F R A N C H I S E I N F O R M ATI O N REPO RT

1

F R A N C H I S E I N F O R MATIO N REPO RT

Contents

WHAT DOES TEAMLOGIC IT DO?

3

TEAMLOGIC IT’S HISTORY

6

WHAT ARE MANAGED IT SERVICES?

7

WHAT ARE THE STARTUP COSTS FOR A TEAMLOGIC IT FRANCHISE?

9

HOW BIG IS THE MARKET FOR MANAGED IT

10

WHAT ROLE DOES FRANCHISE SERVICES, INC. PLAY?

11

WHAT DOES A SUCCESSFUL TEAMLOGIC IT FRANCHISEE LOOK LIKE?

12

WHO ARE TEAMLOGIC IT’S COMPETITORS?

13

HOW DO I FIND GOOD TECHNICIANS?

14

WHO ARE TEAMLOGIC IT’S CUSTOMERS?

15

HOW DO I GET CUSTOMERS?

16

WHAT KIND OF TRAINING IS OFFERED?

17

TEAMLOGIC IT FRANCHISEE REVIEWS

18

MEET THE TEAMLOGIC IT MANAGEMENT TEAM

19

FAQ

20

F R A N C H I S E I N F O R M ATI O N REPO RT

What Does
TeamLogic IT
Do?

“Technology businesses looking to grow should also
strive to work more collaboratively with their customers
to truly understand the core challenges they are
facing,” says Paul Sallomi, Global Technology, Media &
Telecommunications Industry leader and US and Global
Technology Sector leader, in the “2016 Technology Industry
Outlook,” published by Deloitte. “This insight will help them
to better communicate how their products and services can
deliver greater value to their customers.”

TeamLogic IT is a
technology franchise that
helps businesses become
more efficient and secure
TeamLogic IT provides outsourced
managed IT services targeted to small and
medium-sized businesses, using a team of
certified technicians. We solve IT problems
for our clients; and, more importantly, by
acting as advisors and putting the right
systems in place, we can help our customers
become more efficient and ensure that
their business data remains secure and
accessible from anywhere.
Evidence of the demand for managed
IT services is perhaps best displayed with
numbers: First Research reports that the
overall U.S. IT services industry generates
about $340 billion annually in revenue, and
that number is projected to keep climbing in the years
to come. However, as CompTIA reports, there are about
118,000 independent computer repair IT companies in the
United States, the vast majority of which are independent IT
providers who serve small companies that employ between
one and 10 people. As Hoovers reports in their overview
of the technology services industry, “The U.S. industry is
fragmented: the 50 largest companies account for about 40
percent of revenue.”
CompTIA reports that only 12,000 companies make
up the entirety of the managed IT services industry in the
U.S. The lack of companies to meet the increased demand
for managed IT services has positioned TeamLogic IT to
capitalize on this very important market niche, which many
industry experts believe is the future of the industry overall.

What makes TeamLogic IT the
leading managed IT services
franchise?
Managed IT services make up 41% of TeamLogic IT’s
overall revenue, which is a testament to the forwardthinking leadership of the brand’s executive team. In the
next three years, leadership predicts that managed IT
services will account for 50% of all TeamLogic IT revenue.
“There aren’t a lot of managed IT services providers
out there,” says Patrick Spaan, Director of Franchise
Development with TeamLogic IT. “With the number of
small businesses totaling around 28 million, the demand
makes it relatively easy to build a TeamLogic IT business in
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a relatively short period of time. Our managed IT services
platform really sets us apart: we don’t bill a customer
every time they break something. We wake up and make
sure that our clients are up and running — because if
they aren’t running, we are losing money. This gives our
clients peace of mind because they know that TeamLogic
IT has an incentive to keep them up and running.”
For the TeamLogic IT franchise owner, the advantage
of managed IT services is a predictable, recurring
revenue stream, which gives you peace of mind as you
manage and grow your business. Managed IT services
also offer greater potential profit margins compared
to the typical repair work that most independent IT
businesses rely upon. Averaging about $150 per month
for each employee a company has on payroll, our
average managed IT services contract brings in about
$2,300 per month.
For the customer, managed IT services mean there
will be virtually no downtime. Potential IT challenges are
identified and often-times fixed before they have time to
become major problems. Maybe it’s a piece of hardware
that is starting to show signs of wear and tear. Maybe
it’s a piece of software that needs a critical security
patch. Maybe it’s just an employee who needs training
to efficiently use software. In all those cases, TeamLogic
IT technicians can help. Since the help is covered under
a long-term contract, there aren’t a lot of extra charges,
which makes IT expenses predictable and easy to budget.

TeamLogic IT franchise owners
enjoy multiple revenue streams
In addition to our growing managed IT services
segment, TeamLogic IT franchise owners benefit from
offering an array of services that help diversify their
businesses, increase profitability and foster growth.
The full range of TeamLogic IT services includes:
SystemWatch IT. We use this software platform
to remotely monitor our clients’ systems and alert our
franchisees and technicians about server, hardware or
software issues. The service detects missing software
patches that could make a business vulnerable to hackers,
and it installs protection against the latest threats. The
software scans for viruses and malware and deletes them
before they cause havoc. The software will also keep
tabs on the overall health of customers’ computers. For
instance, it can often spot a hard drive that is beginning to
behave erratically so a customer can repair it or replace it
before it fails.
Data backup and recovery. TeamLogic IT can set up
local and cloud-based backup solutions for customers, so
that if a server goes down, the business can typically keep
running with minimal disruption. By creating a cloud-based
version of a customer’s network, we can provide them a
safe and functioning IT environment that can help them
keep their business going even in the event of disaster.

Fire? Tornado? Earthquake, flood or hurricane? Even if
the building is gone, the business can still function. For
newer customers who might not yet have a managed
IT services contract, TeamLogic IT can also repair
computers and can often recover data from machines
that have failed.

