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Opportunity World and Money ‘N 
Profits recently sat down with Russell 
Miller, the Vice President of Business De-
velopment for Huntington Learning Cen-
ters; Curt Hapward, the Vice President of 
Franchising for Sylvan Learning Centers; 
and Frank Milner, President of Tutor Doc-
tor. This roundtable discussion allowed us 
to gain some scholarly insight into the 
breadth of educational business opportu-
nities out in the marketplace. We’ve asked 
these experts at some of the leading edu-
cational franchising corporations for their 
input on industry trends and what it takes 
to succeed in education franchising. 

Opportunity World (OW): What qual-
ities do you look for in new franchisees? How 
are franchisees selected?  

Huntington: Huntington looks for top 
notch professionals, with strong ethics that 
are community minded.  These individu-
als typically come to us from the corporate 
world with substantial business experience 
in marketing, sales or operations.  We also 
attract some of the best educators that this 
nation has to offer.  They are all attracted 
by our quality programs and strong busi-
ness model coupled with incredible sup-
port.  

Tutor Doctor: We have attracted fran-
chisees from many different walks of life 
including folks who come to us from the 
corporate world, some have come from the 
education industry, and others have come 
from a small business environment. No 
matter what the back ground of our fran-
chisees, the most important quality that we 
look for is the desire to make a difference. 

Franchisees who want to engage in mean-
ingful work and impact the lives of others. 
This desire, coupled with the willingness 
to get involved in the local community, are 
key qualities that Tutor Doctor looks for 
in its franchisee candidates.

Franchisees are selected by going through 
a highly structured selection process that is 
made up of a series of information sessions 
and candidate interviews. Tutor Doctor 
also involves its existing franchisees to se-
lect the best candidates through a franchi-
see nominations committee.

Sylvan: Sylvan Learning is actively seek-
ing qualified franchisees who possess an en-
trepreneurial spirit, have a passion for the 
communities they serve and are interested 
in helping children build confidence and 
success in school and in life.  They should 
have a knack for motivating and inspiring 
those around them and an ability to build 
their business around and for the children 
and families.  Potential franchisees also 
should be self-starters with strong interper-
sonal skills and have the ability to build a 
collaborative, supportive environment for 
their staff and clients. If potential franchi-
sees possess these basic qualities and meet 
the education and financial requirements, 
then Sylvan Learning whole-heartedly wel-
comes them into the system.

(OW): What are the three most important 
things people should know about this market 
before becoming a franchisee?

Huntington: Number one, the market 
has grown consistently for the last 50 years.  
Two, the market is projected to continue 
to grow through 2025! And three, despite 

increasing competition in supplemental 
education, Huntington has no national 
competition in its category as a high end, 
full service provider of individualized tu-
toring services. 

Tutor Doctor: First, that this is an ex-
tremely rewarding business that allows 
people to make a difference while mak-
ing a great income. Second, franchisees 
wear many different hats such as marketer, 
sales, administrator, and manager. Last, 
the education industry is high profile and 
therefore franchisees need to be comfort-
able being on center stage. They may be 
asked to do various radio, newspaper or 
television interviews to discuss common 
challenges that kids face and how we help 
them overcome those challenges.

Sylvan: Despite the economy, we are 
finding that the supplemental education 
market is surprisingly resilient, and as a re-
sult, there has been increased interest from 
entrepreneurs who are looking to join the 

Sylvan Learning family.  As school budgets 
shrink and after-school assistance is elimi-
nated, parents are turning to supplemental 
education to help bridge the educational 
gap.  So, it’s not surprising that companies 
like Sylvan Learning continue to grow in 
markets coast-to-coast to meet parents’ 
growing demand for supplemental educa-
tion. 

(OW): What education, skills or licens-
ing is necessary to be successful? 

Huntington: None!  If you can pass 
our selection team to get approved our 
training and support that we provide is 
all you will need. 

Tutor Doctor: While there are no 
requirements for experience within the 
education industry, franchisees must 
complete a comprehensive training 
and certification program that includes 
four weeks of pre-training, six days of 
classroom training, followed by three 

months of the Tutor Doctor Jump Start 
program.

Sylvan: The ideal candidate should have 
a college degree, preferably in business or 
marketing.  Previous experience in sales or 
as a small business owner is a plus.  Potential 
franchisees must be able to network with 
local leaders, government officials, schools, 
businesses and nonprofit organizations.  
Franchisees interested in joining the Syl-
van Learning family can expect their initial 
investment to be approximately $188,000 
to $305,000 depending on the real estate 
selected.  Qualified candidates must possess 
a minimum net worth of $250,000 and a 
minimum liquidity of $75,000.  

