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Industry Transformation

In a constantly evolving world, 

franchising, whilst staying true 

to its founding business format 

principles, needs to be flexible 

enough to embrace changing 

consumer habits and technological 

changes to maximise efficiencies 

and stay relevant.

Steering the 
industry
The Franchise Association of 
South Africa (FASA) needs to 
re-affirm its relevance as a 
serious player in South Africa’s 
economy and expand its value 
proposition:-

AS AN INDUSTRY LEADER

• Continue to promote the
 concept of franchising as a viable
 business format to potential
 franchisors and franchisees.

• Issue guidelines according to
 which sound franchise schemes
 should operate.

• Apply a Code of Ethics to the
 industry and establish standards of
 international best practices.

• Promote franchising in the small
 business sector with the aim to
 nurture entrepreneurship,
 contribute to skills transfer and
 create jobs.

• Collect and disseminate information
 on franchising.

• Provide education on franchise
 related subjects.

• Represent the sector vis-a-vis
 government, legislation, the media
 and the general public.

ADDING VALUE TO ITS 
MEMBERS

• Promote the concept of franchising
 through the successes of its
 members – via communication
 platforms that include media
 coverage, newsletter exposure, on
 line presence and social media
 profiling.

• Profile members and their concepts
 by their participation in networking
 events such as seminars,
 conventions and exhibitions.

• Investigate and secure alternate
 funding that will assist accredited
 members expand their concepts and
 assist in growing the economy.

• Offer members a basket of
 benefits that adds substance to their
 membership.
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Tony Da Fonseca, Chairman 2017

There is widespread consensus that 
economically speaking, the past year 
hasn’t been an easy one. Many SMEs were 
forced to either downsize or close their 
doors altogether. I am aware that this 
statement is not dissimilar to Immediate 
Past Chairman Naas du Preez’ opening 
remarks in his 2016/17 report. The antics 
of some of our politicians haven’t made 
it any easier and continue to impact 
negatively on the economy. Granted, there 
are some very promising signs on the 
horizon but this is not going to provide 
instant relief. All it means is that we need 
to apply ourselves so much more to do our 
bit to get this economy of ours growing.

Message from the 
Chairman
Fellow-franchise 
practitioners, 

Seen against the backdrop of these 
economic and political challenges, it 
is satisfying to note that the franchise 
sector has once again outperformed 
other economic models. The 2017 FASA 
Sanlam Franchise Survey confirms 
continued growth and I am convinced 
that FASA can claim some credit for that.

FASA’s mandate

To recap, back in 1979 when FASA was 
established, its founders wanted to 
create a forum for the promotion of 
franchising in keeping with the highest 
ethical standards. They had realised 
that unless participants in the franchise 
movement adhere to the tried and tested 
rules, franchising will not deliver on its 
inherent promise and people will get 
hurt. Since then, FASA’s approach hasn’t 
changed but the breadth and depths of 
its activities has grown considerably. 
Today, FASA is in a much better position 
than it has been 39 years ago to make 
the franchise sector’s voice heard.

To maintain its relevance, FASA monitors 
activities in the franchise sector locally, 
across the continent and around the 
world. As a full member of the World 
Franchise Council and the driving 
force behind the establishment of the 
Pan African Franchise Federation, 
FASA promotes adherence to proven 
standards and infuses newly-developed 
knowledge into the franchise movement. 
FASA achieves that through a variety of 
channels including the dissemination of 

information, the publication of how-to 
guides, the facilitation of workshops and 
more.

Liaison with government structures and 
other business organisations is another 
important facet of FASA’s work. In this 
context, FASA does not only promote the 
concept of business format franchising 
but also drives the development of 
social and micro franchising. These two 
concepts hold enormous and largely 
untapped potential for the development 
of the South African economy and 
improved service delivery.

Lastly, FASA assists its members to 
promote their franchise offerings. This 
is done by a variety of means including 
lending enhanced credibility to brands 
that are FASA members, listing of 
members in the annual FASA manual 
and on the FASA website, organising 
exhibitions, workshops etc.

Activities highlights 
2017/18

During the period under review, FASA 
has carried out a large number of 
activities, with the following standing out:

• FASA/Absa franchising seminar 
series
During 2017, this popular workshop 
series was presented at various 
centres throughout South Africa. With 
sponsorship from Absa and supported 
by Franchize Directions, these monthly 
events enabled delegates to find out 
more about the benefits of investing in 
a franchise. Thank you to Absa and 
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• Annual FASA Awards
The 2017 heat of the FASA Awards 
for Excellence in Franchising were 
presented as part of the FBF. 
Presented since 1990, they have 
over the years evolved into the gold 
standard for excellence in franchising. 
My thanks go to the awards judges 
led by Margaret Constantaras who 
selected finalists and winners. 
Unfortunately, far too many members 
choose to watch from the side-lines. I 
urge you to enter the awards this year.

• Annual FASA/Sanlam Franchise 
Survey
With the help of a generous 
sponsorship granted by Sanlam, the 
annual franchise survey was capably 
carried out by Margaret Constantaras. 
It revealed continued growth of the 
franchise sector and confirmed once 
again that the sector is far better 
equipped than independent small 
businesses to cope with the highs and 
lows of the economy.

The FASA Food Forum 

Flowing from an initiative led by Spur, 
the FASA FF was established. Its 
purpose is to represent specific sector 
interests of food franchisors, for example 
in dealing with excessively onerous 
regulations. The body had its inaugural 
meeting in January 2018.

I believe that a forum format holds 
the potential to add value not only to 
FASA members in the food sector but 
to any special interest group within our 
membership, provided of course that a 
real need exists.

Other FASA activities

Government relations and 
linkages

Resulting from an initiative taken by 

Spur’s Nazranah Hawa, we had an 
opportunity to meet with the chairperson 
of the Parliamentary Portfolio 
Committee for Trade and Industry in 
Cape Town. Indications were that we 
had some success in changing her 
previously negative perceptions about 
franchising to positive ones. There are 
further engagements foreseen and my 
expectation is that this will smoothen co-
operation with Government departments 
in future.

During the period under review, FASA 
has also succeeded in either establishing 
or significantly enhancing linkages 
with several important organisations 
including Proudly South African, the 
Consumer Goods Council, the Council 
of Shopping Centres and numerous 
business chambers, to name just a few. 
The intention is to negotiate co-operation 
agreements with these bodies that will 
result in benefits for our members. 

Franchising in the media

When it comes to media relations, 
FASA is boxing well above its weight. 
In addition to our website, newsletters 
and postings on social media, we 
secured good exposure for franchising 
in the mainstream media including 
digital, print and radio. Converted to 
monitory values by Newsclip, the figures 
absolutely blow the mind, with over R20 
million in exposure for FASA and its 
members. This is the result of FASA’s 
activities becoming increasingly more 
respected and the hard work of FASA’s 
PR consultant Giuli Osso should not be 
underestimated either. She certainly 
succeeds in getting the message out 
there. Thank you, Giuli.

Social activities

Once again, the FASA Golf Day was an 
outstanding success. It was an excellent 
opportunity for FASA members to get 

Franchize Directions for making it 
possible.

• Expert presentations on franchising
Throughout the year, FASA has 
received many requests to provide 
speakers for business events where 
delegates want to find out more about 
franchising. Such requests are either 
handled by the FASA secretariat itself 
or are passed on to service provider 
members.

• Franchise convention
The annual convention was completely 
remodelled. Instead of being forced 
to attend one stream of presentations 
that might or might not be of interest 
to them, delegates could choose 
from up to four topics presented 
simultaneously. Based on the 
overwhelmingly positive response we 
received this format will be retained.

• The ABSA Franchise Business 
Festival
The IFE had been presented at the 
prestigious Sandton Convention Centre 
for many years and had become an 
institution. High venue rentals and 
falling visitor numbers combined 
made it clear that unless significant 
changes were implemented, the expo 
would gradually fade away.

