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5 Stages of Business Growth 
You MUST Master...    

…To live a life that lets you achieve ALL your goals!

Imagine what your life could be like…
You wake up inspired to go out and do the 
work that earns you money. 

You arrange your workload so that you can pick the kids up from 
school… be there for their special events… have the time and money 
to build a stronger, more intimate relationship with your wife.

We believe the way you can do this is by 
owning a successful business.

In this special report, we’re going to show you why we believe 
a franchise offers you a better chance at business success than 
starting an independent business. And if franchising seems 
right for you, we’d like you to consider whether a Jim’s Mowing 
franchise fits your goals, interests, and expectations.

But first, we need to ask “What is business success?”

It can be measured in two ways… profits AND freedom.

Profits are the lifeblood of a healthy business. Without 
profits you’ll live from week-to-week, with more anxiety 
than ever about where your next dollar will come from.

Most independent small businesses fail. Even worse 
are the statistics about how many are struggling.

Marketing education company Glazer-Kennedy Insider’s 
Circle reports this information about small businesses:
• 40% are profitable
• 30% are continually losing money
• 30% break even.

In contrast, The Today Show said on 16 May 2015 that 
Jim’s Mowing is one of the “most profitable franchises” 
you can start with $50,000 capital or less.

Jim’s Mowing franchisee Andy Fenwick agrees with this. “It was never 
about the money. But I’m surprised at the amount of money I can earn.”

But profits are only one step toward your dream lifestyle. To 
live that lifestyle, your business needs to give you freedom.

So what do we mean by freedom? Freedom is autonomy, the 
ability to spend more of your time doing what matters to you.

You know you have a successful business when your profits 
are increasing AND you have the freedom to enjoy life.

The 5 Stages of Franchise Business Growth covered in 
this report will lead you down the path that takes you 
from where you are now to where you want to be.

An Overview: The 5 Stages of Franchise 
Business Growth
 
The 5 Stages of Franchise Business Growth are 
your path to the profits and freedom you want.
Let’s meet each of the stages. 

1. Business Growth Stage #1: Startup: The 
“Power Secret” You Can Use to Reduce the Risks 
of Starting a Business. Learn how to reduce your 
startup risks and get your business profitable.

2. Business Growth Stage #2: Growth: 4 Steps 
to Getting Repeat Business. Increase your 
profits and work toward having more freedom.

3. Business Growth Stage #3: Expansion: 
Build Your Team. With the right team, 
you can continue to increase profits... 
and have more time to spend on making 
the business a success. Ultimately 
this will give you more freedom.

4. Business Growth Stage #4: Maturity: 
5 Keys to Creating a Leadership Team. 
Learn the risks of not having a leadership 
team and how to create one.

5. Business Growth Stage #5: Exiting: 
Cashing Out of Your Business. At some 
point, you’ll want to sell all of your business; 
or a part of it. You’ll learn how to sell your 
business for the highest possible price.

To help us master these five stages, you’ll meet 
several Jim’s Mowing franchisees. You’ll also 
hear from three other experts. 

The first of these other experts is Matthew 
Michalewicz. A successful entrepreneur himself, 
he also lectures on entrepreneurship at the 
University of Adelaide, and is the author of Life 
in Half A Second. 

The second expert you’ll meet is Elizabeth 
Gillam, Australia’s leading franchisee mentor 
at Franchise Success. She’s owned three 
successful franchises and is the author of Upsize 
Your Profit. 

The third expert is Kym De Britt. He’s the general 
manager of the Franchise Council of Australia.

Now let’s look at the 5 Stages of 
Franchise Business Growth in detail...
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Business Growth Stage #1: Start-Up
 The “Power Secret” You Can Use to Reduce the  

Risks of Starting a Business

In this section, you’ll learn how to succeed through 
the startup stage and how to become profitable.

What is the “Power Secret”?

The “Power Secret” is this: 
Start your business with people who are 
more experienced than you are.

Matthew Michalewicz who lectures in entrepreneurship 
explains why.  
“A startup that has an experienced set of co-founders 
from day one, has a far greater chance of success 
than a company founded by a single person.” 