(OW): What are some of the typical is-
sues that new franchisees should expect to 
encounter when starting out? 

Huntington: The issues vary tremen-
dously by person and market. “Hun-
tington’s Steps to Sucess Program” is a 
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(OW): What types of marketing tools 
are crucial for a successful business in this 
niche?

Huntington: Shoe leather!!  We give 
the franchisees the tools and support 
but they deliver! Huntington is a sales 
and marketing business.  We have the 
best service but the franchisee needs to 
educate the local education community, 
the business community and reach out 
to the family in the town their center is 
located and nearby towns.  You must get 
out and educate the educator, business 
people and moms that we exist and how 
we differ. 

Tutor Doctor: Franchisees have ac-
cess to a vast array of marketing tools 
including flyers, brochures, direct mail 
pieces, promotional products, banners, 
advertisements, website, on-line market-
ing pieces, etc. The majority of the tools 
are made available by a variety of sup-
pliers through website portals that they 
have created specifically for Tutor Doc-
tor franchisees.

Sylvan: Over our three decades, we’ve 
found that the traditional marketing ma-
terials are important to use in driving en-
rollment.  However, partnerships with lo-
cal schools, community leadership groups 
and social media and networking sites have 
become more and more important to help 
local centers succeed.

(OW): What current trends in business 
will affect the future of this market? 

Huntington: Our economy has 
changed dramatically over the last 2 de-
cades! The value of a college education 
has increased dramatically right along 
with it.  The market will continue to 
grow, in fact…The National Center for 
Higher Education Management Systems 
estimates that to keep up with interna-
tional competition, at least 20 million 
more Americans must access higher edu-
cation by 2025.”  “20 million people!”  
“That’s twice as many as the GI Bill 
aimed to  serve.” There has never been a 

Web-based project management tool 
that we utilize to support our franchi-
sees from the day they sign on to the day 
they open the doors.  Each day they have 
a task list of “to do” items that makes 
the process smooth and cost effective.  
If they hit any roadblocks they are im-
mediately linked to the appropriate 
department and support staff to jump 
over the hurdle.  That is why they buy 
franchises.

Tutor Doctor: Typical issues that 
franchisees encounter include ramping 
up marketing efforts. Franchisees will 
find that in general there is great de-
mand for our service and typically, as 
they are conducting consultations in the 
market, parents and students respond 
very well to our offering. For every 10 
consultations franchisees do, they will 
enroll seven students.

Sylvan: Franchisees are backed by op-
erating and training systems, as well as 

better time to get into this business

Tutor Doctor: Despite the struggling 
economy, the supplemental education 
industry continues to grow. There are 
many reasons for this, not the least of 
which is that tutoring is often seen as an 
affordable alternative to private school 
education.

Sylvan: Not unlike other businesses – in 
franchising or otherwise – the financial mar-
kets and financing will continue to affect busi-

expertise in educational programs that has 
been refined over 30 years.  All franchisees, 
with or without educational experience, are 
trained and prepared with the tools they 
need to succeed as business owners.

(OW): What can your franchise oppor-
tunity offer new customers and franchisees 
that set you apart from the competition? 

Huntington: Huntington’s core com-
petency is delivering high quality indi-
vidualized instruction utilizing a low 
student to teacher ratio.  We carefully 
define the student’s specific needs, then 
carefully select the curriculum and fa-
cilitate the learning with a trained per-
son on a 1 to 1 up to a 4to 1 student to 
teacher ratio. Our programs are authen-
tic and unique for each child  

Tutor Doctor: Children can learn in 
the comfort and privacy of their home.  
Children get one-on-one attention as 
opposed to one-to-many ratios.  Chil-

nesses.  However, despite the economy, current 
demand for supplemental education services is 
strong and the market is projected to continue 
with double-digit growth, according to Edu-
ventures, Inc.  This positive news reinforces 
the opportunity that supplemental education 
systems with a proven concept – like Sylvan 
Learning – can continue to succeed and serve 
families in the U.S. and abroad.

(OW): What is a trend you see in the 
market today? How can startup businesses 
address this trend in a way that will make 
them successful? 

dren are matched with the right tutor 
who can work with the student’s style.  
We make sure we cover the student’s 
homework material from school.

Sylvan: Sylvan Learning is North Amer-
ica’s most recognized provider of supple-
mental education.  With more than two 
million students served since 1979, Sylvan 
is a pioneer in the industry and currently 
has approximately 1,100 centers located 
throughout North America and abroad.  

Franchisees benefit from Sylvan Learn-
ing’s brand awareness, as well as a $40 mil-
lion national advertising and marketing 
program designed to drive enrollment and 
conversion.  

