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The Franchise Magazine has the 
POWER to help you COMPLETE 
your network of franchise owners

The Franchise Magazine has a history and strong reputation for 

helping franchisors recruit the highest quality franchise owners. 

As one of the UK’s leading franchise publications since 1985, 

the magazine enables you to generate serious interest in your 

franchise opportunity.

Every edition is packed with professionally written, well-

researched editorial and essential information about franchise 

opportunities from all sectors. It is this consistent quality and 

high standard that makes The Franchise Magazine such a valuable 

resource for individuals considering investing in a franchise.

Six editions are published over 12 months to coincide with 

These editions provide you with a longer shelf-life, generating a 

The Franchise Magazine now provides you with an even greater 

exposure across a number of formats which include online, digital 

and mobile App, as well as the printed edition.

DIGITAL
The Franchise Magazine is also available as a digital 
touch-and-turn version and is distributed to our 
growing online subscriber base of over 18,000.

PRINT
As a leading publication in the market 
place, The Franchise Magazine has a 
superior distribution to the audience 
you need to reach.

The Franchise Magazine  
is distributed through: 

WHSmith and independent news 
stands nationwide

Hotels, accountants, business 
advisors, banks and franchise  
lawyers across the UK

Free stands in targeted  
supermarket chains

Exhibitions including business  
and franchise exhibitions

ALSO sent direct to our constantly 
growing number of subscribers

ONLINE 
All content in each printed edition is uploaded on 
to TheFranchiseMagazine.net, together with regular 
news articles. The site is visited, on average, by over 
19,000 monthly visitors.

APP
Now available as an App for iPads, iPhones,  Android 
tablets and smartphones, The Franchise Magazine 
can be read by our subscribers wherever they are.



Star Package Advertising Rates

Front Cover Promotion

Four Star Package
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Price (per edition):

Price (per edition):

Price (per edition):

 A magical and revolutionary business model 

 

webuy.com/franchising

 Recession-proof sector  19 years of experience

 Buy Back 
Guarantee  Proven 

business 
model

 Investment 
requirement

 Huge potential market  153 successful stores worldwide

 75 franchised stores
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Franchise Owner Pro le

Business buddies

CeX store Manager Dan Copsey was able 
to real se s a b on o  r nn ng s own 
b s ness by a ng t e trans on ro  
CeX e ployee to ran se owner w t  

s b s ness partner an  olleag e s n 
er ns

D r ng s se en years as a CeX 
e ployee  Dan wor e  n a ar ety o  

epart ents an  roles  w ere e ga ne  
al able an s on e per en e  pro t 
nowle ge an  anager al s lls  Con ent 

n s ab l es  Dan was eager to progress 
ro  CeX e ployee to ran se owner  

le wor ng toget er at t e CeX 
store n a or  Dan an  s n e e  to 
o b ne t e r reta l e per en e an  n est 
n t e r own CeX ran se

 wante  to be o e a CeX ran se 
owner be a se yo  get t e se r ty o  
o n ng an establ s e  bran  an  as t s an 
p an  o ng b s ness  t w ll t r e n 

goo  or ba  e ono  es  e pla ns Dan
t  a s ess l store la n  an  

e ng b s ness e elop ents to loo  
orwar  to  Dan asn t loo e  ba  s n e 

be o ng a CeX ran se owner  e s 
alrea y en oy ng t e bene ts t at o e 
ro  be ng sel e ploye  an  says e 

wo l  re o en  t e CeX ran se to 
any b ng entreprene rs  

For more information and to contact 
e  please visit  

we uy.com franchising

isit this rand s archived features 
online and register for more 
information through The Franchise 
Magazine at  www.thefm.net e1 1

Young enterprise partnerships 

 tren  t at s be o ng ore an  ore 
o on w t n t e CeX networ  s yo ng 

entreprene rs o n ng toget er to n est n 
a CeX ran se  

CeX s loo ng or ran se owners 
w o are pass onate abo t enterta n ent 
goo s an  ts bran  w  s w y so  

any o  ts ran se owners are or er 
CeX employees! 