Kym De Britt, General Manager of the Franchise Council 
of Australia, says that a franchise is the way to do this.
He gives two reasons...

1. “The training and support through proven 
systems and procedures, both when starting 
a business, and on an ongoing basis.”

2. “Brand recognition.” If you’re an independent 
startup, you have to educate the marketplace 
about who you are, what you do, and why people 
should spend money with you. But as a franchisee, 
people already know your brand and trust it.

Here’s the experience of Jim’s Mowing 
franchisee, Michael Jolly:
Michael lacked a business background. Straight out 
of school, he went to work in the Holden factory. 
When that closed, he took on a series of factory 
jobs and worked his way up to supervisor.

But he wasn’t satisfied and had been thinking of 
buying a Jim’s Mowing franchise for some time. 

Then he and his wife sold two investment properties. 
They had the capital and she said, “It’s now or never.”

And so he bought his franchise, knowing that he would 
be surrounding himself with people experienced in 
business. This is how he describes the experience.
“When you run your own business, you’re in the 
driver’s seat. I have 80 customers now. You’re 
accountable to Jim’s to keep you motivated, but 
I drive the business in the direction I want.”

2  Master Keys to Startup Success

Master Key #1: 

Know Your Figures

 

You need to know how to read a profit and loss 

statement. “If you don’t know how to do that - learn!” 
says franchisee mentor Elizabeth Gillam.

Analyse every line of your P&L statement. 

Every expense you reduce, and every increase 

in sales, will improve your profits.

Master Key #2:  

Identify Your KPIs and Measure Them Daily

Your Key Performance Indicators (KPIs) let you know 

whether you are taking the right actions to move 

toward your targets. Aim for your targets every day.

© 2015 Jim’s Mowing | All Rights Reserved



2 Master Keys to 
Growing Your Business

Master Key #1: Have 
Systems in Place to Keep 
Customers Happy
 
Matthew Michalewicz lectures 
in entrepreneurship at the 
University of Adelaide. He has 
this advice... 

“If you find yourself growing 
quickly without proper 
systems and processes in 
place, chaos will erupt and 
your customers will suffer.”

Unhappy customers make 
your business shrink 
rather than grow.

Master Key #2: Go 
the Extra Mile

Jim’s Mowing franchisee 
Danny Elliott has another 
piece of advice.

“I send out Christmas cards 
to all my regular customers. 
There’s just so many little 
things. It’s takes a bit of 
time and not a lot of money, 
but you’re sold as someone 
who is approachable.”

Business Growth Stage #2: Growth:  
4 Steps to Getting Repeat Customers

In this section, you’ll learn what growth means and how to grow your 
business. After you’ve gotten it profitable in the startup stage, growth 
lets you increase your profits. The more you increase your profits, the 
more resources you’ll have to create your ultimate goal of freedom.

Let’s meet our second Jim’s Mowing franchisee, Danny Elliott.
He bought his split — a part of an existing Jim’s Mowing franchise — 19 months 
ago. He started with 51 regular customers and has grown his business by 90%.

And the path he’s taken has been a mix of common 
sense and outstanding customer service.

4-Step Path to Growth

What is growth? 
Simply put, growth is increasing your number of regular customers.

If you only attract one-off customers, your business 
will never be as profitable as it could be.

While Jim’s Mowing head office will send you leads, you’re the 
one who’s out there building a relationship with the customers. 
It’s because of YOU that they’ll hire you on a regular basis.

All of these tips for getting repeat customers apply to any 
business, but our examples come from Jim’s Mowing.

1. Keep Your Word. Get this wrong and nothing else matters. Turn up when 
you say you will.  If something comes up, renegotiate in advance.

2. Do More Than Your Customers Expect. Mediocre businesses give 
customers what they’re expecting. Outstanding businesses make 
customers feel like they’re getting more value than they’re paying for.

3. Don’t Assume Customers Know What They Need. Customers may 
think they only need their lawns mowed. They may think you only cut 
lawns. Let them know the full range of services you provide.