Computer assessment and purchasing. TeamLogic
IT does more than fix things when they break. We
also study customers’ existing IT infrastructure and
4
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offer advice about changes or additions that can make
their businesses more efficient and secure. We can
advise them on equipment investments and use our
nationwide network of vendor relationships to provide
a competitive quote on equipment that is properly
configured for our clients’ needs.
Installation of systems, hardware and software.
We will make sure clients’ servers and other technology
are properly set up, and often, once they have a
pristine IT environment, they are eager to keep it
pristine through ongoing managed IT services. That
includes solutions to help employees access key files
conveniently and securely.
Email management. We can install email servers,
optimize them for speed, keep spam at bay and provide
email archiving.
Troubleshooting. TeamLogic IT technicians can
solve many problems remotely, but we can also make
on-site visits to the businesses we serve. Additionally,
customers can take advantage of a 24/7 help desk.
Attention to detail. When was the last time
you looked at the web of wires behind your home
entertainment center? Does it look like a mess of knots
and confusion, or is it neat and tidy, with every cable
labeled and secured? TeamLogic IT makes sure the
cabling connecting your business technology looks as
great as it runs. That’s important, because it makes
upgrades and troubleshooting simpler later on.

TeamLogic IT technology
franchise services in action
Drayton Mayers, who owns the TeamLogic IT in
Memphis, Tennessee, offers a great example of the
value of our services:
“There is a payroll processor we have as a client — they
compete very effectively against ADP, Paychex and people
like that. They have clients all over the U.S., and they cannot
afford to have any downtime whatsoever. If their systems
are down and they can’t run payroll for their clients, even
once, they get fired. There would be men and women
charging into the CEO’s office, saying, ‘I don’t have any
money; what the heck!’
“In one case, thanks to the tools we have, we knew that
this client’s servers weren’t acting right, and so we went
in on a Friday afternoon to swap hard drives after they
finished processing payroll. We were physically standing
over their server waiting to do that when the server
catastrophically failed right in front of us. Fortunately,
we also had a business continuity solution in place, and
we had them back up and running within an hour. They
finished payroll processing and were probably only 30
minutes late for dinner. They pay us about $10,000 a year
for backup solutions and disaster recovery, and that is a
big deal for a small company. It’s an investment they don’t
make lightly, but it pays off.”
5
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TeamLogic IT’s
History
Creating a trusted IT franchise
brand to serve small and
medium-sized businesses
Almost every business relies on technology to some
extent, and when that technology fails, it creates a huge
disruption that can cost businesses time, money and
reputation. That’s why businesses are eager to invest
in IT. Worldwide, IT spending is $3.7 trillion annually,
according to a profile on the IT industry published by
First Research in December 2015.
In the U.S., nearly all of that spending — 90% — was
being spread across more than 118,000 independent
computer repair firms that offered varying levels of
expertise and service. Hiring an IT professional is
challenging for a small to medium-sized business
owner. The vast number of tools that are available,
both hardware and software, can lead to a great deal

of confusion. Getting those tools to work together in
an integrated way is a challenge. Compounding the
challenge is the fact that business owners and computer
technicians often struggle to communicate effectively.
TeamLogic IT was formed to overcome this barrier
by communicating with business owners in language
they understand and helping them comprehend how
technology can empower their businesses. TeamLogic
IT was also formed to create a trusted national brand
capable of delivering consistent service, handling the
IT needs of businesses that operate offices in multiple
cities, and pooling the knowledge of hundreds of
talented technicians operating at franchises throughout
the country.

TeamLogic IT becomes the premier
technology services franchise
In 2006, Franchise Services Inc. (FSI) CEO Don Lowe
realized there was a huge opportunity to serve business
customers by creating a national IT franchise, and
ever since, FSI poured resources into developing the
TeamLogic IT brand, investing several million dollars to
create a world-class organization capable of supporting
hundreds of franchise owners nationwide.
“This is the future of business services,” Don says. “It’s
something that every business needs, and as technology
continues to become more ubiquitous, it will become even
more important. We are establishing a reputation as the
brand companies can trust.”
Don hired Chuck Lennon to turn his vision into a reality.
Chuck had worked for FSI as an executive for Sir Speedy
before leaving to provide leadership for New Horizons
Computer Learning Centers, which provides IT training
and certification.

TeamLogic IT operates independently from FSI’s
printing brands, but it is able to tap into the experience,
infrastructure and resources of FSI. Those resources
allowed TeamLogic IT to quickly develop strong
marketing and operations teams that are capable of
providing support generally associated with a franchisor
10 times the size of TeamLogic IT.
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What Are
Managed IT
Services?
TeamLogic IT’s managed
services business model offers
huge advantages
Managed IT services, far from being a buzz phrase,
is now the driving force behind the $340 billion U.S.
IT industry. In an article entitled, “Why Businesses are
Turning to Managed IT Services,” published by CIO in 2015,
writer Thor Olavsrud reviews CompTIA’s Fourth Annual
Trends in Managed Services Study and finds that the IT
industry landscape is rapidly turning to the consultative,
comprehensive and customer-friendly approach that
TeamLogic IT franchise owners use to keep their clients in
efficient and profitable businesses every day.
Even companies that have an IT team or department are
now using managed IT services providers in rapidly growing
numbers. In fact, Olavsrud reports that “more than twothirds of companies surveyed for CompTIA’s Fourth Annual
Trends in Managed Services Study … say they have used the
services of an outside IT firm within the past 12 months.”
Why are companies turning to managed IT services
providers? For starters, managed IT services are a far cry
from the traditional IT industry model of break-and-fix.
A managed IT services provider is a 24/7 consultant who
advises small businesses on what software to invest in
and how to best utilize the software, monitors a small
business’ security asset and ensures the overall wellbeing of a small business who relies on technology for
profitability and efficiency. Consider this breakdown from
Olavsrud’s article about how much a managed IT services
provider improves businesses:

“CompTIA found that improving the efficiency and
reliability of IT operations was a main driving factor for
going with an MSP for 56 percent of companies with
100 or more employees and 47 percent of companies
with fewer than 100 employees,” Olavsrud writes.
“Enhanced security and compliance was a driving
factor for 38 percent of companies of all sizes. ROI/
cost savings was a driving factor for 33 percent of
companies with 100 or more employees and 28 percent
of companies with fewer than 100 employees. The
trade association found that six-in-10 respondents that
consider their technology usage advanced are using
an MSP for physical security services. Also, 63 percent
of the same group are using an MSP for application
monitoring. The managed services that are lowest in
demand to date are videoconferencing, mobile device
management and audio/visual services.”

