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òWhat are You Doing for the Rest of You r  Lifeó?  is more than a classic song memorialized by icon 
Frank Sinatrañit is a question that millions of Americans ask themselves each day when they 
contemplate the future of work. Retirees wonder from under their golf visor how many rounds of golf 
they can honestly play before boredom sets in. Armies of executives are tired of being downsized, 
rightsized and just plain unsized, and hope for a new beginning. Maybe you and your family long for 
more freedom and control over the decisions in your life. 
 
òWhatever you can do or dream you can, do i t. Boldness has genius, magic and power in it.ó  
This simple declaration by the legendary German poet, Goethe, has inspired many people to step up 
and be counted. Today, we want to inspire you. 
 
In preparing this white paper, it is Robeksõ intention to provide you objective information to help you 
determine if franchising could work for you, whatever your circumstances. Naturally, we also hope to 
encourage you to experience franchising the Robeks wayñby helping others live healthier, more active 
lives. One smoothie at a time! 
 

* * * * 
 

FRANCHISINGñTHE NEW FORCE BEHIND ENTREPRENEURSHIP 
 
According to recent statistics provided by the U. S. Census Bureau, the number of self-
employed businesses increased from 17.6 million in 2002 to more than 18.6 million in 2003, a 
growth rate of 5.7 percent, representing the largest rate of increase in self-employment since 
1997. 1  Among these small businesses, franchising, a term derived from the French word for 
òhonestyó or òfreedomó 2  is rapidly gaining in popularity.  
 
In a speech at the International Franchise Association Convention in Las Vegas, on February 27, 
2007, U.S. Secretary of Labor, Elaine L. Chao, cited small and medium-size businesses in the 
U.S as òthe foundation of our country's future economic growth.ó 3 òOver the last decade,ó Ms. 
Chao said, òmore than 99 percent of U.S. firms have fewer than 500 employees, and over half 
of all private sector jobs are in these small and medium firms.ó  Small business has generated 
close to two thirds of net job growth.   
 
According to the venerable business magazine, Financial Times, if sales by U.S. franchise 
businesses were translated into national product, they would qualify as the 7th largest 
economy in the world.4  
 
Indeed, growth predictions for the franchise business, according to analysis by Franchise 
Recruiters, Ltd., indicates that franchisors themselves òpredict a firm seven percent growth in 
development of new units across the nationó in the coming years. 
 
New franchising concepts are increasing rapidly according to FranData, an independent 
research company that supplies information and analysis for the franchising sector. 5  In one of 
its recent studies, FranData reports almost 900 franchising concepts began over the past three 
years, with a 67 percent increase in retail food franchises. And individuals, couples, families 
are opening franchises somewhere every eight minutes because they have discovered that 
franchising is a solid, lower-risk path to becoming an entrepreneur. On many levels, franchising 
is the flashpoint that is re-igniting middle-class economic opportunity. 

 

                                                 
1 U S Census Bureau News, September 30, 2005 
2 Random House Webster's Unabridged Dictionary, 2nd Edition 
3 http://www.dol.gov/_sec/media/speeches/20070227_IFAC.htm  
4 http://en.wikipedia.org/wiki/Franchising 
5  www.frandata.com 
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A BRIEF HISTORY  
 

Franchising can be traced as far back as the 1850s when Isaac Singer (of Singer Sewing 
Machines) attempted to increase the distribution of his sewing machines. His Sewing Machine 
Combination, America's first patent pool, sold licenses to manufacturers for a single franchise 
fee, which was divided among patent holders.6  John S. Pemberton's early distribution of Coca-
Cola is another example of franchising. 7 Even the early American telegraph system was 
operated by various railroad companies but controlled by Western Union. 
 
Franchising as it is known today, started as early as 1919 with fast food restaurants such as 
A&W Root Beer. 8  Of course, one of the most successful franchise systems was McDonalds, 
which began franchising in 1955. Now, as then, owning a franchise remains a brilliant pathway 
to start-up a new business without the traditional risks associated with a new business idea in 
uncharted terrain and with unproven demand.   

