
Stanford Systems Franchise Manual and Agreement

This contract outlines all of the agreements between _________________________ hereafter referred 
to as the Franchisor, and ___________________________ hereafter referred to as the Franchisee.

Time Table

This table outlines all of the procedures that must be accomplished by the Franchise prior to the 
delivery, installation and initial on-site training by the Franchisor.

Week Description of Milestone Task(s)

1 Initial 50% franchise payment to Franchisor ($12,500 USD).

1 Franchisee begins looking for appropriate office location. Office locations considered must 
comply with the Office locations and facilities chapter below.

2 Franchisee begins engaging landlords contacted. Familiarizes one's self with area protocols 
like reasonable deposits, rent negotiation, price per square foot, application fees, and 
negotiates terms.

2.5 Franchisee selects location, complies with all rental agreements and assumes control of the 
property. Includes specification of all agreements between tenant and landlord. Checks on 
Insurance and utilities (agreements, installation of electricity/water/commercial 
internet/phone lines, etc.) as well as registering initial state of property, making requests for 
changes or repairs and supervising clean-up if needed.

3 Franchisee submits to Franchisor working diagram of items and placement such as desks, 
filing cabinets, computer work stations, reception desk and signage. Written description of 
decor choice, wall artwork. All ideas not covered in Floor Plan section in this agreement 
are to be submitted before implementation to the Franchisor for approval.

Solicitation and selection of workers or contractors to implement floor plan and decor 
choices.

3.5 Franchise will supervise installation of all office furniture, office machines, installed items 
such as Internet, signage, displays, tables, white board, etc.

4  All location-specific tasks should be completed at this point, and office ready for physical 



inspection by Franchisor at time of delivery of franchise equipment.

Start of training schedule where franchise operators become exposed and proficient in all 
franchise operation though reading supplied manual, both operation and technical.

Start of implementation of Phase 1 of Marketing Plan: building database of potential venue 
locations including telephone/fax numbers, email, and specific contact names for each 
business/entity.

5 Continuing self-training based on reading supplied franchise manuals and other 
documentation.

Continuing building internal database of potential venue locations and contact people.

Formulation and capturing questions, concerns, issues and like in preparation for 
Franchisor training.

6  Arrival of Franchisor and delivery of franchise equipment. Areas for the items should be 
clean and clear of any obstruction.

Upon receipt, installation and testing of delivered Franchise equipment the final payment 
of $12,500 USD will be made by the Franchisee to the Franchisor. If any equipment is not 
operational at time of installation it is the responsibility of the Franchisor to remain until 
any and all issue are resolved to the satisfaction of the Franchisee

Section 1: Marketing Strategy

The franchisee agrees to implement verbatim the core marketing strategy supplied by the Franchisor. 
The franchisee may or may not also include their own marketing ideas such as direct mail, 
telemarketing, bulk email, radio/TV advertising, fliers or any other traditional form of advertising so 
long as it is discussed and approved before hand with the Franchisor. 

The Franchise may use any public logos, graphics or material in their marketing efforts, in behalf of 
Stanford Systems.

Section 2: Description of Core Marketing Strategy

The core strategy is to promote in-office simulator usage though contacting made during event usage.

Through the fielding of questions, casual sales techniques and appropriate and focused use of 
brochures, business cards and other promotional items, it is anticipated that, in addition to the revenues 
earned in event venues, that the building of the Franchisee's Customer Lead database will occur in this 
way.



Leads generated by the franchisee are the property of the franchisee.

Section 3: Venue Scheduling

Places to erect the official D-Beta Suborbital Rocket Replica, hereafter referred to as the “replica”, the 
simulator and any and all items required to operating the event, can be found by cold- and warm- 
contacting various people and business in the local of the franchisee.

Telephone contact is the preferred mode, but email or mail solicitation is appropriate as well, as well as 
face-to-face meeting with which to work out any details (for example if you have to rent a booth, or 
pay them a portion of the proceeds).

A Venue Leads database should be formed on a computer (Act or other contact management software 
would be perfect for this) of decision-makers responsible for authorizing who appears at these venues. 
Care should be taken during the contacting process to determine if the person being talked to is the 
final decision maker, and if not, investigate who is.

See Marketing Manual for further details on how to do this.

The Franchisee is responsible for doing this every free hour, 5 days per week (also during the 
weekends, if possible), 8 hours per week unless all manpower is servicing events at the scheduled 
venues. This is a responsibility until all time slots are filled up with event locations that can be 
serviced. Efforts should be taken to schedule out weeks in advance, with backup venue locations if 
there are cancellations, etc.

Section 4: Working Events

Franchisee will arrive early to each event and set up in an orderly and professional manner. The area 
will be clean at all times and set a good image for Stanford Systems. Safety will be considered in the 
moving and placement of all required equipment.

Appropriate transportation will be arranged before hand. Any and all fees, arrangements and 
commitments with the venue staff will be satisfied.

All employees will be properly attired according to the franchise policies and directives, clean and 
ready to work.

Section 5: Solicitation of Office Business

Franchisee will be trained by the Franchisor in the art of up-selling whereby which appropriate and 
low-key techniques can be used to upgrade customers and leads generated at events to those seeking 
true Flight Certification though paid usage of simulators at the franchisee's main office.

Usage of low-key sales techniques such as asking question, providing requested information, 
appropriate usage of promotional items and business cards, as well as the occasional pitch, is all 
required.