Managed IT services are essential
to the 21st century small and
medium-sized business owner
So what are managed IT services, and how are they
different from the service you may have sought in the past
from an IT provider?
Small and medium-sized businesses have often taken a
break-fix approach to technology — waiting for something
to break and then scrambling to repair or replace failed
equipment, which leads to expensive downtime.
To illustrate the difference in our approach, here’s
an analogy:
Having your car break down and leave you stranded on
the side of the road is miserable. You may have noticed the
engine making a knocking sound, or you may have been
caught completely by surprise. Either way, you are losing
valuable time and are likely facing a hefty repair bill (or the
surprise expense of a new car).
Rather than deal with that kind of nasty surprise and
headache, most car owners have learned to take their
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vehicle in for regular oil changes and other maintenance.
Skilled mechanics inspect the vehicle and keep the owner
apprised of potential issues, such as worn parts that may
need to be replaced. A good mechanic does his best to
make sure your car won’t leave you stranded.
Managed IT services contracts provide the same type
of service to business owners. Technology is monitored,
regular maintenance is done to keep a customer’s tech
infrastructure sound and issues are often spotted and
corrected before they can become catastrophic. A good
technician, and a good IT business, does its best to make
sure your technology doesn’t leave you stranded.

How is TeamLogic IT getting
managed IT services right?
One of the things that sets TeamLogic IT apart from
other franchise opportunities is that there is virtually no
ceiling to how much you can earn with a single franchise
unit. If you open a high-performing restaurant brand,
even the best in the country, you are limited by how
many people you can seat and how quickly you can serve
customers. At some point the only way to grow is to open a
second location, or a third.
A TeamLogic IT franchise is scalable. You start with a
small team, but as you build your reputation, add clients
and sign more managed IT services contracts, you can grow
significant revenue within your territory. Your territory is
configured to provide 1,500-2,000 initial target businesses
for your service, and a single managed IT services contact
is typically worth approximately $2,300 a month — $27,600
a year in recurring revenue. Managed IT service contracts
are attractive for small and medium-sized businesses that
are highly reliant on technology because the contract allows
them to have an on-call expert monitoring their technology
and offering solutions, for much less than it would cost
them to hire an IT professional or staff.
The managed IT services model not only provides a
higher level of service to customers, but it also delivers
more predictable cash flow for franchisees. Currently,
managed IT services makes up 41% of overall TeamLogic
IT revenues; however, corporate leadership predicts that
number to reach 50% in the next three years.
“TeamLogic IT compares favorably with the top quartile
of managed IT services providers in the world,” says Frank

Picarello, Chief Operating Officer with TeamLogic IT. “We
have the right services for the marketplace, not only for
today, but also for where the industry is going in the future.
In terms of results, financial performance is key. When we
see TeamLogic IT growing at rates significantly above the
industry overall, we know this is the result of getting a lot
of things right.”
8
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What Are The Startup Costs For a
TeamLogic IT Franchise?
How much does it take to start
Franchise Business Review’s toprated technology franchise?

and technicians for troubleshooting support. TeamLogic IT
also uses part of the fee to fund the first three months of
local marketing for your business, which gives you time to
focus on operations during your startup phase.

Startup costs for TeamLogic IT, which has been named
Franchise Business Review’s top technology franchise
for five years in a row (2012, 2013, 2014, 2015 and 2016),
range from $94,550 to convert an existing business to
$142,800 to launch a new franchise.

We look for candidates with liquidity of $50,000 and a
net worth of $300,000.

That includes a $30,000 to $45,000 franchise fee that
pays for the rights to operate as part of the brand; a
week of intensive training at TeamLogic IT University; the
creation of marketing, advertising and collateral material,
as well as radio scripts; the creation of a local website
for your business; a vetted list of 1,500-2,000 businesses
within your territory that match the criteria for an ideal
client; and access to our Business Management Software
System for accessing a library of technical and business
knowledge, and reaching out to other TeamLogic IT owners

Because our veterans have already proven their
capacity for leadership and following systems and
processes, TeamLogic IT is pleased to offer, through our
partnership with VetFran, $5,000 off the initial franchise for
any honorably discharged or retired military veteran who
desires to fulfill their dream of entrepreneurship. This offer
makes helps to make TeamLogic IT an especially affordable
opportunity for our country’s brave men and women, who
have given so much in the way of service to our nation.

INVESTMENT

AMOUNT

Here is a look at other startup costs, as outlined in the
Item 7 section of our Franchise Disclosure Document.

