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Transformational Leadership:

The Key to FASTSIGNS’ Success





FASTSIGNS® International

650+
Locations in 
8 Countries

• Low staffing requirements
• Business-to-business hours
• Professional business 

clientele
• Attractive margins



FASTSIGNS® International in Canada
• 6 Provinces (Ontario, Newfoundland, British Columbia, 

Alberta Manitoba & Prince Edward Island)

• 28 Open Centers

• 3 Currently under construction

• 58 Open Markets



FASTSIGNS® International Awards













FASTSIGNS Key Strategic Objectives

• Increase Franchisee Profitability

• Increase Average Center Volume to $1,000,000

• Increase the Value of the FASTSIGNS Brand

• Further increase Franchisee Satisfaction









Selling a Comprehensive Solution

Proactive, Business Development

Higher Value Products

Consultative, Solution Selling

Retail, Reactive

Simpler Products

Order Takers

Selling a Product

TO:FROM:

Transitioning the Business Model





Proactive, Business Development

Comprehensive Solutions

Consultative, Solution Selling

Selling a Comprehensive Solution

To:From:

Repositioning the Brand



The FASTSIGNS® Brand
Our Brand Promise: 

FASTSIGNS® is more than fast, and more 
than signs. We’re a visual ideas company. 
Our marketing-savvy consultants create 
solutions for a wide array of 
communications challenges. So you can 
increase your business visibility, reach 
more customers and accomplish more than 
you ever thought possible.



The FASTSIGNS® Brand



Restaurant Solutions

21



Manufacturing Solutions
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Healthcare Solutions

23















System-wide Sales
$ in millions

$258 $271 $290 
$319 

$343 
$389 

$414 
$444 

2009 2010 2011 2012 2013 2014 2015 2016



Profitability
$ in millions Margin

$6.9 $7.3 
$8.2 

$9.6 
$10.7 

$12.0 
$13.2 

$14.6 

42% 43% 45%
48%

50%
52% 54%

56%

2009 2010 2011 2012 2013 2014 2015 2016



Key Metrics: Unit Level
• Net Promoter Score
• Sales per Employee
• Average Invoice
• Percentage Repeat Customers
• Percentage of Re-do’s
• EBITDA/COGs/Payroll & Related/G&A
• Franchisee Engagement



Key Metrics: Network

• Comp Sales/Same Center Sales
• Average Invoice
• Network Average EBITDA
• Resale Multiple
• Percentage of Locations Below Minimum 

Performance



Key Metrics: Franchisor
Franchisee Satisfaction

• Our Annual Internal Survey
• Franchise Business Review
• Franchise Research Institute
• Canadian Franchise Association
• Other Awards and Rankings



Key Metrics: Franchisor
Franchise Sales

• Number of Leads Year over Year
• Cost per Lead
• Cost per Lead Source
• Cost per Sale
• Closing Ratio



Key Metrics: Franchisor
General

• EBITDA Margin
• EBITDA per Employee
• Revenue per Employee
• Royalty per Employee
• Total Salary as a Percentage of Revenue
• Unit Count to Employee Ratio



“Success is a function of superb 
execution of the basic 
fundamentals.”



Catherine Monson
FASTSIGNS International, Inc. | CEO | Catherine.Monson@fastsigns.com

mailto:Catherine.Monson@Fastsigns.com
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