 
 
HOW A FRANCHISE WORKS 
 
Franchisors develop business concepts and models, then license trademarks and offer tried and proven 
methods of doing business to a franchisee. In exchange for a recurring payment, usually a royalty, 
which will be a fixed percentage of gross sales or gross profits plus annual fees, the franchisee may 
build his or her business under the franchisorõs banner and limited guidance. These figures will vary 
from franchisor to franchisor, and are important to compare. Typically, the franchisor will also provide 
many forms of assistance and support in such areas as: 

ž  Site location and construction build-out ž  Equipment purchases  

 ž  Sourcing of reliable suppliers   ž  Management and personnel training 

 ž  Marketing and sales     ž  Systems for accurate financial data  
 

 
DOING IT ON YOUR OWN 
 

Once an individual or group decides to start a small business, the biggest hurdles faced are  
(a) what kind of business is most suitable to their skills and goals; and, (b) how to build a 
business from scratch. Business plans must be painstakingly developed and presented, usually 
to venture capitalists who may take months to weigh the pros and cons of the concept.  The 
potential small business owner must then search for just the right location for the business at a 
reasonable price per square foot. Assuming these two basic steps are achieved, there is the 
business of marketing, which may become an unforeseen nightmare in terms of time and costs, 
particularly if you have no experience in marketing. Of course, you may also face aggressive 
competition from other established businesses that are better capitalized. 
 
Many studies have sought to track and understand small-business failure rates over the past 30 
years. Results tend to be confusing, at best. Clear data on small, privately held companies is 
difficult to unearth because these companies do not publicize financial results. The National 
Federation of Independent Business' Education Foundation estimates that over the lifetime of a 
business, 39 percent are profitable, 30 percent break even, and 30 percent lose money, with 
one percent falling in the "unable to determine" category9. Not only do you have just a 30 
percent chance to make money, conventional wisdom tells us that some 80 ð 90 percent of all 
new businesses fail in the first five years. 

 

                                                 
6 http://www.northstar.k12.ak.us/schools/ryn/projects/inventors 
7 Wikipedia- http://en.wikipedia.org/wiki/Coca-Cola 
8 http://www.aw-drivein.com/About_Us.cfm 
9 Rhonda Abrams, author of The Successful Business Plan: Secrets & Strategies 

http://www.aw-drivein.com/About_Us.cfm
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In another study, Professor H.G. Parsa of Ohio State University, tracked new restaurants from 
1996-1999. In the first year, 26 percent closed. Another 19 percent closed the second year, and 
14 percent the third. Collectively, 59 percent of new restaurants closed those three years.  

 
So what is your chance of success?  David Birch, former head of a research firm that 
specializes in small business data claims that survival rates of new business are in reality more 
encouraging:   

New Business' Survival Rate
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Even more encouraging is  a 1999 study b y the U. S. Chamber of Commerce, which verified that of 
the franchises opened in the five years prior, 97 percent were still open for business.  

 
Time to Take  Control ? 
Owning your own business may seem daunting, but as author John Atkinson once said, òIf you don't run 
your own life, somebody else will.ó  Franchising makes it possible to run your own life.  At least 75 
different industries are franchise-based and they provide a whopping 18 million American jobs, which 
translates into an overall economic output of $1.53 trillion, according to a study conducted by Price 
Waterhouse Coopers for the International Franchise Association.10 

 

 
BECOMING YOU, INC. 
 

Buying a franchise catapults you to entrepreneurship in far less time than it would take to 
organize a business model on your own. In most franchise operations, you can go from contract 
signing to opening your own store in as little as nine months. As a franchisee, you also avoid 
the many barriers you would face as a first-time business owner. Think of it as a òbusiness in a 
box.ó Itõs been designed, tested, and proven by a team of industry experts. Simply put, you 
follow the training program developed by the experts, pay the designated fees and costs 
associated with the business and receive the gratification of business ownership, using the 
same name, food, supplies, logo and even building design. 

 
 
 

                                                 
10 International Franchise Association 
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Safety in Numbers  

The success rate of franchises is higher than independent business start-ups. As the òsystemó 
grows, the security and strength of the infrastructure expands accordingly. The franchisor is 
like a constant gardener, adding new and effective ways to improve the business which helps to 
increase the franchiseeõs revenue potential. 
Á Franchising in America generates more than $ 1 trillion in annual retail sales 
Á Figure is equivalent to 50 percent of all U.S. retail sales 
Á Franchising accounts for one in every seven jobs in the private sector 

 
Furthermore, a number of federal-level organizations oversee the franchise industry, which 
ensures proper disclosure to franchisee prospects of risks and rewards. In that way, any person 
has the facts needed to make an informed decision about the opportunity. It is important for 
you to secure a copy of the franchisorõs Uniform Franchise Offering Circular  (UFOC), an 
extensive document that covers a wide range of critical information you will need for an 
effective evaluation. In brief, the UFOC covers: 