Employees to employers

tep en all an  ar  tley e e  
to l se t e r pro t nowle ge an  

an s on e per en e as employees by 
n es ng n a CeX ran se

a ng wor e  or t e se on an  
enterta nment ran se CeX or e 
years  b s ness partners ar  tley  

 an  tep en all   a e seen t e 
reta l ran se grow rom  stores to an 
mpress e  on rm ng t e s ess o  
ts pro en b s ness mo el  

t  a pass on or ele tr al pro ts an  
t e s pport o  CeX  t e pa r new t ey o l  
ma e a s ess o  t e r la pool store

a ng alrea y wor e  or CeX  we 
were ery m  aware o  t e r nn ng t e 
store s e o  t ngs  as we a e pre o sly 

a  to ass st n t e tra n ng o  new ran se 
owners an  elpe  w t  store open ngs  
e pla ns tep en  e a e seen ow 
pop lar t e b s ness on ept as be ome 
an  t e pro ts t at an be ma e

t s been an e per en e ge ng to t s 
stage b t t e poss b l es o  w at we an 
a e e ma e all t e ar  wor  wort  t  
says tep en  en we o a e ays o  
we s ally en  p ba  n t e store at some 
po nt as we really en oy t e ob an  l e to 
see t e res lts o  o r ar  wor  now ng 
t at w ate er e ort we p t n w ll bene t 

s personally s a great eel ng

102 TheFranchiseMagazine.net © 2011 FDS

Stephen Hall and Richard Whitley
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our goals. We have regular get-togethers 

and these are usually a mix of business and 

pleasure,” explains Nancy.

f trade con  nues to be as pro  table 

and successful as it has been, my children 

will con  nue to develop and expand the 

business, and hopefully I will be able to 

re  re in the next  ve years!

“CeX provided me with excellent 

product and management training prior 

to opening my store, and as my son, 

Richard, had worked at a CeX branch while 

at university, I felt con  dent the business 

would run smoothly.
“Now, I am more than capable of 

managing the store but if I ever need any 

help or advice, the CeX franchise team is 

always just a phone call away.”

Three young brothers discovered 

that the perfect formula to working 

successfully together was to team 

up and invest in a CeX franchise 

in Aylesbury.
Omar, 21, Eamonn, 20, and 

Samie Razaq, 17, were already well 

acquainted with the CeX business 

opportunity as Eamonn had had 

worked at a number of the brand’s 

business outlets including being 

manager at the St Albans branch.

“My brothers and I originally 

decided to go into business together 

a  er a lot of discussion about star  ng 

up a CeX franchise as both my brother 

Eamonn and Samie had worked in the 

business,” explains Omar. “We get 

along great and I’ve always felt that if 

I was going to go into business with 

anyone it would only be with my 

brothers, who I have complete trust in 

and a strong friendship with.”

The Razaq brothers have hugely 

enjoyed running their business 

together, but Omar advises that you 

should really evaluate the situa  on 

before going into a family business. 

“If you feel that you would work 

well with family you probably will. 

If you think otherwise you need to 

discuss with them why that is the 

case and if you do  nd yourself in that 

situa  on then maybe it’s not for you. 

“ or us it has been about pu   ng 

the family stu   aside and concentra  ng 

on success in our  eld and we have 

been really pleased so far, although 

I’d be lying if I said it hasn’t been a 

long learning curve,” adds Omar. “The 

important thing I’d ask anyone to ask 

themselves is, are you able accept when 

you’re wrong in front of your younger 

brother, uncle, son? If the answer is yes 

then you will be  ne.”

Sibling Success

Natasha, Nancy & Richard Man

Omar, Eamonn and Samie Razaq

£ INVESTMENT REQUIRED £200,000-£250,000 + VAT

Franchise Owner Pro le

Summary of Operation

Retailer of second-hand electronic and digital entertainment products. 

