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FROM UNDERDOG TO 
LEADER OF THE PACK: 
How a Financing Partner 
Breeds Franchise Growth



Applying for small business loans from dozens of lenders is 

enough to drive anyone crazy. Piles of applications, hours of 

phone calls and the dread of waiting for an answer make the 

process time-consuming and frustrating. Franchisors that work 

with a financing partner can help their franchisees avoid the 

hassle and start growing quickly. 

Financing partners have broad lending networks and a 

streamlined application process, which makes it easier for 

franchisees to access capital when they need it the most. 

Additionally, a trustworthy financing partner will take the time 

to completely understand your business. In a tumultuous 

economic landscape, one-size-fits-all solutions won’t cut it. 

A trustworthy partner will help you define your brand story, 

create a transparent business case for the continued growth 

of your company and forge lasting relationships with lenders.

 

One of ApplePie Capital’s longest and most unique 

partnerships is with Camp Bow Wow, a dog daycare 

and boarding franchisor headquartered in Colorado. The 

relationship began in 2003, when Camp Bow Wow only had 10 

open units. Today, the Camp Bow Wow brand has spread to 

nearly 150 units across the U.S. and Canada.

 

“The brand was new and it was an unusual concept for lenders. 

The dog daycare and boarding industry was in its infancy,” 

recalled Randy Jones, Head of Originations at ApplePie Capital.

 

In those early days, Camp Bow Wow franchisees struggled 

to find sources of capital simply because the business model 

wasn’t well understood. However, the passion and excitement 

exhibited by prospective franchisees was infectious. Coupled 

with the extensive financial acumen of ApplePie Capital, that 

passion fueled early unit growth and quickly established Camp 

Bow Wow as an exciting and profitable franchise vendor.
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A financing partner will 
help define your brand 
story, create a transparent 
business case for continued 
growth, and forge lasting 
relationships with lenders.
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 If you have the same level of passion for your business, there’s 

no telling what heights you can reach with a professional 

financing partner like ApplePie Capital on your team.

Efficiency Through Transparency

When it comes to securing the best funding options possible, 

the name of the game is transparency. Establishing a clear line 

of communication among franchisor, franchisees, and your 

financing partner is crucial to developing meaningful financing 

programs. A franchise disclosure document (FDD) is important, 

but it doesn’t tell lenders the whole story. A financing partner 

can explain the business within the context of a broader 

financial landscape. 

 

  Genuine communication 
and transparency is the key 
to success.
 

For example, when Camp Bow Wow first came to ApplePie 

Capital, it lacked Item 19, a portion of the FDD that details 

the business’s financial performance. When a prospective 

franchisee asks how much money they can expect to make, 

Item 19 gives them the best answer. When the information 

included in this section of the FDD is clear, easy to understand, 

it’s easier for prospective franchisees to make an investment 

decision. The document should also show lenders that your 

business is stable and poised for growth.

When Camp Bow Wow was contemplating creating an Item 19, 

they reached out to ApplePie for advice. ApplePie explained 

that transparency is crucial for capital providers. 

  “Item 19 has been a 
good tool for ApplePie 
to use to continuously 
improve the financing 
offerings available to our 
franchisees,” said Renuka 
Salinger, Vice President 
of Development at Camp 
Bow Wow.

“Item 19 has been a good tool for ApplePie to use to 

continuously improve the financing offerings available to 

our franchisees,” said Renuka Salinger, Vice President of 

Development at Camp Bow Wow.



FROM UNDERDOG TO LEADER OF THE PACK: HOW A FINANCING PARTNER BREEDS FRANCHISE GROWTH      ●       APPLEPIECAPITAL.COM 03

Today, about 80 percent of 
Camp Bow Wow franchise 
owners pursue funding 
through ApplePie Capital.

Though this may sound like a basic consideration, franchisors 

without dedicated financing  partners often struggle to increase 

their financial transparency. And when it comes to getting new 

franchise owners on board, things can get complicated very 

quickly, and rates of success can drop.

“A lot of franchisors will simply give potential franchise owners 

a list of institutions to call - and it’s something that rarely works. 

Some of those lenders won’t even answer the call,” noted Renuka.

 

Today, about 80 percent of Camp Bow Wow franchise owners 

pursue funding through ApplePie Capital.