On hindsight, changing the expo into 
a lifestyle event and presenting it as 
the Franchise Business Festival (FBF) 
was a brilliant idea. A good number of 
exhibitors, including some requiring 
high investments, reported that they had 
closed deals within 30 days after the FBF 
ended. Early indications are that this 
year’s event will be even more successful 
and full credit must go to Vera Valasis 
for driving this change. Well done, Vera! 
Special thanks also to ABSA for their 
continued sponsorship.
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For the foreseeable future, franchising 
will remain a valuable contributor to the 
South African economy. However, those 
who bring franchising into disrepute need 
to be exposed. FASA is ideally placed to 
lead such initiatives but needs to become 
more representative of the sector.

• All major brands need to join, or re-
join, FASA. To claim that “… given our 
size, FASA can do nothing for us…” is a 
fallacy. No matter how large a franchise 
organisation has become, the reality is 
we have common challenges and there 
is strength in numbers. It is pleasing to 
note that some of the leading brands 
have heard this call and have joined FASA 
during the past 12 months, or are in the 
process of doing so.

• FASA membership must be restored 
to the status of the gold standard in 
franchising. To achieve this, we have 
tightened up admission criteria for new 
members. Moreover, we cannot hesitate 
to act should an established member 
fail to live up to the letter and spirit of 
our Code. Some such instances are 
already on record. I am well aware that 
this may result in a temporary drop 
in membership numbers but I believe 
that this is an instance of quality over 
quantity. It will ultimately go a long way 
in raising the respectability or our sector.

Adding value to FASA 
membership

Towards the end of November 2017, FASA 
organised a meeting hosted by Hogan 
Lovells. Attendance was open to role 
players in the franchise sector regardless 
of membership and a good cross section 
of industry players were present. They 
were asked one question, “What can 
FASA do to add value to membership?” 

Delegates were encouraged to speak 
freely. Two hours of robust debate 

together for a fun-filled day of golf and 
relaxation. 

Expressions of appreciation

I would be amiss if I omit to thank two 
groups of individuals who made valuable 
contributions to FASA’s performance 
throughout the year.

Firstly, I must thank the members of the 
FASA Council 2017/18 and especially 
those who volunteered to serve on Exco 
for selflessly giving of their time and 
providing input and support throughout 
the year. Secondly, I want to express 
my appreciation to Vera Valasis and her 
team who have worked tirelessly to keep 
FASA’s administration going and help 
putting ideas into practice.

I sincerely appreciate both groupings’ 
contributions.

The way forward

Protecting franchising’s 
reputation

Although the franchise sector in South 
Africa has weathered the economic 
downturn better than other business 
models, some worrying developments 
are in evidence. Ignoring them would 
be a mistake, so let’s address them 
head-on. One example is the misuse of 
the good name of franchising to promote 
unworkable or outright fraudulent 
business schemes dressed up as 
franchises. Another is the exploitation 
of franchisees by short-sighted 
franchisors. No matter a franchisor’s 
size, we all have to accept that nobody 
is bigger than the game itself. Although 
incidents of exploitation are rare, they 
have nevertheless prompted predictions 
of the impending demise of franchising. 
This is in my opinion an over-reaction. 

ensued and in the end, the outcome was 
much wider than had been expected. In 
addition to the need to add value to FASA 
membership, delegates proposed that 
some of the issues FASA needs to focus 
on are:

• Improve perceptions about and 
increase the credibility of the 
franchise concept and specifically 
FASA by being more stringent in 
applying membership criteria. 
Simplifying our code of conduct will 
form part of that process.

• Position itself as the organisation 
that gets things done and delivers 
meaningful value to members. 

• Design and manage workable 
and sustainable BBBEE initiatives 
including the creation of larger 
numbers of entrepreneurs. This 
includes how we as an industry can 
pool our resources and supply needs 
to provide opportunities to those who 
have in the past been disadvantaged 
in participating meaningfully in our 
economy.

I look forward to overseeing 
implementation of these suggestions but 
need assistance from all role players. 
I therefore challenge you to join us on 
the exciting journey that lies ahead, not 
only in the interest of your brands and 
but also in the interest of the continued 
viability of the franchise sector as a 
whole. This is after all YOUR association 
and only by your continued support and 
involvement can it achieve what we all 
set out to achieve.

Tony da Fonseca
FASA Chairman 2017/2019
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Franchisor Survey highlights

Sponsored by Sanlam

Despite trying socio-economic 
conditions, political uncertainty 
and tough trading conditions, the 
franchise sector has shown steady 
growth cementing its position as 
an important contributor to South 
Africa’s economy.

Tracking the 
industry....

Franchising business categories

Expansion and relocation in last financial year

GDP Contribution 
from 9.7% in 2014 to 
13,3% in 2017

Turnover 
from R465 billion in 2014 to  

R587 billion in 2017

Size of Sector  
845 franchise systems,

40 528 outlets
employing 343 319

78% franchisors optimistic 
about future growth, although it 
has dropped significantly in the 

last year from 92%

... with highest proportion 
of turnover generated 

by the Fast Food & 
Restaurant sector 

(29%),Building, Office 
& Home Services follows 

at 17%, then Retailing at 
14%.

71%  
of franchisors opened new stores

Pdi ownership is at 
17% 

Female ownership is at
25%

2 in 3 in business for more 
than ten years
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Franchisee survey highlights

Sponsored by Sanlam

Franchisee satisfaction is at the 
heart of franchise success and 
the FASA Franchisee Survey 
takes the pulse and opinions of 
franchisees on a range of issues 
which this year has reflected the 
subtle undercurrents of the socio-
economic and political climate 
affecting business.

..... through 
surveys

Expected growth / decline in turnover in the next year

Time taken for a new franchise to break even

 Franchisees making an average 
of 

9.5% nett profit 42%
79% are optimistic

about the future of their 
businesses, although more 
uncertainty and negativity 
are shown in this survey

4 out of 5 (80%)  
would recommend their 

brand to others

expect to break 
even in the first 
year, however a 

downward trend is 
noted for breaking 
even in the first 6 

months

2 in 5 (41%)  
in business for more than 10 years, 

69% for more than 5 years.

72% 
rate their relationship with 

their franchisor as very good 
or good although there was a 
decline in these ratings from 
the previous survey where the 

rating was 80%

Intention to remain in 

franchising is at 73%

79% 
own more than one franchise, the 
majority being of the same brand.
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Various platforms of 
communication

Transparency and openness is the 

name of the new game. 

To be noticed in the busy bazaar of 

different media takes courage and a 

boldness to stand up and be noticed 

and FASA’s communications plan 

continues to do just that. 

 

Communicating the 
franchise message 
Database  
FASA’s data-base of around 43 
000 remains its most valuable 
communications asset and is made up 
of:
Public Database              
Franchisor Non-Members 
Members    
Provisional Members     
Service Providers non-members      
Franchisee Members               
Franchisee Non-Members                
Embassy Commercial 
Global Database      
Embassy Commercial 
Africa Database      
Business Chamber – 
Main Contacts       
Economic Development
Departments        

Promotional Campaigns
93 promotional campaigns were 
communicated during 2017 in relation to:
- Weekly Newsflashes 
- Monthly Seminars
- Awards for Excellence in Franchising
- Annual Convention
- Franchise Business Festival stand
   sales and visitor activation
- Survey Results Seminars

Annual Franchise 
Manual   
FASA’s annual Franchise Manual 
lists both accredited members and 
reflects the industry at large and 
features articles that help prospective 
franchisees understand the business 
system that is franchising and answers 
all their questions to evaluating a 
franchise opportunity.  On a higher 
level, articles by industry experts tackle 
the challenges that franchising faces – 
whether on the legal or technological 
front.