METHOD OF PAYMENT

WHEN DUE

TO WHOM PAYMENT IS
MADE

Initial Franchise Fee

$30,000 to $45,000

Lump sum

Upon execution of the
franchise agreement

Us

Software License

$2,100 to $3,500
(Subject to Change)

Monthly Lump Sum

Prior to Opening
for Business

Us & approved outside
vendors

Vehicle Lease and
Graphics Package
(Optional)

$0 to $350 (lease) /
$100 to $3,000

Lease Payment/
Lump Sum

As agreed

Approved outside
vendor

Initial Equipment

From $3,000 to $5,000

Lump sum

Prior to Opening
for Business

Various outside
suppliers

Real Estate
Leasehold
Improvements

Monthly Rent;
$750 to $5,000

As incurred

As agreed

Lessor

Additional Funds
6 to 8 months

$58,700 to $84,800

As incurred

As agreed

Various

TOTAL ESTIMATED
INITIAL INVESTMENT

$94,550 TO $142,800
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How Big Is The
Market For
Managed IT?
Growing demand for the
services of TeamLogic IT
Franchises
Back in 2013, the industry expected worldwide IT
spending to hit $2.1 trillion in 2014, according to an
International Data Corp. report. That number is a distant
memory. In December 2015, First Research reported that
global IT spending had climbed to $3.7 trillion. In the U.S.
alone, national spending on IT has risen to $340 billion
annually.
The managed IT services (MSPs) industry has blossomed
from a niche segment of the overall IT industry into the
force that is driving the industry into the future. The
growing demand for managed IT services was recently
documented in CompTIA’s Fourth Annual Trends in
Managed Services Study, which surveyed 350 business
owners on their use of these services. According to
MSPmentor, “more than two-thirds of companies surveyed
said they have utilized outside IT services within the past
12 months, signaling a steady uptick in the use of managed
services among organizations.”
MSPmentor reports that the surge of managed IT
services in business is the direct result of the value these
services and the range of solutions these services bring to
small businesses and to large companies that employ an
internal IT staff or department.
“And while the growth of managed services often
allows companies to free up their IT departments for
other functions, they continue to seek bigger payoffs from
their partnerships with MSPs, such as becoming more
competitive or ramping up their efficiency, according to
the study,” MSPmentor reports. “This, in turn, is opening

the door for MSPs to grab new business opportunities,
especially those concerning the factors that drive end
users’ decisions to use managed services, such as
operational efficiency, enhancing security and being more
proactive in IT maintenance.”

TeamLogic IT faces little
competition in the managed
IT services segment
Despite the boom in the IT industry, the industry
remains very fragmented. According to CompTIA, there are
about 118,000 independent computer repair IT companies
in the United States, and only about 12,000 managed IT
service providers. The vast majority of these companies
are independent IT providers who serve small companies
that employ between one and 10 people. While there are a
handful of brands that serve large companies who employ
upwards of 500 people, TeamLogic franchise owners are
best suited to serve clients who are in the middle of large
and small, employing 10-100 people on average.
TeamLogic IT was created to become the go-to IT team
for small and medium-sized businesses. We offer fast
responses to IT challenges; but more importantly, we act
as an IT advisor to our customers, monitoring their vital
IT systems to prevent problems and eliminate downtime.
We also analyze their businesses to recommend specific
technology solutions that can help them grow. We’re not
just the folks business owners call when something breaks;
we are business partners who provide guidance and access
to new technologies that can help make our clients more
efficient, more profitable and more secure.
“Our sweet spot, and where we do well, is in working
with the companies that have outgrown their local IT
service provider but are still too small to work with an
enterprise company,” says Chuck. “In reality, virtually every
small business in the U.S. needs us. Business owners have
never been more sensitive to their dependence on IT. IT
drives productivity and, ultimately, profitability. We tend to
talk very little about technology with our clients and a lot
about business. What happens when their technology fails?
How much will business be affected? We help our clients
leverage technology to run their businesses better and
more profitably. This is a services business, and customer
service is king.”
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What Role
Does Franchise
Services Inc.
Play?

TeamLogic IT operates independently of the printing
brands and is driving growth for FSI, which considers
technology a huge avenue of growth for the future. FSI’s
confidence in the concept is underscored by the fact that it
has operated TeamLogic IT’s franchisor operations at a loss
since 2006. That’s because it was investing in a franchise
organization capable of sustained growth, which will help
to consolidate the IT market among business customers.
FSI realized profits from its operation of TeamLogic IT
beginning in 2014.

Parent company of
TeamLogic IT technology
franchise has more than 40
years of experience
Franchise Services Inc. (FSI), the parent company of
TeamLogic IT, has 40 years of experience supporting
franchise owners and helping them succeed.
From the beginning, FSI has been focused on businessto-business (B2B) services. For most of its history, that has
meant providing printing and marketing services through
award-winning brands such as Sir Speedy, PIP Printing and
Marketing, MultiCopy, Signal Graphics and Eastnet Print.
Ten years ago, it was clear that another large B2B need
was emerging — an IT services brand focused on the needs
of small and medium-sized businesses that could deliver
enterprise-level support to those customers. Most small
businesses hired independent technicians to handle IT
needs, and the results were mixed.
Franchise Services Inc. CEO Don Lowe saw an
opportunity to build a brand that could bring together IT
professionals, leverage their combined knowledge and
use the power of a national franchise network to create a
unique service model that would do a better job serving
small businesses.
Technology Franchise OpportunityFSI has invested
several million dollars to make TeamLogic IT a reality,
providing it with the funding to support franchisees
and surround them with an outstanding, experienced
management support team capable of helping them grow.
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What Does
a Successful
TeamLogic IT
Franchisee
Look Like?
Can my TeamLogic IT franchise
succeed if I don’t have a tech
background?
You do not need to be an engineer or a long-time IT
professional to run a successful TeamLogic IT franchise. As
an owner, you will hire technicians to serve your customers.
You will reach out to potential customers, learn about their
businesses and offer technology solutions that will make
their businesses more efficient, secure and profitable.

“I’ve never been afraid of technology,” he says. “In 1983,
when I became executive director for MIATCO, I decided
technology would be a strategic partner as I built U.S. farm
exports, and not just a necessary evil. I had clients all over
the world, which forced me to adopt that attitude. The rest
of the world often embraced technology more quickly to
gain access to world markets. In 1983 when we were using
Telex machines, they were using fax machines. I adopted
faxes. They were using email; I adopted email. They were
using Skype or GoToMeeting, and I adopted what they
were using.”
Drayton says his experience allows him to have
conversations with business owners that focus on results
and how technology — particularly reliable, safe and
secure systems — can become a tool to drive results.
“As president and CEO, you have to make IT decisions
either to drive revenue or manage bottom-line costs,” he
says. “I understand that and can have conversations with
owners on that level.”