 
Á Franchisorõs background, management experience, any litigation/bankruptcy history 
Á All the fees charged by the franchisor 
Á An estimate of the total investment needed to establish the business 
Á Restrictions on the purchase of products to be used and sold in the unit 
Á Franchiseeõs obligations 
Á Financing that the franchisor makes available 
Á A summary of the services provided including training and site selection 
Á Status of the trademarks, copyrights and patents associated with the program 
Á Obligations of franchisee to participate in actual operation of the franchised business 
Á Restrictions on what the franchisee can sell 
Á Renewal, termination, transfer and dispute resolution provisions 
Á A description of how well the franchises perform financially 
Á System statistics and lists of franchisees and former franchisees11 

 
 
Personalized Standar dization  
It may seem like an oxymoron, but you can actually personalize your standard franchise operation in 
many fulfilling ways. After all, you go into business for self expression and freedom. An ancient prophet 
explains our personal connection to work in this powerful statement, òWork is love made visible.ó 
 
Under a franchise agreement, most operations are clearly routinized. However, one important way to 
personalize your operation is in the quality of relationships you build with your employees and, even 
more important, with your customers. Think of all the ways you can brand your businessñwhether a 
coffee house, cookie shop or cartridge store or sandwich maker, image taker or smoothie blender: 

Á Welcome greetings   ž    Remember customer names 

Á Community involvement  ž   Celebrate key events 

Á Interior Signage    ž   Market your business differently 
 
So you see in franchising you can get creative and inspired to do things that reflect your own vision and 
heart. By bringing your family members into the business, you personalize. By adding small touches you 
personalize.  By remembering to thank every customer as he or she leaves your business, you 
personalize. 

 
 
 
 

                                                 
11 Entrepreneur.com 
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Life Balance  

More than ever before, Americans are looking for lifestyles that incorporate flexibility thatõs 
not available through conventional employment. The opportunity to spend more time with 
family and the freedom to have no limits set on your income are primary examples.  In fact, 
many successful franchises are family ventures. Franchise opportunities offer these desirable 
perks, as well as a sense of pride, financial accomplishment, and personal success. 
 
 
Life balance may be difficult to achieve in this fast-paced world but, at least, in your franchise 
business, red tape will be at a minimum. For example, when you go to finance a franchise, 
there is typically less red tape and paperwork than conventional start-up businesses.  
Some small business organizations offer franchise funding programs, providing additional 
assistance to women, the disabled, and minorities.  The Small Business Administration and 
most local business banks have excellent programs to support the franchising community. 
 
 
 

Build Business Skills 
Typically, franchisors offer ongoing training so that their franchisees can develop strong 
business operating skills. The initial training program is critical to the success of the new 
franchisee.  
 
As an example, Monika and Sonja Mendonca, who operate a Robeks location in the Boston area, 
received both off-site and on-property training from their local Robeks Regional Director Kevin 
OõMaley.  They also attended a training session at Robeks headquarters in Manhattan Beach, CA 
prior to opening their store.  Since their store has been open theyõve been getting ongoing 
operational and marketing assistance from Kevin. òThe help we get from Robeks is invaluable,ó 
says Monika. òWe can turn out a smoothie in 45 seconds because of the training we received. 
And weõre bringing in a substantial revenue stream.ó  A franchisee is never alone. 
 
Owning more than one unit in a given area can be beneficial because marketing efforts may 
overlap and employees can be shared. 
 
 

Nominal Start -up Costs 
An extensive net worth is not always necessary to qualify as a franchisee. Some franchise 
opportunities are available for less than the cost of starting an independent business. When you 
apply to the program, you pay a basic franchising fee, and will be required to demonstrate an 
above average credit score, and meet specific income and liquidity requirements.  
 
Once your franchise is up and running, you will pay the required royalty and marketing fee to 
the franchisor. The marketing fee supports a variety of promotions and collateral such as 
posters and point-of-sales materials that can be used at the local level to help you generate 
revenue. 
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RISKS VS. REWARDS 
 

As with any business, some financial risk is involved and no guarantees are made.  However, 
the potential for long-term financial rewards and the definite freedom offered through 
franchising are two excellent reasons to invest in a ground-floor opportunity. 
 
