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CASESTUDYTWO :

WESHARETHECONCERNS
OFTHEFRANCHISEES'

NatanaëlWright ,

above
,

founderand
president of theWallStreet
institute in France

,

is both franchiser
andfranchiseewiththefamous
brand of Englishlanguageschools.
Born in England to a Frenchmother
andBritish father

,

Natanaêl is

currentiybased in Paris.

TheWallStreetInstitute is notjust
a brand

;

there is a wholeteaching
systembehindthenamewhichalready
existedwhenmyfatherdecided to set
upthefirstWallStreetInstitutes in

France
. MyfatherlikedtheTactthat

therewas a ready-mademethodthat
madeeconomicsenseaswellas a

brandname . FormostEnglish language

FRANCHISEE OFENGLISHLANGUAGESCHOOLS

schools
,

thecontent of thecourse
depends ontheteacherand
therefore canbequitevariable . In ourcase

,

70percent of thecontentrelieson
themethod . There is alsothebusiness
model

,

theway of thinkingandthe
advertisingstrategy.
TheWallStreetInstitute is an
international franchise .

I'
m boththefranchiser

forFranceandone of thefranchisees at

thesametime . I have28franchisees in

Franceandtheinternational
headquarters have20franchisees . It' s quite
a commonconfiguration forglobal
brands . It' s verydifficultfor a company

to besofarawayfromthemarket
especiallywhen it' s

a veryhands-on
business liketheWallStreetInsti

tute . Theheadquarterssometimes
preferto receiveIowerroyaltiesrather
thanhaving to manageanexponential
number

of teachingcentresworldwide.
Theamount

of workinvolved in running
thatnumber

of franchisesfromsuch a

distance justwouldn' t beworthwhile
,

operationallyspeaking.
Asnationalfranchiseeswegetquite
limitedsupport fromtheinternational
franchisers

,

butthatmakessenseas
theyaresharingtheirroyaltieswithus.
Wegetthefundamentals suchasthe
methodandany improvementsonthe
method fromtheinternationalsection.
Thenasfranchisers

,

weprovide the
franchiseeswithon-goingtraining ,

nationalscalemarketing , meetingsand
informationsharing . If a franchisee is

havingproblemsandnotmaking
sufficient profit ,

wewouldinterveneandtry
to figureoutwhattheproblem is

and
thenprovidethenecessarytraining to

helpthefranchisee . Wehavealready
hadtheexperience of schoolsgoing
out

of business . Forinstance
,

whenthe
schools in OrléansandLeMans

,

held
bythesamefranchisee

,

wentunder
westepped in andtookoverthecentre

in Orléansandorganised foranother
franchisee to acquireLeMans . Wedo

,

that in order to protectourreputation ;

if someone haspaidforclasseswiththe
WallStreetInstitutethen

it'
s essential

thattheygetthecourse theypaidfor.
Themainadvantage of theFrench
structure forthefranchisees is that if the
internationalfranchiser decides to put
intoplacechanges thataregoodforthe
franchisersandnetnecessarilyforthe
franchisees

,

forexampleanincrease in

royalties ,

then I have to thinknotonly
fromthepoint of view of a franchiser
butalsofromthat of

a franchisee . When
you' re a franchiseewhatreallycounts

is theprofityoumake . As a franchisee
,

I runthecentres in theParisregion ,

most of Lyonandone or twoother
towns . A companyIikeoursgenerates
10percent of itsincomeas

a franchiser
and90percentasa franchiseesowe
wouldneverdoanything to

jeopardizeourmainsource of income . It' s a

definiteadvantageforthemembers of

ournetwork
,

asweshare theconcerns
of thefranchisees .

www.wallstreetinstitute.com.
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