You will manage a team of technicians, but you won’t
act as one. TeamLogic IT owners come from a variety
of backgrounds: some have amazing engineering and
computer science backgrounds; others have executive
management experience and have always been curious
about technology and how to put it to use.
Drayton Meyers, in Memphis, is a great example of
a TeamLogic IT owner who doesn’t have a computer
science background. He has never installed or configured
a server. He doesn’t have an in-depth understanding of
how servers work — but he knows how they can make a
business more efficient.
Before buying a TeamLogic IT franchise, he was CEO
of the Cotton Board — a nonprofit dedicated to the U.S.
cotton industry that is best known for its “the fabric of our
lives” campaign. Before that, he helped expand U.S. food
exports as executive director for MIATCO. He traveled the
world for both jobs, and he quickly learned that technology
was an important ally.
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Who Are
TeamLogic IT’s
Competitors?

been nice to have an IT system, but now it’s a requirement.
IT drives productivity and, ultimately, profitability. We tend
to talk very little about technology with our clients and a lot
about business. What happens when their technology fails?
How much will business be affected? We help our clients
leverage technology to run their businesses better. This is a
services business, and customer service is king.”

In the highly fragmented IT
services industry, TeamLogic
IT’s national brand helps
attract customers
Though the booming worldwide IT services industry
raked in $3.7 trillion in revenues in 2015, according to
First Research, the industry is severely fragmented. The
IT services industry is one of the rare cases where the
demand far exceeds the market’s ability to meet it.
According to CompTIA, there are about 118,000
independent computer repair IT companies in the United
States, the vast majority of which are independent IT
providers who serve very small companies that employ
between one and 10 people. While there is a handful of
brands that serve companies that employ upwards of 500
people, TeamLogic IT franchise owners are best suited to
serve that vast swath of clients in between — companies
that employ 10-100 people, on average.
TeamLogic IT was created to become the go-to IT team
for small and medium-sized businesses. We offer fast
responses to IT challenges; but more importantly, we act
as an IT advisor to our customers, monitoring their vital
IT systems to prevent problems and eliminate downtime.
We also analyze their businesses to recommend specific
technology solutions that can help them grow. We’re not
just the folks business owners call when something breaks;
we are business partners who provide guidance and access
to new technologies that can help our clients be more
efficient, more profitable and more secure.
“Our sweet spot, and where we do well, is in working
with the companies that have outgrown their local IT
service provider but are still too small to work with an
enterprise company,” says Chuck. “In reality, every small
business in the U.S. needs us. In the old days, it would have
13
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How Do I
Find Good
Technicians?
TeamLogic assists their IT
franchises with the hiring process
Hiring the right technician is key to the success of a
TeamLogic IT business. You’ll need someone with the right
combination of skills to serve most of your customers’
needs. As you grow, you’ll want to bring on more technicians
who have additional skills and can expand your capabilities.

Jon Simms likes being in that role — and he also likes
creating opportunity for well-paying jobs that have a
solid career path. “We give them the opportunity to learn
new things by providing training that makes them better
technicians and makes us a stronger business.”
“There are people with these skills who have a lot to
contribute,” Jon says. “In 2013 we expanded our office
by acquiring the space next to us, and we were tearing
down walls and reconfiguring the office. Adrienne met a
young man at a supply store we visited, and they wound
up talking about how he liked his job. He said he liked it
okay, but what he really liked was computers — and he
had all these credentials that he wasn’t using. She asked
him to send his resume, and we created an intern position
for him. He spent 90 days with us, making some mistakes
and learning a lot, and you could tell this was his passion.
He is a full-time tech here now and very grateful for the
opportunity, and it’s exciting to be able to offer it.”

How do you make sure you are hiring the right person?
We help. TeamLogic IT’s corporate office has developed
employment ads and job descriptions that will help you
attract the right candidates, and we will participate in the
interview process to identify the technicians with the best
technical and personal skills.
Jon Simms, who opened a TeamLogic IT franchise in
Mountain View, California, with his wife, Adrienne Wong, in
2009, says the hiring help was invaluable.
Jon and Adrienne have impressive technology
backgrounds — they met as coworkers at Sun
Microsystems — but most of their experience was with
software programmers, not technicians.
“It’s very different — different degrees, different
backgrounds, a different approach to life,” Jon says of
working with technicians. “TeamLogic IT helped with the
job posting and gave me an opinion on a short list of top
candidates. It was a great help.”
Technicians like working for TeamLogic IT because
we allow them to use their core skills without having to
focus on sales. “My role is to be the rainmaker,” explains
Bill Galinsky, who opened his TeamLogic IT franchise
in December 2013 in Greenville, South Carolina. As
the owner, he expects to bring in business to keep his
technicians busy.
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Who Are
TeamLogic IT’s
Customers?
Professionals who rely on
technology to deliver their
services are ideal customers
There were nearly 28 million small businesses in
America in 2015, according to Forbes. Of those, 1 million
are ideal managed IT services clients for TeamLogic IT.
What makes those 1 million special?
They generally have high revenue per employee and
rely on technology to deliver services to their customers.
They also have between 5 and 50 employees — they are
big enough to need strong systems that allow them to
collaborate effectively, but not big enough to have their
own IT staff. Often, they are professional- and practicebased service companies.

PR and advertising agencies. Communications
professionals maintain vast troves of information that
is used to craft marketing campaigns for their clients. If
image files and background data are missing or hard to
find, precious time is lost. Like a lawyer, if a PR agency isn’t
pitching for a client, they aren’t billing.
Financial services providers and boutique investment
firms. Wealth management is big business, and wealth
managers rely on secure data and responsive systems so
they can adjust portfolios quickly while keeping track of
every penny. A system outage can cost their clients tens
of thousands of dollars in lost opportunity, and it doesn’t
take too many outages to send high net-worth individuals
shopping for a new investment firm.
What do these companies have in common? They
cannot afford downtime. They cannot afford to lose data.
They cannot afford major disruption. The value of managed
IT services is crystal clear and compelling.
That’s a tiny slice of our customer base for managed IT
services. Our customers also include biotechnology firms,
ambulance providers, trucking companies, manufacturers,
retailers, hotel chains and many, many others.