Robeks offers such a ground-floor opportunity. The company is currently expanding throughout 
the United States. As of April 19th, 2007 there are 109 franchise locations open.  With the goal 
of reaching 500 units in the next five years there is clearly significant room for growth.  Many 
locations are still ripe for development: 

 
 

Key Cities:  
 
Á Atlanta 
Á Boston 
Á Chicago 
Á Cleveland 
Á Charleston-Jacksonville 
Á Columbus 
Á Houston 

 
 

Á Kansas City 
Á Long Island, NY 
Á Miami 
Á New York City  
Á Raleigh-Durham 
Á Charlotte 
Á Seattle 
Á Tampa-Sarasota 

 
Key States:  

 
Á Arizona        ƴ     Hawaii 
Á California        ƴ     New Jersey 
Á Carolinas       ƴ     Florida 
Á Connecticut       ƴ     NE Corridor (New York) 
Á Ohio 
Á Washington 

 
 

Wherever your location, franchising is one of the safest investments you can make as a small 
business owner. Successful franchisors like Robeks Corporation have spent more than 10 years 
to design, refine and execute the optimal business concept. Not only does the franchisee gain 
the advantage of a fast startup, based on a proven trademark and formula of doing business, he 
or she signs into a turnkey business.  
 
You will be provided with guidance and support on site selection, lease negotiation, 
construction, hiring, training, mentoring and ongoing support, as well as prudent advice on 
legal requirements and troubleshooting. In short, franchisors offer a consistent product or 
service to minimize business risk. In most cases, the novice business owner knows exactly what 
to expect when entering into a franchise agreement.   

 
 òI wouldõve been happy with 20 percent growth in sales,ó says Robeksõ franchisee, Ari 
Maunula of Stamford, CT. Ari operates his store with help from his family and after just one 
year, his sales nearly doubled. 
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WHY SMOOTHIES? 
 

Robeksõ President and Chief Executive Officer, Sheri Miksa, believes the retail premium 
smoothie and juice category is where the specialty coffee industry was just a decade ago. Of 
course, today, one sees a Starbucks on every corner. The juice (smoothie)category keeps 
growing by approximately 7 percent a year and, at last count, has blossomed to 30 franchisors 
in the niche (plus many single unit operators), and smoothies are being added on menus 
everywhere. 
 
An early 2007 press release from consumer intelligence leader Mintel sums it up best: 

 
The U.S. smoothie market has been flooded with consumers looking for a quick 
portable meal alternative. Last year, smoothie makers raked in more than $2 
billion from made-to-order and packaged smoothies, up more than 80 percent 
in the last five years.  
 
Consumers are embracing the trend in a major way, and for a variety of 
different reasons. The market for health-conscious products continues to grow 
rapidly. Smoothies have quickly become part of the American landscape, with 
more than 4,000 retail locations reported in the U.S. last year. According to 
Mintel's exclusive consumer research, more than half of respondents in the 18 
to 34 year-old range said that they had a smoothie in the last month.  
 
"Consumers are attracted to smoothies because they are seen as a healthier 
option to most sweets and on-the-go meals," said David Lockwood, director of 
Mintel Reports. "Now that the smoothie market is a proven success, companies 
are being pushed to the next level-- extreme differentiation.  
 
"The flavor combinations and possibilities are endless with the smoothie 
market," said Lockwood. "With functional foods and beverages having a strong 
marketplace advantage, smoothies are in position to dominate the healthy 
beverages category. Smoothies are seen as a pleasant health treat, and this 
will continue to take the category far.ó 

 

* * * *  
 
 
BUSINESS CASE FOR ROBEKSñGround Floor Opportunity  
 

Robeksõ mission is to offer its guests a way to experience personal enrichment by helping 
people to enjoy healthier, active lifestyles. Robeks specializes in premium-quality nutritious 
and flavorful made-to-order smoothies, squeezed fresh fruit and vegetable juices, wheatgrass 
and green tea shots, and a varied selection of òhealthy eatsó. The smoothies can be 
nutritionally enhanced by adding one or more of the Robeks proprietary nutritional boosts, 
which can make a smoothie a meal replacement or help the customer achieve other functional, 
nutritional goals, consistent with their focus on living healthier and more fit lifestyles.  
 
This level of customization creates a very loyal and frequent customer base. With more than 
100 locations in 15 states and the District of Columbia Robeks is on target to establish more 
than 500 stores in the next five years. For a prospective franchisee, it is truly a ground-floor 
opportunity, as there are still excellent territories to be developed. 
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10 th  Anniversary  
Founded in 1996, Robeks embodies the world-famous California sun and fun lifestyle. 
Headquarter offices are aptly located in Manhattan Beach, CA, just a mile away from the 
beautiful Pacific Ocean. One of the benefits of becoming a Robeks franchisee is participating in 
the training program at its California headquarters.  
 