 

 “One of the reasons we value 
ApplePie Capital is because they 
have proven time and again that 
they can do this. Their goal is to 
get the best option possible for 
potential franchise owners.” 

A Solution for Every Stage of Growth

New franchisors face vastly different challenges than mature 

brands. Early on, franchisors need to strike a balance between 

attracting as many new franchise owners as possible and 

ensuring those new units are stable and prepared for the 

long haul.

 

You must pace your growth carefully so that existing units 

don’t get left behind. A financing partner can work with you to 

discover what your ideal franchisee looks like.

“We work closely with Camp Bow Wow to understand their 

expansion plans. We help establish financial qualifications for 



FROM UNDERDOG TO LEADER OF THE PACK: HOW A FINANCING PARTNER BREEDS FRANCHISE GROWTH      ●       APPLEPIECAPITAL.COM 04

both prospective franchisees and existing franchisees looking 

to add units. Over the years, we have fine tuned the standards 

to not only match the financing landscape, but also the brands 

maturity,” Randy explained.

 

“With these standards in place we pitch lenders to create 

dedicated financing solutions. Through this collaboration 

we have successfully established robust programs for both 

new and existing franchisees. Camp Bow Wow was able to 

communicate these standards to their lead generation sources 

and optimize the entire development process.”

 

As your franchise grows, so will your needs. For instance, 

mature brands often work with multi-unit owners who need 

substantially more capital to finance their goals. And while 

those established franchise owners tend to have easier paths 

to funding, thanks to their credit history, they still need a 

financing partner that can help them overcome the unique 

challenges of each unit location.

 

As individual units mature, some owners may look to sell their 

units, refinance, acquire new technology/equipment, and/or 

perform necessary remodels. As these needs develop, you’ll 

require new types of financial support. With Camp Bow Wow, 

ApplePie Capital has proven its flexibility and adaptability to 

evolving business needs.

 

“In the resale process, where some of our mature franchisees 

are looking to the next 10 years and are trying to make decisions, 

they have an external partner they can talk to,” said Renuka.

 

Whether those franchisees want to sell their units, buy another 

or update their buildings, they’ll always have a dedicated 

financing partner.

 “ApplePie is an outsourced 
financing department. 
They are our experts”

Renuka Salinger
Vice President of Development 
at Camp Bow Wow.
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 “Our goal is to continuously fine-tune 
our offerings based on the brand’s 
needs, in terms of remodeling 
mature units and bringing in 
new owners.”  
 

Today, Camp Bow Wow has nearly 150 units with 50 more in 

the pipeline. It’s a milestone that few franchisors ever achieve. 

In fact, only 13 percent of all franchise brands operating today 

have over 100 open units, according to FRANdata.

 

Renuka added, “If we did not have the relationship like we did 

with ApplePie Capital, I don’t believe we would be where we 

are today in terms of unit success, how many we’ve been able 

to get open and funded, because we would be lacking a major 

partner. They’re like an outsourced financing department. They 

are our experts.”

Continuity Through Economic Cycles

Large-scale economic cycles affect franchise businesses. After 

the recession in 2008, many industries faced serious setbacks. 

Notably, community banks were hit hard, and saw numerous 

closures following the recession. These institutions were once 

the backbone of small business lending - but the number of 

active FDIC-insured community banks was cut in half between 

1984 and 2010, dropping from 14,507 to 6,840. 

When community banks disappear, their assets are consolidated 

by larger banking institutions that are less likely to make 

small loans. Without a financial partner like ApplePie Capital, 

companies like Camp Bow Wow would have fewer lending 

options. In 2011 and 2012, when many lending sources had 

dried up, Camp Bow Wow had two resources that allowed 

them to continue to grow: a passionate set of franchisees and 

their relationship with ApplePie Capital.

Today, Camp Bow Wow 
has nearly 150 units with 
50 more in the pipeline. 
It’s a milestone that few 
franchisors ever achieve. 

UNITS
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The future is uncertain. If 
you want to be prepared 
for everything, you need 
a partner who has seen 
it all. In 2017, Camp Bow 
Wow was ranked #204 
on the Franchise 500 
list and they’re growing 
faster than ever before, 
thanks in no small part to 
their strong relationship 
with ApplePie Capital. 

While other companies floundered and went out of business, 

ApplePie Capital worked with Camp Bow Wow to maintain 

steady, if slowed, growth through the hard years of the recession.