FRANCHISE MANUAL 2017

Retailing &
Direct Marketing

121                 FASA FRANCHISE MANUAL 2017

LOTTERS PINE FURNITURE

Company Name:  Lotters Pine Furniture
Region:  Gauteng
Tel:  012 804 2149
Fax:  012 329 1487
Email:  tex@lotterspine.com
Website: www.lotterspine.com
Contact Person:  Armando Teixeira Cell: 082 552 0134
Postal Address:  P O Box 95131, Waterkloof, 0145
Opportunities:  Nationwide
History:  Established 1969. 20 stores in operation presently.
Activities:  Pine Furniture Retailers.
Profile:  Owner run, sales skills, ambitious.
Training:  Full training.
Financial:  The total initial investment required for an average store is in the
 region of R800K. The upfront franchise fee and initial
 setup cost is in the region of R250K and working capital -
 mostly stock – a further R550K (all excl.VAT). An ongoing
 Royalty Fee of 5% of Net Sales applies on a monthly basis as
 well as further 1% of Net Sales for Local and 1% of Net Sales
 for National Marketing efforts. No National Marketing
 contribution will apply for the first 6 months of trading.

NIZAMS

Company Name:  Nizams
Region:  Gauteng
Tel:  012 379 6050
Fax:  012 379 7388
Email:  nizams@mweb.co.za
Website:  www.nizams.co.za
Contact Person:  Alvin Moodley
Postal Address:  P O Box 14092, Laudium, 0037
Opportunities:  Gauteng, Mpumalanga, Northern Province. Free State, KZN & 
 neighbouring countries.
History:  Established for over 50 years, currently 55 successful franchises
 all over Southern Africa. Winner 1999 FASA Award-category,
 Franchisor - Leading Developer of Emerging Entrepreneurs,
 2001/2002 and 2003 runners up.
Activities:  Our stores sell fast moving consumer goods such as crockery,
 pots, enamelware, beauty range, fancy goods, housewares
 and a selection of groceries to low-income earners and hawkers.
Profile:  Entrepreneurial, credit-worthy individuals with retail
 experience and the ability to interact wIth customers and staff.
Training:  Full training offered.
Financial:  TOT R2 500 000.00; UFF R200 000.00; MOC R1 000 000.00;
 MSF 1%.

NWJ JEWELLERY
Company Name:  Taste Holdings Luxury Goods Division t/a NWJ Jewellery
Region: KwaZulu-Natal
Tel:  031 570 5000
Fax:  031 570 5055
Email:  Irfana@tasteholdings.co.za
Website:  www.nwjcorp.com
Contact Person:  Irfana Shaik (031 570 5068 or 031 570 5000)
Postal Address: P O Box 202, Umhlanga Rocks, 4320
Opportunities:  FRANCHISES AVAILABLE
History:  3rd largest retailer of jewellery with over 28 years
 experience and our own factory. Newcomer Franchisor of 2004. 
 Finalist Franchisor of the Year 2009. Finalist Brand Builder of the Year
 2010.
Activities:  Retail jewellery, watches and allied products.
Profile:  Jewellery experience not essential. The Franchisee must
 be entrepreneurial, dynamic with a positive outlook and be
 financially sound. Good communication and motivational skills.
 Should have a strong desire to grow the business and be
 customer orientated. A business background and management
 experience would be a distinct advantage.
Training:  Includes product, motivational, systems, practical in store
 training, point of sale, retail selling skills, business
 management, professional skills through knowledge.
Financial:  Starting from R950 000.00 (Excl VAT),(depends on the size of the store)
 plus initial stock-holding at cost of R1 200 000.00.

MICA
Company Name:  Mica Investments (Pty) Ltd
Region:  Gauteng
Tel: 011 479 3300 
Email:  mark.reeves@lrbrands.co.za
Website:  www.mica.co.za
Contact Person:  Mark Reeves
Postal Address:  P O Box 75695, Gardenview 2047
Opportunities:  Contact Mark Reeves on 082 778 6064
History:  Established in 1983, Mica began as a Member Buying Group. Today, 
 members are also shareholders in the business, emphasizing the 
 importance of ownership in the brand and their business. The retail 
 members have extensive retail experience which includes knowledge on
 building materials, hardware, paint and general DIY.
Activities:  Paint, Power Tools, Building Materials, Plumbing, Electrical,
 Pool, Garden, Outdoor/Camping, Hand Tools, Security,
 Fasteners, Sanware etc.
Profile:  Mica franchises are owner operated and owner involvement
 is not negotiable. Ideally, members should have previous
 experience in the retail environment.
Training:  All theoretical and practical aspects of training are available.
Financial:  Joining Fee: R100 000 excl VAT; Management service Fee: R3 000 excl
 VAT; Advertising/Marketing Fee contribution minimum of R7 533 excl VAT.

2017 Franchise manual.indd   121 30/01/2017   4:53 PM
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PR/Media Coverage
 
FASA’s marketing spend from levy 
income is just over 10% of total income 
and in 2017 it generated nearly R21 
million rand (R20 916 884.62) in PR/
Media and On-line exposure (excluding 
social media).   

26 press releases were released 
throughout the year linked to franchisor 

sector developments and FASA events 
covering the following:  

- Launch of 2017 Franchise Manual
- FASA’s AGM and appointment of
   Chairman
- The Year ahead for Franchising – based
   on surveys
- FASA supports local procurement
- Franchise Seminar Releases –
   Klerksdorp, Polokwane, East London,
   Bloemfontein, Rustenburg, Durban,

   Pretoria
- FASA Convention release
- Franchise Business Festival releases
   x 5
- Excellence in Franchising Award
   winners 
- Focus on importance of investigating a
   franchise
- FASA committed to innovation
- Transformation a priority for
   franchising
- The annual Franchise Survey results 

Social Media

Electronic Platforms
Social Media Report

January – December 2017

R20 916 884.62 in PR Exposure generated by:

generated by:
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Insights & Key Findings  

• Facebook has shown to be the platform with the best engagements and the bigger fan growth.
   Google+ on the other hand has very little fan growth and only 2 engagements for the year.
   Twitter has not grown much over the last 12 months and did not have many interactions throughout the year.
• There is a trend on social media where video posts encourage greater engagements than image/text based posts. We
   see evidence of this in the top performing post on Facebook for FASA which had a video.
• There was a significant drop in the number of posts across all platforms from July 2017. The platforms responded in 
   kind with decreased levels of engagement from July onwards.
• Increasing the budget behind strategic posts would increase reach and awareness, as well as boost engagements and
   interactions on the content being published.
• Twitter is an effective platform to use for live-tweeting events that FASA hosts or participates in.
• Audience demographic shows bias towards males with 72.7%.

Top post from keywords, facebook & twitter
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FASA Member Survey 

• Depending on the questions, the 
number of responses were 123 at its 
lowest and around 300 at its highest.

• 64% of members surveyed said 
they are members to stay current 
regarding important franchising 
information, 45% said networking 
is important to them and 28% said 
education.

• Members were more engaged 
than a year ago due to the level of 
participation.

• More members attended 
the convention, seminars and 
networking events.

• Advertising, the website, 
newsletters and the annual golf day 
are important and popular amongst 
members surveyed.

• The rate of non-participation 
declined by 4%.

Delivering value to 
FASA’s members

FASA Member benefits

In the same way, the Franchise 

Association of South Africa needs to 

re-affirm its relevance as a serious 

player in South Africa’s economy 

and expand its value proposition.  

A survey of its members on their 

perception and satisfaction with 

FASA showed the following results:

• According to the norms in 
customer satisfaction surveys, it is 
indicated that any top 2 box scores 
(excellent plus very good) of 66% and 
more is in the realms of excellence.  
Levels of satisfaction are extremely 
high for the association, i.e. 47% i.e. 
5 out 5 and 40% i.e. 4 out 5 thus 87% 
for the top 2 box scores.