4. Persist. Stay in touch with your customers. It’s your job to 
show the initiative in the relationship, not theirs.

Let’s finish with some advice from franchisee Danny Elliott...

“Have a good rapport with your clients. Take five minutes to talk with them and 
let them tell you what they would like to achieve. As you look around the property 
with them, it sows the seeds that you have the capability of doing those things.”
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Building a team offers many opportunities to 
capitalise on growth, without dropping the 
ball on effective business management.
 
At some point, a thriving business will grow 
beyond the amount of work you can handle 
on your own. When you get to this point, the 
way to keep growing is to build a team.

Let’s meet our next franchisee…

Peter Glover can boast of having the largest Jim’s 
Mowing franchise in South Australia, even though he’s 
just coming up to his sixth year as a Jim’s franchisee.

Before he bought his franchise, he had worked in the 
hospitality trade since he was sixteen. He’d had 22 long 
years of long hours. And he had to work Christmas Day… 
public holidays… night shifts… and most weekends.

Grow Your Business to Fulfil Your Ambitions

Because Peter and his wife were shift workers, 
they knew they’d have to do something 
now that they’d become parents.

His brother owns a Jim’s Mowing franchise 
in Adelaide’s northern suburbs.

Peter says, “I went out to do some work with my brother to 
see if it was what it was cracked up to be. After four hours 
of working extremely hard, I was blown away when my cut 
of the job was $400. That’s $100 per hour paid on the day.”

He bought a rundown round in Oaklands Park 
and an adjoining territory. Despite what he’d 
seen in his brother’s business, he worried 
about whether he would earn enough.

“Within two weeks that fear was out the window,” 
he says. “By the end of my first six months, 
I had tripled my regular client list.”

 

As he got busier, he put on another employee so 
he could have another trailer on the road. Then he 
added another employee and another trailer.

“I believe in looking after those that look after 
you. I treat and pay my staff well.”
 
Peter is clear about his goals. “Since starting I now own five 
territories and I’m looking at purchasing number six.” 

His goals are to:
· Buy another territory
· Get another trailer and staff member on the road
· Continue to build his regular client list
· Work more on the business than in the business
· Spend more time with his family.
 
That last goal is Peter’s version of freedom - the 
reason why he’s in business and wants to succeed.

2 Master Keys for Building a Team

Master Key #1: Share Your Targets

Your team needs to know what targets you’re aiming at in 
your business. It’s your job to make sure that you’ve told 
them, and that they’ve understood what you’ve told them.

You also need to make sure your team 
understand the KPIs you’ll use to measure their 
actions as they move toward those goals.

Master Key #2: Teach Your Staff to 
Create Customer Experiences

Too often, says franchisee mentor Elizabeth Gillam, staff 
get trained in doing the tasks of the position but not 
in how to create an experience for the customers that 
will keep them coming back. Teach your team this skill 
and you’re assured of having a successful business.

Business Growth Stage #3: Expansion:  
Build Your Team
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Business Growth Stage #4: Maturity:  
5 Keys to Creating a Leadership Team

In this section, we’ll look at how to build your 
leadership team. If you don’t train leaders, you’ll need 
to do all the day-to-day management yourself.

But there’s an even more important reason than that 
to have leaders in your business. In our case, to run 
a Jim’s Mowing franchise, you need to be healthy. 
So how would you run your business if an injury or 
illness kept you from working? With a leadership 
team, your business can run even if you are unwell.

There’s still another benefit. With a leadership 
team in place, you gain more of the freedom 
we discussed at the start of this report.

Let’s meet our next Jim’s Mowing franchisee, Gavin Drew.

His business has two parts: maintenance (mowing 
lawns and gardening) and landscape design.

For Gavin, freedom means working in the landscape 
design area of his business. He’s hired a manager 
to take care of the maintenance side.

Few Jim’s Mowing franchisees hire an 
operations manager; most of the biggest 
operations simply have great teams.

6 Tips to Attract and Keep Great Staff

Here are six tips for finding great team members:

1. Be likeable. People want to work for people they like 
and trust. Related to this is the point that if you treat 
your staff well, they’ll treat your customers well.