The company was originally founded by real estate expert David Robertson and his wife 
Rebecca (hence the name Ro-beks) because he understood on a very personal level the value of 
a healthy diet and what fresh fruits and juices can do to help fortify people against illness.  
 
Today, Robeks is one of the fastest growing healthy lifestyle food franchises In the United 
States. 12   

 
Rankings in Entrepreneur Magazine 2003 -2007  

  
Franchise 500® Rank: 
        No. 222  in 2007; No. 220 in 2006; No. 311 in 2005  
 
Top New Franchises: 
        No. 9 in 2006; No. 20 in 2005  
 
America's Top Global Franchises: 
        No.168  in 2007; No.163 in 2006 

 
 
Robeks attracts a special type of individual whose values are well-defined and whose 
commitment to succeed is passionate. Many franchisees have told Robeks that their initial 
interest in the company stemmed from their own interest to have a positive impact on their 
communities, make a difference in the battle against obesity and own a business consistent 
with their own interest in health and wellness. 

 
Propelling  the Health Wave  

Overweight and obesity has become a serious health concern for both children and adults, with 
more news stories focusing on this growing problem every day. Results from the 2003-2004 
National Health and Nutrition Examination Survey (NHANES), the largest national source of 
objectively measured health and nutrition data, indicate that an estimated 66 percent of 
American adults are either overweight or obese.13 Among adolescents age 12-19 years, 17 
percent are overweight and in children age 6-11 years, the figure jumps to 19 percent. These 
findings, according to the NCHS, òindicate the likelihood of another generation of overweight 
adults who may be at risk for subsequent overweight and obesity related health conditions.ó 14  

 
òObesity in the workplace is getting more recognition and attention,ó according to Leade 
Health, which specializes in health coaching.  Employers are concerned with the ever-
increasing costs and millions of lost work-days associated with obesity, says Leade, as well as a 
dramatic increase (74%) in obesity in the past ten years. 

 

                                                 
12 www.robeks.com 
13 National Center for Health Statistics  
http://www.cdc.gov/nchs/products/pubs/pubd/hestats/overweight/overwght_adult_03.htm 
14 National Cener of Health Statistics 
http://www.cdc.gov/nchs/products/pubs/pubd/hestats/overweight/overwght_child_03.htm 
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Being overweight or obese increases the risk of many diseases and health conditions, including 
hypertension, high cholesterol, Type 2 diabetes, heart disease, stroke, sleep apnea and 
respiratory problems and some cancers including breast and colon cancer. 
 

òThatõs where we concentrateñ healthier -for -you foods that lead to more active lifestyles ó 
says Robeks President and CEO, Sheri Miksa. Robeks offers a proprietary  line o f nutritional 
boosts and dietary supplements that specifically help our store guests burn fat, suppress  
appetite,  fortify the immune system, increase energy and /or  stimulate  metabolism. Just add 
exercise, adequate sleep and stress-reducers to reach your goals.ó 

 
In an era of increasing awareness of the benefits of healthy eating and the devastating effects of the 
nationõs growing problem of obesity, Robeksõ popularity disproves the old way of thinking that healthy 
food is not tasty or fun to consume.  Robeks is good, AND good for you!!! 
 
 
 
Nutritional Credentials  

Robeks works closely with Dr. Edward M. Lieskovan who brings more than 25 years of scientific 
experience in the nutritional and pharmaceutical fields to his role as a Nutritional Consultant. 
He and his team develop and formulate new products and consult on how best to maximize 
their health benefits. He is an advocate for complementary therapeutics, which utilize 
vitamins, minerals, herbs, fiber, probiotics, and other natural herbs and nutrients to promote 
good health.  
 
Currrently, Dr. Lieskovan is the President and CEO of Performance Research Laboratories, Inc, 
a research and development-based manufacturer of dietary supplements and functional foods.  
He is also a licensed clinical pharmacist who is on the teaching faculty at the University of 
Southern California. 
 