Examples:
Healthcare providers. Physicians’ practices and dental
offices rely on technology to deliver patient care, keep track
of patient records, handle billing, make appointments and
coordinate with other healthcare professionals. If their
systems aren’t running smoothly, and they are forced into
downtime, they can quickly lose thousands of dollars. If
their data is not secure, they can be liable. By providing
stable systems, security and backup solutions, TeamLogic
IT franchises are able to eliminate expensive headaches.
Law offices. Lawyers generally make their living
through hourly billings, and if their systems prevent them
from working, they also prevent them from billing. That
means computer problems can quickly cost a law office
significant revenue. At the same time, lawyers handle
sensitive information for their clients, so data security is
critical. Accessibility is also important, and providing both
security and accessibility requires strategic deployment of
IT solutions.
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How Do I Get
Customers?
TeamLogic IT provides its computer
franchises with marketing support,
sales training and more

A local website. TeamLogic IT provides you a local website
that is optimized for the search terms that potential customers
use when they are looking for help. Franchisees can customize
their local sites to reflect the personality of their business
and add customer testimonials that build the trust of sales
prospects. The website also allows customers to sign up for an
email newsletter full of trending technology articles that serves
as an ongoing marketing piece for your business.
Direct mail. TeamLogic IT develops a verified list of 1,500
to 2,000 potential business customers for you to market
to when you launch your business. Newsletters, postcards,
brochures and promotional items are ideal ways to build
brand awareness and deliver targeted messages to your
intended audience.
Email marketing. Email is a great way to target specific
industries with tailored messages, and it works especially
well alongside direct mail. Monthly email newsletters also
build client loyalty and can keep you top-of-mind with
qualified prospects.

There were nearly 28 million businesses in the United States
in 2015, according to Forbes. About 1 million of them fit
the profile of an ideal TeamLogic IT customer. The demand
is massive. The key for growing a successful TeamLogic IT
business is to get in front of those customers and help them
understand the services you can provide.

Here is how we do it:

Marketing Tools
During training, TeamLogic IT franchisees receive and
are trained to use a Marketing and Sales Playbook, which
outlines the tools we use to build brand awareness, explains
how the tools work and shows how you can track your
marketing efforts to boost effectiveness.
TeamLogic IT franchisees use a combination of marketing
channels to reach customers. The integrated marketing
approach includes:

Content marketing. One of the best ways to build
your reputation is by sharing useful information to educate
your prospects and clients about emerging IT issues.
By establishing yourself as a thought leader, you gain
credibility, which helps you earn business. TeamLogic IT’s
corporate staff produces a blog, ITInflections, that provides
thought leadership and serves as an advertising vehicle for
local franchisees.
Networking. TeamLogic IT franchisees are encouraged
to join organizations that will allow them to connect with
other business owners in their community. It’s an invaluable
way to learn about local businesses, get referrals and earn
the interest of people to whom you have been marketing.
Vehicle graphics. TeamLogic IT businesses use vehicles
wrapped in promotional graphics, which serve as mobile
billboards for your services and increase brand awareness.
Over time, they can generate millions of impressions on
potential clients.
More; much more. The tools mentioned above
represent just a fraction of our marketing system. By
combining these tools and others, you will generate a steady
stream of leads that you can then convert into clients.
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What Kind
of Training Is
Offered?
TeamLogic IT franchises
receive a week of training at
headquarters, ongoing coaching
TeamLogic IT provides new owners a week of
classroom training for two people at our headquarters
in Mission Viejo, California, and an additional 27 hours of
pre-opening training that is conducted online or through
webinars and phone consultation. The training focuses
on the company’s four operating systems: Employee
Management, Financial Management, Sales & Marketing
Management and Technical Management. Operations
manuals are provided to support and reinforce the
training and serve as an ongoing reference.

TeamLogic IT offers
exceptional ongoing support
The week of training provides a broad overview of the
business, but the long-term value comes in TeamLogic
IT’s dedication to ongoing support. TeamLogic IT’s
corporate team draws from a deep talent pool, thanks
to the investment in the brand by Franchise Services
Inc., which means franchisees have A-players supporting
their business.
“They continue to support you if you have technology
questions by providing marketing materials and tools,
sales coaching, help with administrative questions
and help with bookkeeping and accounting,” Stewart
says. “They host webinars on a regular basis, which, if
people don’t take advantage of, they’re crazy. They are
excellent. I haven’t attended a webinar or a conference
where I didn’t get something that I could bring into my
business and have it pay dividends.”

The training provides an overview of sales and
marketing, the technology that powers the business
and how to provide oversight, business and financial
management and human resources. They also learn
about all the resources that are available through the
Business Management Support System, which provides
a database of knowledge as well as a message board
that connects all TeamLogic IT owners and technicians. It
allows you to get quick answers to any tricky questions —
assuming the corporate office doesn’t answer you first.
“They do a good deal of providing structured
training,” says Stewart Paul, who opened his first
franchise in Philadelphia in April 2011. “The university
they put on — which covers what TeamLogic IT stands
for, the services provided, how to handle the business
in terms of marketing and sales, and the technology
— they are very good at giving you the information
that you need. And they tailor it. Some people need
more of one thing or more of another, and they have
tremendous depth of knowledge, so you can drill down
as deep as you want in any area.”
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TeamLogic IT
Franchisee Reviews
What do TeamLogic IT owners say
about the corporate support they
receive?
“They have been with us through

the thick and the thin of it. When
there were times when we’ve been
struggling or tried to expand
something or find employees — every
time I would talk about aspects
that weren’t going well, they would
be there with things to try. Even if
we wanted to try new avenues for
advertising open positions, they
might have provided some dollars to help us get into more
expensive websites, or they would work to find a couple of
other franchisees who were going to be advertising for more
or less the same positions and help us pool our money for a
single advertisement. They are there with ideas, and in some
cases they are there financially to help out.”