We trade in video games, DVDs, mobile phones, digital electronics, 

computing, vision products and music CDs.

Second hand entertainment franchise  e  is the perfect 

opportunity for udding entrepreneurs or am itious families 

to come together and launch an e citing and pro ta le 

retail usiness. Tiffany Brooking reports

Families in franchising
Keeping it in the family

Since launching her Uxbridge CeX store, 

Nancy Man has successfully expanded her 

retail por olio by opening a second store 

and has hit her target of a £1.2 million 

turnover.
Such has been the success of her rst 

CeX store in Uxbridge, launched in 2008, 

Nancy has replicated it with a second store 

in Shepherd’s Bush.

The latest venture was launched 

last August and is managed by her son, 

Richard, who learned the CeX system at 

the Uxbridge store, and has been replaced 

by his sister, Natasha, resul ng in Nancy’s 

burgeoning business empire becoming a 

real family a air.

“We are all very close, so running a 

business together works for us,” explains 

Nancy. “We all share the same goals and 

objec ves and want to succeed as one. All 

of us work as hard as each other to achieve 

S
ince launching its franchise o ering 

in 2005, Complete entertainment 

eXchange (CeX) has rapidly grown 

into one of the UK’s most successful 

second-hand entertainment franchise 

opportuni es and has a racted franchise 

owners from a variety of backgrounds. 

Increasing trends within the CeX 

network include young entrepreneurs and 

family members joining together to launch 

their own CeX franchise. 

We hear from franchise owners who 

have found success within these business 

partnerships and reveal why mixing friends 

and family with business can lead to a 

winning formula. 

Franchise family fortunes 

Family franchising has proven to be a 

popular and successful choice for many 

CeX franchise owners, and why not? Who 

be er to trust with your livelihood than 

your own family! We hear from franchise 

owners who decided take the plunge and 

set up their family business with CeX. 

It’s a family affair for CeX duo

A er working at the No ngham CeX store 

for two and half years, Lewis Broughton 

decided to go into business with his uncle, 

Peter Kerry, and open their own outlet  

in Chester eld.

Since launching their CeX store in May 

2010, Lewis and Peter have combined their 

product knowledge and business acumen 

to ensure their retail franchise is a success. 

Peter is already enjoying the bene ts of 

running a CeX store: “So far, so good. I 

love working behind the counter and I love 

being the boss.”

“We looked into a few franchises, but 

having worked for CeX I knew the products 

and felt comfortable with the company – I 

could see it was a great opportunity,” says 

Lewis. “The business is self su cient, stock 

is easy to manage and there’s no dealing 

with suppliers because it all comes from 

the customers.” 

A er running his own business for 18 

years, Peter couldn’t wait to join CeX. “I 

was ready for a change and was excited to 

take on a new challenge,” he explains. “It’s 

exceeded my expecta ons. It’s a fantas c 

environment to work in. Lewis knows the 

products and how the company works and 

I instantly took a liking to the CeX brand.”
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Lewis Broughton and Peter Kerry

About Us
Caremark, a prestigious home care franchisor offers care and support services to individuals who wish to remain living at home, as well as providing support services to people in the wider community.Founder and CEO, Kevin Lewis, launched Caremark Limited in 2005 having built his previous care business to market leader status before it was acquired by a major plc.

As one of the most experienced and successful franchisors in the 
have ever been involved in and I’m staggered that I am still as excited today as I was then.”

Caremark stands out because of its standards of excellence and professionalism, both in the franchise package offered and in the delivery of its care service. 
The company’s steady growth over the last six years is testimony to this fact and has enabled Caremark to build a solid network of franchise owners, with more than 70 localities throughout the UK. It is now pushing forward into international markets while continuing 

to strengthen its UK base.
Caremark’s ability to respond to change has been built into the company’s culture from its inception, which is one of the factors enabling it to remain at the top.
“To my mind, every change represents a potential new opportunity for our business and the possibility for continued growth in the network,” adds Kevin.
The knowledge and support provided by Caremark’s specialist and dedicated Support Team allows franchise owners to utilise their many 

course, care skills.
“The Support Team has been professional, supportive, passionate and dedicated about the brand and the business,” says Naz Asghar, Caremark (Cheshire North East). 