 

When you invest in a long-term relationship with a financing 

partner, you should be able to count on them, no matter what. 

With steady guidance and open communication, your franchise 

business can withstand some of the strongest economic forces.

 

Camp Bow Wow was able to meet with ApplePie’s network 

of trusted lenders and present data that showed the animal 

boarding industry hadn’t been as negatively affected by the 

recession as some other sectors. At the same time, their unique 

brand story and enthusiasm made Camp Bow Wow stand out 

above the crowd.

 

As the recession began to abate, 
Camp Bow Wow was uniquely 
positioned to grow again, thanks 
to the solid financial work of 
ApplePie Capital.
 

“As time went on and lending became easier, we didn’t stop 

fine-tuning our pitch,” Randy noted.

 

ApplePie Capital applied the same work ethic that got Camp 

Bow Wow through the recession to the next few years, helping 

new franchisees to come on board and find the financing 

solutions that met their needs. 

The future is uncertain. If you want to be prepared for 

everything, you need a partner who has seen it all. In 2017, 

Camp Bow Wow was ranked #204 on the Franchise 500 list 

and they’re growing faster than ever before, thanks in no small 

part to their strong relationship with ApplePie Capital.

Ron Feldman, 
Chief Development Officer, CFE
ron@applepiecapital.com   I   267.358.6198 



235 Pine Street FL 13 
San Francisco, CA 94104

+1.800.720.0241 
info@applepiecapital.com
applepiecapital.com

Sources:

●SME interviews

●https://franchiseperformancegroup.com/franchisor-life-cycles/

●https://www.richmondfed.org/~/media/richmondfedorg/publications/research/economic_brief/2011/pdf/eb_11-02.pdf

●https://www.fundera.com/blog/happened-americas-small-businesses-financial-crisis-six-years-start-crisis-look-back-10-charts

●http://hbswk.hbs.edu/item/why-small-business-lending-is-not-recovering 

●Oliver Wyman / Fundera Report: Great Expectations: Improving the Loan Application Process For Small Business Borrowers 
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The State of Industrial Skills Training in 2018 

Introduction
Industrial firms face constant change in the form of new 
safety regulations, materials innovation and similar industry 
developments, which create both opportunities and challenges.

At RedVector, we are continually tweaking our course curriculum to stay on top 
of the professional development needs of industrial professionals. To this end, 
we take an industry survey each year to stay on top of the challenges taking 
place across the industrial skills training sector.

Respondents hailed from the industrial manufacturing (18.63%), chemical 
processing (12.75%), electric power (9.80%), food and beverage (6.86%), and 
pharmaceutical and biotech (6.86%) industries, among others.

Training Challenges 
Approximately 54.90% of survey respondents said their most prominent 
training challenge has been the implementation of safety training. However, 
51.96% also responded that the recruitment and retention of qualified workers 
was an area of concern in 2017. Budgeting for training was named a top 
challenge by 39.22%. 

Finding Qualified Contractors 
Although 38.61% of firms said they do not train external contractors, a 
proportional amount (35.64%) give contractors the same training as internal 
employees. A smaller number (15.84%) have separate training programs for 
contractors and employees.

Utilizing EHS Software
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Approximately 54.90% of survey 
respondents said their most prominent 
training challenge has been the 
implementation of safety training.
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Integrated technology has become ubiquitous within the industrial sector,  
so it may come as a surprise that 56.57% of surveyed firms do not  
yet use environmental, health and safety (EHS) software, such as incident 
tracking software, or other cloud-based programs to manage incidents,  
audits, inspections, corrective actions and more. Among firms that do use  
EHS software, there was no clear standard. 

Catering to Multi-Lingual Firms
English may be the international language of business, but in the industrial 
sector, professionals don’t always have the same mother tongue. Respondents 
were asked how many employees would benefit from training courses in 
specific languages. Their answers were given the following weighted average:

· Latin American Spanish (2.20)

· Hindi (1.44)

· German (1.42)

· Brazilian Portuguese (1.36)

· Mandarin Chinese (1.35)

· Traditional Chinese (1.35)

· French Canadian (1.35)

· Japanese (1.30)

· Arabic (1.26)

· Russian (1.19)
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51.96% responded that the recruitment 
and retention of qualified workers was a 
main area of concern.
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Training Hours Per Year
Excluding on-the-job training, a third of surveyed firms offer between 9 and 40 
hours of additional industrial skills training per year. Roughly 17.02% provide 
between 41 and 80 hours, and only 14.89% offer between 1 and 8 hours. A 
smaller number of respondents (5.32%) said they offer more than 80 hours of 
additional skills training per year.