— David Thompson, San Ramon, California
Steven Serna, TeamLogic IT“A lot of
the value was in the myriad details
that go into developing a business,
setting it up, getting your services in
place and providing really strong tools
and support for sales and marketing.
Coming from an engineering
background, and not from sales and
marketing, that was a big deal for me
and Stephanie. Eventually, you get to
where you understand the game. Now,
I rely on them for coaching and support and improving my
skills and expertise.”

— Steven Serna, Portland, Oregon
Todd Harrell, TeamLogic IT Franchise“There are two groups of
individuals who are important at a franchise. One is the folks
at the corporate office, and the second is the other franchise
owners. Before I opened my office, I went to TeamLogic
IT’s annual meeting and had a chance to meet a lot of the
franchise owners and make contacts. I asked if, when I got

started, I could call them, and they all
were absolutely willing to help out.
Early on, I took advantage of that a
lot. ‘I’m facing this issue, what did you
do?’ I have to give a lot of credit to
other franchise owners. And of course,
the corporate folks will help you move
your business forward. The third thing
that was a really, really big help was
the infrastructure for marketing and
knowledge about what has worked. Working with prospects,
people tell me, ‘Your marketing materials are great; it’s head
and shoulders above.’ That has a big impact. People look
at you much differently. And the final thing is, TeamLogic IT
establishes good relationships with channel partners, people
we can work with. If I was an independent and trying to get
help from some of these places, it would just be impossible.”

— Todd Harrell, Parsippany, New Jersey
Stephen Hinsh, TeamLogic IT
Franchise“Back when I was in the
corporate world and had a marketing
team, a sales team, etc., I would spend
15% of my budget on R&D every year.
In this business, as a franchisee, I am
getting the value of corporate-level R&D,
and the royalties I pay are a lot less than
15%. And R&D is critical for a hightech company. When I talk to potential
franchisees, I tell them, ‘If you were buying a burger franchise,
most of the fee goes to the franchisor, and you may not get a
lot of value for it, but the money you send to TeamLogic IT is
being well invested in the capabilities being delivered to us.’”

— Stephen Hinch, Santa Rosa, California
Allison Blankenship, TeamLogic IT
Franchise“The marketing assets are huge.
The go-to-market strategy and overall
marketing plan is critical. We could try to
reinvent that wheel, but it would take a lot
of time, our method wouldn’t be proven,
and you wouldn’t be able to tell customers
that there are 50 ‘Dwight and Allison’
shops all across the country. And the road
map for the business — what works and
what doesn’t — has helped us grow.”

— Allison Blankenship, Columbus, Ohio
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Meet The TeamLogic IT Management Team
Find out more about the leaders who will support your TeamLogic IT franchise
Don F. Lowe
President and Chief Operating Officer, Franchise Services, Inc.
Don Lowe oversees all Franchise Services, Inc. (FSI) companies as CEO. Lowe’s 40-year career in
franchising started as Senior Vice President for Kampgrounds of America (KOA). He then served as
President of Sir Speedy from 1981 to 1996. Under his leadership, Sir Speedy was recognized as a
Franchise of the Year by the IFA (International Franchise Association). Lowe has been inducted into
the Sales & Marketing Executives International Academy of Achievement Hall of Fame and was featured as “Man of the
Year” in Quick Printing magazine. He also plays an active role in the printing industry; he was a member of the Electronic
Document Systems Foundation Board of Directors from 2001-2008.

Richard Lowe
President and Chief Operating Officer, Franchise Services, Inc.
Richard Lowe has more than 25 years experience with all Franchise Services brands and oversees
executive management of Sir Speedy, PIP, Signal Graphics, and TeamLogic IT. Previous positions held
include Director of Copies Now, Vice President of Franchise Support, and Senior Vice President of the
print management group. Lowe started his career in the printing industry as a copy products sales
representative for Eastman Kodak. He is a member of the Sales & Marketing Executives International Association (SMEI),
and chairman of the board for the Electronic Document Scholarship Foundation (EDSF).

Dan Shapero
President
Dan Shapero has served as president of TeamLogic IT since March 2018. He has held executive positions
at Ingram Micro Cloud, Kaseya, Avamar (EMC), Vicinity (Microsoft), State of the Art (Sage) and Platinum
Software Corporation (Epicor). He also ran his own digital marketing company. Dan is a member of the
CompTIA Board of Directors and is a frequent speaker on topics including managed IT services, cloud,
cybersecurity, mobile computing, business transformation and digital marketing.

Chuck Lennon
Executive Vice President
Chuck oversees franchise development and has played an integral role at Franchise Services, Inc., since
the inception of TeamLogic IT in 2005 as president. Previously, he was vice president of marketing for
New Horizons Computer Learning Centers, Inc. a global franchise training company providing technical
training to businesses around the world. Lennon also served as vice president of marketing for Sir
Speedy, Inc. and held a variety of advertising positions in the greater New York City area, and was a small business
franchise owner early in his career. Lennon is a past board member of CompTIA and their Creating IT Futures Foundation.
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Frank Picarello
Chief Operating Officer
Frank Picarello joined Franchise Services
in 2013 to expand the technology
roadmap for TeamLogic IT. He started
his career with IBM Global Services then
held senior level management positions with MicroAge,
Nortel Networks and All Covered. Most recently he ran his
own managed services consulting company and held the
position of COO at CMIT Solutions. Picarello has extensive
expertise in managed services, business operations, sales
and innovation.