• Members indicated that they are 
exceptionally likely to recommend 
membership to non-members.

• Overall quality of service received, 
an exceptionally high rating and 
improved significantly from the 
previous year (by 24%).

• There are four aspects that 
received exceptionally high top 
2 box ratings i.e. publications, 
website, conference and networking 
seminars.

• However, it is to be noted that 
6% of respondents rated service 
between 1 or 2 out of 5.

Awareness and franchise membership of FASA
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South African 
Initiatives

 - Industry Code
The National Consumer Commission 
(NCC) has recommended the 
accreditation of The Franchise 
Industry Code to the Minister and the 
appointment of an Ombud for the sector. 

- Transformation
FASA is committed to transformataion 
and is working with the Department 
of Small Business Development and 
its agency sefa to explore new ways to 
facilitate empowering entrepreneurs and 
small businesses.  

- Funding Initiatives
Funding goes hand-in-hand with 
transformation and initiatives continue 
with the Jobs Fund, Business Partners 
and with the Department of Small 
Business Development’s Micro 
Franchisor Development Project.

- Food Franchising Forum
The Spur Corporation reached out 
to FASA and the sector at large to 
spearhead a credible representative body 
to speak on the CDQSR sector’s behalf 
on a range of issues pertinent to the 
sector’s common interests.

- Rounda Mzanzi
As from 1 March 2018, the South African 
public will be able to donate R1 at 
Restaurants, Fast Food Outlets, Hotels 
affiliated to FASA, RASA and Fedhasa 

and selected independent restaurants 
through the national implementation of 
Rounda - Add a Rand for Hunger Relief. 

Benefits for Members

• Exclusive member Employee Benefit
 Plan from Liberty
• Exclusive Medical Scheme from
 Universal Healthcare through
 Employee Benefit Consultants
• Penquin – free digital audit and further
 discounts 
• Easy2Access – free online presence
 evaluation and further discounts
• IntelliCred – 50-86% discount on rates
 to have online brand protection and
 monitoring
• ProudlySA – 10% discount on
 membership fees

Pan-African Franchise 
Federation (PAFF)
  
  

FASA continues to engage with and 
cultivate franchise development on the 
African continent.  Impeded by lack of 
funding, members of the Federation 
have entered into negotiations with 
Afrixembank that has shown interest in 
partnering with the Federation on key 
initiatives.

Membership Values

Industry Initiatives

FASA, as the leading Franchise 
Association on the African continent is 
taking the lead in industry initiatives 
both in South Africa, across Africa and 
on the international franchise stage.
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International Networking

Executive Director Vera Valasis attended 
the World Franchise Council meeting in 
March 2017 and the British Franchise 
Association Symposium in London where 
a survey on the economic impact of 
franchising worldwide was presented 
showing that:

• Franchising has been growing
 worldwide with a substantial
 contribution to economic output.  

•  Approximately 2 million franchised
 businesses sustain over 19 million
 jobs worldwide.

• On average, franchising contributes
 2.7% to national GDPs. 

• The size of a nation has little impact on
 the enthusiasm for franchising.
 Despite the prevalence of US brands
 in non-US markets, they do not lead
 the globe in total number of home
 grown franchisors – South Korea, with
 well over 4 800 concepts, leads the
 pack.  

• When franchising’s economic output
 is measured as a share of a country’s
 overall GDP, South Africa emerges
 in the top five – with 11.3% of its GDP
 generated by franchises.

FASA was also invited to the biggest 
franchise Expo in Europe which was 
held in France and given free exposure 
at the expo where interested parties 
could connect with South Africa’s 
representatives.

Survey results on the 
economic impact of 
franchising worldwide

The World Franchise Council in 
conjunction with the International 
Franchise Association conducted a 
survey to discover the dynamics of 

international franchise growth and the 
impact of the business model on those 
countries.  Although franchising remains 
a majority domestic affair, the data as 
analyzed by FRANdata makes clear that 
other countries are welcoming foreign 
concepts with an average 28% of brands 
in each country being foreign based.  

Argentina
Australia
Brazil
Colombia
Croatia
Czech Republic
Egypt
Finland
France
Hong Kong
Hungary
India
Indonesia
Italy
Japan
Lebanon
Malaysia
Mexico
New Zealand
Philippines
Poland
Portugal
Russia
Slovenia
South Africa
South Korea
Spain
Sweden
Switzerland
Taiwan
The Netherlands
Turkey
United Kingdom
USA

700
1,120
3,039

443
200
200
700
280

1,834
N/A
290

3,922
555
947

1,329
700
715

1,000
460

1,500
1,170

300
1,300

100
757

4,844
1,232

700
250

3,395
744

1,750
901

3,472

85%
90%
95%
56%
12%
65%
42%
74%
85%
N/A
70%
90%
23%
85%
N/A
45%
67%
80%
88%
68%
80%
70%
65%
25%
88%
N/A
82%
90%
N/A
N/A
89%
76%
80%
94%

28,000
79,000

142,593
9,500
1,000

11,000
42,000

7,500
69,483

75
20,000

168,000
45,000
50,185

260,992
7,000
N/A)
N/A)

22,000
140,000

71,000

50,000
1,115

34,000
200,000

23,000
32,000

N/A
148,941

30,262
60,000
44,200

732,842

$11,663,380,000
$109,650,000,000

$46,407,600,000
N/A
N/A
N/A

$8,000,000,000
$5,300,000,000

$284,000,000,000
N/A
N/A

$50,400,000,000
$17,200,000,000
$23,306,000,000

$214,000,000,000
$1,500,000,000
$5,800,000,000

N/A
$14,000,000,000
$16,000,000,000

N/A
N/A
N/A
N/A

$36,230,000,000
$84,000,000,000
$27,651,280,000
$27,000,000,000

N/A
N/A

$54,105,000,000
$43,000,000,000
$15,100,000,000

$674,300,000,000

Comparison Data
Country               Number of Brands      Percentage of         Number of Units      Franchise Economic
                Brands of    output in USD
                 Domestic Origin
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Annual Convention

Disruption, innovation and 
staying relevant to changing 
political and economic trends 
and more importantly to changing 
customer needs were themes 
that underpinned FASA’s Annual 
Convention.  

Educating and 
Networking Events
FASA Chairman, Tony Da Fonseca’s 
message at the opening of the 
convention was “given the current 
political upheaval, economic downgrades 
and general negativity in the country, 
businesses need to toughen up and 
be even more street smart to spot 
opportunities, market harder and 
negotiate harder to stay in business and 
thrive.” 

“Innovation is nothing new to 
franchising,” said Da Fonseca.  “It’s what 
franchising is built on and if there is 
one sector that can turn disruption into 
opportunities it’s the franchising sector.  
Being innovative and staying abreast 
of high-tech developments is crucial 

and even though franchising is based 
on tried and tested systems, it must be 
flexible enough to act quickly to embrace 
new technology, introduce new trends or 
adapt to new consumer tastes.”

The Franchise Convention, sponsored 
by Absa, brought together over 45 of 
the sector’s top experts and successful 
franchisors, who, in concurrent 
sessions, tackled issues ranging from 
how to improve franchise operations, 
challenges facing franchisors and driving 
profitability through benchmarking.  
The role of marketing, technology and 
social media, the restraints on finance 
and funding, legal challenges, growth 
and international expansion was also 
tackled.

