Anago sets cash aside for franchisee advertising

the population.” Povlitz said, "“Then agan,
wie glso sell unit franchises o individuals
whao are looking o creale a business.”

Jelf Schaffer has been awarded the new
Clevelond master franchise: He 1s pnimed
for combat and ready to begin iaking on
unit franchisees, which will be the heart of
his organization, Schaffer's company will
be known as Anago of Cleveland

“Tooked for muny years ohaok up with
o suceessful cleaning company,” Schafler
stid, "When | found it and discovered the
master franchise was available, 1 wanted to
have i The best things was it wis in my
wn buckyard.”

Anago locations hive spowned about 250
it franchisees and rnks second in Flovida
Trend Megozing's list behind Burger King
i totad statewide Franchise aperations, How.
ever, Anago has bately scratched the sur-
Face when compared to the more than FO000
units of these two mdustry wons

“Mew office buildings are being built
every day,” Povlirz said, “There's plenty of
chierand trash i businesses all over Americi,
Besides, we huve what the big guys don't.
Anago s offering master franchise opporto-
nities inomuny ke cities like Philodelphi,
Boston and Houston, where CoverAll or
Tai-King are sold-our”

Anapo has set the stnge Tor ngpressive
growth by taking its proprietary Anago
cleaning system. ntegrating new ceonomy
technologies and totally revamping this tra-
ditionally old economy mop and bucket
business,

“"Our franchisees, our clents and cus-
Losters ean have gecess to our 24-hour
Internet accounts,” he smd, “The compa-
nies know when their offices are sched
ulted to he cleaned or if they have already
been cleaned, the status of their account,
or they can request special services with-

out having to go through operators o iar-
ritnge their needs,”

Franchisees have their total business port-
folio available 1o them on the Internet, 24
hours a day. They don't have o keep
records; Anago does that lor them, On their
exclusive database, they can find ot the
status of any information on their clients -
account balaneces, special scheduled special
maintenance requests, everything they

-
‘The last thing we want is to
see anyone fail in our business.’

David Povlitz
President of Anago Franchising

would normally hiave o do if they main-
tained therr own business records,

“That's the difference in our company
ve, the big boys,” Mollica said, "First of
all, we have the franchises available while
theirs are not aviiilable. We handle the com-
plete administration so their company can
hiandle the service end of the business
Many people wanl 10 go into business but
don’t know the administrutive side. We
handle it 100 percent and free up their time
W providing uetuul service. We even help
develop new clhients with our markening and
siles department,”

The company charges & 5 percent royvalty
on gross hillings for their computer, accout-
ing and muarketing services,

Afler purchasing a franchise, the training
program is not only extensive but ongoing
toinsure lasting viabihty in the marketplace,

“The last thing we wanl is to see anyone
fail in our business.” Povlitz said.

Neither Poviite nor Mollica would be spe-
cific en the amounts of money a potendial
[ranchisee could be expected w make.

“Let’s be honest.” Mollica said. *The Fed

eral Trade Commission has specific rules
and regulations about these matters. We
don't get into hype and false promses with
these franchisees. We explain what we do
and what cur abligations are and we aid and
assist our investors in every way possible to
be o success: Yes, we do share with them
success stories but we provide them the
opportumiy w talk freely and openly 1o
every person in the organization, so they
can make their own determination about the
business opportunity.”

Anago even has a 2 percent of gross
income sl msice (o help thear Mminehises in
i eo-ap adverising program 1o promete their
businessies

A frimchises is allowed o setl their busi-
ness anyiime. Hven master franchises con
be sold, but Anapo does reserve the fiest right
of retusal bused upon a Fair murket appraisal,

Anago has had steady growth in the past
few venrs, Nexl }'L’HI"H FeVETILEe S Hre i'an'!..'.l.‘lUll
o be 87 million, This yvear's will be at $6
million while 1999 revenues were 84.5 mil-
lion, 1998 came ool 54 million and 1997
wess 1t 534 million

Povlite and Mollica share a4 common
vision for the future, Bath say they plan 1o
develop o national company and see master
contraets established in almost every major
markel, Yet down the line there are some
slight dilferences. Povlite, 52, 1 Michigin
native, wants to see the company 2o pulblic,
while Mollica, 53, o Georgia nutive, wants
life u little casier so he can spend more time
with his young family

"Moo matter which way we go, the com-
pany will continue to grow and will remain
in Flonda,” Povlitz said
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