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New Research Reveals Performance Traits of Franchise Sales Pros 

SAN DIEGO, CA, August, 2015 – Ground-

breaking research delineating the 

attributes of top performing franchise 

development professionals is now 

available to franchisors seeking more 

effective hiring and ongoing training 

practices for their sales people. This 

study was prompted by franchising’s 

current crisis in recruitment talent, which 

is costing brands in lost deals, marketing 

expenses and royalty fees.   

Conducted by Olson & Associates and 

Zoracle Profiles, this paper summarizes 

the preliminary results of a ten-month 

study of 40 of the best and brightest 

franchise sales performers. 

 
“The meta-analysis approach of this 

study provides insights no singular 

profile, survey, algorithm or assessment 

can, and will likely change the way in 

which franchisors hire, train and 

communicate with franchise sales 

professionals,” according to co-author 

Rebecca Monet.  

Survey participants represented more 

than 100 franchise brands including 

AlphaGraphics, AmeriSpec, Budget 

Blinds, Carvel, CertaPro Painters, 

Checkers Drive-in Restaurants, 

Cinnabon, Denny’s, Express 

Employment Professionals, Dunkin’ 

Donuts, The Dwyer Group, El Pollo Loco, 

Express Employment Professionals, 

Fantastic Sams, Floor Coverings 

International, Great Clips, Jack in the 

Box, Jersey Mike’s, Jiffy Lube, McAlister’s 

Deli, Money Mailer, Merry Maids, The 

Maids International, Martinizing 

International, Moran Industries, Mr. 

Handyman, Popeyes Louisiana Kitchen, 

PostNet International, RE/MAX, Seattle’s 

Best Coffee, Snap Fitness, SpeeDee Oil 

Change, The UPS Stores, Tropical 

Smoothie Cafe, TSS Photography  

Collectively, the participating sales 

professionals have recruited more than 

15,800 individual franchisees that have 

purchased single, multiple and/or area 

development units. They earn between 

$187,000 and $320,000 plus in annual 

income. The following eight traits are a 

topline sampling of what makes great 

franchise recruiters.      

Experience Matters 

The average age of the 40 top 

performing franchise sales pros was 52.8 

years. They averaged 20 years franchise 

sales experience. Baby boomers grew 

up in a generation requiring fast follow-

up; social skills; answering and 

immediately returning phone calls; 

dialing for dollars; overcoming 

objections; establishing credibility, 

“The meta-analysis approach 

of this study provides insights 

no singular profile, survey, 

algorithm or assessment can” 
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confidence and trust with buyers; and 

effectively closing deals. 

Don’t get us wrong; there certainly are 

top franchise performers from more 

recent generations … but in less 

abundance which has strained our 

talent pool. Suffice it to say, experience 

and social skills have an impact on 

franchise sales performance. 

Consequently it is our duty to pass the 

baton to the next sales generation so 

they are equipped to help successfully 

grow their franchise brands.     

Recruit Don’t Sell 

Many great sales people entering our 

business get frustrated and fail at 

franchise recruitment. Their career has 

been wired with traditional product 

selling. They dazzle us with their 

accomplishments, professionalism and 

excitement to join our rewarding world. 

They sincerely believe they can adapt 

to our recruiting methods, nodding 

“yes” in their interviews when told 

franchise prospects can’t control the 

buying process; can’t negotiate 

material changes in the agreement; 

and will be removed from the system if 

they repeatedly violate terms of the 

agreement. Yet these sales candidates 

are still intellectually excited, embrace 

our unique recruiting methods and are 

hired by the brand.  Unfortunately, 

many just can’t adapt our foreign selling 

process and fail. This has created a 

shrinking talent pool in our industry.  

Battle Cry: To Control and 

Dominate 

We’re not suggesting our top 40 

franchise development pros are control 

freaks – on second thought that’s 

exactly what we’re suggesting. 

They are results-oriented, with a high 

drive to meet objectives and standards. 

They readily make sacrifices to meet a 

larger organizational goal, and find a 

sense of purpose in the larger mission. 

They often pursue goals beyond what’s 

required. They cut through red tape and 

bend rules when necessary to get the 

job done. They persist despite obstacles 

and setbacks and see setbacks as 

manageable circumstances rather than 

a personal flaw. Simply put to the top 

performing recruiter … the marketplace 

is a battlefield; his or her battle cry to 

control and dominate. The more brand 

flags flying, the more territory their brand 

controls, the happier and more proud 

the sales pro is.    

 

 

“They are results-oriented, with 

a high drive to meet objectives 

and standards.” 
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Safety Trumps Sales Skills  

Top performing franchise recruiters 

scored extremely high in transparency, 

a category of Emotional Intelligence. 

Top performing recruiters build trust 

through being honest, reliable and 

authentic; admitting mistakes and 

confronting unethical actions of others.  

More franchise deals are lost by lack of 

transparency and trust, than 

incompetence or poor sales skills. Show 

yourself as unreliable, exaggerate your 

abilities or cover up a mistake and you 

break the trust of a prospective 

franchisee,  shattering their hopes for a 

future with your brand. Our research 

shows those who scored higher in the 

Emulator values category sold fewer 

franchises. Odd, when you consider 

Emulators possess higher sales skills then 

the other three values sets (Achiever, 

Societal, Belonger). However, Emulators 

have a fear of looking inadequate and 

at times will unintentionally exaggerate, 

overpromise and come across as 

dishonest.  

