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FRANCHISEE
JOHN HANDLOSER

Pillar to Post

Palmyra, Va.

U.S. Navy (1979-2000)

Chief (E-6)

Signalman, SERE Instructor,
and Command Career Counselor

Teaching SERE school, and bridge
watches underway at sunrise

ORGANIZATION
Pillar to Post

CORPORATE HEADQUARTERS
Tampa, Fla.

ESTABLISHED
1994

NUMBER OF LOCATIONS 400

FRANCHISE WEB SITE
www.pillartopost.com

FRANCHISE FEE
The franchise fee for a protected
territory operating license is $14,900

VETERAN DISCOUNT
10% discount

LIQUID CAPITAL REQUIRED
$25,000

TO LEARN MORE go to:
www.pillartopost.com
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ISIT TIME TO BE

YOUR OWN BOSS?

Former Sailor cashes in with
Pillar 2 Post franchise.

by Frank Skrip

I S K: The word is synony-
Rmous with danger, chance,
hazard and many more
ominous-sounding

that the majority of people typi-

cally avoid.

expressions

And while starting a busi-
ness from the ground up can be
a risky decision, every day more
and more individuals answer the
call of their entrepreneurial spirit
and take the leap. They diligently
work to garner their presence,
build their brand, and shape a
quality reputation in the shortest
amount of time possible.

Then there are those who
choose to franchise, aligning
themselves with a pre-established
organization, acquiring a famil-
iar brand and, hopefully, build-
ing on the name that has already
developed.

In most risk wvs.

been

reward equations,

this would be the

scenario that minimizes the four-
letter “R word.”

DESK: NOT AN OPTION

John Handloser is no stranger to
risk, having served in the U.S.
Navy for 21 years. The wisdom he
acquired during that time proved
instrumental in his post-military
career: becoming a franchisee for
Pillar to Post (PTP), one of the
leading home inspection compa-
nies in North America.

Handloser, however, had no
background in  construction,
building or any seemingly related
field. But one of his Navy duties
in particular prepared him for
the home inspection business, al-
though it didnt require a hammer
and nails.

“As a career counselor in the
Navy I inspected all of the HR,
personnel and counseling pro-
grams on cruisers, destroyers and
frigates in the mid-Atlantic,” he

said. “(Inspecting is) all about
gathering information, solutions
and debriefing.”

After leaving the Navy, Hand-
loser knew sitting behind a desk
wasn't an option. He looked into
a number of entrepreneurial op-
portunities before deciding on
PTP in 2004. Since that time,
he’s been inspecting the homes of
Palmyra, Va.’s finest.

His favorite aspect of the job:
working with first-time home-
buyers.

“First-time  homebuyers are
such a curious audience,” he said.
“I enjoy teaching them how a house
operates and how to maintain it.
Usually, they have never looked at
a house that way before.”

THE COMPANY

Pillar to Post, based out of Tampa,
Fla., has approximately 400 fran-
chisees throughout North Ameri-
ca. In operation since 1994, the
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» company has continually expanded
to diversify revenue sources. Many
PTP inspectors offer a wide range of
additional services, such as radon, well
water quality, mold, wood destroying
organism, asbestos, and lead testing,
as well as septic, swimming pool, and
condominium inspections.

The cost to start a new PTP fran-
chise is $14,900 (for a protected ter-
ritory operating license), but veterans
receive 10 percent off. A to-
tal of $25,000 liquid capital
is needed as well.

All PTP home inspec-
tors are trained to not only
conduct professional home
inspections, but also how
to start, operate and grow
their business. The company
provides strategic direction
through well-developed mar-
keting tools and the use of
new technologies. All home
inspectors receive rigorous
training both in a classroom,
online and on site.

FUN Q&A

team/why?

owner?
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Q: What do you do to relax?
A: Golf and hoating

Q: What is your favorite sports

A: Redskins/ not because of
their winning record

Q: What are you driving?
A: Honda Element as my
inspection car

Q: What would you be doing
if you weren't a business

TRANSLATING SUCCESS
According to Handloser, traits estab-
lished in the military are helpful for
the home inspection business, includ-
ing discipline, self-motivation, struc-
ture and work ethic.

His advice to potential veteran fran-
chisees is to study the business model,
ask questions and solicit expert advice
if youre unsure. Also consider contact-
ing others within the franchise to get
their opinions of the
company.

And whatever you
do, prepare for challeng-
es, especially in the early
stages.

“Starting a new busi-
ness is a little like jump-
ing off of a cliff,” he
said. “You have to have
faith in yourself, as well
as a good plan, to make
a safe landing.” m

A: Boating on the
Inter-coastal waterway

Above and Beyond

John Handloser
Although certification in Virginia is volun-
tary, Handloser holds a number of official
recognitions in his field.
- Virginia Department of Professional and
Occupational Regulation
- American Society of Home Inspectors (ASHI)
- National Radon Safety Board
- He is currently the President of the
Blue Ridge Chapter of ASHI.

ROYAL KEYS NEEDS
FRANCHISEES WHO CARE

oyal Keys is a unique program which
fills a great need ... the need to put an
end to lack of manners, while teaching
kindness, respect, self-esteem, social skills and
helping better society by banishing bullying
from our schools, workplaces and communities.

Royal Keys is looking for people who care
about others and are passionate about mak-
ing a difference in the world. As a Royal Keys
franchisee, you will be changing people’s lives
for the better, and the company offers a 20 per-
cent discount on the franchise fee for military
veterans.

Royal Keys is a business that you will feel
great operating. If you dream of a rewarding ca-
reer that enriches and changes lives, then Royal
Keys is for you! m

Royal Keys is changing Attitudes, Behaviors, and Lives.
“Good Behavior Should Be Everyone’s Business.”

TO LEARN MORE visit www.royalkeys.com
or call 866-769-5597

Mimi Lohm
NaVOBA VBA - East
Sales and staffing
executive, 15 years




