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Franchising by Design: How
Bloomin’ Blinds Builds Alignment,
Skill, and Success

The Power of the Right Match

In franchising, growth is often celebrated in numbers, territories sold, units opened,
revenue milestones achieved. But behind every sustainable system lies a less visible
ingredient: alignment.

According to long-term franchise performance data, nearly one in five new units fails or
transfers ownership within five years. The root cause is rarely the product or the
market, it’s the mismatch between the franchisor’s operating philosophy and the
franchisee’s expectations, temperament, or readiness.

Bloomin’ Blinds, a national window-coverings franchise with more than 150 units and 80
franchise owners, has built its reputation not just on expansion, but on precision,
matching the right people to a clearly defined system. For Bloomin’ Blinds, success
begins before a contract is signed.

The company’s growth story offers a lesson to emerging franchisors: longevity depends
less on how fast you grow than on how intentionally you align. Through transparency,
structured learning, and a culture of partnership, Bloomin’ Blinds demonstrates that
operational excellence and human alignment are not competing goals, they are the
same goal.

Building a Franchise Worth Joining

Bloomin’ Blinds began as a small, family-run service business specializing in residential
window coverings. Founded by the Stewart brothers, the company evolved from local
installer to national franchisor through a philosophy grounded in craftsmanship,
customer trust, and teachable systems.

From the beginning, the Stewarts believed that scaling quality meant scaling education.
Every process from quoting to installation was documented, refined, and tested in the
field before being introduced to franchise partners. This discipline created a blueprint
for growth rooted in real-world experience rather than theoretical manuals.

By the time Bloomin’ Blinds entered national franchising, it had already developed the
foundations that separate strong systems from fragile ones: standard operating
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procedures, detailed technical training, and a replicable customer-experience model.
Yet what truly distinguished the company was its approach to partnership.

Franchisees weren’t treated as investors purchasing territories; they were seen as
extensions of the brand’s reputation. Each owner joined a collaborative network @
committed to shared standards and mutual support. Bloomin’ Blinds built a brand

“worth joining”, one where culture, community, and operational clarity coexist.

As the system grew beyond 100 units, the leadership team doubled down on its original
principles: simplify what’s complex, teach what matters most, and reinforce every
process through continuous learning.

The Franchisee Challenge

The franchise industry is filled with cautionary tales of systems that grew too quickly,
prioritizing sales over suitability. Bloomin’ Blinds took a deliberate path. Its leadership
recognized early that franchise success depends less on financial capability than on
mindset and motivation.

Three dimensions guide its franchisee selection process:

Operational Readiness — Prospective owners must bring resilience, organization, and a
business-builder’s mentality. Experience in home services or small-business
management is helpful but not required; what matters most is the ability to follow
systems and execute with consistency.

Cultural Alignment — Bloomin’ Blinds franchisees are expected to lead with empathy,
authenticity, and customer focus. The company’s core promise, “We bring beauty and
service home”, extends beyond aesthetics. It reflects a belief in local trust and integrity.

Learning Engagement — Above all, candidates must show a willingness to learn.
Bloomin’ Blinds considers curiosity a stronger predictor of long-term success than
technical expertise. Owners who embrace the learning process adapt faster, train better
teams, and ultimately deliver superior customer experiences.

By filtering candidates through these dimensions, the franchisor cultivates a network of
partners who don’t just operate under a shared name but thrive under a shared
purpose.

Designing for Alignment

Alignment at Bloomin’ Blinds begins long before a grand opening. The franchise’s
development and onboarding process is designed to create clarity from day one.

Education Before Enroliment

Prospective owners participate in an extended discovery process that emphasizes
transparency. Rather than sales-driven presentations, the focus is on expectation
setting, what it takes to run a location, what support the franchisor provides, and what
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success realistically looks like. Candidates are encouraged to speak with existing
franchisees and experience the operation firsthand.

Readiness Before Launch
Once approved, new owners enter a structured six-week onboarding pathway that @
blends virtual and in-person instruction. The first four weeks take place online through

Bloomin’ Blinds’ learning management system, covering business formation, funding,

product knowledge, and foundational marketing.

The final two weeks occur at the company’s training center in Dallas, where participants
receive hands-on instruction in installation, customer consultation, and operational best
practices. By the time training concludes, every franchisee leaves with a detailed first-
year business plan and a working playbook for sales and service delivery.