On-site Training Personnel
The majority of firms (67.06%) employ between 1 and 5 full-time training 
personnel who are dedicated to industrial skills training. About 16.47% employ 
between 6 and 10 full-time training personnel, and 7.06% employ more than 10.

Competition in the Marketplace
We surveyed business leaders about how they view their organization’s 
maintenance, reliability and safety strategies, compared to other similarly  
sized competitors. Here’s how they responded:

· 42.35% said their safety levels were above average. Meanwhile, 
  50.59% said their organization was average, in this regard.

· 55.29% said their equipment was just as reliable as any other firm.

· Less than a quarter (20.24%) of respondents claimed to have  
  better-than-average asset availability.

· Asked about the recruitment and retention of maintenance personnel, 
  28.57% said their efforts were above average, 35.71% claimed to be 
  average, and 28.57% felt they were below average.
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Budgeting for training 
was named a top 
challenge by 39.22%.
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· A large majority (59.52%) of surveyed leaders said their mean time 
  between failures was average, with 17.86 claiming to be above average.

Opinions of Operations and Maintenance Training
Most of the survey respondents said they felt their operator training (68.23%) 
and maintenance training (61.17%) was effective overall, for the year. When it 
comes to the future, 45.24% said they have a clear vision for the future of their 
maintenance strategy.

On a wide scale, many respondents were uncertain what the future of their 
training programs would look like. Roughly 40.48% of surveyed leaders said 
they do not have a workforce plan in place. Many firms (53.01%) use craft 
persons to formally train one another. And when it comes to tracking the 
effectiveness of training, 52.95% said they could be doing better.

Formalized Training Processes
Training is far from standardized across the industrial sector, so we asked 
industry leaders what type of formal training processes were in place at  
their organization. 

· New employee orientation: 79.17%.

· Individual development plans: 33.33%.

· Progression training competency assessments: 38.03%.

· Re-qualifications for full-rate craftpersons: 30.99%.

· Peers mentoring new recruits: 28.7%.

· Active supervisor/manager coaching: 29.17%.

· New supervisor training: 29.17%.
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Roughly 40.48% of surveyed  
leaders said they do not have  
a workforce plan in place.
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· Succession planning for maintenance: 26.39%.

· Task verification / knowledge transfer mechanisms: 26.39%.

· Training metrics / ROI analysis: 25.00%.

Skills for the Future
Looking ahead to 2018, the following are the top 10 skills most valued by 
industry stakeholders:

· Health, safety, environment: 89.06%.

· Process management safety: 78.13%.

· Basic reading, math, etc.: 71.43%.

· Mechanical maintenance: 70.31%.

· Electrical maintenance: 68.75%.

· Reliability and maintenance: 67.19%.

· Quality assurance: 65.63%.

· Troubleshooting: 65.63%.

· Operations: 60.94%.

· Instrumentation and control: 60.94%.

A New Year, A Brighter Outlook
As we move into the future, it’s clear that organizations will need to provide 
more in-depth, diverse training to meet new industry challenges and stay 
competitive in the marketplace. with a With a wide range of training and 
performance support solutions, RedVector can help your organization handle 
top priorities and challenges for 2018 and beyond.  
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Introduction
Architecture, engineering and construction (AEC) firms face 
constant change in the form of new safety regulations, materials 
innovation and industry developments, all of which create 
opportunities and challenges. 

RedVector, a leader in eLearning and performance support, continually 
tweaks training content and technology solutions to meet the evolving needs 
of AEC professionals and firms. To this end, we survey leadership in the AEC 
sector each year to stay on top of primary industry needs and opportunities.

Looking ahead to 2018, our survey revealed that many organizations are 
being tasked with developing skills across a wide range of disciplines. We 
received responses from AEC leaders representing over 200,000 employees. 
Respondents work in wide range of sectors, including:

· Engineering (47.5%). 

· Architecture (36%).

· Construction (42.62%).

· Project/program management (39.3%). 

· Construction management (41%).

· Operations and maintenance (29.5%).
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These were just the top five areas covered by respondents, not an exhaustive 
list, highlighting just how much cross-over there is within organizations. Firms 
are tasked with working across multiple AEC disciplines, and they are training 
workers accordingly.

