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S ince I began writing this column 
in early 2010, I have not devoted 

nearly enough space to single- and 
multi-store franchisee operators. This 
month, that changes. 

Regardless of  whether you have 
growth aspirations, it is imperative that 
you ponder your future given the new 
world order of growing fuel distribution 
companies. Should you buy? Should you 
sell? If you already own the property, 
should you execute a sale/leaseback? 
How can you achieve better whole-
sale prices on the fuel you buy? 
These are all questions you should 
ask yourself, taking into consider-
ation your particular situation.

If you are a New Jersey or Cali-
fornia franchisee, where there are 
some significant major oil com-
pany retail assets still on the mar-
ket, you are uniquely advantaged. 
Under a right of first refusal stat-
ute, should a major-oil or branded 
fuels distributor and property 
owner of size decide to sell their 
chains and keep the fuel brand in 
the market, they must first offer the site 
to you for purchase. 

If you fall in this category and you 
have some cash equity on hand, con-
gratulations: You may have the chance 
to positively affect your future prosper-
ity. If and when you get control of your 
properties, you may want to expand and 
buy other sites.

If you are not lucky enough to live on 
either coast (and we can debate whether 
living in New Jersey can be considered 
lucky; I can say this because I grew up 

there), what now? What should you 
do now to ensure your future business 
survival? 

WHAT TO DO NEXT
The following items should help you to 
navigate around the issues:

▶1. If you are a franchisee to a branded 
oil company that owns your property, ask 
if the company would be willing to sell it 
to you in exchange for a long-term agree-
ment to continue to fly the oil company 

flag. If so, while financing is not guaran-
teed, it is available if you know where to 
look. (FYI, SBA loans are not being offered 
to our industry at the time of this writing.)

▶ 2. If the answer to the previous 
question is “yes,” ask if you can shop 
around for the best supply/price of fuel 
among the company’s branded distribu-
tors. While any reputable distributor will 
require a contract of some length, this will 
give you added leverage and control, and, 
hopefully, better profit margins over time. 

▶ 3. If the answer to Nos. 1 and 2 is 

“no,” seek the advice of a professional to 
determine the long-term viability of your 
location(s) and establish a plan. You may 
be well advised to stay put, or seek single-
store acquisition opportunities in your 
geographic area, with a different brand 
or an unbranded offering.

▶4. If you operate on a leased property, 
try to find the property owner and make 
contact. Ask the owner if he or she would 
be willing to sell the location to you, or 
would allow for the assignment of the lease 

to you while maintaining the brand 
and operational requirements. Even 
though this can be tricky, you never 
know what a land owner may be 
willing to do, and circumstances do 
change over time. While the owner 
may say no to both questions, one 
year from now he or she may be 
more flexible. 

▶ 5. If you are fortunate enough 
to own the property and improve-
ments at the location(s) you oper-
ate, you are in the perfect position 
to maintain long-term viability. You 
control your destiny, and can seek 

the best available fuel supply contract with 
station improvements, or go unbranded if 
warranted by your marketplace. May the 
Force be with you!

To truly set yourself and your business 
on the right course in the months and 
years ahead, it is highly advisable to seek 
the advice of industry professionals and 
a good accountant. They should have 
a macro- and microeconomic view of 
the fuels industry and knowledge about 
valuations of retail/commercial real estate 
and businesses.  n

It Is Your Destiny
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