Absa, sponsor of the FASA 
Convention  is committed to 
supporting SMEs and entrepreneurs 
in South Africa, and the range of 
speakers at the Convention allowed 
delegates to look at alternative 
business models and methods that 
will help them achieve financial 
success. 
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FASA Events

Franchise Business 
Festival
The franchise expo’s success, 
both with exhibitors and visitors, 
lies in the fact that it is owned and 
managed by FASA which gives it 
strong credibility both with the 
exhibiting community of franchises 
and businesses and with the 
public.  With FASA entering a new 
phase of development in terms of 
becoming the ombudsman for the 
industry, it is imperative that the 
franchise exhibition continues to be 
the platform through which FASA 
promotes its members, the industry 
at large and the developments in our 
sector.

Absa, sponsor of the 2017 Franchise 
Business Festival, is an active player 
in the franchising space.  “Though 
we are in tough economic times, 
there are several sub-sectors of 
franchising that are projected to 
show substantial growth in 2017” 
says Dumisani Bengu, Head: 
Franchise Africa, Absa.

“Through the Absa Franchise 
Business Festival, we demonstrated 

the opportunities that are available 
in the market. Franchising is one 
sector that has consistently shown 
its resilience by performing well and 
this trend is expected to continue in 
2017. 

The Absa Franchise Festival 
attracted just over 4 000 people who 
came not only to explore business 
and franchise opportunities but to 
enjoy the relaxed lifestyle expo that 
offered a food street market, live 
entertainment featuring Tebogo 
Louw, Terra Cox, Cunning Brad and 
many other acts and fun for kids at 
the Sherpa Kids stand.  Exhibitors 
were hard at work selling their 
franchise and business concepts to 
people looking to go into business 
for themselves and reported strong 
leads which in the coming months 
they hope will translate into new 
franchisees. 
Media, online and social media 
coverage for this event was close to 
R10 million Rand generated by GO 
Communications, Romany Thresher, 
Digital Republic and Easy2Access.

The Franchise Association of South 
Africa’s Franchise Expo, which has 
enjoyed over 20 years as the flagship 
event for FASA and the industry’s 
showcase for small business and 
franchising, was taken to new 
heights this year with a complete 
make-over turning into a lifestyle 
event as the Franchise Business 
Festival.  Whilst its success over the 
years has been inextricably linked to 
the ups and downs of the economy, 
it remains one of the key events on 
the franchise business calendar 
and the Franchise Association of 
South Africa’s main driving force in 
promoting franchising on all levels.
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FASA Events

Awards for excellence 
in franchising
FRANCHISOR OF THE YEAR winner, Car Service City is proof that the automotive 
services industry has benefited from motorists repairing rather than replacing cars. 
The growth of their brand is reflected in their good reputation and their accountability 
to their customers, franchisees and employees. Runners up were Kauai and Sorbet.

FRANCHISEE OF THE YEAR  winner, Madelein Van Staden of Placecol Skin Care 
Clinic in Pretoria, believes in the classic ‘lipstick effect theory’ that, in economically 
challenging times, will still spend on beauty to boost their morale and stay positive. 
Runners up were Jaco Uys of Roman’s Pizza, Groblersdal and Kalai Moodley of 
Perfect 10, Ballito.

NEWCOMER FRANCHISOR OF THE YEAR winner Body20 is testament to the growth 
in the Health & Body culture sector in franchising. Body20 helps time-strapped 
people get the equivalent of 5 conventional weight-training sessions in just 20 
minutes with their innovative EMS fitness system. Runners up were Sherpa Kids and 
Rocomamas.

Sponsored by Sanlam

The 2017 FASA Franchise Awards 
reflected how brands can, and do 
rise above the challenges to be 
successful even in tough times, 
often finding a ‘niche’ that sets 
them apart or, by default, thrive on 
the back of challenging times. 

Close to R2 million in media and 
online coverage was generated by 
the FASA Awards as a whole for the 
winners and finalists.
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The FRANCHISOR: LEADING 
DEVELOPER OF EMERGING 
ENTREPRENEURS award went to 
Hot Dog Cafe, a pioneer in developing 
government funding programmes that 
nurture entrepreneurial ownership, 
skills transfer and job creation. Runners 
up were Choprop and Sherpa Kids.

The  JOB CREATOR OF THE YEAR award 
went to Sorbet, the beauty salon group 
that employs 2 400 people in their 177 
outlets – many of whom are trained 
through the Sorbet Empowerment 
Foundation, an upliftment programme 
committed to building skills and job 
creation. Runners up were  Car Service 
City and Hot Dog Cafe.

Kauai, winner of the BRAND BUILDER 
OF THE YEAR award, used an innovative 
approach and hit the target with stores 
in 93 Virgin Active Health Clubs and 
partnering with Discovery Vitality and 
Discovery Insure through rewards 
programmes, apps and newsletters. 
Runners up were Perfect 10 and 
Placecol.

The FIELD SERVICE CONSULTANT 
award recognises the role that FSCs 
play in mentoring and monitoring 
the operations of franchisees. Nanou 
N’sa of Hot Dog Cafe wins this award 
and a trip to the USA’s International 
Franchise Association’s Convention and 
Exhibition in 2018. Runners up were 
Navin Sawnarain of John Dory’s and Eric 
McDermott of Rocomamas.
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FASA Events

Seminars
The Franchise Seminars, sponsored 
by Absa were taken to the four 
corners of the country during 2017. 
In addition to promoting through the 
media and online FASA collaborated 
with local funding agencies and 
small business departments to 
promote the seminars.

The lunch time seminars gave all 
the background on franchising, with 
Franchize Directions elaborating 
on how to evaluate a franchise and 
Absa Franchising handling the 
financing of a franchise. Before 
each seminar franchisor members 
were invited to do a presentation on 
franchise opportunities available 
in the relevant area or district.  
Franchisors who took up this 
free marketing opportunity most 
frequently were Sherpa Kids, Taste 
Holdings – Zebro’s, Fish & Chip Co, 
Sign-A-Rama and King Pie.

Venues

Franchise seminars were held as 
follows: -

Polokwane - February

Bloemfontein - March

Klerksdorp - April

In a sluggish economy, there is light 
shining at the end of one tunnel - 
that’s the success of franchising 
which, despite the odds, has held 
its own year-on-year in every 
respect – from showing long-term 
sustainability to showing a high level 
of optimism for the future.

East London - May

June – no seminar took place due to 

the FBF

Rustenburg – July

KZN – August

Pretoria – September

Cape Town – October

Kempton Park – November

Sponsorships & 
Feedback

- Absa sponsored 1000 x 2017 
Franchise manuals which were 
handed out to delegates at the 
seminars.

- Franchize Directions sponsored 
the presentation titled “How to 
evaluate a franchise” at each 
seminar.

- Feedback has been really very 
positive with some delegates 
sending specific emails to the 
association discussing their 
appreciation.

- Just over 1000 new subscribers 
were added to the association’s 
database who were delegates 
attending the seminars during the 
year.
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FASA Events

Golf Day
• 31 x 4 balls were sold 

• 12 x holes were sponsored as well as the prize-giving area 

• 31 prizes were sponsored by:

Adams & Adams

Taste Holdings

Universal

Wiesenhof

Polygon

VAS Holdings

Nedbank

CSC

Ascot

Jack’s Paint

Tetrabyte Technologies x 2

Hogan Lovells

Imbalie

The annual golf day took 
place on 13 October 
2017 at the Randpark 
Golf Club.

Montagu

OBC x 2

Mochachos

Standard Bank

Franchize Directions

Absa

Oasis Water

Sureswipe

Liberty

Domino’s Pizza

Starbucks

Pick ‘n Pay x 4

Jetline
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Executive Committee

Networking within the industry starts 
and is nurtured through those who 
serve on the FASA Council and on its 
Executive.  This group of franchisors, 
franchisees and service providers 
– from a diverse range of industries - 
give of their time to strategise the way 
forward for the association and take 
care of the well-being of franchising in 
South Africa.

