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A “Properly Managed” Franchise

A newcomer to the franchising
industry is showing its market
sector how to manage properly.

Properly Managed is a new
and innovative player in the real
estate market.

Two years ago Gavin and Carol
Cullen (picture right) became
frustrated by the poor service
they were receiving from the
property managers that were
supposed to be looking after their
multi-property portfolio.

Carol comments: "Most property
managers think their role is to
look after property, but it is in fact
to manage their relationships
with tenants and owners.”

After two years of research and
implementation, they have a
unique service offering for the
discerning property investor and
prospective franchisee.

They have witnessed, experi-
enced and learned of all of the
costly mistakes that property
managers have made at first

hand. They have addressed

each issue and formulated a
business format franchise that is
revolutionising the industry.

Independent real estate agents
are beginning to take notice. The
smart ones are now looking to
rebranding and outsourcing the
property management side of
their business to Properly Man-
aged, to take advantage of their
advanced systems.

The systems themselves provide
the capability to track rental pay-
ments and owners’ accounts with
an easy rent pay system with a
dedicated franchise support
manager on call to provide on
going training and advice.

The ideal franchisee would have
a passion for property investment
and already have a real estate
license (or one can be obtained
during application over a 3 month
period).

Gavin and Carol are so confident
of the Properly Managed service,
that they also offer an income
guarantee for the first six
months.

Gavin comments: “With our sys-
tem and a tenant focused, cus-
tomer service approach, the
opportunity is there to build a
valuable rent roll asset.”

|
managed

properly

Investment level from $69,950

Taking the Risk out of Taking a Risk

Starting your own business is a
minefield of self realisation, the
biggest being “I didn’t know |
didn’t know that!”

With many corporate folk earning
decent coin, but tired of the daily
grind and obligatory donation of
a pound of flesh, there is an
unlikely shining light at the end of
the darkness.

Franchising has seen an explo-

sion of opportunities in the pro-
fessional services sector, as
proven systems have provided
templates for success.

Traditionally seen as the busi-
ness system of choice for the
fast food sector and buy-a-job
trade services, franchising has
evolved to provide scalable,
systemised opportunities that

afford the opportunity for
“corporate prisoners” to “bust
loose” and start working more
flexible hours, whilst creating a
saleable business asset.

Taking the kids to school and
putting them to bed in the eve-
ning, may yet be a possibility for
the white collar professional.

FranchiseMart 1300 76 11 57


http://www.properlymanaged.com.au
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important
things in life.

Plans are being put in
place for a NSW Re-
gional Roadshow.

FranchiseMart, along
with participating and
non participating fran-
chise companies and
financial professionals
are sponsoring the
event.

From late August to Oc-
tober 2008, the mobile
franchise expo has tar-
geted visits to Northern
NSW, Central West cit-

Our next seminar will be
held on Wednesday
July 9th at 615pm in
our Crows Nest store, at
the corner of Pacific
Highway and Alexander
Street.

The seminar will provide
you with a better under-

standing how franchising
works, what the benefits
are and what to look out
for.

5

Farewell

Justin Kirkland has de-
cided to move on to new
opportunities in the field
of sales and business
development.

Justin has made some
very successful relation-
ships with franchisors
and customers looking
for a new business.

Justin played an impor-
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ies, Canberra and the
Southern NSW.

Participating sponsors
will have the opportunity
to reach regional towns
and cities; something
the local business cham-
bers are getting highly
excited about.

Free Seminar

There will be short pres-
entations from profes-
sional experts e.g. fran-
chise finance options,
tax planning and insur-
ance.

tant role in establishing
the Crows Nest store
and welcoming the fran-
chise companies and
public, that have benefit-
ted from his attention to
detail and affable man-

ner.

P Regional Roadshow

A major TV, radio and
direct mail marketing
campaign is planned,
subject to major spon-
sors coming on board.

Sponsorship inclusions
and details are available
from Alison Holland:
alison@aretecom.com
0414 289 778

We would also like to
welcome our franchise
speakers from across
the franchise investment
spectrum.

Places are strictly lim-
ited, so please book in
good time:1300 761 157

Light refreshments and
an opportunity to net-
work with successful
franchising professionals
will conclude the night.

We hope Justin fulfils his
ambitions in the sales
arena and wish him the
best of luck.
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New FranchiseMart CEO

FranchiseMart has seen some changes over the
last few months. Steve Bianchini, hired as a con-
sultant in February is our new Chief Executive
Officer. Steve comments,” | was brought in to
assess the business processes and advise on
any improvements.

| was impressed with the concept and the
systems already in place.

We've tuned everything up and cranked up the
local marketing to attract more people and added
some additional services that will benefit the
franchisors and people looking to buy a fran-
chise. *

Steve has a double degree and over the last
twenty years has owned businesses in corporate

hospitality, training and retail.

steve@franchisemart.com.au

Legality Challenge

The Courts are currently in a state
of flux relating to the effect that any
contravention of clause 11(1) of the
Franchising Code of Conduct may
have on the legality of a Franchise
Agreement. In Ketchell v Master of
Education Services Pty Ltd, the
New South Wales Court of Appeal
decided that a franchising agree-
ment was illegal because there had
been a contravention of the Fran-
chising Code. In essence, the
contravention was non compliance
with clause 11 which prohibits a
Franchisor entering into or renew-

ing a Franchise Agreement unless
the Franchisor receives from the
Franchisee a written statement that
the Franchisee has received, read
and had a reasonable opportunity
to understand the disclosure docu-
ment and the Franchising Code.
The Court of Appeal determined
that the franchise agreement which
was the subject of the dispute was-
void. This authority has gone to
appeal in the High Court although
in a Federal Court decision of Hoy
Mobile Pty Ltd v Allphones Retail

Pty Ltd (2), a Federal Court judge
refused to follow it. The Ketchell
appeal will be heard by the High
Court later this year. It is clear in
light of these authorities it is in the
interests of both the Franchisor and
the Franchisee to take care to com-
ply with the Franchising code dur-
ing the preparation and execution
of a franchise agreement and re-
lated documents.

Toby Carter from McLachlan—
Thorpe 029929 2222

Aumsy People Supid People

Both types of people can do dam-
age to your business!

We are often asked about the dif-
ference between Public Liability
insurance and Professional Indem-
nity insurance. Both contingencies
need to be covered by ANY profes-
sional operator.

Public Liability:
Clumsy people will walk sideways,
backwards and uphill to trip over

your power-tools / briefcase / laptop /
power leads etc which you have safely
out of harm’s way. (Or so you
thought!) Clumsy staff will drop / spill /
knock anything damaging in solid or
liquid form on to your client’s most
valuable possession within reach at
the time.

Professional Indemnity:

Stupid people forget, ignore, don’t
hear or don’t understand the important
elements of your advice, recommen-

dations or services which you have
provided. They then try to imply that
the results have caused them
physical, emotional or financial loss.

To find out how each scenario
could impact your business, please
call us for an obligation-free chat.

James Gillard
Insurance Made Easy
1800 64 1260