Caremark that we would get the support we needed to operate the business successfully.”
Such a track record is impressive and is set to continue with such a dedicated, passionate and expert team of professionals leading the way. Caremark’s future is, indeed, looking very promising.

The franchise package

 High standards of care

An expansive sector

Initial investment required – £29,500 + VAT including licence fee

®
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Visit this brand’s archived features online and register for more information through The Franchise Magazine at: www.thefm.net/ 23748

  Call: 01903 266 392
Email: franchise@caremark.co.uk
Visit: www.caremark.co.uk

C1 Yeoman Gate, Yeoman Way, Worthing, BN13 3QZ58 TheFranchiseMagazine.net © 2011 FDS

Some of Caremark’s franchise owners who have been turning 
the ‘opportunities’ into rewards are featured here, having 
demonstrated outstanding growth and superb levels of 
performance in their respective businesses. 

Having the opportunity to own and run a rewarding and 

the local community is an attractive franchise and one which 
Caremark is proud to offer.

Charles & Julie Folkes 
(Redcar & Cleveland) 
Caremark Franchise Owner 
of the Year 2010

Charles, Julie and their team 

in their business, as well as 
developing successful and rewarding business relationships 
within the local marketplace after demonstrating persistence and 
determination throughout 2010. Their hard work and combined 
effort saw them rewarded with a solid business and this prestigious 
Caremark award.

“I was delighted to receive the award on behalf of my 
entire team. This achievement was the result of determination 
and commitment by everyone within the excellent Caremark 
franchise business model,” says Charles.

Graham & Karen Precious 
(East Riding) receiving 
Caremark’s Mark of 
Excellence Award in 2010

Graham and Karen resolutely 
followed the Caremark model 
and worked hard to market and 
develop their business, which has resulted in impressive growth 
since their launch earlier in 2010. They won this award for their 
continued standards of excellence of care delivered throughout 
their business, their compliance to Caremark’s system and for 
their consistent and determined approach.

Ranjit & Suki Dhillon
(Slough & South Bucks)

Both Ranjit Dhillon and 
Carl Ward demonstrated 
consistently high standards of 
care and support throughout 
their respective businesses 
while achieving notable 
Their successes were marked by both franchise owners receiving 
Caremark’s Achievement Award for 2010.

Carl Ward (Kingston)

Carl Ward is pictured 
receiving his award from Kevin 
Lewis, CEO of Caremark. 

Caremark (Ireland) has also been recognised for its excellent 
results in 2010. It was awarded ‘Best Emerging Franchise’ at 
the Ulster Bank/Irish Franchise Association gala dinner. This 
award recognises excellence in franchising and rewards 
outstanding achievements of businesses and individuals in the Irish 
franchise industry.

Haul in the opportunities 
by joining one of the 
principal franchisors in 
the home care sector.

®

Tom Duke, Master Franchise Owner, Ireland, pictured receiving 
his award from Tom McEnaney, a popular Irish media personality.
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®

Are you seaarchhing for an exciting 
business opportunity?

Discover the six 
compelling reasons 

to investigate a 
Caremark franchise

A growing market sector

A franchisor with a successful 

track record

An amazing business opportunity 

with fair and reasonable fees

An expert Support Team

A collaborative network

A culture of professionalism and 

commitment to customers

Come and see us on Stand H115 at The National Franchise Exhibition 

at the NEC, Birmingham on 30th September & 1st October

or Call Pat Thompson on 01903 266392 email franchise@caremark.co.uk 

or visit www.caremark.co.uk

Take the next step to turn a unique business opportunity into a resounding success

Two Star Package

 Double page, full colour adver sing editorial. 
 An entry in the .   
 One online news upload per month.