Understands Others 

Top performing franchise recruiters 

possess a high degree of understanding 

of others, a category of Social 

Intelligence. They are attentive to the 

emotional cues of individuals. They show 

sensitivity and understand other’s 

perspectives. They truly care, are 

approachable and empathetic. The top 

performing franchise recruiter 

understands their candidates’ needs 

and will act as a trusted advisor. 

Although we cannot prevent all risk of 

going into business - a prospective 

franchisee must feel a certain degree of 

safety to say yes. Providing safety is a 

priority in the sales process and nothing 

says “I’m safe” better than trusting a 

sales pro and feeling heard and 

understood. Top performing franchise 

recruiters are masters at listening and 

understanding, allowing prospective 

franchisee to move past his or her fears 

and onto business ownership.  

Socially Aware But Not 

Politically Correct 

The top performing franchise recruiter 

can accurately detect crucial social 

networks, read key power relationships 

and understand the forces that shape 

views and the actions of others. It’s one 

thing to acknowledge life has a pecking 

order and recognize when a big 

baboon has entered the room – it’s 

“More franchise deals are lost 

by lack of transparency and 

trust, than incompetence or 

poor sales skills.” 
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altogether another to not cower.  How 

often has a franchise sales person 

encountered a big fish? You know the 

type - someone with a large net worth, 

vast business experience and a desire to 

buy a large territory. How many 

average sales people bend themselves 

into pretzels to accommodate every 

demand so as to not offend? More 

often than we’d like to admit, right? 

Worse, how many times have you seen 

an average sales person play patty 

cake with the operational team or legal 

counsel for fear of stepping on toes,   

consequently delaying or losing the 

sale? The top performer stands his 

ground and speaks his mind moving the 

process forward without great concern 

for being politically correct. 

Not Particularly Sociable  

Top performing franchise recruiters are 

not extroverts or people oriented. They 

are project and task-oriented. They are 

true director-thinker types. This flies in 

opposition of what many have been 

taught or think. The assumption that one 

is more influential when sociable or 

extroverted is a logical fallacy. There are 

numerous examples of introverts who 

were or are highly influential and 

excellent sales people including: Bill 

Gates, Dwight Eisenhower, Jack Welch, 

Ray Kroc, Sam Walton and Andrew 

Carnegie. Our research demonstrates 

that top performing franchise sales 

professionals are excellent managers of 

process. Top performer sales 

professionals score(d) 20.7% higher in 

relationship management – a social 

intelligence marker then mid performers. 

This while scoring 54% lower in 

extroversion.   

Thinks Like a Partner 

Top performing franchise sales 

professionals think and act like partners - 

partners with the franchisor as well as 

prospective franchisees.  They like to 

collaborate and compete. They value 

differentiation, control and productivity 

and work well in franchise systems that 

emphasize partnerships and positioning. 

They are market driven and prefer 

working with franchise companies 

where the leaders are credible, hard-

driving and goal oriented. 19 of the 40 

top performing franchise sales 

professionals were at one time 

franchisees themselves. Not only does 

this give them unique insight into the 

day-to-day operations of a business, but 

this reference point provides a higher 

level of commitment to the success of 

both the prospective franchisee and 

the franchisor.  

“Top performing franchise sales 

professionals are excellent 

managers of process.” 
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Top performing franchise sales pros are 

focused on their long-term goals to 

dominate the market, be the best, 

leave a legacy and make a difference. 

These same values are also what make 

them men and women of strong 

principles and integrity - able to walk 

away from a franchisee candidate that 

they feel would not be a good fit for 

their franchise organization.  

An extensive Franchise Sales Masters 

white paper, will available December 

2015. You can pre-order this study here: 

Sales Pro Whitepaper    

If interested in Franchisee Performance 

Research on 580 top performing 

franchisees and 43 companies click 

here: Franchisee Performance 

Whitepaper 

About Olson & Associates 

Olson & Associates provide franchise 

advisory services for established and 

emerging brands to help accelerate 

franchise growth.  Their primary focus is 

to identify performance strengths, gaps, 

and execute current and long-term 

solutions. Consulting more than 50 

franchise organizations, the firm 

provides industry intelligence, key 

metrics and best development 

practices with clients. The company’s 

expertise stems from their CEO’s thirty 

years of experience as a multi-unit 

franchisee, area developer, franchisor 

sales executive and brand consultant.  

For more information, please contact 

dmain@olsonandassociates.com or visit 

www.olsonandassociates.com    

About Zoracle Profiles 

Zoracle Profiles patent pending meta-

analysis methodology and assessment 

tools were developed exclusively for 

franchise companies and franchise 

brokers. Assessments determine 

compatibility and predict franchisee 

and key employee performance. 

Assessments are internet-enabled, 

customizable and have 93.7% validated 

accuracy. Tools provide franchise 

companies a means to reduce training, 

support and litigation costs while 

increasing franchisee satisfaction, 

validation and performance. For more 

information, please contact 

aubree@zoracle.net or visit 

www.zoracleprofiles.com
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