Dr. Lieskovan has developed the Robeks line of nutritional boosts which enhances its smoothie 

line-up.  For example, these boosts include PowerbekÑ, a natural energizer with ginseng; 

VitabekÑ, a 100 percent DV of 20 vitamins and minerals, and IntellibekÑ, that aids memory and 
concentration with gingko biloba. Its varied menu has something for everyone including a 
remarkable range of unique combinations for smoothies in four different categories:  Berry, 
Power, Tropical or Exotic. Your smoothies are truly blended-to-order to your personal taste 
preference. 
 
 

Foods for Life  
Robeks offers its discerning customers premium cutting-edge products. POM Passion and POM 
Power smoothies both feature healthy pomegranate juice. The POM Passion smoothie is a 
refreshing and tangy blend of pomegranate juice, strawberries, non-fat yogurt and ice. The 
POM Power smoothie is a heart-healthy blend of pomegranate juice, strawberries, blueberries, 
raspberry sherbet, non-fat yogurt and ice along with Robeks nutritional boosts, Power-bek, 
Cardio-bek and Soy Protein. 
 
Acai is a very powerful berry from Brazil which has emerged as a great source of antioxidants 
and also possesses energizing and anti-aging qualities.  Acai is used in smoothies, as well as in 
the poplular energy bowls. 
 
Wheatgrass, sold in one or two ounce shots, is a green superfood, which cleans and detoxifies 
the digestive system and offers the nutritional equivalent of 2 ½ to 5 lbs of green vegetables. 
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The Robeks menu features a large selection of fruit smoothies, shakes and freezes, as well as 
custom fruit and vegetable juices, all made to order. Green tea shots sold by the ounce and 
organic wheatgrass shots deliver concentrated nutritional boosts.  
 
Custom blended frozen yogurt (in many locations) satisfies those who enjoy creating their own 
fruit flavor combinations.  Healthy eats include muffins, cookies, hot stuffed pretzels, chips, 
energy bars, and in some locations, a selection of sandwiches wraps and salads.  
 
Ari Maunula, mentioned earlier, discovered Robeks first as a customer. He fell in love with 
Robeksõ Banzai Blueberry Smoothie. He enjoyed the tasty blend of squeezed-fresh juices, pure 
fruit, non-fat yogurt, low-fat sherbet, coupled with crushed ice and generous scoops of Robeksõ 
specially formulated nutritional boosts, but he was most interested in the healthy aspects of 
the products.  

 
òPeople on the east coast are health-minded,ó says Ari, òbut there arenõt many opportunities 
for them to enjoy a daily smoothie or a protein boost on the way to work or the gym.ó 

 
 

Work You Loveñ Financial Benefits  
Ari ended up buying a store! Talk to any Robeks franchisee and you will find they all have 
several things in commonña desire for business success, a sincere interest in peopleõs well-
being, a pride in serving wholesome food and beverage options, enthusiasm with regard to 
ownership, and an overall respect for the Robeks concept. All of these factors combine to 
produce a business endeavor that instills a love for what they do.   

 
"I've been a Robeks franchisee since 2001 and I now own eleven stores with more on 
the way,ó says Moe Nariman of Los Angeles, òThe stores are easy to operate, so 
running multiple loca tions is a great option from a business perspective. I checked 
out so many other franchise opportunities, but nothing came close to Robeks in 
terms of the support from the entire corporate office."  

 
"I picked Robeks for four main reasons,ó says Kevin Jackson, regional director for 
Phoenix, AZ. òIt focuses on a healthy lifestyle, provides quick service to meet our 
society's busy schedules, the products are superior in both taste and nutrition, 
and, finally, for the management behind Robeks - successful business people." 
 
Bob Kenz of Monrovia, California says "One of the factors I considered when picking 
a franchise business was the complexity of operations. I found Robeks to have an 
extremely simple, organized and efficient operational system."  

 
John Tram, La Jolla, California, did a lot of research before he decided on Robeks 
as the ideal franchise. He spends about four hours a day at his store and the rest of 
his time on local marketing by visiting nearby businesses and offering free samples 
of his product. òI really enjoy hosting Robeks smoothie parties for area businesses, 
health clubs and high schools, to pump up recommendations,ó says John.  

  
In Closing  
If you are ready to change your work life, consider business ownership in a franchise system that is 
destined to grow with you.   Robeks.   Enrich your life.  
 
If you match Robeksõ success profile and meet the financial criteria, please submit your preliminary 
application today to www.robeks.com 
 

For more information, please email or call: 
franchising@robeks.com 

Fax: 310.844.1587  
1-866-4Robeks (476.2357)  

http://www.robeks.com/
mailto:franchising@robeks.com
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