Price (per edition):  £2, 25  AT

Franchise Owner Pro le

123

Michael Da Silva Pearce turned his passion for the performing arts into a pro table and en oyable business by launching his own LIPA 4:19 franchise. Tiffany Brooking reports 

A pro table performance

£ INITIAL INVESTMENT REQUIRED FROM £13,500 + VAT
managerial opera onal role – overseeing the running of the academy, and  teaching some classes themselves –provided they have an appropriate quali ca on. Alterna vely, they can leave their teachers to run all the classes  and focus on suppor ng and growing  their business.

Since launching its franchise opportunity in 200 , LIPA 4:19 has established three academies throughout the UK – and has successfully launched its rst European franchise in So a, Bulgaria.Con rming the success of its franchised business model, LIPA 4:19 has become an Associate member of the Bri sh Franchise Associa on (bfa) a er passing a stringent accredita on process. 
“Becoming a member of the bfa is a real benchmark for our business,” says Kerry. “We are commi ed to running the highest quality franchises with the best teachers available. We are in talks with poten al franchise owners with a view to opening more sites this year – having the bfa badge on our business will help us a ract the best people to do so.”

Call: 0161 926 9 2
Email: gill@fdsnorth.com

Visit this brand’s archived features 
online and register for more 
information through The Franchise 
Magazine at: www.thefm.net 6 33

F ull- me teacher and LIPA 4:19 franchise owner, Michael Da Silva Pearce, has con nued to watch his student numbers grow since launching his Wanstead-based academy in 200 . 
“In just a few short months I have gone from having 5 to 50 students,” says Michael. “I think both the students and parents recognise the high quality curriculum that is taught at LIPA 4:19 academies – just recently one of my students landed a role in a West End show.”As the LIPA 4:19 opportunity is operated on a part- me basis, Michael is able to con nue working in his full- me posi on as a secondary school teacher, while managing his academy. 

“I nd it very easy to t my LIPA 4:19 commitments around work but I hope to re re from teaching in the next few years so I can put all of my energies into the academy,” he reveals. “At the moment, I am running classes on Saturdays but in the future I hope to start tap and ballet evening lessons during the week.”
Michael puts the success of his academy down to his excellent teaching sta  and the dedicated support of the LIPA 4:19 franchise team.
“My Franchise Manager, Kerry Watkins, and the rest of the team are just brilliant. I am now con dent running my academy but if I ever need any advice or help, Kerry is only ever an email or phone call away.“I am thoroughly enjoying my LIPA 4:19 franchise and would de nitely recommend it to anyone who is looking for a crea ve and pro table business,” concludes Michael. LIPA 4:19 is a part- me performing arts academy, o ering a management franchise that provides classes in dance, drama and singing to those aged between four and 1 .“By joining our network, franchise owners are in a unique posi on to a ect the lives of young people in their local area, and to bene t from the immense market poten al that is to be found everywhere in the UK today,” says LIPA 4:19 Franchise Manager Kerry Watkins.

LIPA 4:19 is looking for franchise owners who have a passion for the performing arts and a good head for business. 
The LIPA 4:19 opportunity is exible, as franchise owners can take a joint 

TheFranchiseMagazine.net © 2011 FDS

Summary of Operation

The Liverpool Institute for Performing Arts (LIPA) has set up a part-time performing arts academy franchise aimed at children aged four to 19. Franchise owners take a managerial role and oversee the running of the academy and can also teach some classes themselves (providing 

 LIPA 4:19 is the only children’s performing arts academy in the 
UK that is directly linked to an established performing arts institution 
– the Liverpool Institute for Performing Arts. LIPA 4:19 classes 
are open to all children and young adults between the ages of four 
and 19 looking to explore and express creativity through singing, 
dance and drama.  