Families benefit from the many innova-
tive products and services Sylvan provides, 
ranging from in-center, online and at-home 
tutoring designed for students of all skill 
sets and ages.  Sylvan’s proven process and 
personalized instruction methods have in-
spired two million students to discover the 
joy of learning.  

Join Sylvan, the leader in 
the growing supplemental 
education market with 30 years 
of experience and nearly 1,100 
centers located throughout 
North America and abroad.  
We offer personalized 
instruction available in-center, 
online and at home!
Sylvan franchise highlights:

Entrepeneur Magazine’s 

 More than 2X stronger than 
any competitor

 More than 3X the 
advertising spending of any 
other learning center brand 

now available in major 
metropolitan areas

including 
international opportunities

Learn how joining Sylvan 
can make a difference in 
your life− and in the lives of 
children.

Call today!
(800) 627-4276 x8768

www.sylvanfranchise.com

with the leader in supplemental education!

Established centers now available in major metropolitan areas, 
including DC, Philadelphia, Dallas, Houston, Chicago, Milwaukee, 

Salt Lake City, Orlando and Sacramento
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Huntington: With increasing com-
petition in supplemental education it 
makes sense to go with a leading brand.  
Very few companies advertise nationally 
like we do.  Start ups should invest in 
a franchise.  Programs like out “Step to 
Success” program are the only way to get 
open quickly in the most cost effective 
manner possible. 

Tutor Doctor: The reality is that our 
school system and the education system 
in general continue to struggle. More 
and more students are competing for 
fewer spots in higher education so the 
pressure to compete is intense. We con-
tinue to tutor a great number of high 
performing students that recognize that 
an “A” is not always good enough to get 
into the program of their choice.

Sylvan: One very important devel-
opment or trend Sylvan is experiencing 
is that, despite the economy, families 
are still seeking the best education for 
their children.  In fact, the recent gov-
ernment stimulus plan has increased 
funding for education and the supple-
mental education market is benefit-
ting from these resources.  Specifically, 
one of Sylvan’s programs – Ace It! – is 
designed to assist lower income fami-
lies with supplemental education ser-
vices.  This group of families is one of 
the main recipients of the educational 
stimulus funding.  

(OW): What are two challenges you 
have faced in this market and how did 
you overcome them? 

Huntington: One, local marketing. 
We have a three-tiered marketing plan 
that allows you to build the brand lo-
cally while driving inquires. Two, Sales 
ability. To increase our sales we added 
a national call center for our franchi-
sees. It works great! 

Tutor Doctor: One challenge is get-
ting the word out that help is available 
for struggling students. We overcome 

this challenge through an aggressive 
local marketing effort and bringing on 
board great franchisees to help spread 
the word. The second challenge is the 
perception that quality tutors are hard 
to find. 

Tutor Doctor takes the time to un-
derstand the needs and circumstances 
of the families that we serve through 
an in-depth seven-step consultation 
process. We then take the knowledge 
and insight from that consultation and 
use it to make what we refer to as the 
“magical” match ensuring that we are 
matching the student with a great tutor 
that will really be able to connect and 
help student through their struggles.

Sylvan: Sylvan recently celebrated its 
30th anniversary earlier this year.  Over 
these three decades, the supplemental 
education market has grown consider-
ably, so we’ve had to ensure our courses 
and services can continue to lead the 
industry.  Therefore, the challenge of 
continuing to innovate is one I would 
highlight.  We’ve met this challenge 
over and over again by introducing 
new products and services to children 
through our franchisees.  Most re-
cently, our local franchisees are offering 
SchoolMathprep.com as a free resource 
for teachers and students in grades 7-12 
to use during school hours – for math 
remediation, enrichment and test prep.

Another challenge would be ensuring 
we find the best and brightest franchi-
sees to help represent the brand across 
the globe.  We outlined some of those 

processes above, but we’ve been fortu-
nate to identify great franchisees and 
our training program ensures they de-
liver a consistent product in every cen-
ter from Baltimore to Bahrain. 

(OW): What advice would you give 
someone just starting out in this indus-
try? 

Huntington: I think by now you 
know what I’m going to say..buy a 
Huntington Franchise! 

Tutor Doctor: Be passionate about 
helping kids, work hard and deliver 
outstanding customer service. If you 
do these things your customers will 
stay with you year after year and your      
business will grow leaps and bounds.

Sylvan: The best advice for someone 
starting out is to make it a priority to get 
involved in the community.  To succeed 
in this business, it is important to give 
back to the community you are operat-
ing in.  Our business is helping children 
develop the skills, habits and attitudes 
that lead to lifelong success.  This focus 
is completely intertwined with families 
and, therefore, Sylvan needs to help not 
just their students, but everyone in the 
community.  

For more information 
and expanded coverage

www.opportunityworld.com
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