FASA’s Exco and  
Council
2017 Exco Members:     
                                     
Tony Da Fonseca – Chairman 
(OBC Group)  
                             
Stuart Duffield -  Chairman Elect 2019 
(Pick n Pay)   
                                  
Naas Du Preez - Immediate Past 
Chairman (Oasis Water) 

Lukhanyo Ceza - Mike’s Kitchen    
                                
Ian Jacobsberg - Hogan Lovells 

Eugene Honey - Adams & Adams
(FASA Legal Advisor)             
                        
Aneez Amod - Jimmy’s Killer Fish & 
Chips     
                                      
Nicollette Le Roux - Hot Dog Cafe      
                               
Nazrana Hawa - Spur Corporation 

(Loshnie Pillay stood in during Ms 
Hawa’s absence of leave)    
                                   
Cobus Barnard - OK Franchise Division          
                           
Vera Valasis - Executive Director                                      
  

2017 Council Members:     

Tony Da Fonseca – Chairman  
(OBC Group)

Stuart Duffield – Chairman Elect 2019 
(Pick n Pay)

Naas Du Preez - Oasis Water 
(Immediate Past Chairman)

Lukhanyo Ceza – Mike’s Kitchen

Ian Jacobsberg – Hogan Lovells

Eugene Honey – Adams & Adams
(FASA Legal Advisor)

Aneez Amod – Jimmy’s Killer Fish 
& Chips

Nicollette Le Roux – Hot Dog Cafe

Nazrana Hawa – Spur Group (Loshnie 
Pillay stood in during Ms Hawa’s leave of 
absence)

Cobus Barnard – OK Franchise Division

Shannon Drake – Midas

Deon Roos – PostNet

Jayde Moita – Taste Holdings

Gerald Brown – Chip n Dip

Jose Achadinha – Overland Group

Chris Russel – Jack’s Paint

Henk Botha – Absa

Lindy Barbour – Franchize Directions

Don Mashele – sefa

Mzwanele Mamani – 
Department of Small Business

Genevieve Allen – Sherpa Kids

John Baladakis – Pick n Pay

Manny Nichas - Fournews

Vera Valasis - Executive Director

Naas du Preez
Chairman 2016

Tony Da Fonseca
Chairman 2017/2018
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Membership Committee

The FASA Council meets a few times 
a year and select committees drive 
initiatives that will have 
far-reaching results for the industry 
as a whole and FASA in particular.  

The following members served on 
the committee:-

Vera Valasis (Chair)
Genevieve Allen
Chris Russell
Shannon Drake
Deon Roos
Nicola Mare (Administration)
Cobus Barnard

Committee Reports 
The following matters were 
considered by the committee 
members during 2017:-

So-called ‘Blue Chip’ 
membership category 
proposal

It was agreed that the association 
should proceed with the 
establishment of a ‘Blue Chip’ 
membership category.  Service 
Providers have been appointed and 
the project is currently underway. 

Fee Structure

The member fee structure was 
deliberated at length in respect of 
charging a flat membership fee 
rate, or based on the franchisor’s 
number of outlets or based on 
the franchisor’s annual turnover.  
However it was decided to leave 
the membership fee structure 
unchanged at this time.

Membership fee 
increase 2018

The committee recommended a 5% 
membership fee increase across 
board, which was accepted and 
approved by Exco.  A so-called ‘Early 
bird’ membership fee discount 
would be offered to members paying 
their fees before 31 December 2017.

Credit card fee 
structure for 
members

It was decided to approach some 
of the banks again about offering a 

standard credit card fee to members 
at a reduced rate but Absa, Nedbank 
and EFPos declined to implement 
such an offer due to the various 
industries represented by the 
association and the varying risk 
profile of each industry.  FNB did not 
respond to the request.

Member benefits 
expressed in Rand 
value

It was discussed that members are 
not always aware of all the member 
benefits nor the value of these 
benefits so the committee decided 
to have a document written up 
and published on the association’s 
website explaining member 
benefit value in more detail.  The 
document is also emailed to all 
existing members upon membership 
renewal.

New member benefits

The following benefits were 
considered and approved by the 
committee members:-

Penquin – free digital audit and 
further discounts

Easy2Access – free online presence 
evaluation and further discounts

IntelliCred – 50-86% discount on 
rates to have online brand protection 
and monitoring

ProudlySA – 10% discount on 
membership fees
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Membership Statistics

Total number of Franchisors  821

FASA representation        17%                                     

New and Cancelled Franchisor Members 

Total number of franchisors at 

the start of the year   140

New Franchisors gained  21

Number of Franchisors Lost  19

Total number of franchisors at year end 142

New and Cancelled Service 

Provider members

Total number of service providers at 

the start of the year   31

New Service Providers Gained  5

Number of Service Providers Lost 1

Total number of service providers 

at year end   35

Total number of franchisors and 

service provider members   177

INDIVIDUAL MEMBERS  11

FRANCHISEES   3

TOTAL FASA MEMBERS  191

- A total of 26 new Franchisor and 
Service Provider members joined in 
2017 

- Number of Individual and 
Franchisee members - 14

- 20 Individual and Franchisee 
members cancelled their 
membership

- In addition to the association staff 
interacted with various members 
during the monthly seminars, 
convention and FBF, 57 personal 
visits were conducted in 2017.  

- Meetings were held with 60 
potential members during 2017. 

Main reasons for 
cancellation:-

- Member cancellation

- Inadequate member value
   proposition

- Fee structure

- The association cancelled the
   membership of two franchisors.

How does the 
association’s 
membership information 
compare?

According to the 2017 Marketing 
General Incorporated’s 
Benchmarking report for 
associations the mean retention rate 
is 88% and the median 89% - FASA’s 
86.43%

External challenges to 
grow membership

- Industry shrinkage/consolidation
   36%

- Stagnant economy 30%

- Lack of brand awareness 26%

Internal challenges to 
grow membership

- Difficulty in communicating value
   40%

- Insufficient staff 39%

- Difficulty in providing ROI 32%

Best vehicles use to 
market to potential new 
members

- Word of mouth 70%

- Email 50%

- Personal visits 43%

Membership growth

- 45% showed a membership growth
   of between 1 and 5%

- 32% remained the same and 23%
   decreased

Reason why companies 
join

- Networking opportunities 59%
- Advocacy 33%

- Access to information 29%

Most effective offers to 
recruit new members

- Convention discounts 57%

- First year membership fee
   reduction 52%

- Average cost to recruit one new
  member USD95
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Transformation, 
Stakeholders & Funding 
Committee

The following members served on 
the committee: -

Nazrana Hawa (Chairperson)
Loshnie Pillay 
Lukhanyo Ceza (stood in for
 Nazrana Hawa as
 Chairperson during her
 leave of absence)
Nicollette le Roux
Manny Nichas
John Baladakis 
 (resigned during the
 course of the term)
Chris Russell
Gerald Brown
Mzwanele Memani
Don Mashele
Vera Valasis (Administration)

Transformation, 
Stakeholders & Funding 
Proposed Franchise 
Food Forum
The establishment of a body equipped 
to represent the specific concerns of 
the CDQSR sector vis-à-vis government 
and other stakeholders was initiated 
by the Spur Corporation. Having 
established interest in principle and 
having received positive feedback from 
other food franchisors, Spur entered 
into discussions with FASA.   A proposal 
document was submitted which has 
been accepted and the inaugural 
meeting of the proposed forum is 
scheduled for 18 January 2018.  Both 
members in the business category and 
non-members have been invited to 
attend the forum and become involved in 
representing the industry.

Meetings with 
Stakeholders: -
Meetings were conducted with the 
following stakeholders in order to 
establish a formal working relationship 
or alliance: -
- Consumer Goods Council of SA
- Black Business Forum
- Small Business Institute
   (previously AHI)
- SACCI
- Masisizane Fund
- Fuel Retailers Association and
   Shopping Centre council meetings
   scheduled for 2018.
- Follow-up meetings are to be held with
   AloeCap (PIC funding) for the industry
   specifically.