2. Check references. Never hire someone without 
checking their references. The question to ask 
previous employers is this, “If so and so wanted to 
work for you again, would you hire them back?”

3. Resolve conflict fast. Everyone hates conflict, but when 
you’re working with people it will come up. The best way 
to deal with conflict is to resolve it as fast as possible. 
Create an emotionally safe place for your team members.

4. Reward well. Reward your team members as they’d 
like to be rewarded. The most obvious way is to pay your 

staff well. But money is not the only motivator. Find out 
what inspires each person and reward them in that way.

5. Run your business with systems. Take the guesswork 
out of delivering consistent experiences for your 
customers. Create written checklists and scripts 
for what your team members need to do. With 
everything written down, it becomes easier to train 
new staff and your expectations are always clear.

6. Provide professional development. Encourage 
your team to take courses that move them 
toward their own goals. As you help them achieve 
their goals, they’ll help you achieve yours.

The Type of Team Member to Hire

Let’s hear from Jim’s Mowing franchisee Gavin 
Drew again as he shares a final tip...

“It’s not just [the team] taking a load off you. It’s a growth 
thing for them. Hire someone who wants a career.”

2 Master Keys for Building a Leadership Team

Master Key #1: Train Your Leadership Team

What training do you give your leadership team? 
Franchisee mentor Elizabeth Gillam has a few ideas...

“Teach them how to meet the KPIs, how to 
manage, and then let them lead.”

She says that you want a number of Mini-Me’s on your 
team - people who understand your vision for the 
business and are committed to helping you get there.

Master Key #2: Get Out of the Way and Let ‘Em Lead

Here’s why Gillam says you need to let your 
leaders lead. “It’s no use buying a dog and then 
barking as well.” In other words, if you have a well-
trained leadership team, let them do their job.

She adds, “Give them all the tools they need to lead your 
business, then get out of the way and let them lead.”
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Business Growth Stage #5: Exiting:  
Selling Your Business… or Part of It

In this final section, we’re going to look at how to sell 
your business for the most money you can get.

Many businesses only give you one way to exit 
the business: sell it. But with a Jim’s Mowing 
franchise, you can choose another exit strategy.

You can either…
1. Sell your business.
2. Divide your business and sell part of 
it, which is known as a “split.”

You’re about to hear from franchisees who 
have done both of these options.

Option #1: Sell-out

Now let’s meet Kyle Austin, our Jim’s Mowing 
franchisee who is being forced to sell his business...

Kyle bought his franchise three months ago for $55,000.

“I bought a business that had 100 customers. It sits at 155 
customers now – regular customers. That was purely pushing 
the business and doing the things Jim’s told us to do.”

He loves the Jim’s Mowing franchise but the 
unexpected happened. Kyle needs a knee 
replacement. Because of this, he needs to sell.

If he had the capital, he’d prefer to put on another 
team and keep his Jim’s Mowing franchise. But 
he doesn’t have the money and can’t physically 
run the franchise any more on his own.

But there’s some good news to his story. Because 
he increased the value of his business in the 
three months he’s been running it, he’s selling 
it for $45,000 more than he paid for it.

Option #2: Sell a Split

This option lets you keep part of your existing business, 
while getting a lump sum for the split you sell.

Let’s hear again from the franchisee we met in 
an earlier section, Peter Glover, who owns the 
largest Jim’s Mowing franchise in South Australia. 
He shares why he loves selling splits.

“During the last six years I’ve done three splits and 
rebuilt that customer base. It was a great injection of 
money into my business after doing these splits.”

2 Master Keys to Exiting Successfully

Master Key #1: Plan Your Exit Before You Start

“Prepare your business for sale from day one,” says 
lecturer in entrepreneurship Matthew Michalewicz. 
“This will allow you to have a business that runs better 
and will be worth more when the day comes to sell it.”

At some time you’ll want to exit your business - 
whether through retirement, a change of interests, 
a change in your family situation, or poor health.