LIPA 4:19 is looking for individuals with a passion for the 
performing arts who want to make a difference – and a living – by 
building a business around talented, enthusiastic young people.

By joining our network, franchise owners are in a unique position 

from the immense market potential that is to be found everywhere 
in the UK today.

For further information on this exciting franchise opportunity contact Gill O’Brien 
today on 0161 926 9882 or email gill@fdsnorth.com

SING

ACT
DANCE
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One Star Package

 Full page, full colour adver sing editorial.
 An entry in the .   
 One online news upload per quarter. 

Price (per edition):  £1,875  AT

To find out more call
0121 565 6315
or email info@chemexfranchises.co.uk 
or visit  www.chemexfranchises.co.uk 

Professional Hygiene and Cleaning Solutions 
because reputation matters

Deliver a service that 
your customers really 
do appreciate.

Franchise 
Package 
includes: 

Your Potential
Current Chemex partners

Stephen (single van) 
£¼ million turnover 

Charles target sales  
£½ million

Colm £1 million 2010/11

internationally

Your Support Your Opportunity

after year

Why purchase a Chemex franchise? 

Supplying essential 
cleaning and 
hygiene solutions 
to industry for  
over 25 years.

The

Magazine www.thefm.net/e1292

National Franchise Showcase

uarter page promo on, including up to 50 words describing your 
franchise opportunity along with an image and your company logo.

Price (per edition):  £850  AT

Dream Doors
mmar  o  era  o  

Showroom-based management 
and sales franchise. Franchise 
owners sell made-to-measure 
kitchen doors, as well as 
worktops, sinks and appliances. 
A Dream Doors’ kitchen faceli   
saves customers  me, money 
and upheaval when compared to 

a complete re-  t. 
ea  ra se er ro  e  

Proac  ve and self driven people. 
Kitchen experience is not 
necessary as we help to recruit 
an installa  on team.

ear om a  s a s e  
2000 

ear o  rs  ra se er  
2001

ra  ro e  Our 
award-winning training covers 
sales,  nance, customer care, 
management and building 
regula  ons.

or  er es ro e  
Support is ongoing and includes 
monthly visits from the regional 
support managers, daily head 
o   ce support as and when 
required, a technical manager, 
outsourced PR and marke  ng 
company support. 

Investment Required from £23,825 + VAT Further Information: www.thefm.net/e1306
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s a
mmar  o  era  o  With 

over 15 years of experience, 
ChipsAway is one of the most 
successful automo  ve franchises 
in the UK, and also the brand 
leader of the automo  ve 
paintwork repair market. 
Opera  ng from fully equipped 
mobile workshops and CarCare 
Centres, ChipsAway franchise 
owners provide high quality, 

on-the-spot repairs to minor 
car bodywork damage, quickly 
and cost-e  ec  vely, restoring 
paintwork in a ma  er of hours. 
With low opera  ng costs it 
provides a business opportunity 
that can generate a great living 
right from the start, as well as 
the sa  sfac  on of delivering 
unrivalled service in a rapidly 
growing marketplace.

ea  ra se er ro  e   
Suits proac  ve, ambi  ous 
people who want to build a 
thriving and successful business. 

No previous experience required 
as extensive training and support 
is provided.

ear om a  s a s e  
1994 

ear o  rs  ra se er  
1995 

ra  ro e  Full prac  cal, 
sales and marke  ng training 
provided, over four weeks..

or  er es ro e  
Ongoing technical, marke  ng, 
na  onal adver  sing and business 
support together with 24/7 
UK-based call centre.

