is typically limited to periodic
compliance checks. This low commitment is ideal for business owners
who want to focus on core business operations or other ventures.

+
quagement Resource

The management or supervisory resources

. . . required for a license model are low.
Exit Strategies and Value Creation

Licensing can add significant value to a business by demonstrating its
ability to scale IP without heavy investment. Buyers are often drawn to the
passive income potential of a successful licensing system.

Common Missteps

¢ Overestimating licensees’ ability to operate independently without
proper initial training or clear guidelines.

¢ Lacking a compliance structure, which can lead to brand dilution or
inconsistencies.

¢ Setting licensing fees too low, which undervalues the intellectual
property and reduces potential revenue.

The licensor provides initial training and
materials but has limited involvement after
the agreement begins.

Revenue Model .

Revenue in licensing arrangements is
generated primarily through licensing fees,
which can be structured as fixed payments
or royalties based on sales or usage.

These fees are typically lower than franchise
fees, reflecting the reduced level of ongoing
support provided by the licensor.



CorAlliance®

The CorAlliance® model is a collaborative business
growth strategy that allows Principals (founders) to

Information Technology (IT) Services

expand their brand through a network of

independently owned and operated businesses, Training & Development

referred to as Members. Unlike franchising,
CorAlliance® offers Members full business ownership,
operational freedom, and access to the Principal’s

Home Services

established systems, brand strength, and support

) ) ) , Human Resources & Recruitment
services. Members benefit from collective buying

power, minimal reporting requirements, and optional
support while maintaining their independence.
Principals achieve growth without the high costs and

Business & Management Consulting

management burdens of traditional expansion
models, fostering a democratic and cohesive

Marketing & Creative Services

partnership that drives mutual success. This flexible

: : : Accounting & Financial Services
structure empowers small businesses to thrive while

ensuring the brand's integrity and strength.
Legal & Compliance Services
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Health & Wellness Consulting

ROI: 2 - 3 members



Businesses Most Suited + — + Revenue Model

Revenue comes from Membership fees paid

. o . , o .
The CorAlliance® model is particularly well-suited to professional by Members who join the network.

services industries that benefit from collaboration, brand strength,
and operational support without the rigidity or complexity of a
traditional franchise.

Fees are structured simply and transparently,
often avoiding the complexity of franchise

. o : , . royalties.
Businesses operating in professional services often require

flexibility, scalability, and a collaborative network, making the

. . . Additional revenue streams may include
CorAlliance® model an ideal fit

administration services, marketing services,
accounts and debtor management.

Leadership Style

The most suitable leadership style for the CorAlliance®
model is collaborative and empowering, with a focus on
building strong relationships, fostering autonomy, and
promoting shared goals within the network.

Management Resource

Compared to other models, this model
requires minimal supervisory resources. Its
focus is on providing systems, brand
support, and optional centralised services
rather than ongoing operational control.

I -

Long Term Impacts

Revenue Predictability and Growth Potential

The CorAlliance® model generates predictable revenue through Membership fees
while offering flexibility to diversify income through optional support services. Growth is
tied to the strength of the brand and the collaborative culture, attracting Members

who value independence with support. +
|

Time Commitment and Involvement Level common Missteps

The model requires less hands-on involvement compared to franchising. Principals N _ o .

focus on high-level support, resource planning, and fostering a strong network culture e Failing to provide adequate initial and ongoing support to

rather than micromanaging Members’ operations. Members, reducing their likelihood of success.

e Overlooking the importance of building a strong community
Exit Strategies and Value Creation

The CorAlliance® model can create a robust, cohesive business community that
enhances brand value and market reputation. A well-established CorAlliance® network
can appeal to buyers looking for scalable, low-maintenance growth opportunities. discouraging potential Members with high costs.

culture, which can weaken network cohesion.
e Mispricing Membership fees, either undervaluing the offering or



Thank you!

Thank you for taking the time to explore the growth strategies that could transform your Complete Growth
business. Every business is unique, and finding the right path forward is a pivotal step in Model Analysis
achieving your goals. I'd love to help you navigate these options and tailor a strategy that
aligns with your vision, resources, and industry.

Book A Call

Let’s discuss how to unlock your business’s potential together. Book a complimentary
strategy session today, and take the first step toward sustainable and scalable growth.

Free Feasibility Assessment
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