If you haven’t planned how you’ll leave your business 
- what’s called your “exit strategy” - you’ll have to 
settle for whatever you can get for it at the time.

But if you’ve always run your business as if you 
needed to sell it at any moment, it will be more 
valuable. As a result, you’ll get more for it.

Master Key #2: Add As Much Value As You Can

Your most valuable asset in your business is not 
equipment or cash on hand. Your most valuable 
asset is your list of regular satisfied customers.

The more effort you put into increasing the 
satisfaction of your regular customers, the more 
you’ll be able to get when you sell your business.

Treat your best customers like royalty. Anticipate 
what they need. If it won’t take long to do it for 
them, do it free. The goodwill you build will keep 
them coming back to you again and again.
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Is Franchising For You?

We hope this report has given you information 
to help you research the franchise industry.

Franchising has a lot of benefits over starting an 
independent business. These benefits include the power 
of an established brand, proven systems for each area of 
running a business, and support whenever you need it.

Here are two resources to help you as you continue to 
work out if franchising is the path you want to take...

Franchise Council of Australia  
(http://www.franchise.org.au/).  
This is Australia’s peak body for the franchise industry. 

Under the “Information” tab on their website, you’ll 
find a lot of helpful information such as “Understanding 
the Franchise Relationship”, “Thinking of Buying a 
Franchise”, and the “Franchising Code of Conduct.”

Griffith University’s ‘Buying a Franchise’ Pre-
Entry Franchise Education course 
(http://www.franchise.edu.au/home/education/ 
for-franchisees/pre-entry-franchise-education).  
This FREE short course is packed full of information 
to help you make a wise decision. The five modules 
are presented in video format in a way that’s easy 
to understand. You can even get a certificate 
to show you’ve completed the course.

17 Reasons Why Jim’s Mowing May Be Right For You

In Australia, you have a choice of more than 1000 
franchise systems. So why choose Jim’s Mowing?

The answer is the choices you have as 
a Jim’s Mowing franchisee.

1. You can choose to buy a new business 
or buy an existing business.

2. You have the choice to grow your 
business to the level you desire.

3. The pace of growth is your choice.

4. You can choose to be a solo operator 
with your regular customers.

5. You have the flexibility to build your business and 
then sell off parts of it. Those parts are called splits.

6. You have the choice to build your client base 
and therefore the value of your business.

7. You have the choice to employ staff and expand.

8. You have the choice to share or “swap” customers.

9. While you’re given guidelines for pricing, you can 
choose your prices. You may want this flexibility with 
your regular customers to provide them extra value.

10. You can choose your hours through the 
size and style of business you create.

11. Based on the vision for your business, you 
can choose what equipment you need.

12. You can choose your workload. Do you 

want to accept new leads from head office or 
only serve your current customer base?

13. You can choose to take on work 
outside your own territory.

14. You can choose to get further qualifications, 
such as becoming a horticulturist.

15. You have a range of other services you can offer 
customers beyond mowing lawns. These other services 
include gardening, weeding, hedging, edging, rubbish 
removal, trimming, gutter clearing, and odd jobs.

16. You have the flexibility to have another 
Jim’s Mowing franchisee take care of your 
customers when you take time off.

17. You get to make a lifestyle choice and work in 
an active and healthy working environment.
 

With the choices Jim’s Mowing gives you, you have 
a great shot at living out your idea of freedom.

And as you build your business, you’ll 
get to enjoy the profits too.

At the start of this special report, we asked you to imagine 
what life would be like if you owned your own business. 

Now we’d like you to do a quick but important exercise.
1. Write down a number for the profit you’d like to achieve.
2. Write a paragraph defining freedom for you. What 
does it look like? What are you doing? How do you feel?

Then call your local Franchisor on 1300 535 027 to have a 
chat about whether a Jim’s Mowing franchise can help you 
achieve your profit target and reach your idea of freedom.
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 Call your local franchisor on  

1300 535 027  
to have a chat about whether a Jim’s Mowing 
franchise can help you achieve your profit 
target and reach your idea of freedom.
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