
Business Alliance, a Tacoma, 
Wash.-based franchise brokerage 
firm, receives several inquiries every 
day from franchisors hoping to work 
with the company.
 “People want to be in our inventory 
because we have high-quality consul-
tants,” says Natalie Barnes, president 
of Business Alliance. 
 The company’s operation includes 
more than 250 Registered Franchise 
Consultants® located throughout 
the United States. Business Alli-
ance’s consultants help more than 
300 franchise organizations in the 
United States qualify and select 
prospective new franchisees. These 
consultants are trained to assist pro-

spective franchisees in choosing the 
right franchise concept. 
 “We get to know our clients’ likes 
and dislikes and what they’re look-
ing for in a business,” she adds. “We 
take an unbiased approach and pro-
vide a systematic method to help our 
clients determine which franchise is 
best for them.”

Choosing Wisely

Business Alliance’s inventory of fran-
chisors includes companies in a wide 
range of concepts and industries in-
cluding food and beverage, retail, di-
rect marketing, employment and per-
sonnel, home services and technology.
 The company closely vets and se-

lects the franchisor organizations it 
works with. This selection process 
typically takes three to six months. 
“The assumption is that more is bet-
ter, but that’s not actually the case,” 
Barnes says. “We believe that quality 
is better than quantity, and we want to 
make sure we have a diverse inventory 
of franchisors in different categories, 
price points and territories.”
 Each October, Business Alliance 
looks closely at the categories it rep-
resents in order to capitalize on mar-
ket trends, noting additional pet care 
and fitness franchises as examples of 
franchisors the company added the 
past year.
 “We take the selection process very 
seriously, because we want to make 
sure we have quality franchises at 
different times,” she adds. “We are 
known for our diverse portfolio.”
 The franchisors and prospective 
franchisee clients that work with 
Business Alliance’s consultants do 
not pay annual or extra fees for the 
company’s services. “We are per-
formance based, and are paid when 
the franchise agreement is signed,” 
Barnes says. “The client pays exactly 
the same whether they work with one 
of our franchise consultants or direct-
ly with the franchisor.
 “This is a win for the franchise com-
pany because they are only paying 
when they bring on a franchisee, a win 
for the client because they’re not be-
ing sold just one franchise company, 
and a win for our consultants, because 
they can be as busy as they want and 
get a nice commission when the fran-
chise agreement is signed,” she adds.  

support systems

Business Alliance’s Registered Fran-
chise Consultants® are typically ex-
isting franchise consultants licensed 
to work on the company’s behalf. 
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 “If you look at our consultants as 
a whole, we have many who are high 
performers who work with many cli-
ents and place a number of franchises, 
while others are complementing an-
other  business or are semi-retired,” 
Barnes says. “We want consultants 
who are accomplished business peo-
ple, strong communicators and have a 
business background.” 
 Registered Franchise Consul-
tants® have access to Business Alli-
ance’s franchisor inventory as well 
as its intranet site. “Our intranet site 
is a living, fluid back office where our 
consultants have the relevant infor-
mation needed to effectively run their 
business and  communicate with our 
office staff,” she adds. 
 The company’s intranet site in-
cludes online training programs as 
well as access to webinars, which 
Business Alliance produces several 
times a week.
 New consultants go through a four-
phase training program that includes 
one-on-one training in Tacoma or at 
the consultant’s location, web-based 
training, working with a mentor and 
six months of small group roundta-
ble sessions. 
 The company offers franchisors 
document reviews and other support 
for our franchisors. “We look at how 
our franchisors are doing and how 
we can improve our relationship,” 
Barnes says.
 Business Alliance also offers 
twice-yearly business development 
days for franchisors and consul-
tants. The most recent event in June 
brought 60 consultants  to New York 
City to meet with many of the compa-
ny’s franchisors. The next event will 
take place in Los Angeles in the fall. 
 “Much of our success is due to the 
team that we have,” Barnes says. “Our 
franchise development office brings 

in new franchises that have the best 
ability to be sold in the future based on 
their successes, financials or visions. 
 “Our consultant-recruiting depart-
ment brings in the highest quality 
consultants to work with Business Al-
liance,” she adds. “These consultants 
have years of life experience and cred-
ibility so that their clients are served 
and comfortable. Our corporate 
trainers and mentors work with the 
new affiliates to ensure professional-
ism and success.” 

positive groWth

Founded in 1991, Business Alliance to-
day is one of the largest and most expe-
rienced franchise opportunity broker-
age companies in the United States.
 Barnes started with the company 
as a consultant in 2005 and joined its 
corporate office in 2008 as a trainer. 

Her success in both roles led to her 
promotion in 2013 to company presi-
dent and owner. 
 “I am able to see our business 
through the lens of a consultant as 
well as through  the lens of someone 
who has owned her own business,” 
she says. 
 During her time as Business Alli-
ance president, Barnes has examined 
the company’s infrastructure, corpo-
rate team and policies as well as fran-
chise partners. “We’ve taken a mul-
tifaceted approach that has created 
strong positive growth,” she says. 
 Barnes believes the future success 
of Business Alliance lies with the 
company’s ability to capitalize on past 
successes. “In the next five years, we 
want to continue on our path to being 
the dominant franchise brokerage in 
the industry,” she says. 
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