How is Training Prioritized in the AEC Sector?
Our survey results highlight that AEC firms are putting more resources into 
professional development (non-technical skills).

Budget Allocations 
Approximately 38.6% of respondents said they plan to increase their spending 
on training in 2018. Another 38.6% of those polled said their budgets will 
remain the same moving into the year. Just 5.26% of AEC firms involved in 
the study said they expect to spend less on training next year, and 17.54% of 
respondents said they don’t currently know what their budgets will look like 
next year. 

Time Devoted to Training  
Most respondents (53.45%) said they give each employee access to between  
9 and 40 hours of training time per year. Bookending that time frame, 17% give 
workers just 1 to 8 hours for training annually while almost 14% empower 
workers to take on 41 to 80 hours of training on a yearly basis. What 
particularly stands out is that more than 5% of those polled said they will  
allow workers to pursue more than 80 hours of training annually.

Assigning Workers to Professional Development  
When we asked organizations how many of their full-time employees  
are devoted to training, more than half said they assigned at least 1 to  
5 workers to such a role. Furthermore, 10.5% of companies have  
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6 to 10 employees focusing on training and another 10.5% have more than  
10 workers focusing on training.

Spending on Training  
There was a fairly balanced approach to spending, with 30% of respondents 
devoting between $1 and $249 annually per employee to training, 28.5% 
devoting $25 to $499 to each worker, each year, and 23% putting $500 to $999 
per employee per year. With so many organizations falling within those ranges, 
the extremes really stood out. Approximately 7% said they won’t pay for 
employee training and 10.7% said they’ll put more than $1,000 per worker into 
development annually. All told, these spending habits show that many companies 
are willing to invest in continued skills development among their workers.

Top Training Challenges Facing AEC Firms in 2018
We asked survey participants to identify their top challenges heading into 
2018. We provided a list of major training areas and respondents ranked 
them. The results include:

· Approximately 32% of those polled ranked recruitment  
  and retention as their top challenge, with another almost 23% 
  putting it in second or third place. All told, that’s more than half 
  putting recruitment and retention of qualified workers as one of  
  their top three challenges for 2018.

· Safety training (17.39%), budget (12.77%) and new 
  business development (12.2)% rounded out the list of most 
  common top concerns for the year ahead.
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· While few organizations ranked compliance and regulations as  
  a top training challenge, 25% identified it as the second most 
  prominent challenge.

· Utilizing new technology also stood out, with almost 30% of 
  respondents putting it in their top three challenges.

How AEC Firms Are Training
Generally speaking, organizations in AEC sectors tend to take a fairly balanced 
approach to training, but live events do tend to lead the way in terms of 
getting results. Approximately 33.3% of respondents said live training is most 
effective in their organization, with 31% citing experience as the best teacher 
and 21.5% pointing to online training as most useful. Collaboration was also 
favored by plenty of respondents, garnering 11.7% of the share.

When asked what they’d do in an optimal situation, respondents pointed to a 
balanced approach in which they would blend live instructors in classrooms, 
live instructors in virtual classrooms, attending industry events and using 
online tools. Online tools and live instructors in classrooms were ranked as 
the methods that would be most highly prioritized, but all four were marked 
as useful.

Besides performing training in a diverse range of ways, AEC companies 
are also using training in a variety of formats. We asked respondents what 
training processes they had in place. When it comes to formal and consistent 
processes, the leading areas of focus were:
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· New employee orientation (62.22%).

· Tracking of staff’s professional credentials (45.45%).

· Progression training and competency assessments (33.33%).

· Individual development plans (31.1%).

When it came to having some processes in place, the following areas of 
emphasis stood out:

· Individual developmental plans (57.78%).

· Formal career development paths (54.55%).

· Active supervisor/manager coaching (53.49%). 

· Succession planning (46.51%).

The greatest gaps, where no processes were in place, came in such areas as:

· New supervisor training (45.45%).

· Training metrics/ROI analysis (37.21%).

· Formal mentoring programs (31.8%).

Moving Into Another Year
As firms work to serve a wide range of specializations, training employees 
in a variety of ways and running into an array of challenges and skills 
gaps, RedVector will be there to provide the very best in training content, 
technology and performance support solutions to help them meet their goals. 
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