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franchising

Training should be a business and

not Just a Job

Most management trainers are self-employed, independent contractors who do not
have and are not building a secure, stable, saleable business. One company, BEI
Group®, Business Education International, has recently entered the UK
marketplace with a European-based training franchise that focuses totally on the
issue of ‘Business Building’ for its franchise owners.

hairman and founder of BEL, Mr
C Roschran Gil Ostrander, says that if

your training business does not
have a workable strategy for open-ended
growth, a system that is transferable and
profitable from the work of other people
(employees), then it is not a business
because it is not saleable,

Mr Ostrander came to Europe from

| expenses of residential programmes. This
local delivery network system allows the
BEI stail Marketer/Trainer to interact with
the trainee, on the job, with follow-up,
mentoring and coaching for both trainees
and managers. The Regional Trainimg
Centre (RTC) owner is thus freed to
concentrate on Strategic Business
Building training and Advanced

buying, and intemnational networking mean
better service for the customer and maore
Ha_u'uri[:.' for the loeal franchise owner,”

‘In business for yourself, not by
voursell, the philosophy of franchising, is
changing the world of ‘people skills'
training by allowing the trainer to become
a business owner who will have the
options of a management-operated

; . Mr. Ostramder, - ,

Canada and the US in 1995 to build the Management training for the owner and [ mim"“d' buginess, succession Lo his or her

European division of the world's leading manager of the client SME. children, or selling out for cash in the
! o : g oy founder of o

Estate Agency (4,700 franchisees) Globalisation has entered the SME BEl future. This can stop the nonsense of

REMAX® and to create a training
organisation to support and service the
new master franchisees, office and stafl.
With the ereation of more than 1,000
offices for RE/MAX, Mr Ostrander shifted
his attention to the creation of the BEI
Franchise network to expand the
company’s ‘people skills” training system
to serve the broader market of sales and
serviee organisations. The particular focus
of BEI is on the SME client base either,
individually, or through International
franchise networks, National associations
or European distributorship
organisations.

BEI has created a ‘High Touch’ people
skills training system that works through a
network of locally owned training centres
which eliminates the need for travel by
both trainer and trainee and the hotel

TOTAL IS

market through the growth of franchise
networks and now it is time for the traamnng

‘ industry to come under the same
marketing influences. Ostrander says, “The
davs ol the solo warrior are coming Lo an
end, just as they have in every other
service-based industry from hardware, to
ilrugs, 1o real estate, o green grocers, to
hotels. The advantages of branding, group

| advertising, standardisation, volume

IMPORTANCE OF THE SME MARKET

expanding by diluting their ownership
with more partners.”

CONTACT

BEI Group GmbH, 10 High Street, 2nd Floor,
Leatherhead, Surrey KT22 BAN, GB

Tel: +44 (0) 1372 3T7T877.

Fax: +44 (0) 1372 377822,

E-mail: info_vic@bei-group.com

| Web: www.bei-group.com

= 70+ per cant of all employment growth in tha EEC countries is happening in busnesses of 1 1o

20 employveas

= Wiost “soft skills® trainers sell par day and therafore are forced to concentrate almost 1otaly on
large corporations and governmental agencies lor their customers

== The owner-operatad enterprses nead and want long tem, ndnidually Tocused, career

developmaent programmas 1o compala for ihe bast empeoyeas.,
L) ! Y
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* BUSINESS EDUCATION INTERNATIONAL
Klainreuther Weg 87
90408 Nuremberg' Germany

Phone: +49 (0)911-20 600 - 0
Fax: +48 (0)911-20 600 - 14

An International, People Skills,
Training Franchise.

High touch, spaced learning, extensive
follow-up and mentoring.

Operating in 14 European Countries
since 1995.

Mow expanding into the UK, Ireland and
Scandinavia.

Focused on Small to Medium (SME)
Size Businesses.

The fastest growing Business sector -
entrepreneur moltivated,

A Sales, Service, Personal Growth
and Management Curriculum
of 21 Programmes.

Customized for the sales and service
entrepreneur and his or her staff,

Master Franchises and Regional
Training Centre Franchises available.

Extensive training and support. Build a
Business not just a job!

“Tell me and I forget.

Teach me and | remember.

Involve me and | learn.”
{Benjamn Frankin)

Contact:

10 High Street - 2nd Floor
Leatherhead, Surrey KT22 8AN
United Kingdom

Phone: +44 (0)1372 377877
Fax: +44 (0)1372 377822

email: bwyndlow@bei-group.com
pclarke@bei-uk.com

www.bei-group.com