Nazrana Hawa arranged for Tony da 
Fonseca to meet with Ms Joan Fubbs 
who is the chairperson for the dti’s 
parliamentary portfolio committee 
as she said there is a very negative 
perception of franchising at government 
level.  Tony da Fonseca explained to Ms 

Fubbs during the meeting that not all 
franchisors are unscrupulous but that 
the industry requires support from the 
government in respect of the industry 
code to address complaints outside of 
the association’s mandate.  Another 
follow-up meeting is to be convened.

Transformation
It was tabled that very little progress has 
been made to transform the industry.  
Sefa together with the dti worked 
with FASA to publish a press release 
about transformation and funding 
opportunities for BBEEE candidates. 
It was also decided to feature black 
franchisees of members in the weekly 
newsflash to address the perceived lack 
of knowledge in the industry about the 
number of successful black franchisees.

Funding
The Absa funding proposal was 
considered by the committee but 
concern was tabled that it is aimed at 
tier 1 franchisors.  New and developing 
franchisors are more in need of this type 
of funding than established franchisors.
The Pallidus funding proposal was 
considered and it was noted that Spur is 
considering the model for some of their 
franchisees.

The Job’s Fund opportunity was 
deliberated by the committee members 
on several occasions and it was decided 
to continue working with the fund 
should another window of opportunity 
be opened that would be suitable for the 
franchise industry.

Complaints from members regarding 
funding applications launched with sefa 
were addressed and it is to be noted 
that service levels from sefa improved 
drastically under the leadership of Don 
Mashele.
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Human Resources/Audit 
& Risk Committee

The following members served on 
the committee:

Tony Da Fonseca (Chairman)

Naas Du Preez

Stuart Duffield

Aneez Amod 

Human Resources / 
Audit & Risk 
Committee 
Human Resources 
Committee

The Human Resources Committee 
oversees the general human capital 
well-being of the organisation and 
ensures that the policies and procedures 
are in line with good corporate 
governance.  Salaries for staff were 
reviewed and adjustments were made 
in line with the 2017 financial plan 
based on measured performance and 
in line with inflation i.e. 6% provided 
performance measures were met or 
exceeded.  Commissions on advertising 
sales were also finalised.

Audit and risk committee

• The association’s income increased by 
9% over budget and 13.8% over 2016.

• The main drivers for the increased 
income stems from sponsorship income 
and increased member growth.

• Expenditure increased by 8.8% over 
2016 due to corresponding increased 
expenditure related to the increased 
sponsorship income, legal costs for the 
further development of the Industry 
Code, trademark expenditure related 
to the application for registration of 

additional trademarks and expenditure 
related to the assessment of long 
standing member’s franchise agreement 
and disclosure documents, an increase 
in the frequency of the publication of the 
newsletter and bad debts.

• Bad debts mainly stems from 
membership fees, adverts and stand 
sales.

• A deficit of R299 506 was declared 
which stems mainly from the 
underperformance of stand sales at the 
Franchise Business Festival 2017.

• Membership fee income contributed 
29.37% to total income

• Sponsorship income contributed 
17.52% to total income

• The Franchise Business Festival total 
sales contributed 26.18% to total income

• Marketing expenses were in line with 
budget and contributed to 10.4% of total 
expenses.

•The association’s cash reserves 
declined in line with the deficit and fall 
short by 50% of the required reserves 
(i.e. 6 month’s running costs).



Legal Committee

The following members served on 
the committee:-

Ian Jacobsberg – Chairman

Nicollette le Roux

Lukhanyo Ceza

Naas du Preez

Eugene Honey

Nazrana Hawa

Vera Valasis – Administration

Legal Committee 
General Matters:-
The Disciplinary committee’s name was 
changed to the Legal committee as the 
committee deals with legal matters as 
well.

The registered name of the association 
was amended in the records of the 
Companies and Intellectual Property 
Commission (“CIPC”), from “Franchise 
Association of Southern Africa” to 
Franchise Association of South Africa.

Stuart Duffield’s has been registered 
with the CIPC as a director of the 
association, in the light of his election as 
chairman elect for 2018/2019.

IP and Trademark matters:-
Bendeta Gordon submitted a letter of 
demand, alleging unlawful use of her 
intellectual property in the association’s 
industry survey, as published on the 
association’s website and 2017 Franchise 
Manual.  Amendments were made by 
the removal and amendment of the 
research information expressed in graph 
format from the survey slides on the 
website and copies of the 2017 Franchise 
Manuals still in the association’s 
possession.  No further response was 
received from Bendeta Gordon and the 
file has been closed in this matter.

FASA Security and Controls (Pty) Ltd – 
The association has lodged an objection 
against the registration of the company’s 
name, after no response was received 
to a settlement offer.  The matter is 
ongoing and the association is awaiting 
the CIPC’s response.

Laundry Dynamics had used the 
association’s trademark unlawfully 
on its website after termination of its 
membership.   It was removed after 
various communications to the company.
The following trade mark applications 
were submitted by Adams & Adams 
on behalf of the association to the 
Registrar:-
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- Trade mark applications nos. 
2017/23340-1FRANCHISE SURVEY 
in classes 09 and 16 in the name of 
FRANCHISE ASSOCIATION OF SOUTH 
AFRICA

- Trade mark applications 
nos.2017/23345-6 FASA CONVENTION 
in classes 35 and 41 in the name of 
FRANCHISE ASSOCIATION OF SOUTH 
AFRICA

-Trade mark applications nos. 
2016/36334-5 FRANCHISE DIRECTORY 
in classes 09 and 16 in the name of 
FRANCHISE ASSOCIATION OF SOUTH 
AFRICA 

- Trade mark applications nos. 
2016/36337-8 HOW TO EVALUATE A 
FRANCHISE in classes 09 and 16 in the 
name of FRANCHISE ASSOCIATION OF 
SOUTH AFRICA 

- Trade mark applications nos. 
2016/36339-40 HOW TO FRANCHISE 
YOUR BUSINESS in classes 09 and 16 in 
the name of FRANCHISE ASSOCIATION 
OF SOUTH AFRICA

- Trade mark applications nos. 
2016/36345-6 SUPPLY MANUAL in 
classes 09 and 16 in the name of 
FRANCHISE ASSOCIATION OF SOUTH 
AFRICA 

- Trade mark applications nos. 
2016/36347-8 FRANCHISE MANUAL 
in classes 09 and 16 in the name of 
FRANCHISE ASSOCIATION OF SOUTH 
AFRICA 

Proposed Industry Code:-
The proposed industry code was 
published in the government gazette on 
29 January 2016.  Mr Andisa Podwana 
who was dealing with the matter at the 
dti left their employ but he indicated that 
the dti would prefer if the association’s 
Code of Ethics was included in the 
document.  Eugene Honey and Adv. 
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Kevin Isles are working on making 
amendments to the association’s 
code so that it would be suitable for 
inclusion. However, Eugene Honey 
recommended that the proposed 
industry code go ahead as it stands 
but despite various follow-ups to the 
department no further response has 
been received.

Internal complaints 
procedure:-
The association’s own member 
complaints procedure published 
on the website is to be amended to 
include more detail regarding the 
process and time periods between 
steps so that complainants have a 
better understanding of the process.

- Practice Notes:-
No practice notes were written and 
published in 2017.

- Member complaints: -
The association deals with complaints 
internally initially but refer complaints to 
the Legal Committee should they not be 
resolved at this initial stage. Ten issues 
were referred to the committee during 
the period under review.