Investment Required from £32,995 + VAT Further Information: www.thefm.net/e1293

e se e  o  a s s
mmar  o  era  o Cost 

management consultancy group.
ea  ra se er ro  e  

Our franchise owners come from 
a wide range of professional 
backgrounds. Looking for people 
with a good a   tude, personality 
and core skills who are self-
mo  vated and enthusias  c and 
who have the ability to speak 
to people at all levels. Ideal 
candidates will need to have 

basic computer skills and the 
ability to fund the franchise, 
along with 12 months working 
capital. 

ear om a  s a s e  
1996 

ear o  rs  ra se er  
1996 

ra  ro e  World class 
training programme covering 
busness development training, 
building client rela  onships, 
technical project tendering, 
professional procurement 
training, client acquisi  on 
and marke  ng.

or  er es ro e  
Dedicated Business Coach 
for business and marke  ng 
planning; ongoing personal 
and professional development 
programme, addi  onal training 
modules, regular regional 
mee  ngs and annual na  onal 
conferences, annual supplier 
exhibi  on, Business Marke  ng 
Fund, which will be reinvested 
back into the franchise owner’s 
business within the  rst 12 
months and used exclusively 
to launch and promote their 
business.

Investment Required from £39,900 + VAT Further Information: www.thefm.net/e1311

eme  er a  o a   
mmar  o  era  o  Chemex 

sells and distributes cleaning and 
hygiene products to business 
clients in the hospitality  
catering, leisure, and healthcare 
industries. Franchise owners 
provide consultancy, training and 
support to all industry sectors.  

ea  ra se er ro  e  
People with drive, determina  on 

and tenacity with a desire to 
become successful business 
builders are needed across 
the UK. our ability to develop 
excellent rela  onships with 
long-term, repeat order 
customers is where your 
premium service di  eren  ates 
you from the compe   on.

ear om a  s a s e  
1984 

ear o  rs  ra se er  
1985 

ra  ro e  Full ini  al 
training includes two weeks’ 

induc  on at head o   ce plus 12 
weeks’ ‘Rapid Establishment’ 
in-  eld training schedule.   

or  er es ro e  
Franchise owners operate 
from fully-equipped mobile 
showrooms and are provided 
with everything they need to 
start their business, together 
with a comprehensive support 
package, launch campaign,  eld 
and head o   ce support. 

Investment Required from £24,500 + VAT Further Information: www.thefm.net/e1292

The   National Franchise Showcase

*While e a  o a  ra se o ase is sponsored by Lloyds TSB, it 
does not endorse or guarantee any of the franchise opportuni  es promoted.

“We have used The 
Franchise Magazine

for more than 12 
years and, as a source 

of leads for our 
business, it is one of 
the best we have.”

Robin Page, 
Franchise Director 
of Cash Generator

“The Franchise 
Magazine con nues 
to be the single most 

e ec ve source of 
not just leads, but 
actual franchise 

owners.”

e in Le is, 
anaging Director  
of Caremar

®

“ChipsAway maintains 
a presence in The 

Franchise Magazine as
it is the perfect medium 
for poten al franchise 
owners to research the 

opportuni es available.”

Lloyd Evans, 
Chief E ec ve
of ChipsAway

Client Testimonials
Star Package rates are for 12 month promo onal campaigns 
and include entry in the 

Non-Package Rates are available for promotions per edition and can be found on the reverse



Terms & Conditions

All Franchisor adver sements must be approved by the publisher. All prices are per edi on. Following booking con rma on and nal acceptance 
by the publisher, all payments must be received PRIOR TO PA MENT DEADLINE DATES AS S OWN. AD ERTISEMENTS NOT PAID FOR B  T IS DATE 
WILL AUTOMATICALL  BE WIT DRAWN. This is company policy and there are no excep ons. This is also a safeguard to our readers. Cancella ons for 
adver sements MUST be made 25 (twenty ve) working days prior to publica on. 
 