Coaching After Launch

Training doesn’t end at the ribbon cutting. Bloomin’ Blinds pairs every new franchisee
with a dedicated coach who conducts weekly calls for the first twelve weeks of post-
launch. These sessions bridge the gap between theory and execution, reviewing
marketing efforts, analyzing early sales performance, and troubleshooting operational
challenges in real time.

This structure ensures that alignment isn’t an onboarding checkbox, but a living process
reinforced through experience.

Training as the Great Equalizer

In a franchise system where some owners arrive with decades of sales experience and
others have never used a power drill, training becomes the great equalizer. Bloomin’
Blinds’ approach mirrors the Surefire Training Impact™ framework used by many
advanced systems: move learners from knowledge acquisition to skill development,
then to measurable performance.

The franchisor’s learning pathway follows a deliberate sequence:

1. Knowledge Acquisition — eLearning modules teach core product categories,
measurement techniques, and quoting procedures. Video demonstrations and
micro-assessments ensure comprehension.

2. Skill Development — In Dallas, trainees practice installations on real equipment
and role-play client consultations. The focus shifts from “knowing” to “doing.”

3. Performance Application — Once operational, new franchisees continue
learning through live coaching and peer mentoring, refining their skills based on
customer feedback and data.

Each stage builds on the last, turning classroom instruction into operational mastery.

For technicians hired later, Bloomin’ Blinds applies the same rigor. New employees
complete a one-week online course in product knowledge, followed by a two-week
hands-on certification at headquarters. The franchisor encourages owners to have

www.latitudelearning.com

©LatitudelLearning LLC



oDy Training Program Case Study

iy,

>=LATITUDELEARNING

technicians shadow them for several weeks before formal training to validate aptitude
and work ethic, another example of how structure protects both brand and owner
investment.

As franchisees scale, they can enroll sales staff in an abbreviated version of the owner @
training, focused exclusively on marketing, consultation, and closing. These learners

participate in shorter coaching cycles, ensuring that the sales process remains consistent

across the network.

What emerges is a comprehensive learning ecosystem: owners, technicians, and
salespeople all follow parallel development paths aligned with their roles. This approach
turns training into the foundation of brand quality, and quality into the foundation of
growth.

From Alignment to Advantage

The impact of Bloomin’ Blinds structured, data-driven approach is visible in both
performance and perception.

Franchisees report greater confidence launching their businesses, citing the training
program as the single most valuable part of their onboarding experience. New owners
progress from knowledge to independence within months, not years, and often credit
the post-launch coaching for helping them avoid early missteps.

Operational metrics reinforce those perceptions. Locations that fully participate in
technician and sales training maintain stronger customer-satisfaction scores and lower
rework rates. The franchisor’s internal dashboards track performance indicators such as
installation accuracy, reorder frequency, and local review trends. These metrics are used
not to police franchisees but to identify support opportunities early.

When anomalies appear, such as a drop in online ratings or a spike in material waste,
the operations team collaborates with the franchisee to trace root causes, often
uncovering training gaps or staffing challenges. The same data also highlight success
stories. Franchisors that invest heavily in staff development routinely outperform peers
on both revenue and customer loyalty.

As one franchise owner summarized in a recent system survey: “Training here isn’t an
event; it’s a relationship. Every time we hire someone new, we know exactly how to get
them performing the Bloomin’ Blinds way.”

This alignment between people, process, and performance has become the company’s
competitive advantage. Growth continues steadily, but more importantly, sustainably.

Lessons Learned & Best Practices

Bloomin’ Blinds’ rise offers a blueprint for emerging franchisors striving to scale without
sacrificing quality.
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First, great franchisors don’t just sell franchises, they cultivate partners. Success begins
with selecting individuals who align with the brand’s purpose and teaching them how to
thrive within its systems.

Second, training is the bridge between alignment and performance. Knowledge transfer
alone isn’t enough; real transformation requires practice, coaching, and data-driven
feedback loops.

Third, clarity creates culture. By defining expectations upfront, through transparent
discovery, clear metrics, and structured support, Bloomin’ Blinds reduces conflict and
builds trust across the network.

Finally, the future of franchising lies in data-driven selection and learner-driven
enablement. As analytics and Al become embedded in franchise management, systems
like Bloomin’ Blinds demonstrate how structured learning and performance monitoring
can evolve together to create intelligent, adaptive organizations.

In an industry where many chase growth, Bloomin’ Blinds proves that the true hallmark
of a great franchisor isn’t the number of locations opened, it’s the number of owners
who stay, succeed, and proudly say, “This business fits me.”

Visit Bloomin’ Blinds to learn more - https://www.bloominblinds.com/
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