David Robidoux
Chief Marketing Officer
David was appointed CMO in January
2018. He joined the company in 2008,
as Vice President of Marketing, bringing
with him more than 35 years of sales
and marketing expertise in both offline and online
strategy including integrated marketing, branding, web,
mobile, search (SEO/SEM), direct and content marketing.
Previously, David was responsible for marketing at several
public and private companies including overseeing
marketing communications and online/ecommerce
strategy at First American CoreLogic and, prior to that,
marketing communications at New Horizons Computer
Learning Centers.

Lee Dye
Vice President, Franchise Support
and Training
Lee joined TeamLogic IT in February
2018. He is responsible for franchisee
training and support. Lee has 25 years of
operations experience and previously worked for franchise
startup, MWGMedia as Vice President of Operations and
Development, GNC as Director of US Franchise Stores,
Hollywood Entertainment as District Manager and District
Operations Manager for CSK Automotive.

Denise Denton
Vice President, Marketing
Denise Denton was appointed Vice
President of Marketing in January 2018.
Prior to this she was the Assistant Vice
President of Marketing Communications
since March 2015. She is responsible for the development
and training of all marketing programs and materials as
well as all internal and external communications. Denise
first joined Franchise Services, Inc. in 2004 as a Marketing
Communications Manager and then Director of Marketing.
Earlier in her career she worked in software development,
art publishing and hotel casino industries.

Mike Celayeta
Vice President of Operations
Mike Celayeta joined TeamLogic IT in
2013 to provide technology research,
product development and partner
management. Early in his career Mike
worked for All Covered in a number of capacities including
field technician and area director, and was involved
with their Network Operations Center, Help Desk, and
centralized technology procurement functions. He then
worked for Ergos Technology managing both field service
and product development. Most recently Mike managed
Product Development for CMIT Solutions.
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FAQ
What makes TeamLogic IT different from other IT businesses?
Most IT providers don’t hear from a customer until something breaks — and at that point, the problem is often critical and
is having a huge negative effect on the customer. We will jump into critical situations and help resolve them, but our goal
is to build an ongoing relationship with a customer and become an advisor who provides routine maintenance of their
systems so that major problems are avoided.
This comparison chart provides a quick guide to our core services, as well as a comparison with competitors:

TEAMLOGIC IT

CMIT

GEEK SQUAD

Franchising

x

x

Franchise Fee

$40,000 to
$45,000

$50,000

Managed Service
Contracts

x

x

Business Break-Fix
Work

x

Consulting For
Business

x

Outsourced IT
projects For IT
Departments

x

Local Ownership

x

x

Ongoing
Operations Support

x

x

Subsidized Launch
Marketing

x

Branded Vehicles
for Advertising

x

x

In-house Product
Development /
Research

x

x

LOCAL IT COMPANY

ENTERPRISE IT COMPANY

x
x

x

x

x

x

x
x

x
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What are the primary responsibilities
of a TeamLogic IT franchise owner?

What type of training does
TeamLogic IT provide?

•

You receive five days of hands-on training at TeamLogic IT
University in Mission Viejo, California. The focus is on our
four operating systems followed by our proprietary online
technical training. This provides someone with little or no
IT experience the ability to communicate and market the
services of a TeamLogic IT business.

•

•
•

TeamLogic IT business owners focus on building the
business and managing day-to-day operations.
They are responsible for acquiring and developing clients
and maintaining customer relationships. This activity is
aided by a sales and marketing process and collateral as
well as a step-by-step Marketing and Sales Playbook.
They hire and manage technicians who will perform
the work.
They manage all financial, purchasing and other
operational aspects of the business.

What will it cost to open a TeamLogic
IT franchise?
The start-up costs to open a TeamLogic IT business break
down as follows:
•
•
•
•
•
•

Initial Franchise Fee: $40,000 to $45,000
Vehicle Graphics Package: $3,950
Initial Equipment Package: $3,000 to $5,000
Software Licenses: $2,820 to $3,500
Additional Funds*: $58,700 to $84,800
Required Liquidity: $50,000

* Additional funds reflect an estimate of the working
capital you will need on hand during the initial phase of
business operations including but not limited to: initial
employee wages, utility deposits, insurance, advertising,
legal and accounting fees, permit costs, dues (i.e., Chamber
of Commerce), apparel, recruitment, miscellaneous training
expenses, high-speed Internet connection set-up, initial
inventory of computer supplies as well as additional
operating capital for other variable costs (i.e., rent,
electricity, telephone and heat), cleaning and other supplies.

What type of franchise candidate is
TeamLogic IT looking for?
If you have the entrepreneurial spirit and a desire to create
your own future, then TeamLogic IT may be an excellent
business opportunity for you. Many of our franchise
owners were once IT directors for small companies,
executives in corporate America, engineers or technology
consultants. Today, they use their personal experience in
combination with TeamLogic IT’s four operating systems to
advance toward their dream of economic independence.
If you have ambition, the will to work hard and the
exceptional franchise foundation of TeamLogic IT, you’ll be
on your way toward achieving your entrepreneurial goals.

What type of assistance is provided
after opening a TeamLogic IT
computer franchise?
The corporate team at Franchise Services Inc. (FSI) and
TeamLogic IT are committed to our franchise owners’
success. We provide ongoing assistance with our four
operating systems. Our marketing team is dedicated to the
development and implementation of a wide array of online
and traditional marketing tools and programs. We offer
technical support to assist you with everything from hiring
technicians to solving problems on-site at a client location.

Can I be an absentee owner of a
TeamLogic IT franchise?
No. While you will hire technicians to serve your clients,
it is critical for you to spend time with your customers as
an advisor, learning about their businesses and helping
identify ways to use technology to make their business
more efficient and secure.

How much are the royalties?
TeamLogic IT franchisees pay 7% of their gross revenues
in royalties, which supports ongoing R&D for the brand
and the development of new tools and systems to help
franchisees build their businesses.

How many employees will I need?
You will need to hire a technician when you start the
business. As you grow, you will add technicians to serve
more customers. One of the beauties of TeamLogic
IT’s managed IT services model is that it allows a single
technician to properly serve more customers, allowing your
business to generate more revenue per employee.
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