Conditions of Acceptance For The Franchise Magazine

Franchise Development Services Ltd (FDS), as publishers, reserve the right to refuse, withdraw, amend or otherwise deal with all adver sements without 
explana on. Adver sements must comply with the Code of Adver sing Prac ce. The adver ser will indemnify any damage, loss or expense incurred 
by the publisher as a consequence of the adver ser’s editorial or adver sement. The placing of an order does not confer the right to renew on similar 
terms. The publisher will not be liable for any damage or loss caused by late publica on. The adver ser is liable to pay any series discount earned should 
the publisher receive a cancella on before the termina on of the booking. Copy must conform to the publisher’s requirements and any addi onal work 
will be charged to the adver ser. The adver ser is responsible for all copy and materials sent to the publisher. The publisher takes no responsibility for 
colour reproduc on. All text and designs created on behalf of a client by FDS remain the property and copyright of FDS Ltd and may not be recreated in 
any other publica ons, websites or other media without the express permission of the publisher.  Permission to the re-use of FDS-owned text or designs 
in a speci c case does not confer the right to re-use this or any other text or designs again without the express permission of the publisher.

Mechanical Data

All supplied adver sements must be high 
resolu on PDFs with fonts and pictures 
embedded. Please allow su cient margin 
space for the magazine’s spine. PDFs  
require a mm bleed. 

The Franchise Magazine is a printed 
publica on and, therefore, requires high-
resolu on images. They must be 00 dpi 
and CM K (not R B 72 dpi web images).

All image les need to be supplied as TIFF 
(over 6 MB) or high-res PE  les (over 
1MB).

So ware formats accepted: Adobe 
Indesign, Photoshop and Illustrator (up 
to CS5.5).

Edi on Feb/Mar 2012 Apr/May 2012 n/ l 2012
ews S bmissions rd an 17th Feb 20th Apr

Editorial rd an 20th Feb 2 rd Apr
Adver sement/Payment 4th an 22nd Feb 25th Apr

n Sale 27th an 16th Mar 18th May
Targeted Events Regional Exhibi ons The Bri sh  Interna onal 

Franchise Exhibi on 
(London)

The Bri sh  
Franchise Exhibi on  

(Manchester)

Edi on Aug/Sep 2012 ct/ ov 2012 Dec/ an 201
ews Submissions 22nd un 1st Aug 2nd Nov

Editorial 25th un rd Sep 5th Nov
Adver sement/Payment 27th un 5th Sep 7th Nov

n Sale 20th ul 28th Sep 0th Nov
Targeted Events Regional Exhibi ons The Na onal Franchise 

Exhibi on (Birmingham)
Regional Exhibi ons

Editorial Deadline Dates

Advertising Rates
Per Edi on all prices  AT

 Pages £4,965

 Pages £ ,995

2 Pages £2,925

1 Page £1,875

alf Page £1,125

uarter Page £675

 Page nside Gatefold £5,250

nside Bac  Cover £2,665

a onal Franchise Showcase £850

For a 12 Month Campaign (includes entry in the ).

Pac age Price per edi on Monthly Budget Re

Four Star £4,965 £2,482 50

Three Star £ ,995 £1,997 50

Two Star £2,925 £1,462 50

ne Star £1,875 £9 7 50

Reprints  We will reprint your promo on in The Franchise Magazine on a  
four-page quality handout including a specially designed front cover showing 
your brand. Price per 1,000 copies  £950  AT

Design  All advert crea on and other design work quoted on re uest

Star Package Prices

Franchise Development Services Ltd, Franchise ouse, 56 Surrey Street, Norwich, NR1 FD Tel: 0160  620 01 – Email: enquiries fdsltd.com.  
All prices and dates are correct at me of going to print and are subject to altera on and amendment without no ce. AT is applicable at the current rate. 

For more informa on contact us today FDS ead ce   t  0160  620 01  e  enquiries fdsltd.com
FDS Midlands   t  0154  48 509  e  fdsmids supanet.com
FDS South East   t  0845 72 2010  e  malcolm.porter fdssoutheast.com
FDS Southern   t  01 7  8 1700  e  gary fdssouthern.co.uk
FDS orth  t  0160  620 01  e  benb fdsltd.com

www TheFranchiseMaga ine net

‘Like’ The Franchise Magazine on Facebook ‘Follow’ @TheFranchiseMag on Twitter


