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FRANCHISEE 800 CLUB FOCUSES ON RETAIL RENTALS 
At the recent FASA Franchisee Club breakfast, hosted by FASA and Franchize Directions and sponsored by 
Standard Bank, the focus was on whether the rules of the game have changed for franchisees and landlords.  With 
the recession changing the business dynamics, it was time to look at the changing face of retail in South Africa and 
how it has affected lease and property issues when it comes to site selection, negotiation tactics and how the 
Consumer Protection Act would affect leases. 
 
Stephen Walters of Fernridge Consulting gave an honest appraisal of where retail space is heading, confirming that 
the gluttony of shopping centres that opened when times were good were now standing empty and that developers 
needed to be more cautious when building retail centres.  Landlords in general need to be more flexible during 
recessionary times, with negotiations on leases regulated by the economic climate and in larger centres should be 
linked to volumes through the doors.  Perhaps the most important change that is needed is a better working 
relationship  between the franchisor, the franchisee, the bank involved and the landlord who should all sit around the 
table not only at the start of a business venture, but periodically to review the progress of the business. 
 
Gideon Pretorius, a lecturer who specializes in property litigation gave insight into how the Consumer Protection Act 
would affect leases. Shopping centre owners, under the new Act, are considered ‘suppliers’ and they too will have to 
review their agreements with respect to rights and obligations so as to not be ‘unfair’ or ‘unreasonable’.  Businesses 
should be aware that, according to the CPA, the cancellation of fix-termed agreements within a 20 days’ notice 
period only applies to individuals, not to companies.   
 
BENEFITS TO BEING A FRANCHISEE ‘800 CLUB MEMBER 
FASA’s Franchisee 800 Club draws on the over 28 000 franchisees out there representing their franchise brands – 
whether their franchisors are members of FASA or not – and extends the benefits of belonging to the FASA franchise 
family. These include the prestige of being associated with an internationally recognized franchise association, 
participating networking 



events that FASA holds throughout the year, being informed of the legislative changes that may affect franchising 
and benefiting from legal, industrial and labour advice.   
 
In addition, FASA has a basket of exclusive discount benefits – from signage to hotel accommodation and general 
business deals – that will benefit both franchisor and franchisee.  Through the FASA Lifestyle platform you can start 
enjoying great savings from participating FASA member brands offering discounted products and services.  The 
Program is FREE and you don’t need to accumulate any points to enjoy the discounts and benefits.  As a member of 
the program you gain access to an exclusive world of discounts through the internet at www.fasalifestyle.co.za by 
using your membership number to generate a virtual voucher, or call one of the friendly assistants at the FASA 
Lifestyle Call Centre on 0861 332 582 to assist with your enquiry. 
 
THE CUSTOMER IS KING 
Despite our world revolving around faceless wireless communication, now, more than even, the customer is king!  
Faced with endless choices and aggressive electronic marketing, the consumer wants and needs to feel important 
and special.  If you want to win over customers and more importantly keep them, you need to do the following: 
 

 Get to know your customer.  You might rely on internet, email, print and sms to reach your customer but 
once you interact face-to-face with that customer you must build a relationship – not with a name, an email 
address or a cell phone number but with the actual person. 

 Make a difference.  Go the extra mile with your customer service that will ultimately give you the advantage 
of being able to not only make the sale but ensure return sales. 

 Sweat the small stuff.  Remember the customer’s name and requirements, under-promise and over-deliver, 
keep the communication lines flowing with special offers and feedback and always exceed your customer’s 
expectations. 

 
YOU ASK THE QUESTIONS 
Question: 
A concerned restaurant owner wants clarification on the amendment to the Smoking of Tobacco Products in public 
places. 
Answer: 
The Minister of Health has amended the Tobacco Products Control Act and has declared that certain public places 
are permissible smoking areas, subject to certain conditions.  An employer, owner, licensee, lessee or person in 
control of a public place (such as a restaurant) may designate a portion of a public place as a smoking area, provided 
that: 

 the designated smoking area does not exceed 25% of the total floor area of the public place, 
 the designated smoking area is separated from the rest of the public place by a solid partition and an 

entrance door with a clear “SMOKING AREA” sign of a specified size. 
 the ventilation of the designated smoking area is such that air from the smoking area is directly exhausted to 

the outside and is not re-circulated to any other area within the public place. 
 Signs indicating where smoking is permitted and not permitted must be permanently displayed as well as a 

sign warning of the dangers of smoking. 
 

  