- Membership document assessment
Concerns were raised within the 
Executive Committee of the association 
that a number of members were using 
franchise agreements and or disclosure 
documents that did not comply with 
the Code of Ethics or prevailing laws.  
It was noted that the association had 
at one time required all members to 
submit their franchise agreements and 
disclosure documents to the association 
for assessment annually at the time of 
renewing their membership, but this 
practice had become unsustainable due 
to a lack of manpower.

All the relevant service provider 
members were approached to carry 
out assessments of the franchise 
agreements and disclosure documents 
of franchisor members, who were invited 
to submit their documents voluntarily 
for assessment. Thirteen longstanding 
member’s franchise agreements and 
disclosure documents were assessed at 
the association’s cost.

- Debtors:-
The following debtors were handed over 
to attorney Maria D’Amico for further 
action:-

Gas Mart – Franchise Business Festival 
and membership fees

Gold Brands – Franchise Business 
Festival exhibition costs

The FASA Team 
Martha Mashele –  Sales Manager
 Martha joined FASA
 in 2008 as receptionist
 and because of her
 friendly and outgoing
 personality was soon 
promoted to managing all expo sales. 
Her experience working in a call centre 
environment for a number of years has 
added to her sales expertise.

Leoni Ogle – Receptionist
 After working for
 FASA on a project
 basis, Leoni assumed
 the duties of
 Receptionist in 2015. 
 In addition, she 
handles various other administrative 
duties.

Nokuthula Radebe – 
Administrative Assistant
 Nokuthula joined
 the association
 – working initially as
 a consultant on
 various projects.
 In 2015 Nokuthula 
took over the duties related to the 
member listings and supplier manual.

Busi Mashele – Consulting
 Administrative duties
 and database
 maintenance

Vera Valasis – Executive Director
 Vera Valasis holds the
 distinction of being
 the first woman to
 hold the position of
 Executive Director 
in FASA’s history. Her experience in 
franchising spans over twenty five 
years from her early days managing 
restaurants and in retailing to holding 
the position of Managing Director for 
leading brands Milky Lane and Juicy 
Lucy under the Pleasure Foods banner 
and then as MD of Debonairs for Famous 
Brands. She is highly experienced in 
all aspects of franchising and strategic 
planning and joined the association in 
2005.

Shereen Davids – Office Manager
  One of FASA’s longest
  serving staff member,
  Shereen has many
  years of experience in
  all aspects of the day-
to-day operation of the association.
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Attendance Register 
Exco and Council Meeting dates from March 2017 to February 2018

   Council Exco Exco Exco Exco Exco Council Exco Exco  Exco Council Total Meetings
Type of Member Member company Name of representative March  April May June July August  September  October November December Jan-18 Feb-18 11 Meetings in total
   Friday 10 Wed 12  Wed 25 Thurs 22 Thurs 27 Thurs 24 Wed 27 Thurs 26 Thurs 23 No Meeting  Thurs 25 Thurs 08
Franchisor Company Representative
Franchisor  OBC Chicken Tony Ferreira Da Fonseca Present  Present Present Present  Apology Present Present  Present Present  Present Present 10 out of 11 Exco/ Council
Franchisor  Oasis Water Naas du Preez Present  Present Present Apology Present Present Apology Present Present  Apology Present 8 out of 11 Exco/ Council
Franchisor Jimmy’s Killer Aneez Amod Apology Present Present Present  Present Present Present  Present Apology  Present Present 9 out of 11 Exco/ Council
 Fish & Chips
Franchisor Mike’s Kitchen  Lukhanyo Ceza Present  Present Apology Apology Present Present Apology Present Present  Present Apology 8 out of 11 Exco/ Council
Franchisor Spur Corporation Nazrana Hawa / Present  Present Apology Present  Present Present Apology Present Present  Apology Apology 8  out of 11 Exco/ Council
  Loshnie Pillay
Franchisor  Hot Dog Café  Nicollette le Roux Present  Present Present Present  Apology Present Present  Present Apology  Present Present 9 out of 11 Exco/ Council
Franchisor Pick n Pay  Stuart Duffield Present  Apology Present Apology Present Present Present  Present Apology  Present Present 8 out of 11 Exco/ Council
Franchisor OK Franchising  Cobus Barnard Apology Present Apology Apology Apology Apology Apology Apology Present  Apology Apology 2 out of 11 Exco/ Council
Franchisor Jack’s Paint &   Chris Russell Present  N/A N/A N/A N/A N/A Apology N/A N/A  N/A Present 2 out of 3 Council
 Hardware
Franchisor Chip ‘n Dip Gerald Brown  Present  N/A N/A N/A N/A N/A Present  N/A N/A  N/A Present 3 out of 3 Council
Franchisor PostNet  Deon Roos  Present  N/A N/A N/A N/A N/A Apology N/A N/A  N/A Apology 1 out of 3 Council
Franchisor Overland Group Jose De Achadinha Present  N/A N/A N/A N/A N/A Apology N/A N/A  N/A Apology 1 out of 3 Council
Franchisor  Taste Holdings  Jayde Moita Apology N/A N/A N/A N/A N/A Apology N/A N/A  N/A Apology 0 out of 3 Council
Franchisor Midas Group Shannon Drake Present  N/A N/A N/A N/A N/A Apology N/A N/A  N/A Present 2 out of 3 Council

Service providers Company Representative
Service provider  Adams & Adams Eugene Honey Present Apology Apology Present Present Present Apology Present Present  Present Apology 7 out of 11 Exco/ Council
Service provider Hogen Lovells Ian Jacobsberg Present Present Present Present Present Apology Present Present Present  Present Present 10 out of 11 Exco/ Council
Service provider  Franchize Directions  Nicola Mare Present N/A N/A N/A N/A N/A Present N/A N/A  N/A Present 3 out of 3 Council
Service provider  Sefa Don Mashele /  Present N/A N/A N/A N/A N/A Present N/A N/A  N/A Present 3 out of 3 Council
  Thanda Madlala
Service provider  Absa Christo Weideman Present N/A N/A N/A N/A N/A Present N/A N/A  N/A Present 3 out of 3 Council

Franchisees Company Representative
Franchisee  Pick n Pay John Baladakis Present  N/A N/A N/A N/A N/A Apology N/A N/A  N/A Apology 1 out of 3 Council

Coopted members Company Representative
Co-opted council Department of  Mzwanele Memani Present N/A N/A N/A N/A N/A Apology N/A N/A  N/A Present 2 out of 3 Council
member Small Busines 
 Development
Co-opted council Four News  Manny Nichas Present N/A N/A N/A N/A N/A Apology N/A N/A  N/A Apology 1 out of 3 Council
Member
Co-opted council Sherpa Kids  Genevieve Allen Present N/A N/A N/A N/A N/A Apology N/A N/A  N/A Apology 1 out of 3 Council
Member

Franchise 
Association of 
South Africa
Franchise  Franchise Vera Valasis Present  Present Present Present Present  Present Present Present Present  Present Present  11 out of 11 Exco/ Council
Association of  Association of
South Africa South Africa
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Main Sponsor

Competition & Outdoor Sponsors

Franchise Seminars

We would like to extent a special thanks to the legal service 
providers who give their time and expertise to assist FASA 
with its legislative issues. 

Eugene Honey of Adams & Adams continued to serve as the association’s appointed 
legal advisor and dealt with a range of legal matters with particular reference to the 
ongoing work being done to get the Industry Code signed off by the minister of Trade 
and Industry, trademark issues and other matters as discussed elsewhere in this 
report.  Adams & Adams also sponsored the venue and refreshments for a number 
of Exco and Council meetings during the course of the year as well as the Annual 
General meeting. 

Ian Jacobsberg of Hogan Lovells served as the Chairman of the legal committee 
again this term and dedicated his expertise and time to deal not only with the various 
issues referred to the committee but also assisted the association with various other 
legal matters.  Hogan Lovells also sponsored the venue for many meetings during the 
course of the term.

FASA thanks its sponsors


